By Elisabeth Horwitt 





™ Microsoft Corp. revealed new details last 
| week of the object-oriented services environ- 
ment with which it hopes to leapfrog Novell, 
Inc.’s NetWare Directory Services. The envi- 
ronment will provide users with transparent 
and dynamic access to data, images and ser- 
vices across the enterprise. 


The system is part of Microsoft's Cairo object 
extensions to NT, which is slated to ship some- 
time in 1995, Microsoft spokesmen said. 

“This is a quantum leap over existing global 
directories, such as NetWare Directory Ser- 
vices, which still require users and applica- 
tions to comprehend the network’s functional 
and logical design” to locate a resource, said 
Claude King, senior systems analyst at the Uni- 
versity of Florida’s College of Journalism and 
Communications in Gainesville. 


Building access 

In contrast, Cairo will allow the user to build 
access to a given piece of data, graphic or ser- 
vice into an application so it can be called up at 
the click of an icon, King said. 

Such items are assigned monikers, which an 
application would always use to call an object, 
independent of where and on what type of sys- 
tem it resides, said Lyle Griffin, vice president 
of advanced technology at Micrografx, Inc., a 
Richardson, Texas, software company. 

Microsoft will continue to use the domain- 
based system it now employs for directory 
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Microsoft casts object net 


NT to one-up Novell’s NDS with transparent data access 


searches so a moniker would be valid within a 
domain but might change between domains, he 
added. However, the moniker’s attributes, such 
as a database or a network protocol needed to 

access the objects, could change. 
As a result, applications always access key 
items in the same way, even if they have been 
Microsoft, page 14 
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> Kruse 


Are foreign programmers 
stealing U.S. jobs? 


Yes, says Louis Buonincontri, an Amer- 
ican contract programmer who’s been 
burned. But Steven Kruse, who hires 
out offshore workers, says these coders 
are a boon to the global economy. 


& Buonincontri 


For more on the debate, see In Depth on page 122 
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IBM gives OK to 
NT on PowerPC 


By Ed Scannell 
and Michael Fitzgerald 





IBM this week will grudgingly an- 
nounce support for Microsoft 
Corp.’s Windows NT on the 
PowerPC. 

The move appears to be a con- 
cession to NT’s market potential 
and its ability to undermine OS/2 
and WorkPlace OS. 

The acknowledg- 
ment of NT gives 
IBM’s Personal Soft- 
ware Products group 
one more thing to 
worry about in its up- 
hill battle against Mi- | 
crosoft for the hearts 
and pocketbooks of | 
corporate users. 

The announcement 
also comes at a par- 
ticularly crucial time 
for OS/2: For the first time since its 
inception, the operating system 
appears to be gaining sales mo- 
mentum on Intel Corp. platforms 
[CW, Oct. 18]. 

NT support on the PowerPC may 
primarily hurt IBM’s emerging 
WorkPlace OS, a microkernel- 
based environment that will en- 
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WorkPLace OS 
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able the PowerPC to run OS/2, AIX 
and Windows applications. The 
move will have minimal impact on 
OS/2 2.1, which currently works 
only on Intel platforms. 

WorkPlace OS is scheduled to 
debut on the PowerPC in the first 
half of 1994. IBM hopes to show off 
what would be the first beta 
release at Comdex/Fall ’93 this | 
month. 

But due to some 
technical snags, Per- 
sonal Software Prod- 
ucts may not be able 
to deliver the beta re- 
lease until the first 
quarter of next year, 
pushing delivery of a 
| final product to 
| around mid-1994. 

IBM will work with 
Motorola, Ine. to port 
Windows NT to its 
PowerPC-based systems. How 
long it will take the two companies 
to complete the port is not clear, al- 
though most analysis said they 
suspect it will be available in the 
first half of 1994. 

While IBM officials continue to 
say they are not sure just how suc- 

IBM, page 16 











By Joanie M. Wexler 





A trailblazing effort is afoot to put 
corporate America on a path to se- 
cure its data cohesively across dis- 
tributed computing environments. 

Next week, a fledgling group at 
Hughes Aircraft Co. will kick off 
what appears to be the first com- 
prehensive crack at a centralized 
security scheme for network- 
based computing, according to 
sources close to the company. 

The U.S. Department of Defense 
contractor is drawing on its 
weighty expertise in using strin- 
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Aside from Unix, 
Windows NT is 
the only desktop 
operating system 
with plans to inte- 
grate the govern- 
ment’s Class C2 
security scheme. 


01201098397 





Enterprise security on deck 


gent DOD standards to bulletproof 
its own computers and networks. 
It is poised to deliver the first in a 
series of products that collectively 
protect desktop and networked 
data. 

The official announcement of 
the plans, which the company con- 
firmed, is scheduled for the Com- 
puter Security Institute Show in 
Anaheim, Calif., this week. 

The product is already in use at 
a number of unidentified govern- 
ment agencies and is in beta test- 
ingat some unidentified corporate 
sites, sources said. 

The idea behind the 
initiative is to com- 
bine the various func- 
tional levels of securi- 
ty, which exist today 
largely as piecemeal 
products, into a cohe- 
sive software pack- 
age that eventually 

Security, page 8 
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Patent office eyes industry 
aid in vast database plan 


By Gary H. Anthes 
ARLINGTON, VA 


Data dilemma 


With 1.7 million of its 
patents now acces- 

sible on-line, the U.S. 
Patent and Trademark 


make its documents 





accessible through a 
single system 





Bin a bold experiment in government/indus- 
try collaboration, the U.S. Patent and Trade- 
mark Office plans to sponsor development of 
an advanced text search and retrieval system 
for use by itself, other federal agencies and 
commercial enterprises. 


A number of ven- 
dors, including IBM, 
Oracle Corp., Soft- 
ware AG of North 
America, .Inc., Elec- 
tronic Data Systems 
Corp. and Thinking 
Machines Corp., have 
expressed interest in 
supplying the system. 
Oracle has submitted 
an unsolicited pro- 
posal, patent officials 
said. 


The patent office is 
looking for a system 
able to offer subsec- 
ond response to com- 
plex queries against 
terabytes of text data 
using massively par- 
allel computers. In ad- 
dition, the system 
must be able to filter 
and tailor data to min- 
imize the amount of 
unwanted informa- 

Patent, page 12 
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MANAGEMENT 

= Some negative reviews are 
starting to come in on Total 
Quality Management pro- 
grams. IS executives generally 
remain supportive of the con- 
cept but say implementation 
can be very tricky. Harvey 
Shrednick, senior vice presi- 
dent of information services at 
Corning, warns that customer- 
aversive attitudes can under- 
mine quality efforts. Page 97 


NEWS 


= Demand melts as Storage Tek continues to 
waffle on Iceberg’s release date. Page 4 


= Developers and users are less than thrilled 
with COSE’s Common Desktop Environ- 
ment. Page 6 


=Computer Associates promises delivery of 
an OS/2-based cross-platform systems man- 
agement package by next April. Page 8 


@Cray jumps into commercial market with a 
SPARC-compatible superserver that can run 
RDBMS applications and anchor a network of 
Unix workstations. Page 10 


8 HP takes direct aim at IBM’s mainframes with 
powerful minicomputers positioned as main- 
frame alternatives. Page 12 


® Cisco teams with Microsoft on a desktop-to- 
enterprise communications push, anchored by 
a PC-based router from Cisco. Page 14 


#@ Novell claims to be far along with an object- 
oriented network services framework that will 
far outdo Microsoft's Cairo. Page 14 


=Compag leaves no market segment uncov- 
ered with its release of 46 new desktop 
machines. Page 16 


® Digital will depend on its DEC OSF/1 operat- 
ingsystem tocarrry Alpha APX architecture in- 
to the Unix market. Page 20 

@Infonet Services offers pay-as-you-go dial 
LAN service for low-volume mobile computing 
users. Page 24 


DESKTOP COMPUTING 


Intel sets up a testing lab 
to guarantee that systems 
claiming to be Pentium-up- 
gradable really are. Page 37 


WORKGROUP COMPUTING 


®@SAS Institute rolls out major new release of 
its software, featuring support for new environ- 
ments. Page 51 

ENTERPRISE NETWORKING 

#1BM reaffirms intent to blend OSF’s DCE ser- 


vices into next version of LAN Server. Page 65 


LARGE SYSTEMS 


=Scattershot automation of data centers 
doesn’t work. Page 77 
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APPLICATION DEVELOPMENT 


=Don’t count CASE out of client/server and 
distributed environments. Page 87 


iN DEPTH 


# Are foreign programmers undercutting U.S. 
computer professionals or filling a critical 
skills gap? It’s a raging debate. Page 122 


CW GUIDE 


= New client/server accounting 

systems pose some real con- 

cerns, including price, securi- 

ty and the amount of volume 

they can handle. Page 107 

Buyers’ Satisfaction Score- 

card: Of the leading Unix products, Lawson 
gets the highest marks from its customers. 
Page 117 Firing Line evaluators give People- 
Soft Financials mixed marks. Page 118 


CAREERS 


®SQL-92: Relational database development 
will get easier. Page 128 


MARKETPLACE 


=The calculation speed of project manage- 
ment packages varies considerably — from 
seconds to hours — making hands-on testing 
crucial. Page 137 


COMPUTER INDUSTRY 


"EDS reports another slow quarter. Analysts 
see outsourcing slump. Company points to 
transitory, company-specific factors. Page 145 


COMMENTARY 


= The last barrier to confident commercial use 
of Unix is crumbling with the arrival of system 
utility suites, says Charles Babcock. Page 6 

® Microsoft is trying to put a good face on the 
situation, writes Paul Gillin, but it stumbled 
on NT and may have thrown part of the market 
to IBM. Page 32 

#IS has been scrambling to make computing 
power and communications access free and 
easy, says Michael Schrage. This is an invita- 
tion to waste and abuse. Page 33 


Company Index ............sscecseeeeeee Page 143 
Editorial/Letters to the editor........Page 32 
Friday Stock Ticker ............0es0000. Page 144 


Executive Briefing 


Distributed computing assists from left field. The wait for 
tools to ease some aspects of client/server and dis- 
tributed computing won't be as longas expected, 
thanks to third-party providers and start-ups. 


Revelation Technologies beat Microsoft to the punch, 
producing an object-oriented Windows repository. 
Page 4Brainstorm Technologies, a small consul- 
tancy, leapfrogged Lotus with the announcement 
that it will deliver a tool next month that gives Visual 
Basic applications the ability to read and update 
Notes databases. Page 4 And two start-up compa- 
nies, Forte and Dynasty, are promising a whole new 
breed of object-oriented client/server tools that gen- 
erate cross-plaform code. Page 28 


CASE role in client/server. It’s probably a mistake to dismiss CASE as 
an important component of client/server development. Users and 
analysts say products have improved considerably and help to 
provide structure and consistency across platforms. Page 87 


Power to the users ... someday. Creating systems that embody busi- 
ness rules in a way that is accessible and amendable by end users 
will soon be an absolute must because pro- 

grammers can’t keep up with the pace of busi- 

ness changes, says Jim Stikeleather of Kash 

n’ Karry. But there are big obstacles on this 

road. Page 33 


Bugs, viruses and hackers got you worried? It just 

got easier to find out exactly what you’re up 

against. A forum on the Internet has been de- 

voted to collecting information about such 

risks for some time, and now that group is making its listings 
available by fax for those who aren’t wired into the ‘net. Page 38 
In the meantime, cellular carriers are using knowledge-based sys- 
tems to fight toll thieves, and there’s hope these technologies may 
eventually help secure wireless data transmissions. Page 71 


Compression breakthroughs: Good news for 
DOS shops that want OS/2 but don’t want to 
give up the option of using their DOS com- 
pression features. Stac Electronics is 
planning a Comdex announcement ofa util- 
ity that permits easy transfer of 
compressed data between DOS and 
OS/2. The utility will be bundled with its 
OS/2 compression program, Stacker. It’s 
amazing what you can fit in a thimbleful of 
space these days. The new 64M-bit 
dynamic RAM chip from IBM and Siemens AG can hold up to 6,400 
pages of double-spaced text. Page 37 
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Users cooling to oft-delayed Iceberg 


By Johanna Ambrosio 

= Storage Technology Corp.’s contin- 
ued waffling on delivery dates for its 
long-awaited Iceberg storage device 
has resulted in as much as a10%slip- 
page in demand for the product, 
which is now expected to ship in 
quantity “early next year,” according 
to a company manager. 


The sixth delay since the product’s 
introduction in February 1992 was qui- 
etly announced with the company’s 
third-quarter financial report Oct. 14. 

Last week, Chauncey Schwartz, 
product marketing manager for Ice- 
berg, said 5% to 10% of the initial 150 
orders for the product are no longer on 
the books. 

Based on a study of Iceberg orders 
conducted about three months ago, the 
backlog has slipped to 10% for “people 
who needed [disk storage] before we 
were available,” he said. 

One customer who could no longer 
wait is Howard Sorgen, senior vice 
president at Merrill Lynch & Co. in New 
York. “Our interest was piqued when 
Iceberg was announced. But we made 
our bed with other vendors, and we’re 





Object-oriented tools 


happy with the decision,” he said. 

The vendors include EMC Corp. and 
its Symmetrix device, a major compet- 
itor to leeberg announced in November 
1992 that has shipped 2,500 units. IBM 
is expected to announce an Iceberg 
competitor in February, analysts said. 

Iceberg is a redundant arrays of in- 
expensive disks (RAID) device that will 
store up to 400G bytes of compressed 
data for mainframes. Performance 
data has not yet been released. 

Schwartz would not comment on the 
reasons for the delays, saying only that 
the company met its most recent goal 
of starting internal beta-testing July 
23. In August 1992, a company official 
had attributed the delays to problems 
with the software that controls the 
RAID-specific features of the machine. 

Executives at the Louisville, Colo., 
firm are not speaking publicly about 
the Iceberg schedule or what the prob- 
lems are, in large part because of a 
shareholder lawsuit filed against the 
company in April 1992. 

Schwartz did say Iceberg is “work- 
ing’ and that the company is putting 
the device through “final integration 
testing.” The Oct. 14 statement said 
customer beta testing will be conduct- 


ed this fall — meaning by late Decem- 
ber — and that the company “expects 
to begin early customer shipments by 
year end.” One prebeta version of the 
machine has been shipped toa custom- 
er Schwartz would not identify. 


Too little, too late 

By the time Iceberg does ship, some an- 
alysts said, it may be too late to cap- 
ture the market Storage Tek sought. 

“The window of opportunity has 
largely closed for the high-perfor- 
mance market” because of the strides 
EMC has made with Symmetrix, said 
Robert Callery, an analyst at Interna- 
tional Data Corp. in Framingham, 
Mass. Still, he said, some large custom- 
ers that need fault-tolerant disks may 
find Iceberg attractive. 

Schwartz responded that user inter- 
est is still high, and he and his market- 
ing team are asked to give three to five 
customer presentations daily. 

One customer willing to give Iceberg 
achance is Wayne Pattison, director of 
data center operations at Kansas City 
Railway Co. in Kansas City, Mo. “We’re 
very interested in the concept, but it’s 
got to work. We’ll see what happens 
when it gets to market,” he said. 


Revelation pushes into repository arena 


3y Michael Vizard 


While Microsoft Corp. ponders plans for an object-oriented 
repository, one of its rivals last week beat it to the punch by 
unveiling a repository that will support derivatives of the 
Basic, C and C++ programming languages. 

Called Openinsight 2.0, the object-oriented repository 
from Revelation Technologies, Inc. in Stamford, Conn., is 
one of the first tools aimed at fostering team-oriented appli- 


cation development in PC environments 


“The idea is to provide a ceniral source where you can 
change something and have that change implemented ev- 
erywhere it is used,” said Chris LeTocgq, an analyst at Com- 


puter Intelligence/InfoCorp in San 
Jose, Calif. 

For example, Natural Gas Clear- 
inghouse in Houston has more 
than 200 workstations running a 
DOS application that schedules 
the movement of natural 
across the U.S. In the next year, the 
company plans to use OpenInsight 
to migrate all the DOS applications 
running on those systems to Win- 


gas 


dows, as opposed to using a cus- 
tom program it created to share li- 
braries across DOS applications, 
said Jimmy Seranno, supervisor of 


tionary for DOS and Windows applications in the same re- 


pository,’’ said Vice President Fred Dietrich. 

The challenge for Revelation will be to establish its re- 
pository before rivals can leverage their stronger positions 
in the Windows application development arena. For exam- 
ple, Magic Software Enterprises, Inc. in Irvine, Calif., al- 
ready offers a repository running on high-end servers ca- 
pable of supporting DOS applications [CW, Sept. 13], and 
Microsoft executives recently said they are evaluating a 


move into the repository market [CW, Oct. 18]. 


Openinsight provides a repository that allows 


developers to share code across multiple Basic and 


C application development projects 


>» Window Designer 

» System Editor and Debugger 

» Database and Table Manager 

> Query By Form and Report Builder 
> Third-party software 


Active repository 


Other companies such as Gupta Corp. and Powersoft 
Corp. are expected to expand their data dictionaries into 
repositories as part of their Windows-based application de- 


All together now 


velopment environments. Users 
can expect similar initiatives from 
companies such as JYACC, Inc., 
Unify Corp. and Uniface Corp., 
said Mitch Kramer, an industry 
analyst at the Patricia Seybold Of- 
fice Computing Group in Boston. 

But reinventing mainframe ap- 
plication development environ- 
ments for PCs will require more 
than just repositories, Kramer 
said. “You have to make sure you 
need a mechanism for version 
control,” he said. 

“The PC flavor of repositories 





the information systems group 
charged with building the compa- 
ny’s accounting and trading sys- 
tem 

Similarly, Q. D. Systems, Ine. in 
Berkeley, Calif., will use CpenIn- 
sight to move a clinical application 
for doctors’ offices from DOS to 
Windows. “For us, it’s a lot cheap- 
er to share a common master dic- 


I Dynamic Data Exchange 


i Dynamic Link Libraries 


and [| Bonding data 


integration technology 








OpenEngine | 


aren’t as sophisticated as what 
you would expect to see on main- 
frames, which are designed to 








Windows tools 


> Openinsight native tables 
> SQL database servers 
» dBase and ASCIi 


Third-party 


» Open Database Connectivity 


support a vast number of people. 
The PC repositories are good for 
individual and small workgroups 
of developers,” LeTocq added. 

Pricing for OpenInsight is $249 
through December, after which 
the price is $895. 
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Application tools 
on tap for Notes 


Firm readies Visual Basic tool 


By Michael Vizard 
CAMBRIDGE, MASS 





A small consultancy plans to deliver a tool that 
will allow Visual Basic applications to read and 
write to a Notes database almost a year before 
Lotus Development Corp. is scheduled to deliv- 
er Notes application development tools that 
support the Basic language. 

Brainstorm Technologies, Inc. in Framing- 
ham, Mass., plans to deliver VB/NotesLink at 
the LotusSphere users’ conference next 
month. It will give developers the ability to build 
Visual Basic applications that can read and up- 
date Notes databases. Those same applica- 
tions will be able to read and update most SQL 
databases using standard Visual Basic calls. 

“The Notes programming environment isn’t 
as powerful in terms of creating user interfaces 
as the SQL tools and Visual Basic are,” said 
Brownell Chalstrom, president of Chalstrom 
Consulting, Inc. in Oakland, Calif., and a former 
member of the Notes group at Lotus. 

And industry analysts said large numbers of 
Notes sites are already struggling with Notes 
and SQL database integration. “It’s an issue a 
lot of people already have and one that every- 
body will have over the next two to three years,” 
said Dave Marshak, an industry analyst at the 
Patricia Seybold Office Computing Group in 
Boston. 

Lotus previously said it intends to support 
Visual Basic and LotusScript, a derivative of Vi- 
sual Basic currently under development, as 
part of its notebook application development 
environment. LotusScript will be supported in 
Notes 4.0, which is due in the second half of next 
year [CW, Oct. 4]. 


Deal with Gupta 

At the same time, Lotus announced a deal with 
Gupta Corp. last week under which Gupta’s 
tools will be able to read and update Notes 
databases in addition to SQL databases [CW, 
Oct. 25]. However, Gupta will not deliver that 
capability until the third quarter. 

As a result, the Brainstorm offering will be 
the only tool available in the near term, short of 
custom programming in C, thai will allow de- 
velopers to create applications that work 
against both SQL and Notes databases. 

Currently, Johnson & Higgins, an insurance 
brokerage firm in New York, is using C to inte- 
grate Notes databases with a database running 
onan IBM AS/400. Once accomplished, Johnson 


; & Higgins intends to roll up data from the Notes 


database into the AS/400 database, which will 
then give the company a central resource from 
which to write reports for its clients, according 
to Assistant Vice President Dennis Richter. 

Johnson & Higgins will postpone as much of 
this effort as possible in favor of waiting for the 
Gupta tools, which it already uses. The compa- 
ny, however, will continue to proceed with its C 
development work until the Gupta tools 
arrive. 

Marshak added that giving developers the 
ability to use their existing languages with 


| Notes will be of paramount importance to Lotus 


as it seeks to increase Notes penetration at cus- 
tomer sites. 





Gentlemen, start your snails. 


PC Magazine independently defined and ran a battery of real world performance tests to compare database server software. 
PC Magazine states, “Oracle7 was the hands down winner on our performance tests, outperforming the others by a wide margin.” 


ORACLE? i 2 hours LOAD AND INDEX 
SYBASE ogee : 12 hrs. “Oracle7 finished the entire test suite in 


less time than most took just to load and 


IBM DB/2 _ ¢ 17 hrs. |_index our data.” 


| 
| 
| | 36 hrs. PC Magazine | 





ORACLE? i 47 minutes 


ze . 
IBM DB/ 2 ae ; at ; “Oracle7 completed the queries in a blistering | 
‘ 47 minutes, three times as fast as...the other 


' | 
INFORMIX _— — products.” | 

Dy PC Magazine | 
SYBASE —«<,. : | 





ORACLE? i 44 seconds CONCURRENT RANDOM READ 


SYBASE ia 5 oe 660 Sec. | “Oracle7$ read-consistent model and record | 
ee level locking helped it breeze through the test.” 
IBM DB/2 — _< 698 sec. 


PC Magazine 
INFORMIX ome : 





ORACLE? @& 47 seconds CONCURRENT RANDOM WRITE 


IBM DB/ 2 ae = ; a “Even with the many new features that were 
added, we found Oracle7 to be exceptionally 


SYBASE ae ai nog stable” 
b PC Magazine 
INFORMIX a 





Just to be fair, here's what PC Magazine had to say about the other guys: 


Informix OnLine “Only after days and days of repeated crashes were we able to obtain a full set of results.” 
Ingres Server “...we would not recommend it because of the showstopping multi-user bug we encountered.” 
Gupta SOLBase ~...took an unthinkable 60 hours to load the tables and then crashed on the index builds...” 


For your copy of the complete PC Magazine article, 
including test results call 1-800-633-1071 Ext. 8129. 


© 1993 Oracle Corporation. 
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Filling the holes in 
Unix system 


t has been years since Unix was proclaimed ready for prime 

time, but there’s always been a major barrier to its accep- 

tance as a commercial system — the lack of a supporting 

suite of utilities to make the operating environment more 

manageable. Finally, however, that barrier is falling. 

System utilities were one of the underrated achievements 

oflegacy systems. Anyone who has ever watched IBM’s MVS 
spew out a mind-numbing torrent of messages could understand 
the value of a utility that noted the exceptions and called them to 
the system operator’s attention. In addition, scheduler utilities 
ran jobs in the right sequence. Chargeback utilities told the IS man- 
ager which departments owed how much for system use. Perfor- 
mance monitors indicated when the system was heavily loaded. 
Other utilities automated backup or did trend analysis based on 
system statistics. All these utilities make the environment more 
predictable and the life of a system manager more livable. 

Unix, which was designed more as a developer’s system than 
for running business tasks, 
lacked many of these fea- 
tures. Hewlett-Packard 
wanted to advance the use of 
Unix in commercial organi- 
zations but found “business 
people wanted to know if 
these utilities were avail- 
able,” says Gina Cassinelli, 
HP’s Mainframe Alternative 
Program manager. In too 
many instances, there were 
holes, including HP’s own 
HP/UX. 

Traditional Unix custom- 
ers were skilled computer 
users rather than business people, and they didn’t view the ab- 
sence of a few utilities as a shortcoming. Unix offered system re- 
sources to developers in scientific/engineering circles without 
bogging them down in cross-checking or system safeguard tech- 
niques. Consequently, Unix would write over backup data on a tape 
drive when it needed more storage, or would speed up writing data 
to disk as space grew short, moving the system along more effi- 
ciently toward a crash. 

Unix’s Cron utility schedules the work load based on time of day 
and date, with no provision for checking whether requisite jobs 
have been completed. It’s difficult to handle messages from the 
operating system automatically, so they get handled by a human 
operator or not at all. It’s even difficult to print out part of areport 
rather than the whole thing. And there’s no concept of acommon 
database for system statistics. 


The final 
barrier to 
business 
adoption of 
Unix is falling, 
as suites of 
system 
utilities 
emerge. 


Charles Babcock 


To be sure, a lot of spot utilities have sprung up but they come 
from different vendors and may work with only one version of 
Unix. Creating a utility set that both meets a comprehensive set of 
system management needs and works across Solaris, System V.4, 
HP/UX, AIX, OSF/1 and The Santa Cruz Operation Unix is a tall 
order. 

Several third-party software houses are now trying to fill the 
gaps, however, including Raxco Software in Rockville, Md.,Com- 
puter Associates in Islandia, N.Y., and OpenVision, a one-year-old 
start-up in Pleasanton, Calif. 

OpenVision, which launched its product line in June, purchased 
nine utility companies and licensed the products of two others in 
order to create its own utility lineup. That lineup will ultimately 
consist of 27 utilities with common database underpinnings 
through HP’s OpenODB as a front end. 

Raxco converted utilities on Digital VAXs to the Unix market. 
CA rewrote its existing line of mainframe utilities in C, sometimes 
combining the features of two similar packages into one product. 
These firms are adding common graphical front ends to their utili- 
ties, making them easier to learn and use. 

With products like these available, commercial system manag- 
ers may finally have the incentive they need to make the move from 
their legacy systems to Unix. 


Babcock is Computerworld’s iechnical editor. His MCI Mail address is 575-2737. 
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Unix compatibility 


COSE delivers interim CDE code 


By Jean S. Bozman 
SANJOSE, CALIF 





Corporate developers had better get to work 
quickly on the Common Desktop Environment 
(CDE) unveiled at last week’s Common Open 
Software Environment (COSE) conference 
here because the code distributed on CD-ROMs 
here is designed to self-destruct in April. 


COSE developments 


CDE is a collection of user interface technologies from COSE 
member companies knit together into a set of APIs, file formats 


and other components 
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Source: X/Open Desktop Working Group 


COSE members IBM, Hewlett-Packard Co., 
SunSoft, Inc., Noveli, Inc. and The Santa Cruz 
Operation pian to upgrade tool kit replace- 
ments by then. They said they also hope to inte- 
grate the CDE specs into their Unix desktops, 
which would allow all Unix systems to have a 
common look and feel (see chart). 

CDE code elements include HP’s Visual User 
Environment, the Open Software Foundation’s 
(OSF) Motif 1.2 graphical user interface, a desk- 
top manager from Novell, IBM’s Common User 
Access shell and SunSoft’s ToolTalk object-ori- 
ented interapplication messaging tool kit. De- 
velopers are supposed to write to the CDE ap- 
plication programming interfaces (API), even 
though COSE members noted the CD-ROM CDE 
code is nearly complete. 

“We would expect to have CDE in our prod- 
ucts by the first half of next year,” said Bill Filip, 


Out in left field 


While developers debate the pros and cons 
of CDE, some large users asserted that they 
should have been included earlier in the 
COSE process. 

Without early involvement, users must 
flip through pages of specifications before 
raising questions and providing feedback, 
said James White, vice president of techni- 
cal planning at San Francisco brokerage 
Charles Schwab & Co., Inc. and a COSE con- 
ference speaker. 

“A lot of the needless differences [be- 
tween Unix systems] should go away [with 
COSE and CDE], which makes our job easi- 
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president of IBM’s Advanced Workstations and 
Systems division in Somers, N.Y. “By the sec- 
ond half of next year, we’d certainly expect 
widespread availability of CDE across the in- 
dustry.” 

COSE delivered more than 1,000 free copies 
of the CDE tool kit on CD-ROM to corporate soft- 
ware developers and independent software 
vendors here last week. Upgrades optimized 
for each vendor’s operating sys- 
tem will be available by April. 

COSE members said they want 
to jump-start independent soft- 
ware vendor development of Unix 
desktop applications and hope a 
groundswell of applications will al- 
low Unix to better compete with 
Microsoft Corp.’s Windows NT en- 
vironment. “The CDE code, togeth- 
er with the Unix Spec 1170 [API], 
is about 95% of the code that is im- 
portant to the [independent soft- 
ware vendor],” said Don McGov- 
ern, vice president of corporate 
strategy and business develop- 
ment for Novell’s Unix Systems 
Group. 


cad 
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Help demanded 

But many independent software 
vendors, who were among the 
1,200-plus Unix developers in at- 
tendance, seemed skeptical that 
CDE’s new look and feel would re- 
duce the amount of required coding. “I don’t 
understand why you can’t use the same wid- 
gets as OSF uses in Motif 2.0,” one attendee told 
a CDE developer’s panel. Another pleaded for 
simplicity in the CDE code. “We want some help 
with this,” he said. ‘“We don’t want more choic- 
es. This is coming to your desktop soon, and I'd 
like to get it done without pyrotechnics.” 

Still, some independent software vendors 
said CDE would broaden their business pros- 
pects. “We want to minimize the work needed 
to port our software to other platforms,” said 
Lionel Simon, director of product engineering 
at Renaissance Software, Inc. in Los Altos, 
Calif. Others said they wished CDE specs had 
come out earlier. “If 1 knew something was go- 
ing to be standard in a year, I wouldn’t have 
thought about developing it,” said Larry Head- 
lund, president of Eikonal Systems in Boston. 


er,” White said. “But there are some poten- 
tial ‘gotchas’ in that users were [involved] 
relatively late in the process, and the speci- 
fications are too detailed.” More important 
to users, he said, is knowing the total cost of 
installing and maintaining CDE applica- 
tions. 

Novell’s Don McGovern said the original 
game plan was for CDE and the 1,170 com- 
mon Unix APIs to be announced simulta- 
neously. But Novell underestimated the 
amount of negotiation it would take to reach 
agreement on the Unix brand name it grant- 
ed to X/Open Co. and on the Spec 1170 stan- 
dard, McGovern said [CW, Oct. 18]. And CDE 
was the only product suite that was agreed 
to when the COSE alliance was announced 
earlier in the year. —Jean Bozman 





SAMS:Main™ puts you in control of system managed storage. It provides 
comprehensive reporting, standards enforcement and automation for 
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Storage Management Subsystem (SMS). 


SIMPLIFY MIGRATION 
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managed storage. 

AUTOMATE ALL DATA 
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provide an accurate view of the condition 
of your entire storage environment. 
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managed storage to non-SMS data. 
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News Shorts 


Strassmann lands at Ernst & Young 

Paul Strassmann, the former chief information officer 
at the Department of Defense and Xerox Corp., last 
week joined Ernst & Young’s Center for Information 
Technology and Strategy in Boston as aresearch fel- 
low. He will continue work on his returr-on-manage- 
ment methods for evaluating alternative information 
technology investments. Ernst & Young will get exclu- 
sive implementation rights to the Strassmann meth- 
odology, according to an Ernst & Young spokesperson. 


Bell Atlantic hires Skinner 

Bell Atlantic Corp., the Baby Bell that made big head- 
lines when it announced its merger with cable TV gi- 
ant Tele-Communications, Inc., has hired Larry Skin- 
ner, formerly of Texas Instruments, Inc., as its vice 
president of business processing. The post gives him 
responsibility for business re-engineering at Bell At- 
lantic’s telephone companies, network services and 
corporate information systems, according to a 
spokesman for the Philadelphia-based company. 


iBM announces another down quarter 
As expected, IBM last week announced a net loss of 
$48 million for its third quarter ended Sept. 30 [CW, 
Oct. 25]. This compares with net earnings of $86 mil- 
lion, before restructuring charges, for the same peri- 
od last year. Revenue stayed flat, at $14.7 billion. Ser- 
vices revenue increased by 26.5%, while software 
revenue fell by 3%. Hardware revenue fell by just 1%, 
with PC revenue increasing “significantly” and work- 
station revenue declining. IBM would not provide 
more details. Separately, IBM Credit Corp. reported 
revenue of $37.7 million, compared with $55.9 million 
for the third quarter in 1992, largely because of an in- 
creased federal tax rate, the company said. 


Canada Post taps SHL for client/server 
Canada Post Corp. last week signed off on its massive 
client/server outsourcing deal with SHL System- 
house, Inc. The contract, valued at about $1 billion, 
calls for Systemhouse to replace some 9,000 IBM 3270 
terminals with PCs. The parties have not yet commit- 
ed toa server operating system, so the project is shap- 
ing up as a Unix/Microsoft Corp. Windows NT show- 
down. Canada Post and Systemhouse also formed a 
joint venture to market the fruits of their labors to oth- 
er postal agencies and to commercial enterprises. 


Clinton calls for health report cards 
President Clinton released his proposed Health Secu- 
rity Act last week, calling for electronic medical bill- 
ing, standardized insurance claims, data-intensive 
“report cards” on the quality of care and a law pro- 
tecting the privacy of medical records. The Clinton 
plan explicitly states that the Health Security Card 
will not be a smart card, but rather a magnetic-stripe 
card carrying only administrative data. 


Client/server bundles from Borland 
Borland International, Inc. this week will launch a 
promotional program under which it will bundle its 
Paradox database with its Interbase SQL database for 
$995 through March 31. The program is intended to 
get IS managers to deploy Paradox on user’s desktops 
as a front-end query tool for accessing the Interbase 
relational database management system. 


SHORT TAKE Microsoft began shipping on schedule 
last week the beta version of its NetWare Workstation 
Compatible Service, which allows Microsoft’s Win- 
dows NT to access Novell, Inc. NetWare servers. A 
commercial version is due out by year’s end. 

More news shorts, page 16 
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Systems management 


CA-Unicenter goes cross-platform 


By Thomas Hoffman 
CHICAGO 





Computer Associates Internation- 
al, Inc. has latched its systems 
management client/server strate- 
gy onto astar. 

The Islandia, N.Y., software gi- 
ant last week announced plans to 
deliver CA-Unicenter/Star, an IBM 
OS/2-based client/server package 
designed to manage multiple het- 
erogeneous environments across 
a network from a single worksta- 
tion [CW, Oct. 25]. 

CA-Unicenter/Star, announced 
here before 1,500 attendees at 
CA’s Systems Software confer- 
ence, is slated to enter beta testing 
in December. A production version 
should begin shipping by the end 
of the first quarter next year, said 
Jay Yesselman, director of CA’s 
systems management strategy. 

Although users and analysts 
hailed the vendor for its ambitious 
plans to deliver one-stop systems 
management tools, CA-Unicen- 
ter/Star does not come without its 
caveats. 

For a systems shop to manage 
mixed, distributed environments, 
such as Hewlett-Packard Co.’s 
HP/UX, Microsoft Corp.’s Windows 
NT and IBM’s OS/2, from a single 
workstation, server versions of 
CA-Unicenter for each of those en- 


vironments are required. 

Users said their companies 
would have to evaluate the costs of 
the necessary “enabling” soft- 
ware before making a decision on 
the package. Pricing “is some- 
thing we’re going to have to look 
at,” said M. Nicholas Lovelace, an 
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CA-Unicenter/Star provides singu- 
lar view into networked systems 


IS review officer at Connecticut 
Mutual Life Insurance Co. in Hart- 
ford, which is not currently using 
any version of CA-Unicenter. 

“It’s difficult to put the price of 
this [required software] against 
years of investment in training. 
The costs are something our finan- 
cial folks will look at, but I’m sure 
that we will be able to make a per- 
suasive argument to justify it for 
our company to remain competi- 
tive since it should reduce the time 
and costs of additional training,” 


said Ross Markley, a systems engi- 
neer at Norwest Technical Ser- 
vices, Inc., the technology arm of 
Norwest Corp., the Minneapolis- 
based banking conglomerate. 

The OS/2-based CA-Unicen- 
ter/Star will be priced at $995, ac- 
cording to Charles B. Wang, CA’s 
chairman and chief executive. A 
Windows-based version will go in- 
to beta testing in the third quarter 
next year and will also cost $995. 
However, users who wish to co- 
manage their IBM MVS Group 40 
systems will have to plunk down 
$15,000 for an MVS server version 
of CA-Unicenter. 

Forthcoming server ports of the 
systems management package for 
OS/2 and Novell, Inc.’s NetWare en- 
vironments will be priced at $1,000 
per server, according to Yessel- 
man. Pricing for other Unix plat- 
forms has not yet been announced. 

CA’s one-stop systems manage- 
ment plans are a full six months 
ahead of product strategies from 
competing vendors such as Legent 
Corp. and Tivoli Systems, Inc., ac- 
cording to analysts. “As far as 
something that goes cross-plat- 
form, there really isn’t a lot out 
there that compares with CA-Uni- 
center/Star,” said Jonathan Eu- 
nice, research director at Illumin- 
ata, a Pittsburgh systems software 
technology assessment firm. 








Security 


CONTINUED FROM PAGE 1 


will run across all desktops and 
network types without requiring 
changes to existing applications. 
For example, the federal govern- 
ment-advocated Clipper chip ad- 
dresses only one level of security: 
the encryption, or key-based 
scrambling, of data in transit. Op- 
tional encryption would be one 
component of the Hughes soft- 
ware, which would also bundle in 
several other security layers be- 
ginning with user authentication. 


Security is No. i 
The enterprise approach to secu- 
rity is of the greatest concern to 
companies with mission-critical 
data and to those migrating from 
mainframe-based environments 
where security has been airtight 
for years, said Katrina Leinbach, 
a senior consultant at Aberdeen 
Group in Boston, who was briefed 
by Hughes. 

For example, “Security is the No. 
1 priority of everyone I know in my 
business today — the business of 
client/server Computing and dis- 
tributed networking,” said Bruce 


Russell, director of corporate tech- 
nologies at Amex Life Assurance 
Co. in San Rafael, Calif., which has 
been moving to a LAN internet- 
work from host-based computing 
over the past couple years. 

An outstanding security gap, 
Russell said, is “protecting every- 
thing at one time” rather than re- 
quiring multiple log-ons and pass- 
words for access to various 
environments — what he said is a 
more vulnerable approach. 

Others considered the Hughes 
effort on the right track, but had 
reservations about the enormity of 
the task. 

“We have 20 different systems, 
all with their own security, and it 
would be very nice to have a single 
structure handling all the back- 
end work,” said Jim Queen, direc- 
tor of enterprise networking at En- 
ron Gas Services Corp. in Houston. 
“But I'd be real surprised if some- 
one came up with a unified way to 
secure all our systems.” 


Newrules 

Hughes’ first offering, NetLock, 
will secure Sun Microsystems, Inc. 
Unix workstations and the TCP/IP 
networks enabled by the commu- 
nications functions embedded in 
the Unix kernel. NetLock will 


check data integrity and allow net- 
work administrators to set rules 
as to what systems are authorized 
to communicate with one another 
and to optionally implement en- 
cryption schemes. 

The Sun version is slated to ship 
on Dec. 1, followed by NetLock for 
Nevell, Inc.’s NetWare environ- 
ments in the second quarter of 
next year. Security packages for 
desktop operating systems will 
emerge in 1994. 


Continuing concerns 

Some users had outstanding con- 
cerns that Hughes was unavail- 
able to address last week. 

“My first take is these products, 
coming out of a government entity, 
will carry tremendous overhead,” 
said Michael Higgins, technical 
support manager at Byer Califor- 
nia, aSan Francisco clothier. 

Higgins said, for example, that 
he tested Oracle Corp.’s Oracle 
Trusted System — which requires 
the same federally mandated se- 
curity features as the Hughes ini- 
tiative — but it was not worth the 
processing power drain. 

“It does work, though. It is abso- 
lutely bulletproof, but you could 
end up usingaCray to protect your 
PC,” Higgins said facetiously. 
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“Oracle CDE is central to ITT Hartford’s strategy for delivering comprehensive 
information systems quickly and cost-effectively throughout the enterprise. CDE aids 
us in bringing new products to market quickly and with higher quality and reliability.” 


Robert Conway 
Director, IES 
Hartford Insurance 
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Cray Research gets commercial SPARC 


By Jean S. Bozman 
BURLINGAME, CALIF 





Cray Research, Inc. stepped into the 
commercial market last week with the 
announcement of a $400,000 SPARC- 
compatible superserver that can run 
relational database applications and 
anchor a network of Unix workstations. 


The symmetrical multiprocessor ma- 
chine, the CS6400, will be sold by a Cray 
Research unit called Cray Research Su- 
perservers and Sun Microsystems, Inc.’s 
SunIntegration Services organization. 

Sun Chief Executive Officer Scott 
McNealy said the 64-way Unix machine 
would complement Sun’s workstations 
and SPARCserver 1000 and SPARCcenter 


2000 machines, which top out at 20 pro- 
cessors. “We think we’ll sell a lot more 
SPARCclassies every time they sell one 
of these,” he said. McNealy was alluding 
to the pull-through sales: of X Window 
System terminals and workstations, 
which will need access to the large 
amounts of data stored on the multipro- 
cessing machine. 
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development, providing you the ease and speed of 
point-and-click techniques. FCP boosts your pro- 
ductivity and gives you a complete client/server 
foundation to meet your changing business needs. 
Right now, you can receive a free informative 
diskette which details the numerous advan- 
tages of FOUNDATION for Cooperative FEKo 
Processing. To get your copy just call us at ® 
1-800-458-8851. Outside the U.S. and 
Canada call 1-312-507-5161. Get the 
proven solution to client/server development 
working for you, today. 
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“We're creating a seamless computing 
environment between Sun and Cray,” 
said Lester Davis, Cray Research’s chief 
operating officer, referring to the binary 
compatibility of Sun and Cray Research 
systems. 

The CS6400 aiso has software links to 
IBM-compatible mainframes and to Cray 
Research supercomputers, said Martin 
Buchanan, general manager of Cray Re- 
search Superservers. Initial target mar- 
kets will be in the auto, oil, financial, tele- 
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| PRICE $400,000 to $2,500,000 


communications and electronics indus- 
tries and government, Buchanan said. 
Sun partnered with Cray Research be- 
cause it does not intend to create its own 
64-way Unix server, McNealy said. “Our 
focus has been on $5,000 to $25,000 desk- 
tops and the two- to 20-way [symmetrical 
multiprocessor] machines,” he said. “We 
see lots of upside to our revenues by stay- 
ingin those price/performance ranges.” 


Noimmediate need 

At least one Sun user said he does not re- 
quire the horsepower in the CS6400 — 
yet. “I still have a lot of headroom in my 
SPARCserver 1000 and SPARCcenter 
2000 machines,” said Pompi Malik, man- 
ager of information services at Brewers 
Retail, Inc. in Mississauga, Ontario, 
which uses high-end Sun servers to run 
its cross-province retail chain. “I can see 
howit could be the main computer for ac- 
cessing corporate-level information, but 
somehow that seems to go against the en- 
tire distributed computing paradigm.” 
He was alluding to Sun’s stance against 
large-scale systems. 

However, a centralized Sun-compati- 
ble server could be a fast, computer-in- 
tensive engine for database applica- 
tions, said Stan Hanks, president of the 
Sun Users Group. Users could access 
centrally stored data through the X ter- 
minals. 

“The big stick the mainframe guys 
have used to beat the workstation guys 
is the lack of data bandwidth [on work- 
stations],” Hanks said. “Now, you’ve got 
a computational engine that can be logi- 
cally partitioned into multiple machines 
that have virtually instantaneous com- 
munications between them.” 

Industry analysts said they see a nar- 
row market for the machine, although it 
fits the needs of Wall Street workstation 
afficionados who do a lot of number- 
crunching and data analysis. 
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Mark Mroz and Dan Hendricks, 


To maintain its position as the world’s largest 
telecommunications company, AT&T® constantly 
delivers new products to its customer base. And as 
the communications marketplace develops, so 
those new products must reflect the quality and 


service that AT&T has become synonymous for. 
IT too has to respond to this fast changing market: 
placing vital corporate information in the hands of 
AT&T’s employees and its customers. 

Dan Hendricks and Mark Mroz in Consumer 
Information Management at AT&T are part of a 
1000 strong programming staff in Piscata 
New Jersey. 


As mainframe programmers, they both know 
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what it’s like to be 300th in line for compilation. 
“A typical fix to a program, maybe a quick 
edit and compile or something, could easily take 
you half a day on the mainframe,” says Mroz. 
They began using the Micro Focus Offloading 
Solutions two years ago and found “everything we 
could do on the mainframe we could do with 


Micro Focus COBOL™ The PC is so much faster. 


There are still times when I have to go back to the 


mainframe, but I really do not like it. I try and 
steer clear of it, if possible.” 

“With Micro Focus on the PC, I can put my 
code together in half the time. Using Animator® | 


can test it out thoroughly and make sure I’m 
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producing quality code before 1 ship anything out 
All within a couple of hours,” says Hendricks 

With a 70% cut in MVS development costs 
everyone at AT&T can share their enthusiasm 
“100 per cent of our development is now on the 
PC with Micro Focus 

When the world’s leading corporations 
demand “A Better Way of Programming;” they 
turn to Micro Focus. For more information on 


putting Micro Focus solutions to work for you, 


call 800-872-6265 
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By Mark Halper 





Hewlett-Packard Co. this week will unveil its 
most powerful minicomputers ever in a 
price/performance uppercut intended to send 
IBM staggering further into the mainframe 
ropes. 

Users said the move will also invigorate HP’s 
own sluggish mainframe-alternative program. 

The new versions of HP’s Corporate Busi- 
ness Systems will incorporate the 90-MHz ren- 
dition of the company’s PA-RISC microproces- 
sor. It is a step up from the 60-MHz PA-RISC 
chips that HP uses in the original version of the 
line, commonly known as Emerald, which was 
introduced in May 1992. 


Extra sealability 

In asurprise move, HP will announce that Unix 
versions of the Corporate Business Systems 
will scale up to 12 processors. Earlier indica- 
tions were that processor support would top 
out at eight [CW, Oct. 18]. Proprietary models 
running HP’s MPE/IX operating system will 
scale up to eight processors, HP said. Current- 
ly, all Corporate Business Systems run a maxi- 
mum of four processors. 

HP said a six-processor version of a 7100- 
based Unix box scored 2,110.5 trans./min. un- 
der the Transaction Processing Council’s 
benchmark parameters running an Informix 
Corp. relational database. An eight-processor 
Unix box running Oracle Corp.’s Oracle 7 will 
churn 1,500 trans./sec. compared with a previ- 
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| “Hewlett-Packard Co. estimates 


ous HP Unix high of 700 trans//sec., the compa- 
ny estimated. 

With the new models, HPis also taking severe 
pricing action. It set the retail tag for a single 
90-MHz processor Unix version at $165,000, es- 
sentially offering the machine for the same 
price at which it has been selling single-proces- 
sor 60-MHz boxes. It set pricing for a 12-proces- 
sor Unix box at $660,000. Until last summer, 
when HP implemented price cuts in prepara- 
tion for this week’s announcement, that was al- 
so the price of a four-processor machine. 

The company said it is phasing out all but the 
single-processor version of the 60-MHz line, 
and itis cutting the price of that box to $120,000. 

Pricing for MPE/IX versions ranges from 


$223,500- 


First half 1994 
$679,300 


Speed demon 


While the 7100 chip 
runs at a raw speed of 
96 MHz, 
Hewlett-Packard slows 
it to 90 MHz to conform 
to the 30-MHz 
increments of the 
Corporate Business 
System’s backplane. 
HP takes the same 
approach for 
lower-end boxes. 


$219,300 to $679,300. The 60-MHz MPE ma- 
chines cost from $259,300 to $469,300. 

Users said the addition of the faster chip 
should help HP revitalize Corporate Business 
Systems sales. High-end sales had slowed, they 
noted, because HP had built the 7100 chip into 
lower-end models, such as its HP 9000 Series 
800 G, H and I machines, which offered impres- 
sive performance for less money [CW, June 28]. 


His for horsepower 

“I saw alot of customers buying the H class sys- 
tems because they put out an incredible 
amount of horsepower,” noted Sam Ellis, asso- 
ciate vice president of information services at 
Portland Community College in Portland, Ore. 
“People have been either buying the H or wait- 
ing for the 7100 Emeralds.” 

“The ‘T has a slower backplane than the Em- 
erald. It can’t handle as many users, but it did 
have a faster processor. So for less money, you 
were able to get more processor speed,” agreed 
John Jazwiec, chief information officer at Bar- 
ber Colman, Inc., a Rockford, Iil., vendor of con- 
trols for environmental and industrial equip- 
ment. “As you get into large relational data- 
base environments, chances are you might be 
better off trading I/O speed and capacity for 
higher CPU performance.” 

Both Ellis and Jazwiec plan to eventually up- 
grade their 60-MHz Corporate Business Sys- 
tems to 7100-based boxes. 

Jazwiec said it will cost him about $50,000 for 
each of the three processors he plans to up- 
grade and that he expects the transition to take 
about a half-hour. By comparison, upgrading 
an IBM 3090 mainframe “would take an entire 
weekend and cost about $2 million.” 


Patent office 
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tion flowing to users. 

The patent office’s text search system would allow it 
to evaluate alternate means of delivering information 
to patent examiners, who by law must exhaustively re- 
view the literature before passing on the patentability 
of an invention. 

“The existing system is rigidly Boolean — 
standard Nexis/Lexis sort of stuff,” said Rob 
Porter, director for systems development and 
maintenance. “That puts us in a position of ab- 
solutely flooding the search examiner with all 
kinds of information of marginal relevance.” 

The patent office database, which now holds 
records of all patents issued since 1971, could 
grow in a few years to 6T bytes, depending on 
how much information is made available for 
high-speed searching. 

“In five to 10 years, we'll have two to four 
times more information to show examiners [in 
each search],” said Thomas Giammo, assistant 
commissioner for information systems at the 
patent office. “If we don’t find ways of filtering 
information and sorting it so the most likely 
hits get there first, our success in bringing ex- 
aminers more information will be their down- 
fall.” 

No available commercial products meet the 
patent office’s filtering needs, according to 
Giammo, though some are “within striking dis- 
tance.’ 

Possible users outside the patent office in- 
clude the Central Intelligence Agency, which 
has approached the office for information 
about the project; agencies with large text re- 
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information 
explosion 


The patent office’s 
existing text search 
system runs on an 
Amdahl Corp. 5990 
mainframe and can 
support 120 concurrent 
users. The company 
foresees the need to 
support 750 
concurrent users by 
1995 as the patent 
office expands access 
from 14 to 74 public 
libraries. But that 
requirement could 
skyrocket if public 
access were provided 
via the Internet, as the 
Securities and 
Exchange Commission 
recently decided to do 
with its corporate 


positories such as the Nuclear Regulatory Commission 
(NRC) and the Library of Congress; and commercial en- 
terprises such as law firms, Giammo said. 

For example, the NRC is looking for a text search sys- 
tem to help it fulfill its legal charter to support license 
applicants and litigants’ requests for information out 
of vast databases of regulatory documents, environ- 
mental studies and the like. 

“We are the archetype ofa certain class of customer,” 
Giammo said. “We’re one of the few willing to pay the 
outrageous price for mas- 
sive text search, but where 
you do see these systems in 
use, the payoff is incredibly 
high. I believe ... that once 
you bring down the cost, 
you will open up many new 
markets. I don’t think the 
idea of having 400 custom- 
ers is at all unlikely.” 


Mutual benefits 
Giammo said he is looking 
for a vendor with estab- 
lished technology whose 
implementation the patent 
office would partially fund 
in exchange for a long-term 
license. He said the vendor ‘ 
would have to prove the system would 
be scalable — as the office cannot pre- 
dict its user demand — and that the re- 
sulting product would be “commer- 
cially viable.” 

The winning vendor would be re- 
sponsible for marketing the system 
and could use the patent office as a be- 
ta site and reference account, he said. 

Giammo declined to reveal either the 


filings. 


Patent office’s Thomas 
Giammo might accept 
Oracle’s proposal 
without soliciting 
bids from others 


office’s budget for the project or an estimated cost to 
develop the system. 

He said the patent office might simply accept the Ora- 
cle proposal without soliciting bids from others, but do- 
ing so would require it to show that the Oracle approach 
is “unique.” In any case, he said he may encounter op- 
position from federal procurement officials, who balk 
at the concept of buying a commercial, off-the-shelf 
product that is not yet even on the shelf. Consequently, 
he is seeking support for the idea from senior officials 
at the U.S. Department of Commerce and 
the White House Office of Management 
and Budget. 

“There’s absolutely nothing improper 
about this, but I’m afraid its newness may 
cause problems,” he said. 

A Commerce Department official said 
while he is enthusiastic about the pro- 
ject’s concept, he stops short of endors- 
ing it because he has not seen details. 

None of the vendors involved would say 
much about what approach they might 
take in meeting the patent office’s needs. 

However, Lori Mirek, director of server 
product marketing at Oracle, pointed out 
that the company just announced its Par- 
allel Query Option, by which an Oracle da- 
tabase can run on shared-memory multi- 
processor workstations, minicomputer 
clusters and massively parallel computers such as 
those from NCube. 

Carlton Samuels, support operations manager at 
Software AG, questioned the need for a massively par- 
allel system with hundreds or thousands of processors. 
He said the company’s Adabas database management 
system running on IBM mainframes handles 100 million 
transactions a day for an airline and supports a text 
database for the Federal Bureau of Investigation that is 
“in the hundreds of gigabytes.” 


KATHERINE LAMBERT 





Enterprise Client/Server: The New Organization 
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BSyBASE I} President and a founder of Sybase, 
eee. | talks about computing and business, 
ID cient Server CONN eonle listen. After years of develop- 
Re ing client/server products and talking 
with customers, he’s seen what works, 
and what doesn’t. Hear what he has to say in a remarkably 
candid recorded conversation. For your copy of “Client/Server 
And The New Organization,’ call 1-800-SYBASE-1. 
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Internetworking 


Cisco routers to 
assist Windows NT 


By Joanie M. Wexler 





In its efforts to groom its Windows NT Advanced Server as 
an enterprisewide desktop server, Microsoft last week said 
it will deliver internetworking functions to the operating en- 
vironment via the first PC-based router developed by Cisco 
Systems, Inc. 

The two companies said they have teamed on a desktop- 
to-enterprise communications effort in which low-end rout- 
ers from Cisco for PCs will link branch offices into corporate 
internetworks. The routers are due in the first half of next 
year. The move represents Microsoft’s answer to Novell, 
Inc.’s home-developed MultiProtocol Router, a NetWare 
Loadable Module that runs on NetWare servers, for provid- 
ing low-cost connectivity needs. 

From one user’s perspective, “one of our primary consid- 
erations is the availability of low-cost Internet connectivity 
options,” said Bill Bard, director of the office of telecom- 
munications at the University of Texas in Austin. This is be- 
cause the university provides networking services to many 
schools and state agencies; because of its large site count, 
the university requires inexpensive connections, he said. 


Cross training 
Aside from the technology ramifications, “product will be 
delivered through one channel, and both companies are in- 
vesting in cross training,” said Don Listwin, Cisco’s vice 
president of marketing. He added that the two firms are 
looking to integrate their network management systems. 
Integrating CiscoWorks, which manages Cisco routers, 
and Hermes, Microsoft's code-named desktop manager due 
in the first half of 1994, could appeal to branch offices that 
might want a view of their local domains only, Listwin said. 
Both CiscoWorks and Hermes are also slated to tie in to 
the high-level, Unix-based enterprise management systems 
where they will become part ofa larger management picture 
for networking staff responsible for both the network back- 
bone and periphery, he said. 





Microsoft casts object net 
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updated or relocated, King said. 
“That’s what I call an executive in- 
formation system.” 

Cairo will also extend the dy- 
namic application links provided 
by Microsoft’s Object Linking and 
Embedding (OLE) 2.0 across 
the enterprise, said Greg 
Lundell, group product man- 
ager for Windows NT at Mi- 
crosoft. This will move users 
from an “‘application-centric 
view where you click on a 
spreadsheet, start it up and 
then open a file” to an object- 
oriented framework where 
“the user can focus on the in- 
formation and not have to 
understand whether it’s a 
spreadsheet or general led- 
ger.” 

User, software vendor and 





a As of Dec. 31, 1992 


On the other hand, Cairo is a 
likely choice for companies such 
as Nordstrom, Inc., which is in the 
process of rolling out its enter- 
prise network environment on 
Windows NT Advanced Servers, 
according to Larry Shaw, PC coor- 
dinator at the Seattle-based de- 
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Windows NT 


A growing number of independent software vendors 
are writing systems for NT, Cairo’s launch pad 


Windows 


Projected through Dec. 31, 1993 | 


tem, grab an image of the user and 
throw it in the trash or move it,” as 
opposed to deleting or moving all 
user entries manually, according 
to Lundell. 

Microsoft’s “Cairo comman- 
dos,” which will invade user and 
independent software vendor 
(ISV) turf, will be the company’s 
own popular applications, which 
Microsoft is quietly fitting with 

Cairo-compatible objects, 

said John Donovan, a di- 

rector at WorkGroup Tech- 
,. nologies, Inc., a research 
| firm in Hampton, N.H. 

Microsoft’s ever-popu- 
lar Windows environment 
will be another Cairo com- 
mando, particularly in its 
next-generation, or Chica- 
go, iteration, Griffin said. 
Chicago and NT will have 
“much the same user in- 
terface and APIs,” and 
Chicago will have OLE 2.0 
support, he added. 





analyst sources briefed by 
Microsoft said they like what 
they have heard of Cairo’s enter- 
prisewide resource-access abili- 
ties so far, although it is early yet 
to tell whether the architecture 
will be all it is cracked up to be. 


Bang must be bigger 
ShowTime Network, Inc., for ex- 
ample, is not likely to replace its 
current NetWare services with 
Cairo unless Microsoft’s platform 
turns out to offer a whole lot more 
functionality, said Peter Pollack, 
director of technology at the Via- 
com, Inc. subsidiary. ShowTime 
currently uses Unix, and some NT, 
for application servers. 








No resting on laurels for Novell 





ovell does not intend to just sit on its 

hands while Microsoft makes the 

multiyear trek to Cairo, according 

to Bob Young, Novell’s vice presi- 
dent of marketing.““When Cairo ships, we'll 
again be two to three years ahead of them, 
as we are now,” he said. 

For the past few years, Novell has been 
busily working on the components of an ob- 
ject-oriented network services framework 
that will deliver everything that Microsoft 
promises and more, Young claimed. 

One such piece is NetWare Directory Ser- 
vices, which is 90% to 95% object-based now, 
Young said. 

Another important piece is an Object Re- 
quest Broker, to be delivered next year, 
which will automatically match application 
and user requests to the right service, with- 
out the user’s having to worry about where 
it is located, Young said. 

The broker, which Novell is developing 
with its partner Hyperdesk Corp.., will be ful- 
ly compliant with the OMG’s Corba, he add- 
ed. Novell said it intends to keep adding ser- 
vice objects that the broker can access, 
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again cleaving to OMG object definitions, 
Young said. So far, Microsoft has held aloof 
from OMG, claiming that the standards 
group’s broker and object definitions are too 
rudimentary. 


More NetWare services 

While Microsoft may offer a rich set of desk- 
top objects to be accessed through its object 
manager, Windows NT offers a minuscule 
range of network services compared with 
NetWare, Young said. “I would argue that un- 
til Microsoft delivers a complete network op- 
erating system,” Cairo’s object manager 
will have little value. 

Rather than attack Novell’s 70% share of 
the market directly, Microsoft will attempt to 
get a foot in the door of NetWare installa- 
tions by offering its NT and Windows clients 
access to the dominant network operating 
system, said Claude King, senior systems 
analyst at the University of Florida. 

However, Cairo will not be able to just 
walk into Novell installations with Cairo, 
King said. 

— Elisabeth Horwitt 





Source: Price Waterhouse 


partment store chain. 

Among the reasons for Nord- 
strom’s choice: “NT’s manageabil- 
ity and scalability and the fact it 
runs as a full 32-bit protected 
mode,” Shaw said. An application 
running in unprotected mode in 
NetWare can bring down the whole 
server if it accesses 
the wrong area of 
memory, he added. 

To extend Cairo 
support beyond its 
own desktop systems, 
Microsoft plans to 
base the platform’s 
connectivity plumb- 
ing on the Open Soft- 
ware Foundation’s 
Distributed Comput- 
ing Environment re- 
mote procedure calls. 
Microsoft is working 
with vendor partners 
on a “very pragmatic 
solution that follows 
some emerging standards” and 
will make some preliminary intro- 
ductions in the next couple of 
months, Lundell said. 





Various ports planned 
Microsoft will also make Cairo- 
based services available to other 
vendors’ platforms by porting 
OLE, which Cairo is based on, to 
non-Microsoft desktop systems 
such as the Macintosh, Griffin 
said. Microsoft will port OLE to 
other systems as well, based on us- 
er demand, Lundell said. 

Windows icons will shield users 
from the dirty work involved in 
finding a particular application or 
record on a system, as well as 
housekeeping chores such as mov- 
ing or deleting a user on systems 
and files across the enterprise. 

“You should be able to go to a 
graphical presentation of the sys- 


Microsoft’s 
“Cairo 
commandos” 
will be 
Microsoft 
applications 
fitted with 
Cairo- 
compatible 
objects. 


ISVs with migration jit- 
ters should be soothed by 
the fact that applications that sup- 
port Win32 and OLE 2.0 are “80% 
of the way” to the new platform, ac- 
cording to Lundell. 

Microsoft has been pushing 
hard to gain OLE 2.0 commitments 
from virtually all major software 
vendors, Griffin said. 

Microsoft’s open- 
ness stance remains 
less than _ sincere, 
however, as long as 
the company goes on 
insisting that its own 
object definitions, 
and not those of an 
industry standards 
body such as the 
Object Management 
Group (OMG), be 
used, said George 
Reid, directer of infor- 
mation systems at 
Sanford C. Bernstein 
& Co., a New York fi- 
nancial services firm. 

If Microsoft “stonewalls” on the 
OMG’s Common Object Request 
Broker Architecture (Corba), it 
will isolate its users from the dis- 
tributed networking standard, 
which is blessed by most of the big 
Unix systems players as well as by 
Novell, Reid added. 

Standards bodies such as the 
OMG have yet to deliver a “practi- 
cal implementation” of a standard 
that will “satisfy users’ [distribut- 
ed ] needs in heterogeneous envi- 
ronments,” Lundell said. 

For example, Corba has yet to 
provide security features or net- 
work transport-independence, he 
said. In contrast, ‘““We have object 
definition handling in OLE today,” 
he added. “Realistically, if you 
have 40 million desktops using 
OLE and the Microsoft object mod- 
el, the momentum will be fairly 
compelling.” 
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-mail conference highlights IS challenges 


By Lynda Radosevich 





If information systems managers think 

that life is complicated now, wait until 

speakers at the E-Mail World conference 

this week in Santa Clara, Calif., outline 

how imminent national and internation- 

al data “superhighways” will lead to a 
vastly more com- 
plex world. 

“It will be as 
disruptive as go- 
ing from main- 
frames to LANs,” 
said David Far- 
ber, a conference 
speaker and a 

board member of the Electronic Frontier 
Foundation, a Washington-based group 
that lobbies on computer-related issues. 

That is because the merger of commu- 
nications and computing, which has 
been simmering for 20 years, will swing 
into high gear once these data super- 
highways take off, requiring IS manag- 
ers to rethink the way they build comput- 
ingsystems. 

By comparison, the move from main- 
frames to LANs was a switch from one 
computing platform to another, said Far- 
ber, who is also a member of the comput- 
er science faculty at the University of 
Pennsylvania. 

Among the challenges facing IS are re- 
thinking the meaning of security and 
building new software systems that can 
shoot message-based information 
around the world in real time with 100% 
reliability. 


Current solutions 

While superhighway commercial avail- 
ability is still four to five years away, ven- 
dors at the conference plan to roll out 
products to tackle more immediate prob- 
lems, such as interoperability and enter- 
prisewide directory synchronization. 
This week’s announcements will include 
the following: 

*Banyan Systems, Inc. in Westboro, 
Mass., will an- 
nounce an In- 
telligent Mes- 
saging _inter- 
face for Unix 
that allows or- 
ganizations 
with mixed 
Unix and PC 
networks to 
communicate 
via integrated 
messaging sys- 
tems. It is avail- 
able now as an 
option for Ban- 
yan’s Vines for 
Unix server software for Vines for The 
Santa Cruz Operation’s Unix; the same 
option will be available for Hewlett-Pack- 
ard Co.’s HP/UX, IBM’s AIX and Sun Mi- 
crosystems, Inc.’s Solaris in the first half 
of 1994. 

*Novell, Inc. in Provo, Utah, will add 
Message Handling Service (MHS) crite- 
ria to its YES testing and certification 


Host dominates 


Ina recent survey of 
100 large 
organizations, 70% of 
the active mailboxes 
were on host systems 
vs. 21% on 
PC/Macintosh and 7% 
on Unix platforms, 
according to Ferris 
Networks, Inc. in San 
Francisco. 








program. Vendors’ messaging products 
that meet the criteria will be ensured to 
interoperate with one another, accord- 
ing to John Rizzi, president of the MHS 
Alliance. The specification is expected 
by the first quarter of 1994. Also, the alli- 
ance will release the first draft of a cal- 
endaring/group schedulingspecification 
announced in June. Additionally, Novell 


Over “O00 


is expected to unveil new MHS gateways 
for Lotus Development Corp.’s CC:Mail 
and Microsoft Corp.’s Mail. 

*RadioMail Corp. in San Mateo, Calif., 
will announce a new service that allows 
users of Apple Computer, Inc.’s Newton 
personal digital assistant to receive mes- 
sages from any electronic-mail system 
through a central RadioMail gateway. 


The Newton must have Motorola, Inc.’s 
Newton Messaging Card, a wireless 
PCMCIA adapter. 

*Alisa Systems, Inc. in Pasadena, 
Calif., will announce an enterprise E- 
mail directory called OpenDirectory. 
Based on a Sybase, Inc. SQL database, 
the directory allows users of Microsoft's 
Open Database Connectivity client soft- 
ware to browse through it. The directory 
works with Alisa’s message routing and 
directory synchronization software. 
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and most efficient 
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shopping for 
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Microsoft delivers DOS 6.2 

Microsoft Corp. formally announced delivery of MS- 
DOS 6.2 lasi week, pricing the Step Up version of the 
upgrade for DOS 6.0 users at only $9.95. For all other 
DOS users, the upgrade is priced at $77.95, although 
the company expects the street price to be around $50. 
Besides the expected improvements made to the pro- 
gram’s DoubleSpace compression program and 
SmartDrive caching feature, Version 6.2 also sports 
CD-ROM caching for faster performance. The pro- 
gram should be available this week. 


WordPerfect teams with MCI for E-mail 
WordPerfect Corp. and MCI Communications Corp. 
announced last week that WordPerfect Office 4.0 will 
be incorporated into the MCI Mail network. The move 
will allow Office users to exchange messages with MCI 
Mail users and users of 54 public electronic-mail ser- 
vices in 40 countries connected with MCI, according 
to WordPerfect. The service will be available in the 
second quarter of 1994. MCI has a similar arrange- 
ment with Lotus Development Corp.’s CC:Mail. 


Digital readying first ATM products 
Digital Equipment Corp. said last week it will start 
shipping Asynchronous Transfer Mode (ATM) net- 
working products in the first quarter of 1994. The ini- 
tial rollout will include a backbone ATM switch with a 
throughput capacity of 10G byte/sec.; a 155M byte/sec. 
ATM adapter for DEC 3000 workstations; and a mod- 
ule for its Gigaswitch FDDI-to-FDDI matrix switch 
that will let it act as a gateway between Fiber Distrib- 
uted Data Interface (FDDI) and ATM networks. Pric- 
ing has not been finalized, the company said. 


IBM cuts PC prices 

The IBM PC Co., preparing for significant product an- 
nouncements in its PS/2 line, cut prices up to 20% on 
its PS/2 Model 90 and PS/2 E, and by more than 50% on 
its 486SLC2 processor upgrade for its Models 56 and 
57. The base price for the Model 90 with a 25/50-MHz 
DX2, 8M bytes of RAM and a 540M-byte hard drive 
went from $4,765 to $4,135. 


SHORT TAKES Lotus Development Corp. last week 
moved to make it easier to master Notes. The compa- 
ny will offer 10 computer-based training modules with 
CBT Systems in San Francisco.... Kendall Square 
Research Corp. last week said it expects to report a 
loss for its third financial quarter, where analysts had 
expected a gain. Word of the expected loss comes on 
the eve of this week’s expected announcement of the 
KSR-2, a high-end massively parallel machine that 
doubles the power of its current model.... Unisys 
Corp. has completed its purchase of Computervision 
Corp.’s System 9 Geographic Information System 
technology; the purchase price and terms were not 
disclosed. ... WordPerfect has formed a small- to me- 
dium-size-business group that will focus on custom- 
ers with 50 to 299 PCs. ... Toshiba America Informa- 
tion Systems, Inc. will today begin offering a 
three-year warranty for parts and labor on its flag- 
ship T4600 notebooks, the T6600 portable, the Dyna- 
pad T100X pen-based system and all Desk Station 
docking stations. Current users of those products can 
buy the three-year warranty for $149.95 for color 
products, $99.95 for the rest.... lomega Corp. an- 
nounced that Fred Wenninger, president and chief ex- 
ecutive officer, has decided to leave the storage com- 
pany. Senior Vice President Leon Staciokas will be 
interim CEO until a permanent replacement is found. 
...As expected, chip maker National Semiconductor 
Corp. last week unveiled phase one of a network 
adapter card rollout in partnership with Novell, Inc. 
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Compaq boxes focus on ease of use 


Desktops add sound, 
packaging upgrades 


By Stephen P. Klett Jr. 


BOSTON 





Compaq Computer Corp. is set to 
unleash today a desktop blitzkrieg 
of 46 machines emphasizing ease- 
of-use features from the graphical 
user interface (GUI) to the packag- 
ing. 

The new machines mark Com- 
paq’s attempt to blanket every seg- 
ment of the market from major cor- 
porations to small business users 
to first-time home buyers, compa- 
ny officials said. 

“This is the most significant 
product launch for the company 
since the breakout of the reborn 
Compaq in June of ’92,” said Rich- 
ard Zwetchkenbaum, senior PC 
analyst at International Data 
Corp. in Framingham, Mass. 

Allofthe machines will ship with 
TabWorks, a Windows shell devel- 
oped by Xerox Corp.’s XSoft divi- 
sion that is said to make the sys- 
tem more intuitive [CW, Oct. 25]. 


On the desktop 
Spearheading the desktop assault 
is the DeskPro XE series, a line of 
high-performance XT/AT bus, Pen- 
tium-based PCs. Pricing for the 
DeskPro XE, which features voice 
annotation and response capabili- 
ties, will start at $2,800. 

In addition, the XE line incorpo- 
rates the TriFlex/PC architecture 
of the high-end DeskPro/M series 
to boost I/O performance. The XE 
series will replace Compaq’s Desk- 
Pro/I line, which gradually will be 


phased out of production by the 
end of the year, according to the 
Houston company. 


Welcome upgrade 
“The DeskPro/i was very long in 
the tooth and needed upgrading,” 
said Randal Giusto, an analyst at 
WorkGroup Technologies, Inc., a 
consultancy in Hampton, N.H. 
Blount Construction in Mont- 
gomery, Ala., will take a close look 
at the Pentium versions of the XE, 


expandability. Both lines offer a 
range of processor choices that 
span Intel Corp.’s 1486SX and DX2 
offerings. 

Compaq will also introduce a 
ProLinea model that borrows Pre- 
sario’s “all-in-one” packaging. 
Called the ProLinea Net 1/258, it 
features an integrated monitor 
and either an Ethernet or a Token 
Ring network adapter card built 
onto the system board. 

While users said they were im- 


A clean desktop 


Refreshed Compaq product line spans the gamut. A sampling: 


FEATURES 


DesKxPro XE 


ProLinea Net 1/25S Integrated monitor and 
network card 


ProLinea MT . 
drive bays and 


ALL MODELS ARE ENERGY STAR-COMPLIANT 


according to Scott Lee, PC support 
manager at the company. “Right 
now our 486 machines are meeting 
our needs, but we may need a per- 
formance boost in the next six 
months... and the XE’s $2,800 en- 
try price for Pentium sounds pret- 
ty good,” Lee said. 

In addition to the XE, Compaq 
will also unveil new and updated 
versions of its ProLinea and con- 
sumer Presario lines. Both lines 
are now available in five-slot, five- 
bay minitower configurations. 
Previously, the ProLinea offered 
up to three slots and drive bays for 


graphics, business audio 
capabilities 


Minitower, five Industry 
Standard Architecture 
expansion 
slots, Pentium-upgradable 


$3,199 for 60-MHz 


$1,349 for Ethernet model 
witha 486SX/25 CPU 

$ for model 

$1899 for multimedia 


*PRICE EXCLUDES MONITOR 


pressed with the scope of Com- 
paq’s offerings, some were skepti- 
cal of the firm’s ability to deliver 
the products, particularly the Pen- 
tium XEs. 

Compaq said it is ramping up 
production to 100% of capacity in 
the fourth quarter and will have no 
trouble meeting demand. “The 
Pentium is in good supply,” said 
Bob Bauer, director of North Amer- 
ican desktop marketing at Com- 
paq. “We have a backlog situation 
on 66-MHz chips but have a more 
than ample supply of the 60-MHz 
chips.” 








IBM gives OK 


CONTINUED FROM PAGE 1 


cessful Windows NT will be on the 
desktop, they said they realize 
NT’s importance to the overall suc- 
cess of the chip [CW, 
Aug. 16]. 

“There is no exclu- 
sivity here; the Pow- 
erPC supports a num- 
ber of 32-bit operating 
systems. But if people 
think we'll be quick to 
go to NT, they don’t 
understand how stra- 
tegic AIX and Work- 
Place OS are to us,” 
an IBM spokesperson 
said. 

While Personal 
Software Products recently scored 
several volume deals with large 
corporate accounts for OS/2 2.1 on 
the Intel platform, some analysts 
said that that is not enough to per- 


Strategic OS 


In addition to support 
for Windows NT, IBM 
will reinforce support 
for a range of 32-bit 
operating svstems it 
believes are strategic 
— including its own 
AlX and WorkPlace OS. 


suade IBM’s hardware units to 
completely rule out Windows NT 
from playing a strategic role on the 
PowerPC, given Windows NT sales 
projections for the next year. 

“It looks like demand is going to 
be elsewhere, and IBM is sensibly 
allocating its resources [toward 
NT],” said Dean Mc- 
Carron, an analyst at 
Micro Design Re- 
sources in Scottsdale, 
Ariz. 


Meeting goals 
As of late last month, 
Microsoft said it had 
shipped 200,000 cop- 
ies of Windows NT. 
Company officials 
said they believe this 
puts them on target to 
meet their goal of 
1 million NT sales by next August. 
“I would not say we are ready to 
jump up and down about being 
way ahead of plan, but we are ex- 
actly where we thought we would 


be [for shipments],” a Microsoft 
spokeswoman said. “And we are 
pleased with where they are go- 
ing.” 

The majority of those 200,000 
copies have gone to corporate ac- 
counts that use the system to de- 
velop mission-critical and client/ 
server applications, she said. This 
is exactly the market toward 
which WorkPlace OS for the 
PowerPC and Intel platforms is 
headed. 

IBM had initially planned to de- 
liver WorkPlace OS for the Intel 
platform, followed by a version for 
the PowerPC. But fearing that Win- 
dows NT would gain rapid accep- 
tance on the PowerPC platform, 
Personal Software Products this 
summer flipped its priorities to de- 
liver the operating system for the 
PowerPC first, sources said. 

“That decision was driven by 
what [IBM] sees as sizable de- 
mand for something more ad- 
vanced to run on the PowerPC,” 
one developer said. 
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Rightsizing? 
Think Before You Leap. 


Information Builders And Sun Microsystems Give You Rightsizing Solutions With Minimum Risk. 


Are you thinking about rightsizing but worried of UNIX workstations and servers, offers computing §_ <—<—-——————— 
about accessing the data from your legacy systems? strategies that work with your existing systems. TAKE THE FIRST STEPS 
How do you make your hardware, operating And, Information Builders has the software To help you understand the challenges and 
systems and protocols appear as a single resource products, FOCUS and EDA/SQL, to help rewards of rightsizing, the Hurwitz Consulting 
to your end users? And, how do you satisfy all SPARCstation’" SPARCserver™ and SPARCcenter™ Group has prepared a white paper, “The Road to 
these requirements in a client/server architecture? _ users implement productive open systems solutions. Rightsizing: Planning a Proactive Approach” 
FOCUS, the world’s most widely installed 4GL, _ It might be just the right thin 

A PROACTIVE APPROACH TO RIGHTSIZING gives you the tools you need for cel to oul you back cui : 

Before you leap into Rightsizing, talk to application development and decision support. edge and put you in control 
Information Builders and Sun Microsystems. EDA/SQL, the data access standard, provides of your rightsizing strategy. 
We understand the problems and the needs of access to all data on any platform. For your FREE copy... 
companies facing these tough questions, and With Information Builders and Sun, youcan Se 
have been providing solutions to the Fortune design a seamless migration strategy for a tas 
1000 for years. structured rightsizing plan—without a major Re as 


Sun Microsystems, the world’s leading supplier disruption of your business. | cidteamaanai infarmation 


| a 
niece Catalyst Premier Developer Builders 
FOCUS a1 = EDA/SQL are trademarks of information Builders, Inc., 1250 Broadway, NY, NY 10001 ee ee 





At J.D. Edwards, we believe 
depth and endurance tak 


With the explosive growth of 


the open systems movement 
in recent years, software 
manufacturers everywhere 
are frantically racing to get 
their products to the market. 


Unfortunately, this kind of 


hurried development is not 
the best way to create pro- 
ducts with the depth and 
longevity necessary to make 
them good investments. 

At J.D. Edwards, we’re 


taking the time to create 





resources management. Now 
we’ re bringing the same 
level of quality and relia- 
bility for which we’re known 
into open systems software. 
Naturally, our approach 
to developing software takes 
more time. But you can be 
sure that when we say it’s 
ready, it’s ready. So if your 
company is one that values 
long-term investment over 
high-risk technology, take a 


look at J.D. Edwards. For 


a product of true more information, call us 
es time to create. today at 1-800-727-5333. 


And discover just how spec- 


open systems software with worldwide, we’re firmly tacular the outlook for open 


the features and flexibility to established as a leader in systems software can be. 
meet your needs initially business solutions. From 

and well down the road. financial management and 

With a client list consisting manufacturing to distribu- 


of some of the largest and tion and construction. From 


° 
most successful corporations public services to human JDEdwards 
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DEC pushes OSF/1 as NT simmers 


By Craig Stedman 
MAYNARD,MASS 





Forecasting a two-year ramp-up for Mi- 
erosoft Corp.'s Windows NT, Digital 
Equipment Corp. is relyingon short-term 
growth of its DEC OSF/1 operating sys- 
tem despite the company’s current rank- 
ing as a Unix also-ran. 


NT might be more critical for driving 
Alpha AXP shipments in the long run be- 
cause of its desktop potential. But even 
Dennis Schneider, director of NT market- 
ing at Digital, agreed that this “is clearly 
the year to make OSF/1 a significant 
player in the Unix market.” 

Observers said competitive pressure, 
particularly from Hewlett-Packard Co., 


is also helping to cement Digital’s need 
for an increased Unix presence. Howev- 
er, users interviewed recently expressed 
reticence about casting their lot with 
DEC OSF/1, saying it remains too shape- 
less to latch on to right now. 

“It’s more an operating system of the 
future,” said Matt Holdrege, senior net- 
work specialist at PacifiCare Health Sys- 
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tems, Inc. in Cypress, Calif. 

“The salespeople talk about OSF/1, but 
they’re hampered by the lack of real 
packaged solutions,” added Tim Bird, di- 
rector of information services at Paws, 
Ine. in Muncie, Ind. “They can only sell 
OSF/1 right now to people who really 
know what they’re doing.” 

Rick Webster, a senior systems analyst 
at Caterpillar, Inc. in Peoria, Ill., said he 
“would like to see OSF/1 fly.” However, he 
added that Caterpillar uses both HP’s 
and IBM’s Unix systems and has no defi- 
nite DEC OSF/1 purchase plans. 

Digital acknowledges that its Unix 
track record makes users nervous. As a 
result, the debut of DEC OSF/1 2.0 got top 
billing Oct. 12 when the company 
unveiled a wide range of products. 


Bitcomet) 
Projected unit shipments of Digital servers | 
and multiuser systems | 
48.768 


42.830 


| Windows ; : Open 
NT Blo Bivins 


L —_— a es - - . 
Source: International Data Corp., Framingham, Mass. 


“They've been talking about OpenVMS 
and NT, too, but what they’ve pushed us 
aggressively on is OSF/1,” noted Dennis 
Vohs, chairman of software vendor Ross 
Systems, inc. in Redwood City, Calif. “I 
think they realized that HP was eating 
their lunch,” he explained. 

Ross has been one of the leading sup- 
pliers of applications for Digital’s 
VAX/VMS computers. However, Vohs said 
“almost all” of its major sales in the last 
six months “have the words ‘HP 9000’ in 
front of them,” a reference to HP’s com- 
mercial Unix systems line. 

When it comes to Unix, Digital essen- 
tially has nowhere to go but up. Edward 
Lucente, vice president of worldwide 
sales and marketing, conceded that even 
with Alpha, the company is “just barely 
holding [its] own” in the workstation 
market after losing significant ground in 
the last few years. 

Digital did not rank among the Top 10 
vendors of commercial Unix systems 
priced from $10,000 to $1 million in 1992, 
according to International Data Corp. 
(IDC). The company came in 12th world- 
wide on IDC’s list, with just a 2.6% share 
of a $7.26 billion market, which amount- 
ed to less than $200 million in sales. 

DEC OSF/1 sales have been slowed 
since its March introduction by a small 
applications count and the lack of multi- 
processing and layered software orient- 
ed to commercial environments. Digital 
hopes DEC OSF/1 2.0 will attract more in- 
terest when it ships in January with new 
layered software and support for run- 
ning recompiled Unix System V Release 
4 applications. 
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The Difference Between 
Face Value and Real Value 


It takes more than a fancy front end to make a full- 
function Executive Information System. To be of real 
value, an EIS must deliver the right information to the 
right people at the right time...to support strategic 
decision making. That’s why you need the SAS System. 


Software that’s Changing the Face 
of Information Delivery 


Of course the SAS System gives executives such EIS “basics” 
as up-front menus...pull-down windows...drill-down, 
traffic-lighting, hot-spotting, and exception reporting... 
graphical display of critical success factors...and desktop 
productivity tools such as calendars, notepads, a letter- 
writing facility, and access to native electronic mail. 

But the benefits of the SAS System extend far below 
the surface. As the world’s leading information delivery 
system, the SAS System provides total control over data 
access, management, analysis, and presentation. Execu- 
tives can directly access all kinds of data sources— 
including data locked away in database management 
systems. And they can analyze and present data using 


Printed in the USA. 


specialized tools for project management, forecasting 
and financial reporting, and hundreds of other tasks... 
all fuily integrated. 

Information managers can build a custom-tailored EIS... 
in far less time, and using fewer resources, than it takes 
to force-fit an off-the-shelf solution into your organiza- 
tion. And because the SAS System is entirely portable, 
you can integrate data and applications from different 
computing environments into a single, company-wide 
information delivery system. 


Free Video Preview...Call Today. 


There’s more to the SAS System for EIS than meets the 
eye. Call us now at 919-677-8200 to arrange for your free 
video preview...plus details about a no-risk software 
evaluation and upcoming SAS System executive briefings. 


SAS Institute Inc. 

Software Sales Department 

SAS Campus Drive () Cary, NC 27513 
Phone 919-677-8200 |) Fax 919-677-8123 


SAS is a registered trademark of SAS Institute Inc. Copyright© 1991 by SAS Institute Inc. 
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Digital’s new Alpha AXP 
systems put the 
competition in its place. 
You asked for UNIX* servers and workstations 
that would help you win in today’s 
increasingly competitive environment. 

The people of Digital announce their 
response—three new servers and 


two new workstations 
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800 
DEC 3000 


applications are 
available for them 


today, with more to 


WORKSTATIONS* 
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come. For more 
information about 
Digital's solutions, call 
1-800-DIGITAL. Or call Digital's 

Alpha AXP Fast Fax 1-800-842-7027 
in the U.S. and Canada. Or contact 


your local Digital Representative. 
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Remote workers get pay-per-view LAN access 


By Joanie M. Wexler 





Another data communications option for 
workers at large emerged last week 
when Infonet Services Corp. initiated a 
pay-as-you-go dial LAN service. 

The El Segundo, Calif.-based world- 
wide network services provider added a 
usage-sensitive cousin to its existing 


InfoLAN service, which provides TCP/IP 
LAN internetworking services for large- 
volume applications at a fixed price. 
This latest offering, Switched Access 
Services, is targeted at telecommuters, 
business travelers and other low-volume 
users looking to leverage their compa- 
nies’ existing TCP/IP LAN infrastruc- 
tures with a minimal investment, said 


Larry Morgan, Infonet’s vice president of 
product marketing [CW, Oct. 11]. 

His firm’s offering comes amid a rash 
of remote-access product rollouts that 
also accommodate staffers wishing to 
dial into LAN internetworks. The key dif- 
ferentiator between these alternatives 
— from the likes of Shiva Corp., IBM and 
Centrum Communications, Inc. — is that 
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With the demands on IS departments today, project management tools that just schedule and track aren’t enough. 
That's why ABT has introduced the first Total Project Management System that delivers an integrated process: methods 
and estimating on the front end, scheduling and tracking in the middle, and quality and productivity metrics on the back 
end. And implementation programs to get you up and running in six weeks. To ensure that your projects are on-time 
and on-budget, give ABT a call at 1-800-4-PROUJEC. After all, why play with fire? 
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Infonet provides end-to-end manage- 
ment and security, the carrier said. 

Infonet found “‘customers do not want 
the Excedrin headaches associated with 
provisioning, maintaining and securing 
their own dial networks,” said Doug Lau- 
rin, Infonet product manager. 

Infonet said the service is available in 
more than 20 countries via a local or 800 
number call and that eight global produc- 
tion customers are now on the network. 
Software maker Sybase, Inc. has signed 
on with the goal of “making access to the 
Sybase global network only as far away 
as the closest wall jack,” said Don Proc- 
tor, a Sybase senior technical staffer. 


LAN-to-go 


The demand for public dial-in LAN services 
will be fueled by at-home workers, travelers 

| and occasionally communicating business 
partners 


U.S. LAN dial service revenue 
forecast 


Source: The Yankee Group, Boston 


Customer Sun Microsystems, Inc. said 
it wants to give selected third parties ac- 
cess to some Sun data while isolating 
them from other access privileges. 

Infonet is providing multitiered secu- 
rity to set up this scenario for Sun and 
other customers. Its security scheme in- 
cludes user access codes, passwords 
and network segmentation. 

Public alternatives to the Infonet dial- 
up offering today largely include gate- 
way services in and out of users’ IP net- 
works to carriers’ X.25 or frame-relay 
networks, said Caroline Michel, a senior 
analyst at International Data Corp. (IDC) 
in Framingham, Mass. 

More than 75% of corporate America 
today has “hundreds to thousands of em- 
ployees traveling at least one day a 
week,” said Mark Winther, vice presi- 
dent of telecommunications at New York 
researcher Link Resources, an IDC com- 
pany. “Dial IP services are a key way to 
keep them in touch.” 

Infonet service pricing ranges from 28 
cents to $1.88 per minute, Laurin said. 
Users must run computer software con- 
taining the Point-to-Point Protocol for in- 
dustry-standard IP wide-area network 
connections; Infonet will install a dial-up 
router at each participating site, make 
the appropriate hookups and manage 
the end-to-end link. 

Initial access speeds are 9.6K and 
14.4K bit/sec. Users acknowledged that 
comparatively skinny WAN bandwidth 
persists as a general drawback for users 
accustomed to much faster LAN speeds, 
but to a remote user, lower network re- 
sponse times “beats driving an hour into 
the office to get an application to run fast- 
er locally,” said David C. Berg, Sun vice 
president of information resources. 
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Managing your network is 
managing your business. The key to 
success is clear vision with an open 
point of view. Because achieving your 
objectives requires making all kinds of 
things work well together. 

The Racal Management 
System does just that. It is 
now integrated with HP’s 
OpenView® platform (and we 
still interface with IBM® 
NetView™), so more companies than 
ever can move up to integrated 
network management. 


Easily tailored, the Racal Manage- 
ment System is capable of managing 
the widest array of devices in the indus- 

try (including Racal’s 350 
products). Fact is, it’s one of 
the best overall solutions 
for integrated manage- 
ment challenges. And 
- <e when it comes to 
integrating legacy systems and 
devices into a common management 


environment, our Multivendor 
Integration ToolKit makes a difficult 
task simple and more affordable. 


© 1993 Racal-Datacom, linc. A\ll rights reserved. HP Open View is a registered trademark cf Hewlett-Packard Co, 


All other registered and unregistered trademarks are the property of their respective owners. 


No wonder Communications Week’s 
comprehensive 1993 SNMP Managers 
test series ranked the Racal 
Management System “a topnotch 
management platform” and praised 
“the degree to which the management 
of WAN equipment and facilities has 
been integrated with the system.” 

Look into network manage- 
ment with an open view. Call 
1-800-RACAL-55 for a free 
information package about integrating 
your business and network objectives. 
It’s a real eye-opener. 
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And you 
were told Pentium 
was powerful. 


if you've heard the Pentium” microprocessor was powerful, it’s time you see the PowerPC” Micro- 
processors from Motorola. To be perfectly candid, Pentium is fairly powerful, but it's not nearly 
as powerful as the PowerPC family of microprocessors. 

The first of Motorola's PowerPC Microprocessors, the PowerPC 601" Microprocessor will bring 
workstation-like performance to low-cost PCs. Its integer performance (how fast it handles basic 
computer functions) is equal to Pentium’. In floating point performance (the speed you need to 
crunch numbers, run graphics, video, voice and the like), the 601 is a full 40 percent faster than 
Pentium, with no loss in integer performance. 

While the 601 outruns Pentium, it actually runs cooler. The 601 draws only 8.5 watts of power 
to 16 watts for Pentium which, incidentally, leads to lower overall system costs. 

The 601, of course, is only the beginning. Over the next eighteen months, we'll ship ever more 


free POWERED BY 
MOTOROLA 
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powerful versions of the PowerPC Microprocessor. The low-wattage PowerPC 603” Micropro- 
cessor will bring unprecedented performance to battery-powered computers. The PowerPC 604” 
Microprocessor will push high-end PC and server performance to new highs. 
The PowerPC 620" Microprocessor will run at 200 to 400 SPECmarks in high- 
end workstation, server and supercomputer applications. 
To take a closer look at the future of computing, call Motorola today 
at 1-800-845-MOTO. We'll be happy to provide you with more information, 
including our free PowerPC Information Pack. 
PowerPC Microprocessors from Motorola. They have the power to take you further into the 
future than the competition. 


PowerPC Microprocessors. Changing the course of computing. For the better. 


(MA) MOTOROLA 
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PeopleSoft adds work-flow support 


By Kim S. Nash and Craig Stedman 


BURLINGAME, CALIF 





PeopleSoft, Inc. last week promised to add 
work-flow support to its client/server account- 
ing packages, playing catch-up to Dun and 
Bradstreet Software, which has touted built-in 
work-flow functions as a differentiator in the 
financial software market. 

PeopleTools 3.0, released last week, is an ap- 
plication development tool kit that sports rudi- 
mentary work-flow features, such as one-way 
electronic mail and image support. The tool kit 
lets users modify and add work-flow capabili- 
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ties to PeopleSoft Financials and other appli- 
cations. 

PeopleSoft is also talking with Lotus Devel- 
opment Corp., Reach Software Corp. and other 
vendors about building links to their group- 
ware systems, but no deals have been signed. 

“Work flow will be critical” in line-of-busi- 
ness applications, such as accounting and or- 


elease, Dun & 
client/server financial applications are 
now in line with PeopleSoft’s release timetable 


id tla 


Starts at $100,000 


Starts at 
$225,000 


Average license fee 
for each module: 
$300,0 


der processing, according to Tom Kucharvy, 
president of Summit Strategies, Inc., a client/ 
server consultancy in Boston. 

For example, at drug and health care firms 
such as Merck & Co. and Eli Lilly, work-flow 
technology is “a de facto requirement,” Ku- 
charvy said. 

The Federal Drug Administration’s complex 
laws mean pharmaceutical workers must doc- 
ument every step in filing for patents, distribu- 
tion rights and the like. Workgroup systems of- 
fer productivity enhancements and an 
electronic trail that make the technology “ideal 
for finance, inventory and other intricate pro- 
cesses,” he said. 


| More onthe way 
The next version of PeopleTools, 
due out in the third quarter next 
year, is expected to sport full- 
blown work-flow functions, includ- 
ing two-way E-mail and links to 
| Notes and Reach’s MailMan work- 
group offerings. That means D&B 
|| Software, which had pointed to its 
| built-in work-flow features as 
| unique, must find another way to 
capture user attention. 
| Furthermore, D&B Software’s 
|| Financial Stream line of client/ 
|| server accounting applications 
| | has been slow in coming. The com- 
pany, which first talked about the 
products in 1991, released Finan- 
cial Stream in early October, about 
a week after a promised Septem- 
ber delivery [CW, July 26]. 

None ofthe new sites is in production yet with 
D&B Software’s Financial Stream, a spokes- 
man said. 

While D&B Software’s delay may deter poten- 
tial customers, existing mainframe D&B Soft- 
ware sites will probably hang on. Baxter Inter- 
national, Ine. has tested D&B Software’s 


| 
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Product rollouts 


Twenty-five customers 
have licensed 
PeopleSoft Financials, 
while D&B’s Financial 
Stream is installed ata 
dozen sites. 


D&B plans to add 
support for Sun Solaris 
this month. It currently 
supports HP/UX, 
DG-UX and IBM’s 0S/2. 


In the “controlled 
release” category isa 
general ledger 
package from The 
Dodge Group, Inc., led 
by former McCormack 
& Dodge Chairman 
Frank Dodge. After two 
years of talking about 
the line, Dodge said he 
expects volume 
shipments to startin 
February. Engineering 
delays pushed 
Dodge’s OpenSeries 
line about 18 months 
behind the original 
ship schedule, Dodge 
said. “The software is 
still kind ofimmature,” 
he said. “It doesn’t 
have every beil and 
whistle that it will 
ultimately have in 
February.” 


SmartStream decision-support product for al- 
most two years but has yet to put it into pro- 
duction. Other projects are more pressing, ac- 
cording to Bill Reiher, vice president of central 
systems. 

“But being a long-term D&B user, it’s just a 
matier of time for us to adopt it,” Reiher said. 








Evaluators in our Firing Line section liked PeopleSoft 
Financials’ functionality but found the client/server 
technology difficult to install. See story page 118. 


Portable People 


PeopleSoft, which already supports data- 
bases from Sybase, Inc. and Oracle Corp., 
plans to add Informix Software, Inc. to 
the list ‘within the next several weeks,” 
said Paul Salsgiver, vice president of 
partnership programs at PeopleSoft. 

However, support for The ASK Group, 
Inc.’s Ingres database “isn’t as far 
along,” acknowledged chief executive of- 
ficer Dave Duffield. Although it is target- 
ed for next year, an Ingres port is not as 
pressing, he said. “Ingres isn’t growing 
too quickly, but there’s an enormous in- 
stalled base.” 

Ingres users looking to jump to other 
databases might do well to buy People- 
Soft applications, he suggested, because 
they are portable to other systems. In 
contrast, D&B’s Financial Stream line 
runs on only Sybase’s SQL Server. 

IBM’s DB2/2 and DB/6000 and Micro- 
soft Corp.’s SQL Server for NT are also on 
PeopleSoft’s 1994 to-do list, Saisgiver 
said. 

—KimS. Nash 








Client/server 


Start-ups bring 
heavyweight tools 


By Melinda-Carol Ballou 





A new breed of object-oriented client/server tools is on 
the way that reportedly will speed the development pro- 
cess by improving performance and generating cross- 
platform code. 

Built by Dynasty Technologies, Inc. in Naperville, Ill., 
and Forte Software, Inc. in Oakland, Calif., these tools 
are said to let developers to slice up their applications to 
run on the most appropriate clients and/or servers. 

“These new tools use object technology without the 
complexity of object-oriented programming languages 
to let developers create graphical clients with multiple 
back ends,” said Peter Kastner, a vice president at Ab- 
erdeen Group, a consulting firm in Boston. ‘‘And busi- 
ness objects will allow businesses to create units, such 
as a purchasing function, and then snap together appli- 
cations from templates.” 

While the “first generation” of client/server tools, 
such as Powersoft Corp.’s PowerBuilder, required de- 
velopers to create third-generation language scripts, 
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these new tools offer a fairly sophisticated knowledge 
base to automatically generate code, Kastner said. 

Unlike the existing generation, the new tools were de- 
signed to be multiplatform. Developers can create one 
specification and then choose the target platform on 
which the application will run. The knowledge base 
then generates the required code for the specific plat- 
form, graphical user interface or SQL database, said Ju- 
dith Hurwitz, president of Hurwitz Consulting, a con- 
sulting firm in Watertown, Mass. 


Here and now 
Both rules-based tools develop applications that can be 
triggered by events or respond to external occurrences. 

For example, a stockbroker might need an applica- 
tion to change when prices for a particular commodity 
reach a certain point. 

Earlier attempts to target this market by Cooperative 
Solutions, Inc. were unsuccessful because of a prema- 
ture entrance and a lack of multiplatform support, ac- 
cording to industry analysts. But these new companies 
may be hitting the market at the right time, providing a 
combination of capabilities that corporate developers 
are beginning to demand, according to some analysts 
and users familiar with the tools. 

Dynasty began shippingits tools — also called Dynas- 
ty — earlier this year but will not officially unveil them 
until next month. 

Forte last week announced that its tools, also called 


Forte, are in beta but will not ship generally until next 
summer. Forte will also offer management tools that 
will reportedly administer and monitor the perfor- 
mance of the partitioned applications. 

The partitioning is significant because it allows de- 
velopers to target the location for the performance of 
specific tasks. With other tools, “fat clients” can suck 
up bandwidth, which can create performance problems 
that these tools mitigate, Kastner said. 

Early users of Dynasty’s product — an aerospace 
firm, a claims processing company and a telecommuni- 
cations firm — generally said the object-oriented struc- 
ture and partitioning available with the tools are able 
to handle transaction-intensive, complex application 
development to distribute client/server applications. 

For example, Sikorsky Aircraft Co., an aerospace 
firm in Stratford, Conn., is using the Dynasty tools to 
create an application that will manage mission-critical 
data such as purchasing and shipment information 
from customers and suppliers. 

The company was worried about scaling applica- 
tions, the performance of other vendors’ client/server 
products and management and maintenance issues. 

The pricing for Dynasty is $8,000 per development 
workstation seat and $50 to $150 per runtime license, 
depending on platform. 

Both Forte and Dynasty support Macintosh, Win- 
dows, OS/2 and multiple Unix platforms. Forte pricing 
will be announced when the product ships. 





= The company that could 
80 On for days about rightsizing, 


server and open systems, 
aly finds itself at a loss for words. 


‘Sa proud moment. Because to win the 1992 IBM 
Quality Award, Lawson Software had to score highest 
heseven categories used in the Malcolm Baldrige 
Quality Award process. 
awison Was rated first in the areas of leadership, human 
Mevelopment and management, management of 
ality, and customer focus and satisfaction. All while 
its clients with full-featured accounting, human 
distribution, retail and materials management 
plications for the AS/400” RS/6000° and other 


| | 50 | 1 ot i LANSOR 


($ Of International Business Machines Corporations 














| 
i 
é 


ee es 








How Much 
Availabili ty, 
Is Enou 


Open 23.79 hours out of every 24 sounds impressive. 

But it really means that you're out of business for an hour 
and a half every week. 

That's an hour and a half when you're not making sales, 
shipping orders, or serving customers — because critical 
business applications aren't available. Not just outages. Late 


reports, bad response time, and inefficient applications can all 
mean a loss of business. F C rel! 
To maintain end-to-end availability and keep applications * eh O| S 


running well, IS teams in four out of five Fortune 500 compa- 
nies rely on Candle. 

Our customers identify and prevent application problems MANAGEMENT 
from a central location, using our industry standard OMEGAMON* 
monitors and OMEGACENTER’ products for mainframe 
automation, performance, and control. 

In distributed environments, our clients use Candle products 
to centrally monitor the availability of critical applications on 
HP, DEC, RS/6000, UNIX, and LAN platforms. And working with 
IBM, we're using our unique Candle Technologies (CT) 
to provide systems management solutions for distributed 
and client/server AS/400 networks. Because round the clock 
availability is essential, regardless of platform. 

And since our approach concentrates on the availability of 
business-critical applications, we call it Availability Management. 

To find out more, please call 1-800-843-3970, ext. 916. 


AVAILABILITY 


‘opynght © 1993, Candie Corporation. All nghts reserved. | and AS/400 are trademarks or registered trademarks of International Busine: 
chines Corporation. HP, DE we trademarks or registered trademarks of th 
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Damage control 


Don’t look now, but that sound you 
hear may be from the cracks ap- 
pearing in the Microsoft operating 
system edifice. 


Despite last week’s vague statements that Win- 
dows NT shipments are “exceeding expectations” — 
exactly what those expectations were wasn’t re- 
vealed — it’s clear that Microsoft is still struggling to 
temper optimism over NT’s market performance. The 
optimism is almost wholly of Microsoft's own making. 

When Microsoft officials first began talking about 
NT 242years ago, they confidently positioned it as the 
heir apparent to Windows. But a few things changed 
between those early heady pronouncements and NT’s 
actual shipment three months ago. For one, Microsoft 
found that it couldn’t fit the mother of all operating 
systems into less than 16M bytes of memory, a config- 
uration used by about 2% of PCs sold today. For anoth- 
er, IBM got its act together with a really functional and 
efficient version of OS/2. Final- 
ly, Microsoft created aseparate 
migration path for Windows 
users, a sort of “NT Lite” it 
calls Chicago. 

So now the company is in 
damage-control mode. Micro- 
soft has spent the last year re- 
casting NT in a decidedly less 
ambitious role as a Unix com- 
petitor and telling everyone 
who will listen that no more 
than a million copies will ship in its first year (com- 
pared with about 8 million to 10 million for Windows 
3.0). Rich Tong, Microsoft's general manager for en- 
terprise marketing and products, told me last week 
that NT will someday overtake Windows shipments, 
but he said it'll be at least a couple of years before PC 
price/performance makes NT’s voracious memory ap- 
petite a nonissue. I think he’s overly optimistic. If half 
the PCs shipping in 1995 have 16M bytes of memory 
on them, I'lleat this page. And even if Tongis right, 
Chicago will change the market dynamics considera- 
bly, probabiy at NT’s expense. 

With the mass market clearly out of NT’s reach, 
Microsoft has shifted its focus to the network server, 
where Unix is now dominant. No doubt NT will win 
respectable market share there, but there’s no way it 
will overtake Unix in the foreseeable future. That 
means Microsoft will wind up in a trench war against 
avery established competitor, and that’s a battle 
Microsoft hates to fight. 

So in the ultimate tribute to IBM, Microsoft is using 
the old Blue trick of fear, uncertainty and doubt, or 
FUD, to freeze customer buying decisions. Sez Micro- 
soft, if you'll just wait eight to 12 months, you can have 
32-bit capabilities with Chicago. Another year after 
that and you can get Cairo with its object-oriented file 
system. And at some undefined point there’ll be 
groupware capabilities built into the operating sys- 
tem. Just wait. Just wait. 

The trouble is, customers don’t have to wait. All that 
stuffis available right now from Microsoft competi- 
tors. Uh oh. Crack. 


CLM 


Paul Gillin, Editor 








Right people for 
the right job 


The article, “Client/server 
breakdown” [CW, Oct. 4] was 
one-sided. The examples cited 
resulted from not getting the 
right budget and/or people to 
do each section of the project. 
Why can’t management under- 
stand that data processing peo- 
ple cannot be masters of every- 
thing? 

They need some temporary 
help to do the special tasks that 
are not usually done. 

Get the right people in to do 
the planning and testing of 
standards. Hire the right peo- 
ple with special programming 
talents to do interfaces with dif- 
ferent computer systems. Don’t 
accept one choice in selecting 
software. Make outside consul- 
tants inform you if they are get- 
ting paybacks for their selec- 
tion. 

Dennis Gilbert 
New Bedford, Mass. 


Number-crunching 
doesn’t add up 


“City limits” [CW, Sept. 27] is bla- 
tantly erroneous regarding cities’ 
spending for this purpose. 

Our hands-on experience in con- 
sulting with local governments 
across the country suggests annu- 
al operating budgets for informa- 
tion systems on the order of $500 
per employee and capital expendi- 
tures over a five-year horizon on 
the order of $600 per year. Further, 
we have found that operating ex- 
penditures are about 1% of a typi- 
cal general-purpose local govern- 
ment’s budget. 

Most local governments wish 


they had anything even close to the 
4% that the article says they have! 
Sheldon S. Cohen 

MMA Consulting Group, Ine. 
Boston 


John Scoggins 
John Scoggins and Associates 
Danielsville, Ga. 


An examination of the statistics 
presented in “City limits” raises 
questions about their credibility. 
If I apply the level of expenditure 
in the city of Oakland, Calif., then 
our entire information technology 
budget would be $2,500. That’s 
less than the cost of one complete 
desktop workstation. 

Here in Oakland, our informa- 
tion technology budget is about 
$10 million per year. At that level, 
we spend $2,500 per full-time em- 
ployee. Based on my experience, 
that is probably a more realistic 
level. Yes, it is quite a bit less than 
the $7,000 per employee in the pri- 
vate sector, but nothing even close 
to the figure of 50 cents cited in the 
article. 

Stephen R. Ferguson 
Office of communications 
City of Oakland, Calif. 


Sorting through 
postal systems 


While the story ‘Postal Service 
sorts through automation” [CW, 
Oct. 4] quoted the U.S. Postal Ser- 
vice as saying its “core strategy is 
to sort mail using bar codes,” it 
was interesting to note that our 
copy of Computerworld did not 
have a bar code on the address 
line. 

This is because the Postal Ser- 
vice does not have equipment to 
sort magazines and newspapers 
that are not “82 by 11 inches” or 
“digest size.” 

There are almost 3 billion pieces 
of mail a year — newspapers and 
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magazines such as the size of 
Computerworld — being hand- 
sorted through all the steps in- 
volved with delivery to the sub- 
scribers’ door, and guess what: 
There are no current Postal Ser- 
vice plans to offer bar-coding to 
large, flat-size publications and 
newspapers. 
Dennis Farley 
Distribution manager 
Fairchild Publications 
New York 


“PC-based postal kiosk axed” 
[CW, Oct. 4] omits factual data and 
espouses erroneous opinions. 
The Postal Buddy was not user- 
friendly. Nor did it provide changes 
of address quite the way the side- 
bar indicated. Heaven help us if 
this is Vice President Al Gore’s 
idea of reinventing government. 
Paying more to change address- 
es is not in the interest of the tax- 
payer. The United States Postal 
Service could forego profits on the 
machines in exchange for floor 
space if they had realized the pro- 
jected savings on changes of ad- 
dress, but the procedures that the 
Postal Buddy provided apparently 
cost the Postal Service more than 
planned and provided no savings. 
William B. Adams 
Symbiotic Security 
Springfield, Va. 
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Viewpoint 


It may be obvious, but it isn’t simple 


atty Seybold was right when she said 
we need to make business rules visi- 
ble and maintainable by users [CW, 
Oct. 4]. The rate at which business is 
changing is just too rapid for those of 
us working in IS to keep up by repro- 
gramming. Users must be able to ma- 
nipulate and change rules as business circum- 
stances dictate. But here’s the catch: There’s a 
world of difference between being on the trail 
of asolution and having one in hand. 

At Kash n’ Karry Food Stores, Inc., we’ve 
been working for two years to build an infor- 
mation architecture similar to the one Patty 
envisions. It has turned out to be more difficult 
than we ever expected. 

The work we are doing with object technol- 
ogy has led us to a three-tier information ar- 
chitecture. The first tier consists of basic busi- 
ness entities — person, item, truck, ete. — and 
the relationships among them. The second tier 
is made up of models, which are groups of enti- 
ties interacting to accomplish some business 
purpose. At this level, the concepts of rules and 
roles are introduced. The third tier consists of 
views and events that allow observation of and 
influence on the models. 

For reasons of consistency and integrity, IS 
should retain control of the basic objects, but 
we've concluded that users should be able to 
manipulate the rest — rules, roles, views and 
events. However, three big obstacles block the 





Jim Stikeleather 


way to actually achieving that ideal — technol- 
ogy, people and organizations. 

We have not yet found a commercial product 
that supports the rule/constraint mechanism 
we need and that can be integrated with the 
other mechanisms in our object architecture. 
In the interim, we are preprogramming calcu- 
lation-based rule types (price X < competitor 
Y, price X > cost, etc.) and letting users modify 
the variables. This won’t work for long, howev- 
er, because it doesn’t handle rule conflicts or 
symbolic rule processing. 

People also present difficulties. Human be- 
ings don’t operate by well-formed, well-de- 
fined, consistent rules. Many of the business 
rules people operate with are based on habit 


rather than logic, are highly exception-driven 
and cannot generally be described by the user 
with any degree of accuracy. 

Ask a group of people performing the same 
function how they do their jobs and you will al- 
most always get variations on acommon set of 
rules and another set of highly individual 
rules. None of these will necessarily be better 
than others because the business has been op- 
erating with all of them in effect. In fact, it can 
be very dangerous to impose uniformity be- 
cause you may actually upset some important 
balance in the ecology of the business. 

Organizations are also dauntingly complex. 
Rules vary among departments, which is why 
accounting and marketing can start with the 
same data and generate very different spread- 
sheets, graphs and analyses. If you do find 
some universals, such as a pricing strategy, 
you still need to be careful because their uni- 
versality may be more apparent than real. 
Lower-level employees, exercising good judg- 
ment, may ignore price policy in some cases. 

Patty was right. We do need to develop visible 
rules and put them in the hands of users. 
Dealing with the complexities involved is 
delicate and painstaking work, which cannot 
be accomplished overnight. We'll be happy if 
we can do it in the next three to five years. 





Stikeleather is director of systems development at 
Kash n’ Karry, a grocery chain based in Tampa, Fla. 








You get what you don’t pay for 


When you make computing and communications free, 
you encourage waste and abuse 


hile reading my E-mail recently, 
I stupidly downloaded what 
turned out to be a 6,000-word 
press release masquerading as 
a message from some PR jerk. 
Instead of flaming, I very polite- 
ly asked to be completely 
erased from his distribution list. 

Next time I may not be so polite. And there 
will definitely be a next time because it costs 
guys like this virtually nothing to tell me what I 
don’t want to know. The Internet is cheaper 
than a 29-cent stamp, faster than a fax and as 
reliable as Federal Express. This chump can 
launch thousands of these miserable missives 
with the tap of a key. 

This is not a lament about junk E-mail but 
about underlying issues that matter far more 
than next-generation nuisances on the Inter- 
net. There’s an economic trend here that 
threatens to undermine the value and impor- 
tance of enterprisewide computing. And if 
companies don’t start coming to grips with it 
now, they are going to royally screw up their 
information infrastructures. 

The problem is simple economics. Today’s 
dominant information technology trend is 
transforming interconnectivity and computa- 
tional cycles into marginal costs. Information 
technology organizations are hell-bent on 


Michael Schrage 


making corporate data systems as accessible, 
transparent and interoperable as technically 
possible. Using client/server, they’re pushing 
to cut transactions — retrieving a file, updat- 
ing an inventory, scanning a database — as 
close to zero as possible. In econo-speak, 
they’re turning teleprocessing into a “free 
good,” much like the air we breathe and the in- 
ternal telephone calls we make. This is a horri- 
ble, counterproductive mistake. 

What happens when organizational goods 
and services that were once costly become 
free? You get a blizzard of paper memos. You 
hear 40 voice-mail messages a day. You get del- 
uged with invitations to immaculately de- 
signed desktop media presentations. 

Remember when spreadsheets were actual- 
ly time-consuming and hard? When VisiCale 
and Lotus’ 1-2-3 made spreadsheeting a snap 
— made numerical analyses into “free 
goods”— companies caught matrix madness. 
Indeed, many corporate budget committees 


now refuse to look at more than three spread-- 


sheet scenarios because they've learned how 
wasteful it is to compare 30 versions. 

When the marginal cost of an enterprise- 
wide replication of a Notes database or a mul- 
timedia presentation drops to zero, guess 


what your virtual in-basket will look like. 

Offering “filters” and “agents” to screen out 
the cybercrud is exactly the wrong answer; it 
avoids the problem instead of confronting it. 
You fight an economic problem with an eco- 
nomic solution. Organizations must stop turn- 
ing information technology into a free good. 

Media without market discipline breeds pa- 
thologies of wastefulness. Markets matter. 
That’s why IS needs to invest more thought in 
designing chargebacks than it does in adopt- 
ing CASE. Why should E-mail bandwidth be 
free? Require a digital “stamp” to send it. 

The reason our world soaks in pollution is 
that our naturalresources have been managed 
as free goods.Who cares if we mess them up a 
bit? By relentlessly trying to make internal 

computing free, compa- 
nies similarly mismanage 
their data resources. The 
ecology of economic orga- 
nizations demands that 
managers understand 
that the most valuable 
things in organizational 
life aren’t free. 


Schrage is a fellow at the MIT Sloan School Center for 
Coordination Science and the MIT Media Lab. His In- 
ternet address is schrage@media-lab.mit.edu. 
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HOW? AMBRA. WHAT MORE CAN WE SAY BESIDES “CALL SOON"? 


Computers powered by Intel® Pentium” processors are here! 
And a fast-moving company puts them directly within your reach, right now! We're AMBRA™ a new IBM® subsidiary committed to bringing you the 
very latest — like full-fledged 64-bit Pentium technology — for less. We think you'll agree our specs and prices speak for themselves. Loud and clear. 


Model DP60E/VL 


¢ Intel Pentium processor, 60 MHz 
© 64-bit processor complex 
° 8MB RAM, max: 64MB | 
e 256KB processor cache anile ide 
© 35” |.44MB diskette drive \ gngl 
© 540MB SCSI hard disk 
© Onboard dual-channel fast SCSI 
® 8 32-bit EISA slots 
¢ 2 local bus VESA slots 
¢ ATI® Ultra ProMach 32, 2MB VRAM 
e |5" Flat Square LR color monitor, NI 
© Desktop casing (8 x 6; convertible 
to minitower) 
¢ 200-watt autoswitching power supply 
e MS-DOS® 6.0, Windows™ 3.1, mouse 


$3,999 


The Pentium processor-based systems 
presented here are just the beginning of 
your choices with AMBRA. We custom- 
configure to your exact specs — 
preinstalling and/or preloading your pick 
of memory sizes, hard disks, option 
cards, and more — with no extra 
service charge and no delay. 


In Canada? call 1-800-363-0066, Ext. 904 


CALL 1-800-252-6272. 


aes 


Power times two — 

today and tomorrow. 

AMBRA‘s dual-processor complex 
delivers double Pentiurn processor 
power in one computer — taking 
advantage of multi-processor support in 
such operating systems as UNIX®and 
Windows NT® 


AMBRA 


Complete confidence. 


AMBRA covers every computer with a 
30-day money-back guarantee, and 
we've contracted with IBM to provide 
one-year onsite warranties?’ You can 
count on expert technicians nationwide 
to deliver service within two days of 
your call, Monday through Saturday. 
And you can rely on toll-free technical 
support 24 hours a day, 7 days a week. 


Model TP60E/VL 


© Intel Pentium processor, 60 MHz; 
upgradeable to dual processors 

© Dual 64-bit processor complex 

e I6MB RAM, max: 128MB 

e 5!2KB processor cache 

e 3.5” |.44MB diskette drive 

e 540MB SCSI hard disk 

© Onboard dual-channel fast SCSI 

e 8 32-bit EISA siots 

@ 2 local bus VESA slots 

e 125 S3 805 video accelerator, IMB DRAM 

e |5" Flat Square LR color monitor, NI 

© Tower casing (8 x | 2) 





¢ 350-watt autoswitching power supply 
e MS-DOS 6.0, Windows 3.1, mouse 


$4,639 


Complete convenience. 


To get more information or place an 
order, just call. AMBRA's lines are open 
every weekday 8am to 9pm, and 
Saturday 10 am to 6 pm (ET).We accept 
American Express® Visa® and 
MasterCard® — as well as purchase 
orders from qualifying businesses. So 
pick up the phone, and get a direct line 
to Pentium processing power today. 


Sx Tt. 225 


ee 


TCC Class A system, for use in a commerciai environment only. 2 Please call 1-800-252-6272 for details tegarding AMBRA's money-back guarantee and limited warranty. Onsite service may not be available in certain locations. 3 Return shipping and insurance charges are the responsibility of the customer. 4 Offerings may differ in Canaca. 
©1993 AMBRA Computer Corporation. AMBRA is a trademark of ICPI Ltd. and used under license therefrom. The AMBRA logo and logotype are trademarks of AMBRA Computer Corporation. IBM is a registered trademark of International Business Machines Corporation. intel is a registered trademark and Pentium is a trademark 
of Intel Corporation. MS-DOS and NT are registered trademarks and Windows is a trademark of Microsoft Corporation. All other product names are trademarks or registered trademarks of their respective suppliers. Offerings, prices and products are subject to change without prior notice. Prices do not include shipping 





LOTUS 1-2-3 RELEASE 4 


RATED #1. 


CAN MICROSOFT 
BEAT A STRAIGHT FLUSH? 


Every year Lotus.” Microsoft” and the others 
go head-to-head in reviews by the top industry pub- 
lications. So far, this year, the results are resounding 
And redundant 

Lotus 1-2-3° Release 4, Ami Pro* 3.0] 
Freelance Graphics” 2.01, Approach™ 2.1 and 
Organizer™ 1.1 are collecting honors for setting new 
standards in power and usability. With scores that 
are setting new records in their categories 

In a matter of months 1-2-3 Release 4 has 
already been acknowledged by reviewers and users 
as the spreadsheet of choice and the way of the 
future. It earned the highest Windows™ spreadsheet 
score ever by InfoWorld. And more recently, an 
independent usability study showed that 67% of 
Microsoft Excel 4.0 users tested say they would prefer 
to be using the new 1-2-3 Release 4 for Windows 

Ami Pro 3.01 word processor is our Cinderella 
story. For years, it's been ranked above both Word 
and WordPerfect” by reviewers, but many users had 
been reticent to make the switch. Now that's changed 
PC/Computing has rated Ami Pro ahead of WordPerfect 
5.2 in 8 out of 8 categories. And users by the hun- 
dreds of thousands are discovering it's a better fit 

Freelance Graphics 2.01 presentation 
graphics software is once again outshowing 
Microsoft PowerPoint” and Harvard Graphics. In 
InfoWorld, Freelance dominated the *2 finisher by 
the largest margin ever. In Software Digest, it earned 


a five star rating vs. three stars for PowerPoint and 


poration 
»f Lotus Deve! ™ 
Corp. DispiayWrite is a registered tradi 


L2-3Released =| 78 
Excel Release 4.0 | 69 | 


Quattro Pro Release 1.0 | 65 | 


(10/92) 


OC Approach is a big, 
big winner. 


PC WEEK 6/28/93 


wink: 


PC/Computing Word Processor Scores 8/93: 


| Micrsoft Word for Windows 2.0¢ | 872 | 
| WordPerect 6.0forDOS | 73.6 | 


RC or canizer is one of 
the most ceca Windows 
i 


cations yet. 
PC WEEK 9/92 


app 


PC/Computing Presentation Graphics For Windows Scores 9/93: 
Freelance Graphics Version 2.0 | 98.9 | 
Harvard Graphics Veson 2.0 | 804 
;Pesoson Version 21 =| AB] 
‘ 


Rents 


Working Together’ 


Harvard Graphics. In PC/Computing it scored an 
‘awesome 989 out of 100’ 

Lotus Approach, the first full-powered 
relational database designed from the ground up 
for general business users like us, has already earned 
over 25 major industry awards. Including the 1993 
Windows Magazine Reader's Choice Award and Best 
Buys from both Corporate Computing and PC/ World. 

And Lotus Organizer, the award-winning 
personal information manager, is widely acknowl- 
edged as the best product of its kind for the 
Windows platform. With a Reader's Choice Award 
from Byte Magazine and a Win Award from Windows 
Magazine, Organizer completes the set. 

But best of all these five best of breed appli- 
cations work together in new and powerful ways 
that redefine the potential of the Windows platform. 
And all are closely integrated with Lotus Notes,” 
the market-leading groupware application. 

Visit your Lotus Authorized Reseller or call 
1-800-TRADE UP ext. 9255,** to buy any one of 
these Windows applications. Or to get the best 
of all worlds in one box. you can upgrade from any 
Lotus or competitive product 
to SmartSuite™ 2.1 for 
just $299** Until 12/31/93. 

You see, Lotus 
SmartSuite is more than just 
a Suite of business software 


for Windows. It's a sweep. 


1/93. Qualifying competitive products are: Microsoft Excel, Borland Quattro* Pro (not including SE), Microsoft Word. WordPerfect. Wordstar* DisplayWrite* Microsoft PowerPoint. Harvard 


roducts include |-2-3 (excluding |-2-3 for Home), Symphony, Ami Pro, Freelance Graphics, ccMail and Graphwriter® "Usability study by User Interface Engineering 8/93. °1993 

i Lotus, !-2-3. Working Together, Ami Pro, Freelance Graphics, Symphony, Graphwriter and Lotus Notes are registered trademarks and SmartSuite and Lotus Organizer 
»ach Software Corporation. a wholly owned subsidiary of Lotus Development Corporation. Microsoft and PowerPoint are registered trademarks and Windows is a trademark of 

a registered trademark of Aldus Corporation. Quattro is a registered trademark of Borland International. Inc Harvard Graphics is a registered trademark of Software 


ing Corporation. WordPerfect is a registered trademark of WordPerfect Corporation. 
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Intel to verify PC Pentium upgrades 


By Michael Fitzgerald 





Intel Corp. has established a program in- 
tended to iron out wrinkles in its Pentium 
upgrade strategy. 

The Intel Verification Pro- 
gram, which has lined up 
support from IBM PC Co., *) 
Compaq Computer Corp., 
NCR Corp. and some 40 oth- 
er vendors to date, will tell 
users whether the system 
they are purchasing is guar- 
anteed to be Pentium-up- 
gradable 

Intel designed the pro- 
gram in the wake of vendor 
confusion over the proper 
way to implement an up- 
grade-oriented OverDrive 
version of Pentium, called 
the P24T, which will ship in 
the second half of 1994. 





Changed expectations 


ut era Mea) 


PROJECTED 
WORLDWIDE 
UNIT SHIPMENTS 


1993 
200,000 
1994 
1.6 million 
1995 
4.8 million 


Source: Dataquest, Inc., 
San Jose, Calif. 


pectations on a 486-to-Pentium upgrade 
strategy. 

“We thought [upgrades] would be fo- 
cused on DX2 to Pentium, and it turns out 
that ... [Pentium upgrada- 
bility] is designed in from 
low-end SXs,” said Paul 
Otellini, an Intel senior vice 
president. Otellini said the 
prevalence of universal 
motherboards, many of 
which can support any pro- 
cessor from a base 486SX 
to a top-of-the-line DX2 
through the flick of a 
switch, caught Intel by sur- 
prise. 

Analysts said Intel had to 
establish the verification 
program to prevent users 
from buying the wrong ver- 
sion of the upgrade chip. 
They said the lengthy de- 
velopment lead time for the 
P24T had caused some of 





lyst at BIS Strategic Decisions in 
Norwell, Mass. 

Intel will charge hardware mak- 
ers $5,000 per model tested to veri- 
fy that a system is upgradable, 
with a cap of $50,000 per year. Otel- 
lini said the price was perhaps half 
the cost that Novell, Ine. charges to 
certify a server as NetWare-com- 
patible, for instance. The nominal 
fees are not expected to cause ven- 
dors to raise system prices. 


Callus 


(508) 820-8122 
(800) 343-6474, Ext. 122 


Computerworld needs your input ona 
key technology 
issue: 

What role will Pen- 
tium-based sys- 


FP nmr 4 


= 


tems play in your 


Black, white or blue 

Otellini said the verification pro- 
gram, combined with the upgrade 
strategy, should eliminate any us- 
er concerns about the color of 
their upgrade socket. 

Various systems use blue, white 
or black as the socket color. Intel 
will produce several different ver- 
sions of the P24T, and users will only 
need to know what system they have to 
pick a chip. 


company six 

months from now? 

Please cail us with a 

brief comment, your name, company 
name and telephone number. Represen- 
tative comments will be published in an 


upcoming issue. 


nent than the “Intel inside” campaign. 
He also said Intel will continue to use 
the verification program because there 


An Intel official freely acknowledged 
that the company had developed the ver- 
ification program to modify its initial ex- 


the problems for Intel. 
“Basically, it’s a cover-my-ass strategy 
by Intel,” said Jeffrey Henning, an ana- 


Once tested, systems will receive a 
small logo to show they are certified. 


will probably be “complexities” in up- 
grading from Pentium to future Intel 








Chip 
dynamics 


It fits in a thimble, but this 
new 64M-bit dynamic RAM 
chip from IBM and Siemens 
AG can hold up to 6,400 pag- 
es of double-spaced tect, 
which would cover two 
reams of paper, or, using a 
common industry measure, 
fill roughly 2'/2 volumes of 
the Encyclopaedia Britan- 
nica. Currently available in 
sample quantities, the 
DRAMs are among the first 
64M-bit chips in the indus- 
try. 


Tom Way 


Otellini said the logo will be less promi- 


chips. 








Compressed data will go from DOS to 0S/2 


| Stac utility steps on Microsoft plan to encourage incompatibility with OS/2 


| By Ed Scannell 


| At the upcoming Comdex/Fall ’93 show, 
Stac Electronics, Inc. will announce that it 
| is bundling a conversion utility with its 
Stacker for OS/2 compression program 
| that lets OS/2 and DOS users transfer com- 
pressed data between the two operating 
systems. 
| The conversion utility converts data 
| compressed with DoubleSpace, the com- 
| pression technology used in Microsoft 
| Corp.’s MS-DOS 6.0 and its upcoming Ver- 
sion 6.2, as well as data compressed with 
AdStor, Inc.’s SuperStor utility, which is 
| provided with IBM’s PC DOS 6.1. 

Stac has timed the introduction to coin- 
cide with the debut of IBM’s new version of 
OS/2, code-named Ferengi, which works 
transparently with Intel Corp.-based PCs 
running DOS and Windows. Stac’s conver- 
sion utility is also compatible with Ferengi. 

Stac officials said Stacker for OS/2 with 
its conversion utility makes it easier for 
DOS and Windows users to evaluate OS/2; 
they added that Stac is actively supporting 
OS/2 and Ferengi. 


Incompatible with OS/2 

Until now, DOS users who used Double- 
Space had no way of putting OS/2 on their 
| systems because it was incompatible. 
|| “DoubleSpace is a tactical effort on Mi- 
' erosoft’s part to stop encroachment of OS/2 


onto their turf,’ said John Bromhead, 
Stac’s vice president of marketing. 

The inability to easily transfer com- 
pressed data from MS-DOS and PC DOS 
over to client/server operating systems 
such as IBM’s OS/2 2.1 and Microsoft’s Win- 
dows NT has been a minor nuisance for 
some corporate users. 

Microsoft officials re- 
cently said one of the items 
on users’ wish lists for Win- 
dows NT was compatibility 
with DoubleSpace. They 
said it would most likely be 
provided in the next update 
of the operating system, 
due sometime next year. 

With the release of MS- 
DOS 6.2 and the improve- 
ments made to Double- 
Space — most notably the 
compression utility's Un- 
install feature — Stac be- 
lieves Microsoft has left the 
door open to make signifi- 
cantly more Stac sales. 

“Their Uninstall feature 
will prove to be a big boon to users who 
want to remove DoubleSpace from their 
drives,” said Ann Galdos, Stac’s product 
marketing manager for Stacker 3.1 for 
Windows and DOS. 

Microsoft has made several improve- 
ments to DoubleSpace including a feature 
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“DoubleSpace 
is a tactical 
effort on 
Microsoft’s 
part to stop 
encroachment 
of OS/2 onto 
their turf.” 


— John Bromhead, 
Vice president, marketing 
Stac Electronics 


ealled DoubleGuard that better protects 
users against data corruption. Some users 
said problems in DoubleSpace caused 
them to lose data earlier this year. 


Strategic shift 

While Stac will continue to support DOS 
and Windows, the company’s strategy will 
increasingly focus on 
more advanced  client/ 
server operating systems 
and network operating 
systems such as OS/2 and 
Novell, Inc.’s NetWare and 
UnixWare. 

“Our vision is taking on 
more of a corporate view. 
We believe if you compress 
data once that wherever 
you send it over the wires, 
you can still view it and it 
stays compressed,” Brom- 
head said. 

To reach this goal, Stac 
believes it must have com- 
petitive products on all 
major platforms. Current- 
ly, it has versions for DOS and Windows, 
OS/2 and the Macintosh. Novell will soon in- 
tegrate a version with its Novell DOS 7.0. 

“{ think you will see our LZS compres- 
sion engine moving to every piece of client 
software that Novell does,” Bromhead 
said. 
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Christopher Lindquist 


Ubiquitous 
Microsoft 


It’s been a few 
months, but I’m final- 
ly back on track, so 
hello again. 

My new post has 
taught me a couple 
things: One is that us- 
ers are probably 
spending a good 
number of MIPS on 

decidely nonproductive pursuits (read: 
games); the other is that Microsoft, like 
McDonald’s, really 7s everywhere. Don’t 
be surprised to see it in your cable TV box 
or your car in the next couple of years. 
Speaking of Mickey-D’s, would you buy 
a cookbook from them? Somehow I think 
Building the Perfect Burger by R. Mc- 
Donald wouldn’t be much of a seller ex- 
cept on the humor charts. Angry nutri- 
tionists would probably picket any 
bookstore with the stomach to carry it. 
OK then, would you buy a book from Mi- 
crosoft on creating bug-free software? 
The punch line is that not just one, but 


two such tomes exist. What’s even funni- 
er is that some Internet surfers have 
read them and say they’re good. 

One message summed it up nicely: 
“The review given by one of our engi- 
neers about a month ago recommended 
that we read [the books], even though it 
appears Microsoft programmers 
haven't.” 

If youre interested in discovering Mi- 
crosoft programming secrets so secret 
even Microsoft doesn’t know about them, 
look for Writing Solid Code: Microsoft’s 
Techniques for Developing Bug-Free C 
Programs by Stephen A. Maguire 
($24.95) and Code Complete: A Practical 
Handbook of Software Construction 
by Steven C. McConnell ($35). 


Would you know my name? 

Apple reported recently that it had sold 
50,000-plus Newtons worldwide. Reports 
from purchasers indicate that 15% have 
gotten the handwriting recognition to 
correctly spell their name in fewer than 
three tries, 55% have not and 27% have 
changed their names to “FrL3t.” The oth- 
er 3% no longer remember their names. 

The Newton’s handwritingrecognition 
is not the only problem, according to the 
net. 

One user reports the following: ‘‘Ac- 
cording to rumor, certain early units 
have a hardware defect; several users on 
the net have reported that after getting 
their units replaced, they are having a 
much better time with Newtons. 





“If you have severe problems witha 
flickering screen, unstable pen tracking 
[to test this, turn off both recognizers 
and try drawing circles or straight lines]; 
if your Newton won’t start up when you 
want it to, even on a fresh set of batteries; 
or your Newton won't recognize hand- 
writing when the AC power adapter is 
plugged in, contact (800) SOS-APPL; you 
may have a bad unit. Don’t worry, all the 
Newtons in existence are still under war- 
ranty.” 


Risk list 

Here’s good news for anyone without In- 
ternet access who still wants to get a list- 
ing from the “comp.risks” group, which 
regularly compiles a variety of computer 
risk-related information such as viruses, 
hacking and bugs into a file. You can now 
have the “risk” list faxed to you. 

Call (818) 225-2800 or fax (818) 225- 
7203 for more information. If you do have 
Internet access and would still like to get 
the fax, send E-mail to risks-fax@vor- 
tex.com. 


Gates gotcha 
It appears that the electronic Bill Gates 
impersonator has surfaced once again— 
this time inside Microsoft. An Internet 
subscriber says that a number of Micro- 
soft employees checked their E-mail one 
morning and discovered messages from 
“Billg”’ saying they were fired. 

The real Bill apparently is not amused, 
and the pretender had best stay hidden 


if he wants to keep his head — and his 
job. 


Back to the future 

Bulletin board services are always good 
for a conspiracy theory or 20. This isa 
recent favorite concerning talks be- 
tween Apple and Next, Inc. to put Next- 
Step on the PowerPC platform: 

“It would be a homecoming for Steve 
Jobs. I have a warped theory that the 
whole reason for Next was that Steve 
supported a faction in Apple that wanted 
the Mac [operating system] to evolve in a 
Unixy direction, but the new corporate 
powers wanted otherwise. 

“That faction wanted to prove them 
wrong, and Jobs was in agreement. Final 
vindication would be that Apple swal- 
lows [Next] and uses their product, and 
Jobs returns to the board to lead them 
back into the sunlight.” 

Stranger things have happened, and 
the future of Digital’s Alpha chip may be 
one of them. 

Talk was floating on the Internet that 
Digital is going to sell its Alpha chips to 
Mercedes Benz to operate “engine man- 
agement, alarm systems, navigational 
aids” and other luxury auto toys. That 
may be, but will it run Windows NT? 


Lindquist is technical editor at the upcoming 
magazine Electronic Entertainment. He can 
be reached electronically over MCI Mail at 
clindquist, CompuServe at 73361,263 or the In- 
ternet at chrisl@netcom.com. 








Sena 


Manage the project 

Microsoft Corp. recently previewed 
Version 4.0 of its Project project 
management software, which will 
tentatively include Wizards, support 
for a true drag-and-drop protocol for 
making assignments and integration 
with Schedule+. Separately, Microsoft 
is offering a $100 rebate on Microsoft 
Office and Microsoft Works for the 
Macintosh through Jan. 31. Version 4.0 
of Office for the Macintosh will ship by 
spring. 


Apple pushes CD-ROMs... 
Apple Computer, Inc. will sacrifice an 
estimated $100 million in profits this 
year by selling its CD-ROMs at cost to 
seed the market for interactive 
multimedia products, Executive Vice 
President Ian Diery said recently. He 
predicted that the surrender of $100 in 
profit on each $329 CD-ROM drive will 
result in sales of 1 million Apple 
CD-ROM drives this year, up from 
43,000 last year. Diery said Apple will 
also soon start selling equipment 
enabling CD-ROM programs written on 
the Macintosh to run on IBM- 
compatible computers. 


...and Newton on the Mac 


Apple has made several moves to get 
its Newton MessagePad connected to 
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the outside world. Next week will see 
the arrival of the Apple Wireless 
Messaging Service, which will allow 
domestic Newton customers to receive 
wireless messages through the paging 
network provided by MobileComm, a 
subsidiary of BellSouth Corp. Monthly 
fees will start at $21. Apple has also 
begun shipping the Newton Connection 
Kit for the Macintosh, a key integration 
product through which users can 
connect their MessagePad toa 
Macintosh to create, view, edit, 
synchronize and back up their 
MessagePad information. A Windows 
version is to ship later this fall. 


On the PowerPC front 

In other Apple news, the company has 
announced that seven more developers 
have unveiled plans to deliver native 
versions of their applications for the 
Macintosh PowerPC. They are Art- 
works Systems NV, Canton Soft- 
ware, Inc., Fractal Design Corp., 
Graphisoft, Great Plains Software, 
Itedo Software GmbH and Wolfram 
Research, Inc. A native application is 
one that has been recompiled for the 
PowerPC chip. A total of 18 developers 
have announced native support on 
Apple’s platform. 


Windows backup 

Symantec Corp. recently released 
Version 3.0 of the Norton Backup utility 
for Windows, which supports DOS 6.0, 
can be customized and allows data 
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backup of network file servers on 
Novell, Inc. NetWare networks. 


E-mail the professor 

Lotus Development Corp. has 
established the Lotus Education 
Consortium, under which universities 
are invited to share data electronically 
using Notes and CC:Mail. Lotus also 
announced that Computerland Corp. 
will offer customers the option of 
having Lotus SmartSuite preinstalled 
on their systems. 


NCR opts for AT&T logo 
Seeking tc establish brand-name 
recognition with retail channel 
consumers, NCR Corp. announced that 
its 1486SX PCs sold through retail 
computer and consumer electronics 
stores will carry the AT&T logo and 
price tags starting at $999. Lechmere, 
based in Woburn, Mass., and Incredible 
Universe in Fort Worth, Texas, will be 
among the first stores to offer the PCs 
under the new program. 


Energy-compliant desktop 
Acer America, Inc. has made its 
consumer-oriented Acros desktop line 
compliant with the Environmental 
Protection Agency’s EnergyStart 
program. 


Chip ID bracelet 

With the theft of computer chips rising, 
Intel Corp. plans to become the first 
semiconductor company to stamp 


serial numbers on its microprocessors. 
By stamping an individual number on 
each postage-stamp-size chip, it will be 
possible for police to return recovered 
chips to their rightful owners, an Intel 
spokesman said last week. Two weeks 
ago, TEG Micro Technology in Fremont, 
Calif., was hit by armed robbers who 
escaped with $500,000 in chips, 
including many 1486 microprocessors 
that retail for up to $463 apiece. 


Toshiba service 

Toshiba America Information Sys- 
tems, Inc. in Irvine, Calif., is scheduled 
this week to launch several service and 
support programs, including an 
optional three-year limited warranty 
on selected portable and desktop 
products. Another option is no-fault 


coverage for screen damage to portable 
computers. 


PowerPC silicon 

IBM and Motorola, Inc. recently said 
they have produced the first silicon for 
their second PowerPC microprocessor, 
the PowerPC 603. 


Symantec distribution 

PC distributor Tech Data Corp. in 
Clearwater, Fla., has signed an 
agreement to distribute Symantec 
Corp.’s application and system 
software, including Norton Utilities, 
Norton Desktop for Windows, Norton 
Administrator for Networks, Q&A, Act 
I, PCAnywhere and SymantecC++. 





What do you need 
before you buy 


a bridge or router, a gateway, 
emulation software, a MAU, 
intelligent hubs, token ring adapters, 


protocol converters, or wiring products? 


An Answers Machine. 


Sure, we could sell you any one of these network elements. All of our proven, reliable 
products do an excellent job of integrating your LAN, midrange, and mainframe sys- 


! 


tems. In fact, we are one of the only vendors who combines LAN 
An SWeE’S and midrange/mainframe expertise as our pri- 
mary focus. But it’s our experience providing 
fi VOVV] downsizing and rightsizing solutions for cus-: 
tomers around the world that really separates 
Andrew us from other multiplatform network vendors. 
After thousands of installations and many industry awards, we 
know how to solve your problems. Isn’t it time you got the 
answers you need? For a free Network Planning 
Guide, call 800-328-2696, x263. Or call 708-349- 
5440 and ask for an Andrew Answers Machine. A aw 





Cost of $0 
UNIX-to-DB2 

Database — 
Connectivity. 
Connecting through DRDA: 


Informix oniy requires one jump 

from its gateway to an IBM database — $150,000 
while Oracle and Sybase require 

two—adding processing time and 

expense. Tne costs on the chart 

reflect an unlimited number of users — $200,000 
going from a UNIX server to DB2 

on the MVS platform, and are based 

on current, published price lists for 

each relational database vendor. — $250,000 


— $100,000 
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Informix Software, Inc. 

DRDA Info Kit 

4100 Bohannon Drive 

Menlo Park, California 94025-9905 



































If you’re searching for a simple, cost-effective way to 
migrate your DB2™ and AS/400" data into an open client/ 
server environment, take a first-and-only look at 


INFORMIX-Gateway with 


Source: Datapro Information Services 


Simple, Open, Cost Effective. 
With 13 years experience, Informix is the leading open 
systems database company providing enterprise connec- 


tivity. There are other ven- 





DRDA* Informix is the only 


UNIX-to-DB2 Connectivity 


dors who can help you 





major independent relational 
database vendor to provide 
its products with DRDA-stan- 


Cost Complexity 


One Product: 


access DB2 and AS/400 data 


—but only one relational 


Products 
Required on 
Mainframe 


Communica- 
tion Protocol 


anal 
database vendor who can 


Informix INFORMIX- 


dard connectivity to IBM’s Gateway 


help you maximize access to 





relational databases. 
Rightsizing Features. 
INFORMIX- Gateway 


legacy data with a non- 





Three Products: 
SQL Connect, 
SQL Net, 
Protocoi Driver 


proprietary, standards-based 


system. At the most cost- 





with DRDA enables you to : 7 





rightsize by allowing you to: 


Sybase 











¢transparently access and up- 


Two Products: 
Open Gateway/DB2 
$210,000 Net Gat 
for OS/2 


effective price. And the sim- 
plest configuration. 
Find out more. 














date IBM’ relational data 
directly from an open systems application 

«selectively retrieve data from the source instead of having 
to batch download before executing a search 

«simplify connectivity installation and implementation, 
because Informix is the only RDBMS vendor that doesn’t 
require host-resident software as part of its gateway 


solution. 


© 1993 Informix Software, Inc. Informix is a registered trademark of Informix Software, Inc 
All other names indicated by ® or ™ are registered trademarks or trademarks of their respective manufacturers. 


We'd like to send you a special 
Information Kit with all you need to know about IBM’s 
DRDA specification and INFORMIX-Gateway with 
DRDA. Just call us at 1°800-688-IFMX, ext. 14 or send 
in the reply card. 
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PC-X fills in interoperability holes 


By Jean S. Bozman 





A new class of software is blurring the 
edges of PC applications and the X Win- 
dow System presentation of enterprise 
software. PC-X software, as it is being 
called, connects PC users with main- 
frame and Unix applications shared 
throughout a corporation. 


Users who have tried PC-X software 
said it is an easy way for them to share 
applications across an enterprise. It al- 
lows PC users to work with familiar 
spreadsheets and word processors one 
minute and to access data stored on Unix 
servers or IBM mainframes the next. 

Priced at $500 or less, PC-X licenses 
are an inexpensive way for PC users to 
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As Serious As You 
About Reportin 


ReportSmith is the 

client/server query and 

reporting product with 

all the power you need to 

build sophisticated reporting 
applications. And the ease of use you 
need to put reporting into the hands 
of your end users 


- 
| 


“ReportSmith produces 
stunning reports from your 
database files interactively, 
using a WYSIWYG approach to 
report formatting that makes | 
designing a layouta simple | 
point-and-click experience.” 
. - PC Magazine | 
ReportSmith offers a unique 
visual layout approach for building 
columnar, form or crosstab reports 
interactively on the screen with live 
data. And extensive formatting 
capabilities including charts, fonts, 
color, and images 
If you know Windows, you 
know ReportSmith. Save time 
coming up to speed with 
ReportSmith’s standard Windows 
user interface— and move 
ahead of the pack with OLE, DDE 
and ODBC 
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A powerful crosstab facility 
makes tasks such as standard financial 
reports a snap. Point and click to define 
a complex matrix report 

Customize or extend reporting 
applications and access DLLs with 
ReportBasic, a Visual BASIC -like macro 
language. Seamlessly integrate with 
PowerBuilder, 
SQLW indows, 
Uniface, Visual 
BASIC and other 


application building tools. 


EXPERTS’ 


One product, one price. No need to 
buy different versions of ReportSmith for 
different databases. 

Building a set of reports for wide 
distribution? Free runtime is included 

*All for a rather amazing 
limited-time price of $139 for your 


first copy. 


Call Today! 1-800-446-3446 ext.300 
REPORTSMITH 


ODBC compliant and supports native 
SQL Server, ORACLE ver 
gh MDI, Omni SQ! 


r Sybase ns 6 and 7 


ss, FoxPro 


stered and unregistered trademarks mentioned in 


vis ad are the sole property of their respective owners. 


ReportSmith, Inc 
2755 Campus Drive, Suite 205 
San Mateo, CA 94403 415-312-0770 
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access shared X-based applications, in- 
formation systems managers said. Buy- 
ing an X terminal or Unix workstation to 
run the X Window System would cost sev- 
eral thousand dollars more. 

Because the X Window System runs 
the same way no matter where it is dis- 
played, PCs can display the same graphi- 
cal information shown on Unix worksta- 
tions or X terminals — or even on IBM 
3270 terminals. The X protocols, man- 
aged by the X Consortium in Cambridge, 
Mass., define the uniform mechanism by 
which a terminal, workstation or PC dis- 
plays graphical information 
over a network. 

PC-X software’s leading 
feature is flexibility, IS man- 
agers said. Fresno County in 
California is using PC-X soft- 
ware on OS/2 and PC DOS 
machines to view files on IBM 
RS/6000 Unix servers and an 
IBM mainframe. 

“We're replacing IBM 3270 
terminals with PCs capable 
of emulating X Window [Sys- 
tem],”’ said Will Jacobson, a 
senior systems programmer 
who oversees court manage- 
ment and geographical infor- 


networked RS/6000s. The 
OS/2 machines run an IBM 
product called PMX, and the 
DOS machines run PC-X soft- 
ware from Hummingbird 
Communications Ltd. in 
Markham, Ontario. 


Desktop central 

Users are innovating with 

PC-X software, making the 

desktop the focus of network 
computing. Xerox Corp. uses the X Win- 


| dow System to enable electrical design 


engineers to “piggyback” their Unix de- 
sign applications. One Unix workstation 
can host two users, since one of them ac- 
cesses the Unix software through a PC-X 
window. That enables users to share the 
same CPU cycles, said Maurice Moon, a 
Xerox engineer in El Segundo, Calif., who 
is testing the configuration. 

It is also possible, he said, for a remote 
PC to access the Unix workstation, sup- 
porting the idea of telecommuting via 
modem in the crowded Los Angeles area. 

One Wall Street IS manager, who did 


Is ita client? 


In a twist on the PC-X 
approach, Unix 
workstations can now 
run PC software using 
X11 standards. 
SunSelect, Inc.’s Wabi 
software, introduced 
in May, allows 
Microsoft Corp. 
applications to run 
unchanged on Unix 
workstations running 
X11 protocols. Wabi 
works on Sun 
Microsystems, Inc., 
IBMand 
Hewlett-Packard Co. 
workstations, and 
more vendors are 
expected to sign up to 
support it in 1994. 


not wish to be identified, said PC-X soft- 
ware is a practical way to link PC deci- 
sion-support software with mission-crit- 
ical, number-crunching applications 
running on Unix servers. 

“There are no Unix desktop programs 
to speak of,” the manager said, adding 
that there are notable exceptions, such 
as a Unix-compatible version of Lotus 
Development Corp.’s Notes. Unless the 
Common Open Software Environment’s 
common Unix desktop boosts personal 
Unix applications, he said, PC-X will let 
users mix and match PC and Unix appli- 
cations on the same screen. 

Industry analysts said they believe PC- 
X software will push X far beyond the es- 
timated 2 million users of 
Unix workstations — and 
hundreds of thousands of X 
terminals worldwide — in 
the next few years. Leading 
PC-X vendors include Net- 
work Computing Devices, 
Inc. in Mountain View, Cal- 
if., AGE Logic, Inc. in San 
Diego and Hummingbird. 


Growth market 

About 396,000 PC-X_li- 
censes will ship this year, 
compared with about 
300,000 X terminal ship- 
ments expected by year’s 
end, according to market 
research firm International 
Data Corp. [CW, Oct. 25]. 

The X Window System is 
for large corporations that 
want all their users to be 
able to access common in- 
formation, said Peter Shaw, 
president and chief execu- 
tive officer at AGE Logic. 
“IS managers are learning 
that the protocol that al- 
lows them to connect het- 
erogeneous components on a network is 
X,” he said. 

Users said they realize that network 
and systems vendors have a lot of home- 
work to do before distributed computing 
is commonplace. Until then, PC-X soft- 
ware will allow them to take a shortcut 
to interoperability. For Fresno County, 
that means accessing mainframes, mini- 
computers and Unix servers from the 
comfort of a user’s PC. ‘“‘When you start 
to go beyond your PCs and into the net- 
work,” Jacobson said, “your users need 
to be able to get out to these multiple plat- 
forms.” 








Agents get learn-at-home system 


What is believed to be the largest private 
use of a “distance learning” system — 
Prudential Insurance and Financial Ser- 
vices’ system to provide training, devel- 
opment and certification to 17,000 insur- 
ance agents at 2,800 locations — was 
made public recently. 

The so-called Prudential Learning 
System was developed by VMI Learning 
Systems, an Iselin, N.J., firm that is under 
a multiyear contract with Prudential for 
the application. 


The system combines a number of 
technologies into a “learning center.” 
The center contains a PC with modem, a 
CD-ROM player and a videotape player. 

Every day, a Prudential host down- 
loads curriculum, sales and customer in- 
formation to the learning center work- 
stations. During the update, the agent’s 
test scores are uploaded back to the host, 
where student progress is measured and 
tracked in weekly reports to field and 
headquarters managers. —Ellis Booker 
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INTRODUCING WORDPER 
ITS WINDOWS THE W 


0 f all the things people do with personal 


computers, word processing may be the 
most personal. 

Nobody writes the way you do. 
Nobody gets the same assignments or 
tackles them the same way. And nobody 
understands that better than WordPerfect‘ 
the worldwide word processing leader. 

That’s why we’re excited to intro- 
duce WordPerfect 6.0 for Windows. We 
didn’t design it to be the perfect writing 
tool for the average user. We designed it 


to be the perfect writing tool for you. 


MAKE IT YOUR OWN. 


Which features of your word processor do 
you use most often? Are they organized so 
that you can get at them quickly? 
WordPerfect 6.0 gives you direct, 
one-click access to any command, process 
or macro in the program. Just drag your 


favorites to a context-sensitive Button 


Bar™ and arrange them any way you like. 
You can even drag in other 
Windows applications and 
files and launch them from 
within WordPerfect. (How’s 
that for easy integration?) 

You can quickly create 6 == 
customized interfaces to streamline the 
writing of reports, memos or letters. Or 
you can simply use any of 70 profession- 
ally designed ExpressDocs™ templates 


included in the package. 
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How it looks is up to 
you. Because ever) 
aspect of the WP 
interface can be 


easily customized. 





And it’s not just com- 
mands you’re in command of. 
Virtually every element of the 
interface — including how it 


looks and feels—is yours to do 





with as you will. 
It’s the most easily customized word 


processor ever to come out of a box. 


Now, you can 
create 3-D charts 
from table and 
spreadsheet data 
without ever leaving 
WordPerfect. 





GETTING HERE WILL BE EASY. 


With more than 100 built-in spreadsheet 
functions and advanced charting and draw- 
ing capabilities, this is the most powerful 
program WordPerfect has ever developed. 
But how difficult will it be putting all this 
power and flexibility to work? 

If you’ve used WordPerfect on 
another operating system, you and your 
existing documents and macros will feel 
right at home here. This is the WordPerfect 
you know, in a friendlier, more accom- 
modating environment. You won’t ever 
have to re-learn your keystrokes, because 
you have a choice of layouts, including 
WordPerfect DOS. 

There’s an on-line tutorial for first- 
timers, of course. But there are also inter- 
active Coaches smart enough te lead you 
step-by-step through sophisticated opera- 
tions, not on sample documents, but on 


your documents. 


THE BEST REASON FOR 
MOVING TO WINDOWS. 


This is everything WordPerfect has learned 
about word processing over the years, 
combined with all the advanced ease-of-use 
capabilities of the Windows environment. 

It connects your documents directly 
to other powerful Windows applications 
and to the rest of the business world. And 


the power of WordPerfect 6.0 is all yours. 


Borland 


THE WORKGROUP EDITION IS INCLUDED 
INSIDE SPECIALLY MARKED BOXES* 
(A $405 U.S. /$646 CANADA RETAIL VALUE) 


To claim it for yourself, visit your 
local reseller and ask about the special 
introductory offer with Quattro Pro 5.0. 
For a free WordPerfect demo disk or to 


order directly, call (800) 526-2801. 


ks 
AY YOU WANT IT TO BE. 


Document templates 
Spreadsheet functions 
Interactive Coaches 
Sophisticated drawing tools 
Direct spreadsheet import 
Document management 
Graphics editing 

irregular text wrap 
Borders 

Full WYSIWYG in all views 
Power Bar 

indexing and text retrieval 
QuickMenus 

Direct database import 
Styles 

Macros 


Auto macro conversion 


ISSA Pen 6 


WordPerfect 


WordPerfect 


6.0 FOR WINDOWS” 
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SBT Accounting Systems has added a 
suite of graphical customization tools to 
the Professional Series 2.5, its advanced 
network accounting system for Windows 
and DOS. 

According to the Sausalito, Calif., com- 
pany, the series gives computer consul- 
tants and end users the power to easily 
configure reports, screens and commu- 


nications for SBT Pro Series. 

The tools allow users to tailor reports, 
customize data entry, access accounting 
data from remote sites, display custom 
queries and share accounting informa- 
tion with other Windows applications. 

The system costs $895 per module for 
the standard Multiuser version and 
$1,295 per module for the Unlimited 
(source code) version. 

b> SBT Accounting 

(415) 331-9900 


Poc-It Management Services, Inc. has 
introduced MicroMan for Windows Time 
Entry, a Windows-based module. 
According to the Santa Monica, Calif., 
company, the module was designed to 
bring an easy-to-use graphical user in- 
terface to time entry, a function of Micro- 
Man II, the company’s PC-based project 
and staff management system. 
Highlights include a spreadsheet for- 
mat for entering project and nonproject 
work on one screen and expanded infor- 
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the SEMINAR 


COLORFUL TALES 
CHARLIE’S % 


THE VERN W 


QMENT AN EXPERN WAS EXPLAINING THE COST- Awp 
SANITY-SAVING BENEFITS OF REMOTEWARE-CREATED 


AUTOMATED WORKFLOW SYSTEMS To 4 ROOMFUL oF His 
Feccow CLIENT/SERVER a:tc1oNnaDos 


was sitting 


ina tiny center Seat, in coach, staring blankly 


ata fly nimbly exploring the OXYGEN PANEL 


above him. It had come down toa scheduling 


conflict. One more FREE product seminar, 


half-day, inevitably bad deli sandwiches. .. 


to the kosher dills and 


potato chips that had gotten too close 


Or this junket to clean up yet another set of 


branch communication difficulties 2 Opelika, 


St. Louis, and San Antone. So the picture 


of this fly on the ceiling RUBBING ITS 
FRONT LEGS TOGETHER with an ominous 


ECHNO-PEERS FROM COMPETING COMPANIES CAPTIVE WIT THE PROMISE OF 


delight didn't have the significance for him 


OF SUCCESSFULLY-TiPueyenteo FIELD COMMUNICATIONS SYSTEMS, #0LD.N*s 


THOUSANDS 


Ss, 
OF FULLY-AUTOMATED. EASY-T0-MANAGE AND YNATTENDED DIAL-UP COMM sessi0ON 
AND RIVETING ACCOUNTS OF REAL COMPANIES WITH HUNDREDS QF MOBILE CORPORATE 
LAPTOPS AND REMOTE BRANCH OFFICES USING CEWTRALLY-CREATED AND MANAGED 


FLECTRONIC FORMS, DOCUMENTS, AND REPORTS, ALs L2NKED To CENTRAL sYSTENs 


AND DATApases, AND ALL NEATLY SUPPORTED pY INT 
DISTRIBUTION CAPABILITIES! 
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EGRAL ELECTRONIC SOFTWARE 


So these were the things Charlie was missing: solutions to 


the very problems that had made this one more night away from home a necessity. That, and what actually 


; : and ' 
turned out to bea delicious RemoteWare lunch of pasta salad, FRENCH BAGUETTES with prosciuttoand mozzarella.2™ fresh Strawberries. 


But what did pe know? 


He was headed to Junch with 


CALI\1-800-322-3366 “” 


TO RESERVE YOUR FREE REMOTEWARE SEMINAR SEAT IN ONE OF 


THESE CITIES NEAR YOU!ATLANTA, BALTIMORE, BOSTON, 
CHICAGO, CLEVELAND, DALLAS. DENVER, DETROIT, EDISON, HOUSTON, 


KANSAS CITY,LOS ANGELES, MINNEAPOLIS, MONTREAL, NEW YORK CITY, 


the fellas in San Antone. For 
bad deli sandwiches. And SOGGY CHIPS. 
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NEW ORLEANS, PHILADELPHIA, SAN DIEGO. SAN FRANCISCO, SEATTLE, 


SALT LAKE CITY, TAMPA, WASHINGTON, DC 
XCELLENET® Automating remote pr issibilities. 
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mation about project events. Users can 
designate time as billable or nonbillable, 
and the product can facilitate accounting 
for expenses. 

MicroMan for Windows Time Entry 
comes bundled with MicroMan II for DOS 
and runs on any IBM PC or compatible 
with 640K bytes of memory and 7M bytes 
of hard disk space. 

The complete MicroMan II package, in- 
cluding MicroMan for Windows Time En- 
try, costs $2,895. 

> Poc-It Management Services 

(310) 393-4552 


Microsoft Corp. has announced Micro- 
soft Windows Sound System Version 2.0, 
a product that offers improved voice rec- 
ognition and audio compression. The 
system was designed to enable the inte- 
gration of audio with any Windows appli- 
cation. 

The Windows Sound System is avail- 
able in two versions: one includes the 
Windows Sound System software and a 
microphone; the other offers a Windows 
Sound System audio board and head- 
phones along with the software and mi- 
crophone. 

According to the Redmond, Wash., 
company, users who have audio boards 
can inexpensively add voice recognition, 
annotation and selective proofreading to 
every application on the Windows oper- 
ating system. 

Features include Microsoft's custom- 
designed directional microphone and a 
voice-recognition application called 
Voice Pilot. 

Prices start at $79. 

® Microsoft 

(206) 882-8080 


Solomon Software has introduced the 
Solomon IV/Windows System Evaluation 
Kit on CD-ROM, a product designed for 
anyone who wants to become familiar 
with Solomon IV’s open architecture and 
industry-standard tools such as Novell, 
Inc.’s NetWare SQL and Visual Basic. 

According to the Findlay, Ohio, compa- 
ny, the product includes Novell’s Net- 
Ware SQL (five-user license), General 
Ledger, System Manager, Order Process- 
ing, Inventory, Accounts Payable, Ac- 
counts Receivable, the R7R SQL Report 
Writer and the Solomon IV Customiza- 
tion Manager. 

The product costs $99. 

> Solomon Software 

(419) 424-0422 





Nashen + Associates has introduced 
PaperClip Imaging Software, an access 
tool for desktop document management. 

According to the Montreal company, 
PaperClip permits users to access data 
files, electronic mail, scanned images 
and fax documents from existing soft- 
ware applications. 

Without leaving the current applica- 
tion, users can instantly edit, store, re- 
trieve and route files. 

PaperClip is available in both a Win- 
dows Personal Edition and a Network 
Edition. 

PaperClip costs $595. 

> Nashen + Associates 

(514) 345-8826 
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NotT ALL TERMINALS 1 
CREATED EQUAL. 


Introducing the Dorio plug and play terminal built by Digital Equipment Corporation. 
Finally, the scales are tipped in your favor in the plug and play terminal market. 


Now there’s the Dorio™ terminal. A new class of terminal with unparalleled features - 
and the strength of Digital’s world-class engineering, manufacturing, service and sup- 


port. Dorio delivers the features, reliability, and quality that you’ve been asking for in 


; TERMINALS 
plug and play terminals. COMPARISON 


Call 1-800-BY-DORIO today! Strike a balance between price and performance. 


Get all the details on the new Dorio terminal, including our Hassle-Free-No-Questions- 
Asked-30-Day-Money-Back-Guarantee. 


DorRIO. BRINGING VALUE To THE PLUG AND PLAY MARKET. 
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rights reserved. Doriois a trademark of Digital Equipment Corporation. *Manufacturer's suggested list price as of 9/23/98. 


Available from these distributors: Arrow Electronics, Inc., MTI Systems Division (800) 955-9632, 
Almac/MTI Systems (800) 426-1410, Avnet Computer (800) 426-7999, Impact Marketing (800) 345-1110, F 


Inland Associates (800) 888-7800, Pioneer Standard Electronics (800) 332-4686 x6942, 
Pioneer Technologies (800) 227-1693, Wyle Laboratories (800) 332-6995. - Manufactured by 
Or call 1-800-BY-DORIO (1-800-293-6746) for the distributor nearest you. Digital Equipment Corporation 





‘To add PowerPC 
RISC System/ 6 


ow you have a new, 

convenient line to IBM 

from IBM. You'll find 
everything from workstations 
and servers to graphics adapters, 
memory and disk. You can even 
get the first systems available 
based on PowerPC” technology. 
One free call to discover 
the benefits of our 
PowerPC-based systems. 


Introducing the POWERstation7 
POWERserver™ 250 series. 
With their 66MHz PowerPC 601 


processors, they 





raise the price »/ 

performance bar 
to new heights for 
entry-level UNIX" 


workstations. 


ere 


o& 
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And since 

each system is 
binary compat- 
ible with the entire 
RISC System/6000° 
family, you won't need 
to recompile current 
software. Call today for 
more information. 


Introducing the 
industry first 
PowerPC-based 


workstations. 


One free call gets you the 
industry’s first PowerPC 
workstation. 


The Model 250 comes with 

integrated SCSI-2 

and Ethernet control- 

lers, up to 256MB of 

Error Correction Code 

(ECC) memory and inter- 

nal fixed-disk capacity of 

up to 2GB. It also sup- 

ports up to seven SCSI 

devices, so there's 

plenty of room to grow. 
nes 


the Model 2 


IBMS continuing 
price/performance 
leadership in UNIX 
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25W 16MB system memory 
540MB disk drive 


POWER GXT100 graphics adapter 


Keyboard 





Mouse 


25T 


16MB system memory 
540MB disk drive 
POWER GXT150 graphics adapter 
POWERdisplay 17 monitor aod 
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PowerPC architecture 
is another example of 


new line of specially priced, 
preconfigured systems. These 
workstations and servers deliver 
turbo power and include many 
of the peripherals and hardware 
you need in the package price. 


One free call gets you 
an indusirial-strength 
server. 


Designed to meet business 
objectives with power- 
packed solutions, the 25S 
holds its own in the most 
demanding commercial- 
application arenas. It comes 
preconfigured with a 1GB SCSI-2 
disk drive, an eight-port Asyne 
adapter and interface cables. 
This server is proof positive of 
our commitment to satisfying your 
commercial needs. 


One free call upgrades 
our 220/230 to a 


‘owerPC-based system. 


Send your system racing at 
66MHz. Expand your graphics 
capabilities to over | million 
vectors per second. Call to find 
out how. 





I want to increase the power and 


performance of my RISC System/6000. 


CL) Please send my RISC System/6000® DIRECT catalog today. 
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One free call for the 
fastest 2D graphics 


adapters in the industry. 


IBM’s new POWER GXT100 
and POWER GXT150 graphics 
adapters provide world-class 
performance in any AIXwindows" 
2D environment. In fact, theyre 


Count on superior performance 

when youre working with lines, 

triangles, rectangles, quadrilat- 

erals or bit- block transfers. 

the first adapters with integrated 
high-performance design based 
on PowerPC technology, which 


makes them ideal for high-output, 


low-cost computing. 

Combine the POWER 
GXT150 with any PowerPC- 
based system and you'll have the 
fastest 2D UNIX workstation in 
the industry! 


*IBM workstation or server must be purchased between 11/1/93 and 12/31/93 and installed no later than 3/31/94. SupportLine agreement can be canceled at any 


© 1993 IBM Corporation 





One free call to take 
advantage of reduced 


prices on memory and disk. 


Now pay less than ever before for 
IBM memory and disk for your 
RISC System/6000. What’s more, 
our new 540MB SCSI-2 Disk is 
available to you at the same price as 
the 400MB SCSI Disk. And, if you 
take advantage of the low price on 
the new 2GB SCSI-2 Disk, you can 
easily double the internal fixed-disk 
capacity of most current systems. 


One free call to get our 
special complimentary 
offer. 


When you buy any of our 
PowerPC-based workstations 
and sign up for 12 months of 
SupportLine; we'll give you the 


Mark your cal- 
endar to buy 
a PowerPC 
workstation by 
12/31/93 and 
youll get twelve 
prt of 
SupportLine 
for the price 
of nine. 





your 


first 3 months at no charge! Then 
youll have one full year of toll-free 
access to IBM’s technical experts. 
People who can answer your 
questions and help you find the 
best way to solve computing prob- 
lems. It’s our gift to you for 


ordering through IBM Direct. 


One free call for 
IBM Direct from IBM. 


Increasing your system’s power 
has never been easier. Just dial 
1 800 IBM-CALL, dept. 6016, to 
order stations, servers, upgrades, 
graphics adapters, software, mem- 
ory and disk. You can even get the 
hottest processors available 
today —the IBM PowerPC RISC 
System/6000 workstations. 

Dial 1 800 IBM-CALL 
(1 800 426-2255), dept. 6016, 
Monday through Friday, 8 a.m. 
to 8 p.m. ET. You'll get great 


performance every time. 


1 800 IBM-CALL 


time with one month's written notice to IBM 





EXACTLY WHAT DO PEOPLE: 
NEED THESE DAYS TO GET THEM 
TO COME TOA MEETING? 


INTRODUCING ORGANIZER 1.1 
WITH GROUP SCHEDULING. 


If youve ever tried to pull a group meeting 
together you know all too well how frustrating 
it can be. Now Lotus Organizer™ 1.1 Personal 
Information Manager for Windows™ works across 
your existing cc-Mail™ network to make organizing 
a meeting — as well as organizing your day — 
easier than ever 

You simply choose who you want to attend 
from the mailbox list. Organizer shows you a 
graphical view of busy and free times so you 
can pick out the optimal meeting time. Then 
Organizer delivers an invitation via ccMail. Invitees 
can accept decline or delegate to someone 
else — with a single mouse click. Organizer tracks 


responses automatically. No chasing people 


down in the halls. No phone tag. Just the easiest 


way ever to plan a meeting 
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Lotus Organizer with group scheduling takes the guesswork — 
and the footwork — out of meeting planning, 


FOR LAN ADMINISTRATORS, NO 
OTHER SCHEDULING SOLUTION 
IS NEARLY SO INVITING. 


For starters, Organizer uses existing cc-Mail 


directories to simplify installation. Invitations can be 


sent to anyone on the network, even if they don't 


ved. Lotus Organizer i 


use Organizer. And because Organizer's group 
scheduler displays a user's availability only, not the 


entire schedule, security and privacy are protected. 





With an on-screen calendar, a to-do list. an address book, a 
note pad and an anniversary reminder built into one package, 
Organizer is a powerful personal tool that's fun to use. 


Both Organizer and ccMail have exceptionally 
friendly Windows interfaces — help calls are minimal, 


and your life is made a little easier. 


ORGANIZER DOES MORE 
THAN PLAN MEETINGS. 

Organizer 1.1 includes all the personal 
management tools that made Organizer 1.0 the 
best product of its kind for Windows. Essentially, 
Organizer is a day planner — a really smart day 
planner with the ability to 
link related tasks, names and 
phone numbers. It is an on- 
screen calendar, a to-do list. an 
address book, a note pad and an anniversary 
reminder, all rolled into one. Organizer will even 
sound an alarm to remind you of a commitment 
- like that meeting youre invited to. 

Find out more about how Organizer could 
work for your organization, call 1-800-872-3387, 
ext. 9170, or visit your Lotus Authorized Reseller. 


No invitation necessary. 


Lotus 


Working Together’ 


a trademark of Lotus Development Corporation. ccMail is a trademark of ccMail. Inc. a wholly-owned subsidiary of Lotus Development Corporation. 
a trademark of Microsoft Corporation. In Canada, call 1-800-GO-LOTUS. 
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Data General augments 
Aviion with 5500 system 


By Craig Stedman 


= Data General Corp. last week 
followed up its late June introduc- 
tion of enterprise-oriented Aviion 
servers based on Motorola, Inc.’s 
superscalar 88110 microproces- 
sor with the addition of a low-end 
AV 5500 system targeted at 
small-business and departmen- 
tal users. 


Because of the 5500’s low cost, 
DG said it should also bea key com- 
ponent of Aviion clusters sched- 
uled to go into beta testing in De- 
cember and ship in February. The 
clusters initially will be built 
around Oracle Corp.’s Oracle Par- 
allel Server database, a parallel 
version of Oracle 7.0. 

Sybase, Inc.’s Sybase Replica- 
tion Server software for copying 
data between multiple Sybase 
databases will also eventually be 
supported for cluster- 
ing purposes, said 
Stephen Gardner, DG 
vice president of Avii- 
on marketing. hee 
Support for two 
The 5500 supports 
two of the 40-MHz 
88110s, compared 
with four on the mid- 
range AV 8500 and a 
planned 16 on the high-end AV 
9500. The 5500 can handle 20 to 125 
users and is rated for uniproces- 
sor performance of 66 transac- 
tions per second, DG said. 

Hardware pricing starts at 
$14,490 with 32M bytes of memory 
and a 520M-byte disk drive, ac- 
cording to the Westboro, Mass., 
company, which last week report- 
ed another loss and more layoff 
plans (see chart page 145). The 
DG/UX operating system is priced 
separately, with a 100-user license 
costing $10,000. 

Gardner acknowledged that 
DG’s AV 4600 low-end models had 


Computer 
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International, 
is 
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scheduled to 
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early 1994. 


“They have a very focused niche 
market” in small to medium-sized 
accounts, Brennan said. “They 
know what they’re going after and 
they’re not trying to spread them- 
selves too thin.” 

Foxworth-Galbraith Lumber 
Co., a Dallas lumber and building 
materials supplier that has used 
DG’s proprietary Eclipse MV sys- 
tems in its stores for the past 15 
years, is in the process of switch- 
ing a pilot Aviion installation from 
an AV 4625 to 25500, said Jack Fox- 
worth, chief financial officer. 


High expectations 

The company wants to shift its 50- 
plus locations to Unix systems 
during 1994, Foxworth said. The 
4625 has performed ‘‘admirably” 
thus far and Foxworth-Galbraith 
has “high expectations” for the 
5500, but it also plans to look at the 
IBM RS/6000 and other Unix plat- 
forms, he added. 

Foxworth noted 
that the pilot is meant 
in part to test an in- 
store software pack- 
age that has not been 
available on the Avii- 
on line until now. “We 
just want to make 
sure it will run on 
Aviion and kind of get 
a bird in the hand be- 
fore we put it all out to bid” later 
this year, he said. 

Ramona Loudon, senior techni- 
cal analyst at Sky Chefs, Inc., an 
airline catering firm based in Ar- 
lington, Texas, said the promised 
clustering support “could certain- 
ly prove interesting, especially if 
it’s built for Oracle.” Sky Chefs 
uses Oracle as the main database 
with its Aviions, she added. 
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SAS rolls out update 


Products serve multiple facets of data management 


By Gary H. Anthes 


SAS Institute, Inc. has begun shipping an up- 
dated line of tools for information manage- 
ment, analysis and presentation. Release 6.09 
of the SAS System contains several new prod- 
ucts and supports three new environments — 
Microsoft Corp.’s Windows NT, Digital Equip- 
ment Corp.’s Alpha AXP workstations running 
OpenVMS and Convex Computer Corp.’s Con- 
vexOS. 

One new product, available pre- 
viously in a beta version, is 
SAS/CPE for Open Systems, which 
the company said is the only sys- 
tem- and network-performance 
tool available for Unix systems. It 
runs under Sun Microsystems, 
Ine.’s Solaris, Hewlett-Packard 
Co.’s HP/UX and IBM’s AIX. 

SAS/CPE takes performance 
data from commercial network 
products and summarizes, ana- 
lyzes and reports it in accordance 
with user-specified parameters. It 
accepts feeds from Sun’s SunNet 
Manager, Cabletron Systems, 
Inc.’s Spectrum, HP’s Perfor- 
mance Collection Software, Unix 
accounting data, Landmark Sys- 
tems Corp.’s Probe/Net and Probe/X and Con- 
cord Communications, Inc.’s Trakker. 

Air Products and Chemicals, Inc. in Allen- 
town, Pa., runs SAS/CPE on a Digital Alpha AXP 
workstation to analyze performance data com- 
ing from a VAXcluster via the VMS monitor 
command. James Hogarth, principal informa- 
tion technology specialist, said SAS/CPE is a 
better tool than the alternative, Digital’s Per- 
formance Solution. 

“SAS/CPE gives you a nicer way to store and 
track data for long-term analysis. And it puts 
data in SAS format, which I am very familiar 
with,” Hogarth said. 

SAS/CPE for Open Systems can be licensed 
for an introductory first-year fee beginning at 
$2,940. 

SAS also introduced SAS/Access for direct 
and transparent access to SQL Server and 
databases from Oracle Corp., Sybase, Inc. and 


Ingres Corp. SAS/Access interfaces allow peo- 
ple to use these database management sys- 
tems without having to create intermediate 
files, as was the case. It is priced at $695 for a 
one-workstation, first-year license. 

Merrill Lynch & Co. in Somerset, N.J., has 
been benchmarking new SAS components un- 
der NT for about three months. “We’ve been 
real pleased with the SAS implementation part, 
but we’ve been a little bummed by NT overall,” 
said John Crawford, department manager. 
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SAS/CPE for Open Systems shows network performance and 
problems at a glance 


“NT’s performance running SAS has been ex- 
ceptional, but its performance running every- 
thing else has been marginal.” 

Crawford said SAS may succeed under NT 
because in many cases the SAS software by- 
passes the operating system, making direct 
calls to the hardware. Merrill Lynch evaluated 
SAS running under MS-DOS with Windows, NT 
and OS/2 on 486-based PCs and found it ran 
fastest on NT. 

Other items in the new SAS release include: 

¢Beta versions of SAS/Image, for image pro- 
cessing, and SAS/GIS, for processing of spatial- 
ly related data. 
Unix, Windows and NT versions of several 
mainframe products: SAS/EIS for building ex- 
ecutive information systems, the SAS/Cale 
spreadsheet package, SAS/PH-Clinical for the 
pharmaceutical industry and SAS/Lab for 
guided data analysis. 











Allianee pursues standardized Ethernet 


By Stephen P. Klett Jr. 


been “looking a little old” com- 
pared with rival Unix systems 
from Hewlett-Packard Co., IBM 
and Sun Microsystems, Inc. ‘Most 
ofour business today is coming out 
of the higher end,” he noted. 

Jim Brennan, an analyst at 
WorkGroup Technologies, Inc. in 
Hampton, N.H., said the 5500 
should get DG back into the low- 
endrace. 





A coalition of networking vendors led by 
Grand Junction Networks, Inc. last week 
aired a specification that will provide 
users with interoperable products for 
100M bit/sec. Ethernet networks. 

The goal of the specification, called 
100Base-X, is to allow vendors to indepen- 
dently develop interoperable Fast Ether- 
net (100M bit/sec.) products running over 
two pairs of Category 5 unshielded twisted- 


pair, shielded twisted-pair and fiber-optic 
wiring. 

100Base-X was pioneered by Grand 
Junction and jointly developed with mem- 
bers of the Fast Ethernet Alliance, which 
includes 3Com Corp., David Systems, Inc., 
Intel Corp., LAN Media, Lannet Data Com- 
munications, National Semiconductor 
Corp., SynOptics Communications, Inc. 
and Sun Microsystems, Inc. The alliance 
plans to submit the 100Base-X specifica- 
tion to the IEEE 802.3 committee in Novem- 
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ber for standards consideration. 

While industry observers agreed 
100Base-X was a step in the right direction, 
they said standardized Fast Ethernet prod- 
ucts were probably still at least three years 
away from reality. 

This specification is “not a big step or a 
baby step, but it is a step forward,” said 
Paul Nikolich, a member of the IEEE Ether- 
net standards committee. ‘Everyone still 
has to more or less agree to utilize a partic- 

Alliance, page 53 
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PC, SQL databases square off 


Users debate on best client/server system to deploy when downsizing 


By Michael Vizard 
LAKEBUENAVISTA,FLA 

The debate over how to choose the right 
database to deploy when downsizing 
was in full swing at Microsoft Corp.'s re- 
cent FoxPro developers conference here 
as proponents of PC database systems 
squared off against supporters of SQL 
databases. 

According to backers of networked PC 
database systems, information systems 
Managers are promoting a vision of 
downsizing and client/server computing 
that requires the adoption of SQL data- 
bases at the expense of lower-cost PC 
databases that provide equal or better 
performance. 

“It’s a very hard sell to go into an IS 
organization. That’s why you have to go 
in at the departmental level,” said 
George Goley IV, president of Micro En- 
deavors, Inc., a consultancy in Upper 
Darby, Pa. 

For example, Goley deployed FoxPro at 
the U.S. Bankruptcy Court of Los Ange- 
les even though the national IS organiza- 
tion for the bankruptcy system favors 
SQL databases. 

“The way to compete is to put a rapid 
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prototyping model in front of manage- 
ment instead of fighting over a 600-page 
system specification. Don’t try to com- 
pete with the big iron guys in obfusca- 
tion,” Goley said. 


Cost not enough 

But it is doubtful that the lower cost of 
networked PC databases and their solid 
performance numbers, which Goley said 
can match SQL databases by supporting 
as many as 600 transactions per second 
across millions of records, will turn the 
tide away from SQL databases. 

“The architecture of a DBMS product 
prevents it from being considered by IS. 
A traditional DBMS is not going to give 
you the performance you'd expect to see, 
andthe IS community has come to appre- 
ciate the support tools provided in SQL 
server databases,” said Todd Spencer, 
president of the Great Lakes SQL Server 
Users Group in Chicago. 

Specifically, Spencer said that admin- 
istrative tools, security, backup-and-re- 
covery capabilities, support for transac- 
tions and network performance all favor 
SQL databases. As such, Spencer said 
that while products such as FoxPro make 
excellent front-end query tools for SQL 
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databases, they are not capable of pro- 
viding the performance of and tools 
available in a SQL database. 

FoxPro users said Spen- 
cer is misguided. 

‘Td match the perfor- 
mance of FoxPro against 
any other database on com- 
parable hardware any day. 
And while it’s true that Fox- 
Pro doesn’t come with the 
tools that a SQL database 
has, they can either be 
bought as add-ons or pro- 
grammed in,” said Mena- 
chem Bazian, a senior asso- 
ciate at Flash Creative 
Management, Inc., a consul- 
tancy in River Edge, N.J. 

To illustrate, Goley cited a 
distributed tanker-tracking 
application he built with 
FoxPro for Mobil Oil Corp. 
that tracks 60 vessels all 
around the world. Goley 
said he is able to take advantage of Fox- 
Pro’s local buffer capabilities and effi- 
cient use of network bandwidth to keep 
multiple servers running FoxPro in syne 
with one another. 
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Front ends 


While PC-based 
navigational 
databases can be 
used as front ends 
for SQL databases, 
relational databases 
such as Paradox from 
Borland International, 
inc. and Access from 
Microsoft tend to 
make better front 
ends because they 
share the same 
record-oriented 
format as SQL 
databases. 


This approach, he said, is significantly 
more efficient than the distributed up- 
date and replication facilities in a SQL 
database. 

“This application was built right after 
the Exxon Valdez incident, so it has a full 
audit trail. Originally it was built around 
a 3090 mainframe and a VAX, but the 
users sent it back,” he said, 
adding that he delivered 
that application running on 
FoxPro for 10% of the cost 
Mobil incurred to build the 
same application on the 
mainframe. 


Addressing the front 
To get the ear of IS manage- 
ment in large organizations, 
Goley suggested that devel- 
opers initially position prod- 
ucts such as FoxPro as front- 
end prototypes for SQL 
databases that will be de- 
ployed at a later date. 

“So the magic word is pro- 
totype to get by the first-line 
issues. Then they'll discover 
you don’t need a SQL data- 
base,” he said. 

Bazian said that while network data- 
base management systoms may not elim- 
inate the need for SQL server databases, 
they will dramatically reduce the num- 
ber of SQL databases in an organization. 
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ular architecture, which will take a long 
time. However, it does help the [alliance] 
to have an implementation out there to 
help guide their standardization effort.” 

A key benefit that 100Base-X offers 
users is that it is based on Ethernet’s me- 
dia access control method — called car- 
rier-sense multiple access with collision 
detection — which means customers can 
migrate to Fast Ethernet technology 
without any special training. A vendor 
coalition, led by Hewlett-Packard Co. and 
AT&T, is proposing a Fast Ethernet stan- 
dard based on a new media access con- 
trol method cailed demand priority, 
which would require training and addi- 
tional cabling [CW, Jan. 11, 1993]. 


Cabling concerns 
The downside to 100Base-X is that it 
works only with the more expensive, 
higher-grade Category 5 cabling and not 
with Category 3, which most users al- 
ready have in place. The HP strategy, on 
the other hand, supports Category 3. 
This is a major point of contention for 
Delmarva Power & Light Co. in Newark, 
Del. “Considering the fact that most of 
our facility is Category 3 and the high 
cost of rewiring, Category 5 is not an op- 


tion for us,” said John Scoggin, supervi- 
sor of network operations at the power 
company. Scoggin said he does not see 
the need for Fast Ethernet on the desktop 
until at least 1996. However, if he had to 
make the transition sooner, he said he 
would probably go with the HP/AT&T 
strategy because it would preserve the 
company’s wiring investment. 

According to Jack Moses, vice presi- 
dent of marketing at Grand Junction, the 
alliance plans to support additional me- 
dia, including Category 3, and 
users can expect to see more 
specifications published later 
this year. 

The Grand Junction and 
HP/AT&T camps have been 
butting heads for more than a 
year, and it remains to be seen 
which strategy will come out 
on top. “The only hope either vendor has 
is selling a common adapter at a 20% in- 
cremental cost over 10Base-T that has 
the option to switch to a higher speed,” 
said Paul Callahan, senior analyst of net- 
work service at Forrester Research, Inc. 
in Cambridge, Mass. 

In the meantime, Nikolich said there is 
a good chance the IEEE will adopt both 
Grand Junction and HP/AT&T’s propos- 
als as standards. “The process of ironing 
out an interoperability standard is very 
confusing and time-consuming,” he said. 
“The IEEE may decide to adopt both and 


leave it up to the market to pick a win- 
ner.” 

Callahan said this was a viable solu- 
tion to weaning out astandard but added 
that both technologies face a small mar- 
ket and the scenario would take several 


years to play out. 


On the fence 
The prospect of two standards does not 
appeal to Scoggin. “Someone’s going to 
end up buying the Betamax and some- 
one’s going to to buy the VHS, 
which is a very scary scenario 
for network managers,” he 
said. “If I spend a lot of money 
on a new technology, I need to 
know it will last at least five 
years.” 
Until one overall standard 
emerges, users appear hesi- 
tant to seriously consider either Fast 
Ethernet technology in their LAN migra- 
tion plans. 

“If we decide to go to a higher-speed 
topology, we'll probably look at CDDI in- 
stead because it’s been around longer,” 
said Jim Queen, director of enterprise 
networking at Enron Gas Services Corp. 
in Houston. Queen said that if Fast Ether- 
net takes off and the prices drop, Enron 
would look at it more closely. “However, 
we absolutely would not implement [Fast 
Ethernet] unless it did become a stan- 
dard,” he added. 





weapon. To slash waste. To directly impact 
the bottom line. 

And, MapInfo is completely open. Use data 
wherever it is stored (Oracle, DB2, Sybase, 
Ingres, dBase, Lotus 1-2-3, Excel and many 
others). With our MapBasic Development 
Environment, you can easily integrate map- 
ping into your client/server applications, too. 
On any desktop you want (Windows, 


Macintosh, Sun, HP, DOS). 
All of which will make it easy to confirm 
something you've always known. But have 


never been able to see. Inside every fat data- 
base are a thousand beautiful £&&£1/2 


ideas just trying to get out. vA ha 
j j A 
MapInfo is the key. he | 
See for yourself. Send =—\ 
for a free copy of “How }\ onto | 
to See Opportunities ome a \ 
By Thinking Visually” Qimally \ 


Call 1-800-327-8627. \\ 
Federal Sales: 1-800-619-2333 a 


All trademarks are the property of their respective owners. 





VAX-to-Unix port 

Promis Systems Corp. in Toron- 
to, a 25-year-old provider of manu- 
facturing software, is porting its 
applications from Digital Equip- 
ment Corp. VAX systems to Hew- 
lett-Packard Co. HP 9000 Unix 
servers. Beta versions will be 
available around mid-1994. 


Software driver support 
Disk drive manufacturer Micropo- 
lis Corp. in Chatsworth, Calif., 
added support for Novell, Inc.’s 
System Fault Tolerance Level III 
(SFT II) to the software drivers for 
its Raidion LT and Raidion LS 
fault-tolerant disk arrays. SFT II 
provides NetWare networks with 
the ability to back up data on a re- 
dundant server. Raidware, the 
software driver that provides the 
SFT III support, will ship next 
month for $99. The company also 
announced a high-capacity ver- 
sion of Raidion LT for OS/2, LAN 
Server and NetWare 3.1x and 4.x 
that provides up to 54G bytes of 
storage. The array is slated to ship 
this month. Prices start at $8,455. 





MapInfo is a registered trademark of MapInfo Corporation 
UK: [44] 753 552530 
Benelux: [31] (3450) 31300 
Germany: [49] 2104-13093 


AZ MoeapInio 


CORPORATION 
The Standard in Desktop Mapping 


By correlating information by location, MapInfo lets you think visually. And when you do, 
patterns, trends and relationships in customer services, sales, marketing and operations begin 
to emerge. Clear pictures of opportunities you've been missing appear right on the screen. 
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Why Were About To Be 
In Commercial Multi 


INTRODUCING THE WORLD’S BROADEST, 
Most POWERFUL MIDRANGE SERVER FAMILY. 


Last year we sold over $1 billion of servers 
to become the world’s second-largest supplier of 
commercial multiuser Unix® servers. 

; si : THE WorLD’s Most BULLET-PROOF UNIX. 
Now we're introducing an extended & a, 2 = ; a y f 
; Re one = Since we committed to Unix in 1980, we’ve been adding 
midrange family offering more choices, “3E oE Be | ete es pad Sates oe 
cae ; : if ee mainframe reliability features to optimize it for mission- 
better price/performance, anda better- * — Ay ee ; i : 
c ; : ae critical applications. The result is the first commercial 
defined growth path than any other open systems ; ; ; 
. Unix that meets the U.S. government’s tough B-1 standard. 
vendor in the world. a: are 
Our LifeKeeper™ software and advanced RAID technology 
add unmatched fault-resiliency. With a goal of 99.99% 
system availability. 


processor enterprise servers running at several hundred 
MIPS. You can easily configure our servers to deliver 
exactly the power you need in any given application. With 
full confidence that you'll never outgrow our capacity. 


THE POWER OF SCALABILITY. 
Our midrange family offers complete scalability 
from a 5 mainframe MIPS departmental server to multi- 


MIN!I DATA GeNTERS/CORPORATE SERVERS 
3520 3525 3550 


Our entry-level mini data center system offers Fast response for large, complex databases. 
exceptional price / performance, optional high Excellent for on-line transaction processing and 
reliability /availability features, and can be decision support. Upgradeable to 3550 and 
upgraded to 3525, 3550, or 3555 levels. 3555 levels 


Sets new standards of price/ performance between 
departmental servers and our high-end, massively 
parallel enterprise servers. 


DEPARTMENTAL SERVERS 


3410 3430 3445 3447 

High-performance with data Up to two Pentium chips deliver Optimized for faster 1/O and LAN Supports Ms-bos, OS/2, sco Unix, Unix 
integrity and reliability plus seamless database access and performance, this deskside unit V4, and Novell NetWare. Advanced data 
investment protection for robust applications processing is ideal as a high-performance reliability features. Intelligent UPS offers 
future growth. for workstation clients. network or database server. up to6 minutes of backup power. 


NCR is the name and mark of NCR Corporation. AI&f and the ARG globe design are registered service marks and trademarks of American Telephone and Telegraph Company. 





come The World Leader 
user Unix Servers. 


A BETTER PLATFORM For WINDOws NT. 

Our midrange systems also run Microsoft’s new 
Windows NT.” In fact, NCR’s servers were the 
only symmetric multiprocessing systems 
used in the design and development of 

Microsoft’s newest operating system. NCR’s 
commitment to NT is part of our on-going support 
in fulfilling our customer's needs. 


OUTSTANDING PRICE/PERFORMANCE. 

All our servers offer exceptional price/ performance. 
Including several models rated first in their class by 
Transaction Processing Council benchmarks. 


Up to 16 Pentium chips deliver more power for 
on-line transaction processing, decision support, 
and large database applications 


3570 


massively-parallel systems 


From 2 to 16 i486 processors in a tightly-coupled archi 
tecture plus dual 64-bit system buses and LifeKeeper FRS 
add up to a world-class server just a step below our 


THe Future Is Butt IN. 

Our servers are designed to be easily upgraded to 
Intel’s new Pentium™ microprocessor. And its successor. 
The System 3000 family further protects your invest- 
ment with numerous components that are upgradable 
in place, making expandability fast and simple. 

That makes us the best possible choice for you. 
Wherever and whenever you need us. For more informa- 
tion, phone 1 800 CALL-NCR. 


eT 


—$—_$<—n 


= rer | NS 


CS RET An AT&T Company 


3575 


The top of our midrange line isn’t the end 
of our family. Up to 32 Pentium chips deliver 
exceptional power, while LifeKeeper FRS 
offers mainframe-class reliability 


|= RS ee eek ae AEA eel 5 9h ee en See 


3455 


Up to six Pentium processors in our industry- 
leading symmetrical multiprocessor archi- 
tecture. An aggressive entry price and superior 


investment protection. 


3470 


fault resiliency features. 


Intel and the Intel Inside Logo are registered trademarks of Intel Corporation. All other trademarks are property of their respective owners. © 1993 NCR Corporation. 





See 1994's new 
networking products first 


Traditionally, ComNet is the launching pad for new networking products and 
services. It’s the first show of the year to showcase the latest technological 
innovations to help you achieve success in the global marketplace. 

In the emerging era of global business, the rewards will go to the com- 
panies that interconnect widely dispersed LANs over wide area networks 
into enterprise systems. 


Come to ComNet ’94 and discover the networking products, 
technologies, and ideas you'll use to iead your company into the 
global age. 


# Visit over 450 exhibiting companies and see more than 250 new products. 
s Evaluate new high-speed bridges, multiprotocol routers, intelligent hubs, 
LANs, network management systems, wireless solutions and other hot 

products on the day they're introduced. 

= Get the inside story on developing trends and technologies, like ATM, 
Frame Relay, FDDi, fast Ethernet, and more. 

# Visit LiveNet, a real-world demonstration of advanced enterprise net- 
working in action. 

= See productivity-enhancing “anytime/anywhere” communications at the 
Wireless Pavilion 


A conference program that gives you the global perspective— 
and the tools to make informed buying decisions. 


Choose from more than 20 in-depth tutorials, the Executive Symposium, 
and over 75 conference sessions to expand your knowledge of today’s most 
critical networking issues. Topics cover the full spectrum of enterprise net- 
work products, technologies, design solutions and management methods. 


COMNET '94 


CONFERENCE & EXPOSITION 


Entering the Global Age 
January 24-27, 1994 * Washington, D.C. 


You'll explore important policy and industry trends. And—new this year— 
ComNet 94 includes focused learning sessions on the Internet, wireless 
communications, and desktop applications. Learn from the best minds in 
the business like keynote speakers Andrew Grove, CEO of Intel, and 

Bob Metcalfe, the inventor of Ethernet. 


Produced by IDG World Expo. Sponsored by Network World and 
Computerworld. 


ComNet is produced and managed by IDG World Expo, the worldwide leader 
in professional conferences and expositions for the information technology 
industry. ..including ComNet Prague, EuroComNet and ComNet Korea. 

ComNet is officially sponsored by Network World and Computerworld, 
both publications of International Data Group, the leading global provider of 
information services on information technology. IDG’s research subsidiary, 
International Data Corp. (IDC), is the leading market research and analysis 
firm covering the computer field. 


Send for your FREE Exhibits Etc: Pass today. 
There's no obligation. For FREE exhibit hall admission or conference infor- 
mation, return the coupon or call 800-225-4698. 


LC) Please send my FREE Exhibits Etc. Pass, a $50 value. 

This entitles me admission to see over 450 exhibiting companies, LiveNet, the Wire- 
less Pavilion, the NetWare Pavilion, the keynotes and more. Also send detailed con- 
ference information so I can make a decision on attending the complete conference 
program. There is no obligation. 


NAME 


ADDRESS 


CITY/STATE/ZIP 


a ______INTERNET ADDRESS _ 


Return to: ComNet ‘94, P.O. Box 9107, Framingham, MA 01701-9107. For fastest 
service, fax to 508-872-8237. 


| 
| 
| 
| 
| 
| 
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| 
| 
| 
| 
| 
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By Craig Stedman 


Wang Laboratories, Inc., which is trying 
to find a new identity as a software and 
services vendor, recently said it has post- 
poned commercial shipments of a prom- 
ised work-flow product to early 1994 in 
order to build more functionality into the 
initial release. 

Andre Boisvert, Wang’s vice president 
of imaging and work-flow product mar- 
keting, said the Open/workflow software 
is now due out in the first half of 1994, in- 
stead of this year. The delivery schedule 
“will depend on the feedback we get” 

from beta test- 

ing that is 

Shipping shape scheduled to 

start this 

Open/profound, month, he not- 
Wang’s document ed. 

management package, Chris Mar- 

is in beta testing and tins, Open/ 

should begin limited workflow mar- 

shipments on IBM’s keting manag- 

RS/6000 systems this er, narrowed 

month, said Andre the timeframe 

Boisvert, Wang’s vice by saying he ex- 

president ofimaging pects the soft- 

and work-flow product ware to ship by 
marketing. It is the end of the 
scheduled to become first quarter. 
available on Martins and 

Hewiett-Packard Co.’s Boisvert said 

HP gooo hardware 30 the product 

to 45 days later. It will was held back 

become generally after it was 
available during the shown to indus- 
first quarter of 1994. try analysts 
and they rec- 
ommended that 

additional features be included. 

Wang plans to provide more hooks 
than initially planned for integrating 
Open/workflow with business and imag- 
ing applications, Martins said. It also will 
now support generation of management 
reports out of the box, instead ofjust sup- 
plying a tool kit for developing that capa- 
bility, he indicated. 


Fine-tuning 
Tom Koulopoulos, president of Delphi 
Consulting Group, Inc. in Boston and one 
of the analysts Wang brought in, said 
Open/workflow’s icon-based develop- 
ment environment has been ready to 
ship for at least six months. But he added 
that the product’s end-user interface is 
“a bit more primitive.” 

According to Bruce Silver, a vice presi- 


SAVE MONEY 
RECRUITING 
STAFF 


Advertise in Computerworld’s 


regional Careers pages. 
They work. 


800-343-6474 
x201 
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Wang postpones work-flow offering 


dent at BIS Strategic Decisions in Nor- 
well, Mass., who also consulted with 
Wang, the changes needed in Open/work- 
flow are more of “a fine-tuning than a to- 
tal overhaul. It’s just missing some de- 
tails that would make people stand up 
and notice it.” 

Stephen Jung, director of corporate 
computer services at Fleishman-Hillard, 


Inc., a St. Louis public relations firm that 
uses Wang’s VS computers, said the 
Open/workflow delay would not make 
him shy away from Wang in the wake of 
the firm’s bankruptcy restructuring. 

“It would be better for them to wait and 
ship something that’s good,” he said. 

While noting that revenue could be 
hurt somewhat, Silver said the change in 


schedule was a wise move given the sta- 
tus of Open/workflow and Wang’s need to 
rebuild credibility with users. “Wang's 
got onechance to get it right, sowhatever 
they put out better be good,” he said. 

However, Ajit Kapoor, a principal at In- 
telligent Solutions, Inc., a Marshfield, 
Mass., consultancy, said the delay “is not 
good news” because Open/workflow is 
central to Wang’s software strategy. 
“Coming on the heels of Chapter 11, this 
is the last thing anyone wants to hear.” 





Enterprise Application 
Development 


Executive Strategy 
Conference 


If you are responsible for charting 
your company’s global efforts to 
deploy mission-critical business and 
technical applications, then you'll 
need to attend Enterprise Application 
Development: Executive Strategy 
Conference. This special event will be 
held for one day only on the West and 


East Coasts this coming December. 


What will be there 

¢ Morning and Afternoon Keynotes 
including Helene T. Roos, Tilman 
Schad and Daniel A. Kara 

* Over 20 leading experts, including 
Peter Coad, Judith Hurwitz, Dan Kara, 
David Linthicum, Tom McCabe, Pieter 
Mimno, Howard Rubin, Bill Ulrich, 
Eliot Weinman, Nick Wybolt, and 
Aaron Zornes 

e User examples of industry-leading 
applications! 

¢ Expo featuring Enterprise Application 
Development Solutions in Action! 


* Comprehensive four track program 

- Managing Open Enterprise 
Applications Development 
Object-oriented Development 
Building Client/Server Applications 
Software Re-engineering and 
Maintenance 

* Management panel sessions 

¢ Private user group meetings 

¢ In-depth product education sessions 

¢ All this for only $195! 


How to get there 

© Call 1-800-457-6298 and reserve your 
spot today! 

© Send your payment (check, credit 
cards, or purchase orders accepted) 
by November Ist and qualify for the 
early-bird price of $145—to: 


Hewlett-Packard Company 
Enterprise Application 
Development Conference 
P.O. Box 1754 

Greeley, Colorado 80632-9936 


1-800-457-6298 


December 6, 1993 
Fairmont Hotel 


San Jose, CA 


December 14, 1993 
World Trade Center 


Boston, MA 
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THE BOX THAT 
POWER OF OS/2 


1-800-GO-LOTUS ”9 elopment Corporatior ambric way. Carr ig A 02142. All rights reserved. OS/2 is a registered trademark of International Business Machines Corporation. Lotus, 1-2-3, Ami Pro. 





LETS THE TRUE 
OUT OF THE BAG. 


INTRODUCING _ 
LOTUS SMARTSUITE 
FOR OS/2 


For the first time, there's one box that 


will let you turn loose the full 32-bit power 
of OS/2° 
The new Lotus* SmartSuite™ for OS/2 


is a veritable all-star team of desktop appli- 


Selodoneie ss oi eis clown aks ae) 
Mrocury 
2 OY CR AL 


TO: THE BOARD OF DIRECTORS e SPORTSWEAR DIVISION ¢ JUNE 25, 1993 


Alternate Distribution Channels 

We woutd ike to propose the followmg top: for 
thscwsmon at the Annual Meetng of the Mercury 
Spats Bomwd of Directors Gis comng 
September In hghi of the fact that sports equip: 
ment ws expenencing a dramahe rise m use as & 
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ecord Profit Expected in Athlewc Shoes 


= 


The new Ami Pro for OS/2 word processor makes 
work much easier. And better looking 


cations. The 1-2-3 spreadsheet is The Worlds 
Most Popular Spreadsheet™ Ami Pro® is 
the industry's top-rated word processor. 
Freelance Graphics® has set the standard 
for presentation software. And cc-Mail™ is 


far and away the leader for electronic mail. 


oC £ 
Recerpt ot 77/91 10 02AM messe 
024843 1kt __ NO Sales Tr Srete 


02-08-93 10k = Monthy Ssies Resutts 
0248-43 11k® — Monthy Seles Resuts 

C3 Jocques Sage 02-08-03 kt Sales tssues on Product Purple & 
02.08.93 12k1 Monthly Seles Results 


into 


cc-Mail is so powerful and easy, anyone can become 
an e-mail expert in minutes. 


All in one box. 

All are native 32-bit applications that 
fully exploit the advantages of the OS/2 
platform. All support multitasking and multi- 
threading, so you can perform several tasks 
at once. And with full support of the object- 
oriented Workplace Shell, youll see the 
kind of improvements in performance and 
productivity that OS/2 was built to deliver. 

SmartSuite has also set a high stand- 
ard for integration. All applications share a 
common interface, including Smartlcons® so 
when you know one, you know them all. All 


are integrated to easily share data, formats 


Donets 


Working Together’ 


and processes. You can even create live 
hot links from one application to another. 
All are mail-enabled. And all have cross- 
platform capabilities, so all your work from 


other platforms is secure 


BUY LOTUS 
SMARTSUITE AND 
GET 0S/2 2.1 FREE 


The OS/2 operating environment was 
built so you could work smarter and faster 
than ever before. And the four top-rated 
applications in Lotus SmartSuite were built 
from the ground up for OS/2 

In fact you can be off and running with 
OS/2 2.1 with one step. For a limited 
time* when you buy Lotus SmartSuite 
or a SmartSuite upgrade, you'll get 
OS/2 2.1 FREE 

Visit your Lotus 
Authorized Reseller 
and take advantage of OS /9 & 
this special SmartSuite ~ ——s 
offer. Or call 1-800-872-3387, ext. 9288** 


for more information. 


Smarticons and Freelance Graphics are registered trademarks, and SmartSuite and The Worlds Most Popular Spreadsheet are trademarks of Lotus Development Corporation. ccMail is a trademark of ccMail. Inc. a wholly owned subsidiary of Lotus Development Corporation. 
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Some people will 


try almost anything 
to speed up the leap 
to client/server. 


qua In the rush to develop client/server applications, many people are 


going to extremes. But the smartest people are going to ObjectView® 
from KnowledgeWare® What's so smart about choosing ObjectView? For starters, unique built-in features 


and non-proprietary scripting options provide power and accelerated development. Superior application 
performance confirmed by independent tests. Workgroup development and object-oriented techniques. 
Plus support, training and consulting services to guide you through all phases of client/server development. 
Only ObjectView shortens time to production, leverages your programmers’ current skills and delivers 
powerful client/server applications on any scale. Don’t settle for less functional tools like SQL Windows 


or PowerBuilder. Compare useability. Compare code generation and performance. Compare price. 


Compare support. You'll find there really is no comparison to ObjectView Se ei 
KnowledgeWare’ 


Solutions At Work: 





ObjectView 
Tech Talk 


Superior application 
performance through 
a unique “granular” 
approach to object reuse 
that allows developers to 
specify the exact object 
characteristics to be 
reused. Code overhead 
is dramatically reduced. 


Condensed 
development time 
with 700+ high level 
commands and choice 
of enriched BASIC, 

C or C++ for scripting. 
Built-in spreadsheet 
object and graphics engine 
supply robust power with 
unmatched ease of use. 


Support for all major 
databases and gateways. 
ObjectView also works with 
third-party custom controls, 
report writers, source code 
managers and other 
CASE tools, including 
KnowledgeWare’s Application 
Development Workbench® 


For a free demo diskette, call 


| a’ 


© 1993 KnowledgeWare, Inc 
KnowledgeWare, ObjectView and 
Application Development Workbench 
are registered trademarks of 
KnowledgeWare, Inc. All other tademarks 
belong to their respective holders 
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Wireless device links PCs, peripherals 


By Stephen P. Klett Jr. 


Start-up Radiance Communications, Inc. 
has unveiled a wireless communications 
device designed to allow up to 15 non-net- 
worked PCs to share a peripheral device 
such as a printer or plotter without 
the hassles and expense associated with 
cabling. 

LightShare-16 is a spread-spectrum, 
plug-and-play infrared transmitter/re- 
ceiver that connects to the parallel port 
ofthe PC or printer. According to the com- 
pany, the $200 device has a maximum 
communication distance of 36 ft. at a 
data throughput rate of 250K bit/sec. 

User-definable group and individual 
addresses enable up to eight work- 
groups to share the same office space 
without interfering with one another's 
communications. 


Mobile connection en route 
Radiance plans to ship a PCMCIA inter- 
face by the end of the year that will allow 
users to plug LightShare-16 into portable 
PCs, according to Youngsoo Ryu, presi- 
dent and chief executive officer of the 
Santa Clara, Calif., company. 

While Jennifer Pigg, a networking an- 
alyst at The Yankee Group in Boston, said 
LightShare was an intriguing technol- 
ogy, she was unsure ofits practicality. 


“The utility of such a device is margin- 
al,” Pigg said. “It’s another option for us- 
ers — wiring users to printers is expen- 
sive and time-consuming, but it’s a niche 
market at best.” The Yankee Group pro- 
jects wireless LAN revenue 
will grow from $48 million 
this year to $237 million in 
1996. 


Low costa boon 
However, Pigg pointed to 
LightShare-16’s low price 
point and forthcoming 
PCMCIA interface as op- 
tions that may combine to 
generate user enthusiam. 

This is already the case at 
Federal Express Corp. in 
Memphis, according to Rob- 
in Richardson, businesss 
application adviser of busi- 
ness logistics services. 

Richardson said the addi- 
tion of the PCMCIA interface 
may spur Fedex to move 
LightShare-16 from the lab- 
oratory to live applications 
within a year. 

Fedex has been testing the 
product since August. Rich- 
ardson said he likes its reliability and 
low cost. “It’s kind of like the Mac — ev- 


a 


transceivers 
ata common spot on 
the ceiling to reflect 
and diffuse the infrared 
signals between 
devices at distances of 
up to 36 ft. According 
to Radiance, a 100-ft. 
range is possible using 
line-of-sight signals, 
allowing LightShare-16 
to connect PCs and 
peripherals in 
semiopen areas 
(where partitions do 
not reach ceilings) of 
up t0 5,000 sq. ft. 


erything’s so simple,” he said. “It in- 
stalled in minutes.... If [infrared] re- 
places the functionality of [radio fre- 
quency], which I expect it will, we'll be 
able to realize considerable cost sav- 
ings.” 

According to Radiance, 
spread-spectrum infrared 
technology offers a signifi- 
eant security advantage 
over conventional radio 
wave technolgy. Infrared 
signals are confined to the 
room in which the transmit- 
ters are located, while radio 
wave signals are not. Ryu 
said this means the infrared 
signals cannot be moni- 
tored outside the building, 
and they will not interfere 
with communications in 
nearby buildings. 

Richardson, meanwhile, 
said he is excited about the 
potential of wireless infra- 
red technology. 

“Treally think that if radio 
communications supports 
this technology and we start 
to see support for routers 
and hubs, it will be so much 
easier to install a card to set up a LAN, 
rather than dealing with wiring,” he said. 








Pricing froze 
DEC workstations 


Digital Equipment Corp. executives have 
confirmed that the company held off 
introducing low-end Alpha AXP work- 
stations as part of its Oct. 12 product 
introduction after IBM and Hewlett- 
Packard Co. stayed well above the 
$5,000 mark in recent workstation roll- 
outs. 

“We were sort of watching the market 
and saying that if we had to, we could 
rush one out,” said Andy Feit, Unix work- 
station marketing manager at Digital. 
“But we didn’t feel the need to do any- 
thing now.” 

Sources indicated that Digital was 
ready to add 300LX and 300X models to 
its DEC 3000 workstation line if neces- 
sary [CW, Oct. 4]. 

The company instead limited itself to 
the higher-end DEC 3000 models 600 and 
800. The low-end boxes are now expected 
to debut in early 1994. 

Despite the addition of the Alpha AXP 
line, Feit and other Digital officials ac- 
knowledged that the company has not 
yet started to gain back the workstation 
market share that it has lost in recent 
years.““But certainly we would expect 
now that this will begin to happen,” said 
William Demmer, vice president of Digi- 
tal’s computer systems group. 

The Alpha machines were held back by 
a lack of applications but are supported 
by “an adequate number” at this point, 
Demmer added. 

— Craig Stedman 





Telephony Services Group, Inc. has in- 
troduced Telephony Messaging Services, 
an offering that provides intelligent call 
management services to users of Banyan 
Systems, Inc.’s Vines networks or Novell, 
Inc. networks furnished with Banyan’s 
Enterprise Network System. 

According to the Old Brookville, N.Y., 
company, Telephony Messaging Services 
provides PC networks with the telephony 
capabilities of IBM’s CallPath Services or 
Integrated Services Digital Network. 

The product creates a seamlessly inte- 
grated telephony and network environ- 
ment for PC users. 

Prices range from $500 to $600 per 
seat. 

> Telephony Services Group 

(516) 676-0449 





TechKnowlogy has introduced Version 
2.1 of the Jukebox Management Soft- 
ware. . 

According to the Salt Lake City compa- 
ny, the software eliminates bottlenecks 
in imaging system performance fre- 
quently caused by jukeboxes, multifunc- 
tional drives and robotic devices that 
load optical disc platters into write-once 
read-many. 

It allows a jukebox to process more 
than 60 requests per minute. 

The software offers an intelligent 
caching system and retrieves document 
images 22 times faster from magnetic 
disk than from optical disc. 

A key feature is the ability to support 
avariable-sized magnetic cache. 


COMPUTERWORLD 


Version 2.1 supports more than 55 in- 
dustry-standard jukebox models. 

Prices start at $12,500. 

> TechKnowlogy 

(801) 261-8850 
Hitachi America Ltd. has introduced 
two high-performance storage subsys- 
tems, HitCache and HitRAID. 

The HitCache caching disk subsystem 
offers storage capacities of 5.7G bytes to 
11.4G bytes. It is a fully integrated sys- 
tem. 

According to the Brisbane, Calif., com- 
pany, HitCache’s overall read/write 
response time is an average of 200% fast- 
er than typical component-based sys- 
tems. 

Based on Intel Corp.’s 960CA RISC pro- 
cessor, the subsystem controller has a 
32-bit wide, 50M byte/sec. internal bus to 
eliminate throughput performance bot- 
tlenecks and a serial port for field diag- 
nostics and maintenance. 

The HitRAID high-performance disk 
array is available in minitower and cabi- 
net versions; it offers capacities ranging 
from 5.6G bytes to 68.8G bytes. 

The subsystem can achieve an 80 mil- 
lion mean time between data loss specifi- 
cation. It implements either redundant 
arrays of inexpensive disks (RAID) Level 
3 or RAID Level 5 functionality. 

HitCache prices begin at $29,800 for 
the 5.7G-byte model. 

On a cost per megabyte basis, evalua- 
tion pricing for HitRAID subsystems 
ranges from $2.20 (for high-capacity 
models) to $5.32 in lower capacities. 

> Hitachi America 

(415) 589-8300 
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savvy enough to always be in 
of companies, 
and all those 


us dont understand ? 


PCs, workstations and midrange computers, linked to 


Mainframes, what else? 


To describe a brokerage as an information- The fact is, no matter what your business, 
intensive business is a bit of an understatement. if it depends on information, nothing can 
Like certain other industries, the information is “serve” the rest of your computer network 
the business. “clients” to nearly the degree a mainframe 
That’s why they rely so heavily on mainframes _ can. And the new “openness” of mainframes 
to serve the rest of their computer network. allows them to serve just about any kind of 
By being linked to a mainframe, every desktop —_ hardware and software. 
PC and workstation has access to vast amounts of Every day, information plays an increasingly 
information, everything from customer portfolios vital role in the success of more and more 
to emerging company research. businesses. And so do mainframes. Because 
And since for businesses like this, time literally _ nothing is better equipped to access, manage, 
is money, companies have come to depend on distribute and protect your = 
mainframes to give them access to that information —_information than a mainframe. = 
instantaneously. 24 hours a day, 7 days a week. Absolutely nothing. 


The IBM System/390° 


IBM and System/390 are registered trademarks of International Business Machines Corporation. © 1993 IBM Corp 
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Systems vendors choose ‘best of breed’ for servers, clients 





With X.500 support, domains could extend to 


LANs strike differing DCE relationships 


By Joanie M. Wexler 
ROSEMONT,ILL 





IBM recently reiterated its plan to blend the 
Open Software Foundation’s (OSF) Distributed 
Computing Environment (DCE) services into 
the next version of its LAN Server network, 
fueling the question of what role today’s net- 
work operating systems will play in the DCE 
world. 

DCE is a fledgling set of peer-to-peer comput- 
ing services from various vendors that have 


been integrated by the OSF to allow application 
and communications portability across dispa- 
rate systems. 

Some network operating systems vendors 
consider it strategic to incorporate what they 
deem “best of breed” DCE global directory ser- 
vices, time synchronization, file services, secu- 
rity and other features across their servers and 
clients. 

For example, Bill Conklin, technical program 
manager at the IBM Personal Software Prod- 
ucts group, expressed this view to attendees at 


IBM’s Bill Conklin 


pushed the next ver- 


Joanie M. WExLer 


cities, states or worldwide enterprises, Conklin 
explained. 

Banyan Systems, Inc.’s Vines is also slated 
to support the full DCE bundle by an unspeci- 
fied date, Banyan said, but Novell, Inc.’s Net- 
Ware and Microsoft Corp.’s Windows NT have 
less definitive relationships to DCE. 


NetWare/DCE link 

Conklin asserted that “NetWare doesn’t really 
play in the OSF environment.” Indeed, Novell’s 
market-dominating NetWare is slated to link to 


sionofLAN Server for 


If P, then Q 


The role of NetWare and other network operating systems in 
organizations using DCE will vary depending on user 
implementation plans. For example: 


You WANT TO KEEP 
NETWARE BUT INSTALL 
Some DCE APPLICATIONS 


YOu WANT TO INSTALL DCE 
FOR PEER COMPUTING ONLY 


You WANT To use DCE ror 
ACCESS TO ALL DISTRIBUTED 
COMPUTING SERVICES 


‘Sokés CIMI Corp., "Voorhees, NJ. 


Maintain two separate 
environments if no data sharing; 
if applications are sharing data, 
NetWare file server will need a 
gateway to DCE file services. 


Get applications that support 

DCE remote procedure calls only; | 
use NetWare for other functions. 
Do not use software that uses 
DCE file services, or you will 

need a NetWare-to-DCE gateway. 


Dump your network operating 
system, NetWare or otherwise. 


a Corporate Association for Micro- 
computer Professionals (CAMP) 
meeting here last month, remind- 
ing them that the next version of 
LAN Server, due in the second half 
of 1994, would incorporate all DCE 
services. 

LAN Server’s support of the 
global directory service holds ap- 
peal for Ric Rothschild, a distrib- 
uted data processing manager at 
Kemper National Insurance Cos. 
in Long Grove, Ill., and a CAMP at- 
tendee. 

“T want to know how and when 
X.500 will be supported so I don’t 
have to keep up with domain ad- 
ministration,” he said. 

The current version of LAN 
Server, Version 3.0, breaks into do- 
mains of up to 1,016 users each. 


its DCE qualities 


AiX on the way 


IBM's Bill Conklin told 


the CAMP group that 

LAN Server for IBM’s 
AIX flavor of Unix, 
which runs on the 
RS/6000 platform, 

would ship in the next 
nine to 18 months. 


DCE but will likely integrate just a small subset 
ofits services into its servers, Novell said. This 
means unsupported services would probably 
not translate across environments without 
performance-throttling gateways. 

Michael DeFazio, Novell’s Unix Systems 
Group vice president, said at Unix Expo in Sep- 
tember that “DCE is not in high demand; as it 
evolves, we'll support it in NetWare and Unix- 
Ware, mostly through third parties.” 

Forexample, Novellis working with Carnegie 
Mellon University to build a NetWare gateway 
that maps NetWare drives into a DCE distribut- 
ed file system, said Bob Davis, vice president of 
marketing at the Unix Systems Group. 

“There are services we would look to put di- 
rectly into NetWare, like [remote procedure 
calls], in partnership with third parties. But 
this would be driven by customer demand,” Da- 
vis said. 

Microsoft has said it will support DCE with 

LANs and DCE, page 66 








Client/server 
Single sign-on 
nears OK 


By Elisabeth Horwitt 


BOSTON 





A team of determined corporate 
users and leading vendors can 
make real progress toward ad- 
dressing the more stubborn as- 
pects of multivendor client/server 
computing, as shown by work at 
the recent Open User Recom- 
mended Solutions (OURS) meet- 
ing here. One top priority work 
item: coming up with consistent 
user sign-on protocols for better 
security management. 

The vendor contingent seemed 
almost as excited as the users 
about the results of the meeting. 
“OURS provides to vendors a set- 
ting where a number of users de- 
bate and synthesize and, in the 
end, document sets of require- 
ments for interoperability issues,” 

Single sign-on, page 66 





Building IS from the ground up 


By Joanie M. Wexler 
CHICAGO 





The wielding of technology as a competitive weapon has 
been discovered by the trade show industry, where exposi- 
tion centers are growing bigger and network-ready to woo 
high-paying exhibitors. 

Witness, for example, an in-progress revamp at the re- 
vered McCormick Place exhibition hall here, where three 
years ago “there was simply no IS at all,” said Bernard J. 
Dudek, director of management information services. 

Since then, however, the center has expanded to 260 LAN- 
connected PCs spanning four buildings. They serve internal 
users. 

But an internal infrastructure is only the beginning: The 
center — administered by the Metropolitan Pier and Expo- 
sition Authority (MPEA) — is now looking to market data 
services to exhibitors. To that end, it has begun ripping 
down walls, expanding skyward and outfitting itself with 
the latest in data delivery technology such as fiber cabling 
and high-end wiring hubs. 

One goal is to attract the big, data-intensive exhibitors, 
such as the Radiological Society of North America (RSNA), 
which will exhibit at McCormick Place late this month. Built- 
in networking — especially fiber facilities — is important to 
the RSNA because this year will be the first time it networks 
its exhibitors on the show floor, said Steven T. Drew, director 
of informatics at the RSNA in Oak Brook, Ill. 

Building IS, page 70 





McCormick Place’s Kent Worrell: Looking to con- 
serve dollars and shoe leather by consolidat- 


ing resources 


Metropolitan 
Pier and 
Exposition 
Authority 


Chicago 


Goal: To create a large, 
network-ready 
convention center that 
attracts foreign and 
domestic exhibitors. 


Technology: Fiber-optic 
cabling, potential 
high-end “collapsed 
backbone” hubs and 
routers, AS/400 host and 
Idea controllers. 


Benefits: /nfrastructure 
that allows network- 
oriented exhibitors to 
exchange data and 
images on show floor. 


JOANIE M. WEXLER 
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Single sign-on 
CONTINUED FROM PAGE 65 


said John Worthen, president and 
chief executive officer at Mergent 
International, Inc., a security soft- 
ware firm in Rocky Hill, Conn. 

At the meeting, the OURS data 
security task foree reported good 
progress in getting key vendors to 
provide standardized user sign-in 


OURS task forces and -their charters 


WHAT WORKS WITH WHAT 


improve interoperability among multivendor 


platforms and products. 


NETWORK MANAGEMENT 
Define user 


SOFTWARE LICENSING 


Raise awareness among users and vendors that 
software 


MULTIVENDOR EDUCATION 
Provide a vendor: 


-independent 
for IS managers to succeed in client/server 
environments. 


DATA SECURITY 


that operational 


procedures across a variety of net- 
work, server and workstation en- 
vironments. This is a majer issue, 
particularly for financial services 
firms that want to administer 
security across heterogeneous 
client/server networks, said Stash 
Jarocki, vice president and direc- 
tor in corporate audit at Citibank 
NA and a co-chairman of the task 
force. “That's the real killer.” 


Cooperation works 

The meeting was “the most excit- 
ing we've had so far’’ because so 
many powerful users and vendors 
were working together to define a 
cohesive set of requirements for 
single sign-on different 
platforms, Jarocki said. For exam- 
ple, the group concluded that it 
had to come up with a methodolo- 
gy, such as key-based password, to 
ensure that the sign-on procedure 
itself is secured, he added. 

“And we brought up the ques- 
tion of how you traverse from one 
system to another, [for example] if 
I’m on Novell and I want to talk to 
HP or IBM, how to put me on the 
network with a security server.” 


across 


The answer the group is now for- 
mulating with the help of key ven- 
dors is a standardized security ap- 
plication programming interface 
that all of the important products 
would ideally support. The result 
would be a standardized way for a 
server or gateway to translate the 
passwords created on one system 
into the format understood by an- 
other, Jarocki said. 
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requirements for network and 
systems management and feed to vendors. 


skills road map 


single sign-on alternative and products 
problems in multivendor, 
muttiple-location computer environments. 


The big advantage that this task 
force provides over typical stan- 
dards bodies is that it seems to be 
getting out real, commercially via- 
ble solutions to real problems in a 
short time frame, Worthen said. 
“It’s easy to sit down with your 
competitors and talk about what 
the world will be like in five years; 
[it’s] different when you are talk- 
ing about deliverables in a few 
months. OURS is about that.” 

The task force began by “as- 
sessing what technol- 
ogy is available to- 
day” and developing 
a matrix of user secu- 
rity needs, Worthen 
said. It then identified 
vendors that provide 
parts of that matrix 
and began “nudging 
vendors” to enhance 
their products to fillin 
the outstanding gaps 
in the matrix. Its lat- 
est move has been for 
the user members to 
address “the vendors 
in the room, saying, 
‘Hey, you have a good 
Unix product; you 
have a good SNA 
product. Why not talk 
to each other?’ It’s a 
great breeding 
ground for coopera- 
tion,” Worthen said. 

For example, Mergent is now co- 
operating with rival ICL to provide 
a broader solution set to custom- 
ers, Worthen said. Mergent spe- 
cializes in security products for 
DOS, OS/2, Windows and Novell, 
Inc. platforms; ICL, in Unix and 
dumb IBM terminals. 

The group is working on a bro- 
chure to help vendors implement 
standardized security, Jarocki 
said. “The vendors will listen to 
us,” he said, partly because key 
vendors, such as Novell, attended 
the meeting and primarily be- 
cause the task force includes such 
heavy-hitting customers as Amer- 
ican Airlines, Citibank, American 
Express Co., The Chase Manhat- 
tan Bank NA and Chemical Bank- 
ing Corp. 

Mergent initially got involved in 
the security task force at the urg- 
ing of some of its major customers, 
Worthen said. 

The group hopes to complete ini- 
tial objectives for a single sign-on 
standard in the first half of next 
year, Worthen said. 

On the group’s agenda for the 
OURS meetingin April 1994 is com- 
ing up with a standardized way for 
network management platforms 
to manage security implementa- 
tions across heterogeneous net- 
works. The group will work in tan- 
dem with the OURS network 
management task force to ensure 
that the two groups do not wind up 
with divergent solutions to over- 
lapping problems, Jarocki said. 
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Maxm automates management 


By Lynda Radosevich 





Maxm Systems Corp. in Vienna, Va., recently 
added increased automation capabilities to its 
network management integration software. 

The Maxm software integrates network 
management systems from mainframes, mid- 
range, wide-area network, LAN and voice plat- 
forms. This distinguishes Maxm from leading 
network management vendors that focus on 
providing software to manage a limited range 
of systems, according to company president 
Jack Reis. 

The integration software allows users to 
manage all computing and communications de- 
vices from one workstation and add automa- 
tion routines that cut down on the amount of 
network manager intervention. In turn, that al- 
lows customers to reduce their network man 
agement head count by 50%, Reis said. 

“That’s possible,” said Jeremy Frank, vice 
president of networked systems management 
service at Gartner Group, Inc. in Stamford, 
Conn. The ability to deploy client/server sys- 
tems is well ahead of the ability to manage it, 
Frank said: “60% to 80% of all new client/server 
deployments fail to deliver on their promises, 
mostly because they aren’t managed well.” 

Maxm offers a tactical approach to integrat- 
ing management of physical networking de- 
vices. Strategic solutions that also manage ap- 
plications are still three to four years down the 
road, Frank said. 


The Maxm software picks up data streams 
from the managed devices, interprets the pro- 
tocol (such as Simple Network Management 
Protocol and Common Management Informa- 
tion Protocol), and translates the information 
into a standard format. The software can then 
filter out information that does not require any 
action, such as messages indicating that a de- 
vice is alive and well. It can also store informa- 
tion for reports and invoke automatic routines, 
such as resetting a device. 


New features 

The latest release adds IBM’s Rexx scripting 
language to both the client and server Maxm 
portions. Rexx allows network managers to 
write automation routines that can automati- 
eally initiate actions via IBM’s NetView family 
of network management systems. Maxm inter- 
acts with NetView, thereby saving on network 
operator intervention. 

Also, the new release increases the level of 
operator authorization, so users can specify a 
high-level operator that only receives high-lev- 
el problems, for example. 

Maxm is a privately held company with ap- 
proximately 70 employees. One of the compa- 
ny’s strengths is that IBM picked Maxm as a 
strategic business partner, Frank said. Other 
competitors in this niche market include Boole 
and Babbage, Inc. in Sunnyvale, Calif., Objec- 
tive Systems Integrators in Folsom, Calif., and 
Nynex Allink Co. in White Plains, N.Y. 








Network General 
extends LAN analysis 


By Elisabeth Horwitt 





Network General Corp.’s Distributed Sniffer 
System can now monitor and diagnose traffic 
across multiple Ethernet segments that are at- 
tached to Alantec’s PowerHub line of intelli- 
gent hubs, the two vendors announced last 
week. 

The Sniffer, or any LAN analyzer for that mat- 
ter, can monitor any Ethernet segment at- 
tached to an Alantec PowerHub by working 


| with Alantec’s Port Monitoring feature, the San 


Jose, Calif., hub vendor said. 

Port Monitoring dedicates one of 12 Ethernet 
segments on the hub for receiving traffic from 
all other segments; the traffic is then collected 
for analysis by a Distributed Sniffer Server. 

PowerHub can also collect Fiber Distributed 
Data Interface frames for viewing by Sniffer, an 
Alantec spokesman said. 

This allows users to monitor multiple LAN 
segments from one Sniffer console, without the 
need to move a portable Sniffer from one seg- 
ment to the next or install a Sniffer Server at 
each segment, the vendors said. 

The Distributed Sniffer Server is priced at 
$7,495. Also required is a Sniffer console, 
priced at $4,995, Network General said. 

PowerHubs are priced at $9,950 to $27,950, 
with the Port Monitoring feature thrown in, 
Alantec said. 

Network General already has an alliance 
with 3Com Corp. to monitor 3Com hubs via 
Sniffer and the Remote Monitoring standard. 
Other alliances are in the works, a Network 
General spokesman said. 





LANs and DCE 


CONTINUED FROM PAGE 65 


its Windows NT-based distributed architec- 
ture, Cairo. Also with acharter to support Unix, 
Posix and DOS shells, ‘“‘NT will support DCE by 
matter of course,” said Tom Nolle, president of 
CIMI Corp., a Voorhees, N.J., consultancy. 

Meanwhile, IBM’s LAN Server can share re- 
sources with NetWare through loading LAN 
Server Requester and NetWare Requester on 
the same OS/2 machine and allowing different 
device drivers to give the user access to either 
platform. 

But in the DCE world, users “might have to 
separately log on to NetWare, NT and the DCE 
network,” Conklin said. This would run con- 
trary to the concept of DCE, which is to coat 
over heterogeneous systems with common in- 
terfaces to create one look and feel for the user. 


Users’ choice 


| However, depending on how well DCE flies and 


what users decide to do with their existing LAN 
applications, this might not be a big deal, Nolle 
said. Some companies, for example, might keep 
their NetWare and DCE environments sepa- 
rate. 

Conklin said he is “not sure” yet whether the 
DCE services in Version 4.0 will be embedded in 
the IBM OS/2 operating system, off of which 
LAN Server runs, or in a separate application. 
Embedded in OS/2, it “would be more accessi- 
ble for developers but would take up unneces- 
sary resources for OS/2 users not interested in 
DCE,” Nolle said. 

If DCE were in a separate LAN Server appli- 
cation “then those users affected are only 
those who have elected to use it,” he noted. 





COMPAQ WOULD LIKE To 
MAKE AN ANNOUNCEMENT OF 
STAGGERING PROPORTIONS. 





TRAPPED IN THE BODY OF THIS TINY SER 


This is a story about a small computer engineered 
to be so dependable, you won ’t think twice about 
trusting it with your mission-critical applica- 
Cc a 
tions. And to be this without filling a closet, 
much less a room. If you haven't 
thought of Compaq as an enterprise- 
critical platform before, we invite 
you to grab your bifocals and 
begin. (We'll be cramming a lot of information 
into this ad, which, given how much we managed 


to fit into our new servers, only makes sense.) 


If there’s one thing we’ve learned working with our 
customers, it’s that you're running more and more 
mission-critical applications on your network. And 
if your network goes down, your business goes 
down. All of which makes the introduction of the 


new Compaq ProLiant Server even more timely. 


The ProLiant is a new family of affordable, high- 
y Of d f 
performance, easy-to-manage servers engineered 
specifically to provide the high availability you 
need for mission-critical networks. We've designed 
ProLiant in three different models, ranging from 
. Cc CG. 
a single-processor configuration to a_four- 


Pentium processor model. 


Now, how can you be sure our server is truly a 
miracle and not a mirage? To begin 
with, there’s Full Spectrum Fault 
Management, provided by Compaq 
Insight Manager technology and 

software that continually monitors over 800 

aspects of the server’s operating status. (For 

example, Drive Parameter Tracking checks 15 

hard-drive parameters.) All of this information 

is constantly gathered, analyzed and then used to 


revent, tolerate or recover from system problems. 
P 5 P 


If the performance of a monitored component 
drops below a specified level, our unique Pre- 
Failure Warranty* kicks in. We'll 
actually replace a Compaq war- 
ranted drive or memory system 
free. Before it stops working. No 


downtime. Ringing cash registers. Happy boss. 


Still, no network's perfect. In the unlikely event 
problems occur, our server exhibits remarkable 
tolerance. Every ProLiant includes Compagq- 
designed hot-pluggable drives. ProLiant Models 
2000 and 4000 come standard with advanced 
error-correcting memory and off-line backup 


processor features (whereby the server reboots 


automatically to a second processor). And, most 


notably, the Compaq Smart SCSI Array 


Controller together with the ProLiant Storage 
System ensures mission-critical data integrity. 
Should a network problem bring the server 
down, the Rapid Recovery Systems of the 
ProLiant are designed to bring it back up. 





VER IS A MAINFRAME WITH AN ATTITUDE. 


For example, Automatic Server Recovery 2 
uses a historical record of server status and 
performance to perform an astonishing array 
of tasks. Like intelligently restarting the server, 
automatically correcting a variety of problems, 
and accessing a telephone pager to contact 


network administrators. 


By now you‘ expect us to have rethought 
server setup, configuration and OS installa- 
tion, but you might be surprised by the 
results. Introducing SmartStart, a CD-ROM 
system that takes the headache out of getting 


your server up and running. ProLiant includes a 


CD-ROM drive and bundled CDs of optimized 


Netware and other major operating systems. To 
get hooked up to your network operating system, 
simply call your dealer for an 


access code, enter it, answer a 


few questions, and leave. Minutes 


later—say, after you’ve enjoyed a 


cup of coffee and a jelly donut—you’ll return to 


find an integrated OS fully installed and opti- 


mized for increased performance and improved 
management. And we'll keep you updated via 


CD when new operating system versions appear. 


And finally, to accompany our new line of 
mission-critical servers, we're introducing 
mission-critical support. With 
ProLiant, we now offer extensive 
analysis, installation and ser- 
vice through our CompaqCare 
, 
System Partners, a select group of highly trained 
systems experts backed by Compag engineers. You 
can now choose 4-hour on-site warranty response 
upgrade** direct from Compaq. Again, there's 
our unique Pre-Failure Warranty. And, of course, 
all Compaq servers come with a 3-year on-site 
warranty, and 7-day-a-week, 24-hour-a-day 


technical support. 


All in a surprisingly small box for not a whole lot 
of money. In fact, a DX2/66 Compag ProLiant 
1000 starts at about $6000. 


Which may help to explain the look your boss 
gives you when he hears how much money 
you've saved: stunned admira- 
tion. But you'll get used to that. 
It goes with the territory. For 
more information on the new 
Compaq ProLiant servers, or for the location 
of an authorized Compag reseller near you, 
just call us at 1-800-345-1518. If you ‘d 
like to receive model, feature and specification 
information immediately via fax, select the 
PagFax option. Or, if youd like that information 


even sooner, just turn the page. 


COMPAQ. 
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“SHE ONLY DROVE 
IT TO CHURCH ON 
SUNDAYS.” 
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Building IS 
CONTINUED FROM PAGE 65 


Fifty to 100 of RSNA’s 600 exhibitors 
will exchange bandwidth-devouring ap- 
plications that combine digital images 
with associated medical information 
over different vendors’ radiological 
equipment. This will be the first demon- 
stration of a new medical equipment net- 
working standard, Digital Imaging and 
Communications in Medicine, Drew said. 

Drew, who is collaborating with Mc- 
Cormick Place on its fiber installations 
in what will be the exhibition hall’s first 
outside = sup- 
port _ project, 
said it is impor- 
tant to him that 
an exhibition 
hall have built- 
in fiber to cir- 
cumvent the 
100-meter dis- 
tance _limita- 
tions of un- 
shielded cop- 
McCormick’s Bernard per so exhibi- 
Dudek: Hopes to at- tors in the far- 
tractexhibitorswith  thest corners 
anetwork-ready can join the net- 
convention center work. 

To accommo- 
date exhibitors, McCormick Place is im- 
mersed in a four-year project that in- 
cludes the construction of a five-story 
building housing an extra 2 million sq. ft. 
of exhibit and meeting space. Fiber links 
are slated to run within and between 
buildings in the 2-mile-radius complex — 
moves that “parallel expansion by other 
convention centers,” Dudek said. 

The project will also see McCormick 
Place following a network trend to col- 
lapse many communications functions 
into one or a few pieces of equipment in a 
centralized spot that looks strangely like 
a data center. 
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The cost factor 

One reason this scheme is drawing inter- 
est is that it is costly to disperse servers, 
wiring hubs and other equipment 
throughout a large distributed enter- 
prise, said Kent Worrell, information 
center manager at McCormick Place. He 
said, for example, that he is running mul- 
tiple hubs, servers and copies of Novell, 
Inc.’s NetWare that are underused but 
needed because the users are too far 
apart to share resources. 

And as a municipal entity, he indicated 
MPEA does not have taxpayers’ money to 
burn. 

His cure could eventually include run- 
ning SynOptics Communications, Inc.’s 
recently announced System 5000 smart 
“hub of hubs” [CW, Sept. 27], which ag- 
gregates corporatewide traffic. Com- 
bined with fiber cabling, which stretches 
user-connection distances far beyond 
what copper cabling can do, the 5000 
could allow Worrell to link the geograph- 
ically dispersed users back to it directly. 

He estimated that he could cut the 
price of his 37 wiring closets, some of 
which only feed the show floor, down 


from a ballpark figure of $50,000 to 
$15,000 by not replicating servers and 
Wellfleet Communications, Inc. routers 
in every closet. A high-end, traffic-aggre- 
gating Wellfleet Backbone Node router 
plugged into the System 5000 could be in 
order, he said. 


System 3000 shortcomings 
Today, MPEA runs about 20 distributed 
SynOptics System 3000 wiring hubs 
“when I could probably get away with 
two” if matching the number of hub ports 
to the user body count, Worrell said. 

This is an issue for many System 3000 
hub users today, said Val Sribar, program 
director at Meta Group, Inc. in Westport, 
Conn. System 3000 modules contain one 
fiber connection on a 12-port card; users 
come into the hub over a fiber link and 
then attach to just one or two resources, 
such as a server, over copper. 

“You end up burning a 12-port card to 
use just a couple ports,’ Sribar ex- 
plained. 

The System 5000 design is intended to 
remedy this situation. It supports more 
modules with a fiber link and just four 
copper ports so that each module is more 
likely to be fully used. 


Software first 


MPEA’s applications philosophy is 
to buy off-the-shelf software as of- 
ten as possible and let the product 
drive the platform, said Bernard J. 
Dudek, director of management in- 
formation services. 

He indicated that potential inter- 
operability issues among plat- 
forms would likely be less of a 
headache than installing software 
that doesn’t fit the bill. 

So far, that thinking has meant 
installing an IBM AS/400 D50— 
soon to be upgraded to an F70— to 
run Denver-based J. D. Edwards’ 
financial package, customized for 
exhibit booth-by-booth work or- 
ders. Fortuitously, an AS/400- 
based package also administers 
McCormick Piace’s internal event 
management, though a Unix appli- 
cation was a decision finalist. 

For interoperability with the 
AS/400, MPEA largely uses Novell’s 
NetWare for SAA gateway to ac- 
commodate managers with PCs. 
“It’s good for terminal emulation, 
but printing is a problem,” said 
Kent Worrell, information center 
manager. The AS/400 “really 
wants” to talk to its own 5250 ter- 
minals. 

So MPEA uses a controller from 
Idea in Billerica, Mass., to hook a 
remote dumb printer and a few 
5250 terminals into the host, Wor- 
rell said. Idea’s Concert product 
was one of the original products to 
fill this interoperability gap, 
though Worrell pointed out that 
IBM now makes a similar product. 

—Joanie M. Wexler 
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Cellular carriers gain new 
fraud-detection weapon 


By Ellis Booker and James Daly 





Estimates put U.S. telecommunications 
fraud at around $4 billion annually, with 
fraud on cellular networks alone ac- 
counting for between $365 million and 
$600 million each year. 

Recently, however, a handful of cellu- 
lar carriers have deployed knowledge- 
based systems to help thwart this nefar- 
ious misuse of their networks. While 
initially focusing on voice communica- 
tions, the technologies eventually may 
help secure wireless data transmissions. 

“None of us would ever leave a confi- 
dential memo lyingona restaurant table, 
but then we don’t think twice about 
transmitting data electronically without 
a safeguard,” said Bob Geisler, a senior 
consultant at CCT, Inc.,a consulting com- 
pany in Minneapolis. 

One of the new products, 
FraudBuster, a worksta- 
tion-based system from 
Coral Systems, Inc. in Long- 
mount, Colo., watches the 
calling behavior of users 
over a period of time and 
ean issue alerts when the 
calling pattern of an indi- 
vidual subscriber starts to 
appear suspicious. 

FraudBuster accom- 
plishes this with a neural 
network “inference en- 
gine” from Neuron Data, 
Inc. in Palo Alto, Calif. 

Nexpert Objects is “the 
heart of the system,” said 
Mark Handzel, Coral vice 
president of development, 
about Neuron Data’s expert 
system development tool. “The [artificial 
intelligence] engine analyzes all the mul- 
tiple levels of alerts and events and de- 
cides whether to generate a yellow or a 
red condition.” 

The true value of the artificial intelli- 
gence engine is that it winnows down 
possible suspects to a manageable few, 
Handzel said. 


First customers 

So far, FraudBuster has been officially 
deployed with a cellular carrier in Puerto 
Rico; it has also been installed in several 
large Bell company cellular networks, 
according to Coral. 

“The approach does appear to be 
promising,” said John J. Haugh, chair- 
man of Telecommunications Advisers, 
Inc., a Portland, Ore., consultancy that 
specializes in preventing telecommuni- 
cations fraud. “Whether it truly repre- 
sents a breakthrough will depend on fur- 
ther testing and market acceptance.” 

Haugh, who estimated that cellular 
fraud worldwide surpasses $1 billion per 
year, is heartened by the fact that cellu- 
lar carriers are “finally beginning to take 
the problem seriously.” He said the in- 
dustry is now investing in hardware and 
software innovations that promise to get 


Fighting fraud 


The topic of toll fraud 
tops the agenda of the 
Telecommunications 
Council of 
Multinationals user 
group, which meets in area. 
Orlando, Fla., this 
week, And all last 
week, Spain played 
host to a major 
meeting of security 
directors and fraud 
specialists from 
international 
telecommunications 
providers. 


the situation under control — at least do- 
mestically. 

According to Coral, the Neuron Data 
inference engine in FraudBuster can 
build a customer-use profile in as little as 
two weeks — although 40 days is normal- 
ly allocated to this process. 


Further scrutiny 

Additional security efforts are under 
way at PacTel Cellular in Los Angeles, 
which is conducting a pilot project. ESL, 
Inc., a subsidiary of Cleveland-based 
TRW, Inc., is testing an electronic system 
that tracks, identifies and blocks calls 
that people make using stolen telephone 
access numbers. 

The TRW system determines the legiti- 
macy of a call by comparing the unique 
signal frequency patterns of the device 

making the call with the pat- 
tern on record for that trans- 
mission device. Although 
this early phase of testing for 
the PhonePrint system is not 
targeted at the mobile PC, 
' TRW Program Director Jeff 
Phillips said the technology 
could be extended into this 


Phillips estimated that the 
PhonePrint network access 
controller system will con- 
clude its test with PacTel Cel- 
lular early next year, and the 
services will then be made 
available to cellular carriers 
nationwide. 

Cellular technology is 
seen as the next information 
highway for mobile comput- 
ers. Spectrum Information 
Technologies, Inc. in Manhasset, N.Y., for 
instance, offers a technology that allows 
portable computers to transmit data via 
cellular telephone networks. Such total 
mobility is crucial to the adoption of per- 
sonal digital assistants such as Apple 
Computer, Inc.’s Newton, Casio, Inc.’s 
Z-7000 and Eo, Ine.’s 440. 

The use of wireless data transmission 
technology has security managers wor- 
ried about the potential for abuse. “To 
tell you the truth, it makes me a little 
jumpy,” said Brian Redler, director of se- 
curity and operations at National Secu- 
rities Clearing Corp. in New York. 

How safe is wireless? That depends. 
“Wireless technology is not inherently 
more dangerous than land-line network- 
ing, but you do have to play by a slightly 
different set of rules,” said Ira Brodsky, 
president of Datacomm Research Co. in 
Wilmette, Ill. 

Ultimately, wireless security aware- 
ness must be emphasized at the end-user 
level. Data encryption, at the very least, 
should be the first line of defense. “As we 
distribute the resources, we distribute 
the responsibility,’ said Fritz Wagner, 
manager of corporate electronic infor- 
mation security at Du Pont Co. “The IS 
guys can’t doit all.” 
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CHI/COR Information Management, 
Inc. has announced TRPS Express, a 
Windows-based front end for the compa- 
ny’s Total Recovery Planning System 
(TRPS), a DOS-based recovery planning 
tool. 

According to the Chicago company, the 
product allows network recovery plan- 


ners to take advantage of the same in- 
dustry standard relational database 
planning format as its TRPS. 

TRPS Express features an on-line re- 
covery planning methodology that ex- 
plains recovery planning concepts and 
principles to the network planner in com- 
mon management terms. 

The product also includes a network 
topology section, an imaging facility and 
action icons. 

TRPS Express is available at an intro- 





ductory price of $7,995 for a single-user 
license. 
CHI/COR Information 
Management 
(312) 322-0150 


NetStor, Inc. has introduced automated 
storage management software for Hew- 
lett-Packard Co.’s HP 9000 systems run- 
ning HP/UX. 

The software includes Hierarchical 
Storage Management (HSM) software 





When you're recognized for doing a 
good job, you feel great. That’s exactly how 


we felt when LAN Times, LAN Magazine 
and UNIX Review gave top honors to 


“THEY SAIDIT’D BE HARD To IMPROVE UPON OUR AWARD\WINNING 
PC VERSION OF TCP/IP THat’s ALL WE NEEDED JO HEAR.” 


our last PC version of TCP/IP. Of course, 
we then went out and did what any self- 


respecting group of people would do. We 


improved it 


New PC/TCP® Version 2.2 is designed 


to be easier than ever to install. It has a 
menu-based, full screen configuration 
program and intuitive, on-line help. We 
improved its Windows functionality so 


DOS and Windows users can enjoy trans- 


parent network file system access, as 
well as sharing and transfer capabilities, 
whether they're in different buildings 
or countries. 

Of course, we've kept all its award- 
winning features, like coexistence with 
the popular network operating systems, 
from Novell® NetWare® and Microsoft® 
LAN Manager™to Banyan® VINES® And, 
it continues to be the most compat- 
ible and robust PC implementation 
available, featuring more programs, 
network utilities, LAN/WAN interface 
support, customization options, 
configuration tools, even a more 
experienced support staff 


So if you're locking to help your com- 


pany achieve maximum interoperability, 
call us at 1-800-282-4FTP, Ext.714. After 
all, when you're the leading player in TCP/| 
networking software for the PC, you don’ 
just follow standards. You create them. 


f¢ Software. Inc. 
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and optional Network (remote) Migra- 
tion. 

According to the Minneapolis compa- 
ny, the HSM software provides full-fea- 
tured network storage management 
with automatic file migration, high- 
speed backup and library management. 

Automatic file migration between a re- 
mote client and the HSM server is provid- 
ed by Network Migration. 

Prices for the HSM software start at 
$7,500. 

pNetStor 

(612) 890-5135 


Digital Communications Associates, 
Inc. has introduced Crosstalk for Macin- 
tosh, asynchronous communications 
software for the Macintosh environment. 

According to the Alpharetta, Ga., com- 
pany, Crosstalk for Macintosh offers a 
comprehensive set of terminal-emula- 
tion and file-transfer protocols. 

The product offers full support of Ap- 
ple Computer, Inc.’s Comm Toolbox stan- 
dard for connection, file transfer and ter- 
minal tools. It also provides cross- 
platform compatibility to ensure script, 
QuickPad and keyboard files, in addition 
toauser interface capability between en- 
vironments. 

The product also includes a built-in 
text editor. 

Crosstalk for Macintosh 2.0 costs $195. 

Digital Communications 

Associates 

(404) 442-4364 


MagicRAM, Inc. has introduced the Mer- 
eury Card, a voice/fax/modem card 
based on the PCMCIA 2.0 standard. 

The modem was designed to be used 
for notebook, palmtop and pen-based 
computers. 

The Mercury Card has the ability to in- 
tegrate voice with applications, provid- 
ing voice annotations of documents, 
voice electronic mail, multimedia pre- 
sentations, remote access of personal 
voice and fax messages, phone mail and 
fax-back. 

The product operates at speeds of up 
to 2,400 bit/seec. and can be used in 
PCMCIA Type II or Type III slots. 

To conserve the battery life of portable 
systems, the Mercury Card also has a 
sleep mode and wake-up feature. It is 
available with voice-enabling software 
that supports either Windows or DOS en- 
vironments. 

The Memory Card has an introductory 
price of $245. 

»MagicRAM 

(213) 413-9999 


ON-LINE 
508 879-4700 
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Introducing an incredible breakthrough in dial-up modem 

technology. A modem so fast it will exceed your expectations now 

and in the future. Introducing the OPTIMA” 288 V.FC™ + FAX. 
Instantly Compatible. The OPTIMA 288 incorporates the 


Four Times Faster Than 


V.Fast Class™ 28,800 bit/s technology developed by Hayes and 
Rockwell International. The same technology that’s being 
supported by more than 125 other 


high-speed performance. The 
OPTIMA 288 not only communicates 
with other V.Fast Class modems, it will work with future Hayes 
modems incorporating the ITU-T V.34 (V.Fast) standard. And, it 
communicates easily with your installed base of 14,400 and 9,600 
bit/s modems. 
Faster Than You Think. You might expect a 28,800 bit/s modem 


to transfer compressed data at 115,200 bit/s. With the enhanced 
technology of Hayes, you can expect twice that speed. OPTIMA 
288 supports port speeds up to 230,400 bit/s and transfers graphics 
‘ files at 200,000 bit/s. And, it’s considerably 
faster and less expensive than switched 56 
Kbit/s. Our OPTIMA 288 is especially 
powerful for remote connectivity to or 
\ from aLAN, remote control, transferring 
“large files, or multi-media. You could 
gy save as much as 75% on connect charges. 
¥ Plus, like all higher speed Hayes 
modems, our OPTIMA 288 provides the 
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a \i Go Online With Hayes BBS: call 800-84-2937 or 404-446-6336. ©1993 Hayes Microcomputer Products, Inc., P.O. Box 105203, Atlanta, GA 30348. Hayes, the Hayes icon, the Hayes logo and ESP are registered trademarks, and the Hayes ‘302 Escape Sequence Patent icon, Increasing 
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Smartmodem OPTIMA 28800 V.FC FAX 
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4 interruption. And Automatic Feature 
} Negotiation which handles line 
‘ @ speed, error-control and data 


compression for you. Plus fast, easy 
clarity and convenience of FAX at 14,400 bit/s. Smartcom™for Windows™ LE data 
Reliability You Can Count On. New technology doesn’t communications software, and 
mean new worries, especially when it’s backed with 15 years of Hayes Windows FAX software. a 
quality and service. Our thorough testing and proven features Add The Hayes’ ESP* Commmiiatiemndeniates for 
_______ make Hayes one of the most preferred Help prevent data loss and achieve speeds of 230,400 bit/s when 
40) modem brands. Asynchronous and using Windows or LAN based communications. 
synchronous communications in virtually For more information or 
any environment. Hayes AutoSync 2 for to find out about our Corporate iH a eS 
synchronous transmissions without Offer, call 800-HAYES-28 or y 
fe the use of an adapter card. The Hayes call 800-HAYES-FX and ask for ° 
= ae _ wm patented Improved Escape Sequence document 288. Increasing the Speed 
| Seeets 8H 8 | With Guard Time to help avoid data In Canada, call 800-665-1259. of Business; 


the Speed of Business, OPTIMA, and Smartcom are trademarks of Hayes Microcomputer Products, Inc. V.Fast Class and V.FC are trademarks of Rockwell International Corporation. Other trademarks mentioned are those of their respective companies. Estimated price is in U.S. dollars. 





Okay, you can stop holding your breath. The solution to your toughest networking problems is 
within reach. Peter Norton’s latest lifesaver is a complete set of integrated tools to rescue you 
from the reduced resources, budgets and timelines that are threatening to sink your network. 
\ With Norton Administrator for Networks youre able to distribute software, meter application 
a usage and inventory your entire network from one central location: namely, your desk. Even 
\ wi if you're managing an organization that’s comprised of different network operating systems. 
Right from the start, Norton Administrator will begin paying for 


. 
Peter Norton 
comes to the 


Mag 
Perotti Sy tk “NORTON 
network itself many times over in time savings alone. Of course, the reduced - 
aggravation, frustration, and wear and tear on your running shoes is pretty nice, too. ADMINI TOR 


“iy BR at. FOR NETWORKS 
Norton Administrator will return your investment within sixty days. Let us show you m 
how. Call 1-800-628-4777, ext. BG68. And get your hands on a lifesaver for your network. SYMANTEC, 


call 31-71-353111. Australia, call 61-2-879-6577. Canada, call 1-800-667-8661. Elsewhere outside U.S., call 408-252-357 
r Networks is a trademark of Symantec Corporation. ©1993 Symantec Corporation. All rights reserved 
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Experts urge more 
‘super’ in U.S. supers 


Government called to head project 


By Gary H. Anthes 


WASHINGTON 


A panel of experts from industry, government and academia 
has called on the federal government to spearhead develop- 
ment of a $50 million supercomputer able to work at 1 tril- 
lion floating-point operations per second (TFLOPS). 

The panel, which recently completed a study on high-per- 
formance computing for the National Science Foundation 
(NSF), recommended thai the NSF lead the initiative, aug- 
menting in some unspecified way an ongoing effort by the 
Advanced Research Projects Agency to develop a massively 
parallel TFLOPS computer by the mid-1990s. 

The effort would involve multiple government agencies 
and the private sector. Started in 1995 or 1996, it could pro- 
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| Industry sources predict that users will have access and 
tremendous power at greatly reduced prices within five 
years 


Rha ee 


> PROCESSORS AND MEMORY WILL HAVE IMPROVED IN 
PRICE AND PERFORMANCE BY A FACTOR OF FOUR. 


> BIGGEST SUPERCOMPUTERS wit cost $50 MILLION (iN 
1993 DOLLARS) AND WILL HAVE PEAK PERFORMANCE OF 
1 TFLOPS. 


ce $1 MILLION MINISUPERCOMPUTERS WILL PEAK AT 20 
GFLOPS. 


* $50,000 WORKSTATIONS WILL COMPUTE AT 1 GFLOPS. 


* HiGH-END PCs WILL COST $10,000 AND PERFORM AT 
200 MFLOPS. 


Source: National Science Foundation, Washington 








Road to automation bumpy 


By Johanna Ambrosio 





Too many products without a co- 
herent strategy behind them can 
almost do more harm than good 
when it comes time to automate 
the data center, many implemen- 
tors agree. 

Don Sesker, manager of strate- 
gic services at Disney Worldwide 
Services, Inc. in Lake Buena Vista, 
Fla., found this to be the case in his 
shop a couple of years back. 

“We had automation every- 
where. It was a real hodgepodge, 
out of control. We had all the tools 
we needed, but no one was respon- 
sible for it all,” he said. 

But then Sesker’s team took 
some time to look at the whole pro- 
cess and figure out what they were 
trying to accomplish. The result 
has been a companywide automa- 
tion initiative that does more than 
reduce data center head count and 
suppress the majority of console 
messages. Although these goals 
have certainly been reached, the 
real benefit has been improved 
service to end users by the compa- 
ny’s having a better handle on 
what is going on underneath the 
machine covers. 


No cohesive approach 

Unfortunately, as Disney and oth- 
er large companies have found, 
the path to providing better ser- 
vice through automation is often a 
bumpy road filled with fits and 
starts. Products are brought in 


willy-nilly to solve problems in var- 
ious parts of the information tech- 
nology organization, but groups 
may use the same product in dif- 
ferent ways or use the products to 
measure and control different as- 
pects of the problem. 

For example, the people who 
might tend to one MVS subsystem 
are a different group than those 
who are charged with looking after 


the CICS transaction 

processing monitor. 
These groups have not always 
communicated with one another, 
and it is possible they may use a 
different tool set to accomplish es- 
sentially the same job. 

Then, too, data centers have suf- 
fered from the shoemaker’s chil- 
dren syndrome. Although they 
work around computers, data cen- 
ter people have usually been the 
last to actually use computers to 
automate pieces of their jobs. Get- 
ting the funding, management 
commitment and resources in 
place to do this has not always 
been easy. 


Even when the automation pro- 
cess begins, it can be rocky. Most 
companies start with products to 
suppress the never-ending stream 
of messages that operators have 
to wade through to determine if 
anything is going wrong inside the 
mainframe. These products are 
generally justified to upper man- 
agement on the basis that if there 
are fewer messages to sort, fewer 
operators will be needed. 


One thing at a time 
Only when these products 
have met their targets are oth- 
er pieces of the automation 
pie then brought in — to auto- 
matically start jobs that must 
begin each day at the same 
time, for example. As these 
other tasks are attacked, 
there may be different people 
or different kinds of computers 
from when the automation project 
first began, and the willy-nilly mix 
of products begins in earnest. 

“We'd be a lot further alongif we 
had more help,” said the opera- 
tions manager at a Midwest health 
care facility. “If you’re not elimi- 
nating people or CPUs, it’s hard to 
get the commitment.” 

As large shops have proved, 
however, it is possible to organize 
an automation effort. The Tennes- 
see Valley Authority in Chattanoo- 
ga put together a cross-functional 
team of about 10 people after hav- 
ing already installed a homegrown 

Automation, page 84 
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SAP users turn to host version for transition 


By Jean 8. Bozman 


SAN DIEGO 


SAP America, Inc.’s R/3 packaged soft- 
ware applications for open systems are 
beginning to roll into corporate America, 
with 40 licenses installed since the prod- 
uct was introduced in North America last 
year. But users from several multibillion 
dollar U.S. firms at the Sapphire user 
group meeting here said they recently 
purchased the older, mainframe-based 
R/2 package to replace legacy software 
and are running only pilot projects on the 
Unix-based R/3. 

Some users said they are waiting for 
R/3 to gain more functionality and to be- 
come compara- 
bie in scope to 
the R/2 product 
suite. Use of the 
R/3 product is 
more wide- 
spread in Eu- 
rope, where 
SAP AG is 
based in Wall- 
dorf, Germany. 
There are 4,300 
copies of R/2 


SAP’s R/3 Release 2.1, 
with new 
manufacturing 
modules and 
enhanced support for 
client/server GUIs, will 
ship by year’s end. 


Ajoint development 
agreement with Sun worldwide and 
Microsystems 700 copies of 
Computer Corp.: R/3, SAP said. 
Support for Sun’s So far, only four 
SPARC-based North Ameri- 
hardware and Solaris can sites are 
operating system. running R/3 
code in produc- 
tion, the com- 
pany said. 

The R/3 Re- 
lease 2.1 appli- 
cations _ suite, 
with enhanced 
graphical user 
interface sup- 
port and new 
manufacturing 
and project-planning modules, is set to 
ship by year’s end (see box). But multi- 
national companies that need financial 
statements in several languages and 
currencies said they simply cannot wait 

Goodyear Tire & Rubber Co. assistant 


R/3 port to Microsoft 
Corp.’s Windows NT to 
ship in March 1994; 
SAP and Microsoft 
collaborate on OLE 
2.0-based client/server 
applications. 


install R/2 software on its mainframe 
“enterprise server” at headquarters and 
try R/3 for selected international appli- 
cations. 

“We're going to bring up a human re- 
sources module of SAP R/3 for decision- 
support in the international arena,” 
Spurgeon said. “It will help us better un- 


derstand how R/2 and R/3 coexist togeth- 
er.” R/3 will run on Digital Equipment 
Corp. Alpha machines on top of Oracle 
Corp. databases, he said. 

Convex Computer Corp. in Richard- 
son, Texas, is one of the production R/3 
sites. It is running “vanilla” SAP finan- 
cial packages without change on Hew- 








controller Joe Gilchrist said he is buying | 


R/2 as a replacement for aging main- 
frame applications to run the $11.7 bil- 
lion company and is planning to evaluate 
R/3 for later use. SAP said a coexistence 
and migration strategy is under way for 
R/2 and R/3. 

Generally, large SAP users report that 
their move to packaged applications is 
driven by a need to reduce information 
systems costs, replace aging mainframe 
systems and re-engineer outdated busi- 
ness processes at the same time. 

“We decided that we were going to 
have to change our legacy systems, some 
of which have been with us for 25 years,” 
said Jack Spurgeon, vice president and 
director of Systems and Computer Ser- 
vices division at $3.9 billion Eastman 
Chemical Co., an Eastman Kodak Co. 
spin-off in Kingsport, Tenn. The firm will 
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lett-Packard Co. Unix machines, said 
Doyle T. Baker, director of information 
resources. However, Baker said he is also 
using SAP’s Abap/4 tool kit to write code 
that links the SAP R/3 modules to legacy 

applications. 
Baker said Convex is running R/3 Re- 
Continued on page 79 
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Modular protection 


, The challenge: eliminate 
== the tough installation, 
tg— Jet burdensome service 

contracts, high lifecycle 

costs and threat of a 

single point failure that 
plague existing midrange UPSes. 

The solution: Go to pieces. Package 
premium power protection in an 
innovative 
modular 


Small 
footprint and 
¢ low weight (each 
module can be 
shipped overnight) 
means Matrix can 
be hot-swapped out 
by even untrained 
personnel without 
the cost or delays 
of a service call. 


Matrix UPS 


r the client/server WAN 


Matrix modularity means reliability 
In some midrange UPSes, a small 
internal failure can bring down the 
whole UPS, and your system with it. 
In contrast, the Matrix= “100% 
Uptime” design isolates any problems 
to their ‘block’ which can be diag- 
nosed and hot swapped-out while the 
protected system stays up and reliable. 
No downtime. No service delays. 
No unnecessary risk. The fact is, 
Matrix delivers plug-and-play 
reliability no other UPS can match. 


Matrix modularity means low 
lifecycle costs 

When you’re rightsizing to conserve 
cash, the last thing you need is a UPS 
that wastes it. Matrix modularity 
doubles expected battery life, saving 
you replacement costs, and operates at 
93% efficiency, so you save electricity 
and cooling costs as well. In fact, over 
a 5 year lifecycle, Matrix costs up to 
60% less than same-sized UPSes... 
savings you can’t afford to ignore. 


ISOLATION 


they went 


Provides unmatched power 


protection and full VA 
of multiple loads, even 
bypass. 


capacity 
while in 


Unlike older ferro-based 


wit 
power-factor correcte 


— Matrix is compatible 
servers which empioy 


power 


supplies. Standard 3-wire 208V 
input means no re-wiring 








See new Matrix UPS in action... 


Free Matrix Video! 


And/or a free 50-page Network Protection handbook! 


O Yes, I'm interested in a free video of 
Matrix UPS, modular protection for the client 
server WAN 


O No thanks to the video, but please 


send my free 50-page Power Protection handbook 


Phone/Fax 
UPS brand now used? 


# of servers on site? 





Company __ 


Address _ Zs 
ee oS 8 


a 
Phone 


I 


BUSINESS REPLY MAIL 


FIRST CLASS MAIL PERMIT NO. 36 WEST KINGSTON, Ri 


POSTAGE WILL BE PAID BY ADDRESSEE 


132 Fairgrounds Road 
P.O. Box 278 
West Kingston, RI 02892-9920 


WWvvveeDeDbosdeboseelelDaleslstasl erst daealstal 


NO POSTAGE 
NECESSARY IF 
MAILED IN THE 
UNITED STATES 





Large Systems 





lease 1.2 applications and that he al- 
ready has plans to put R/3 Release 2.0 on- 
line by year’s end. 

Chevron Corp., with $40 billion in an- 
nual sales, is one of the largest firms 
planning to move to R/3 on a corporate- 
wide basis. Chevron is launching a pilot 
program for Warren Petroleum, a $1.6 bil- 
lion subsidiary in Tulsa, Okla., that 
would run R/3 on HP 9000 Unix servers. 

If successful, the financial system will 
be duplicated across the corporation, ac- 


Need more 
runtime? Add 
SmartCells»in 
seconds with 
no need to take 
system down. 


Microprocessor- 
controlled, self- 
diagnosing, 
zero- 
maintenance 
SmartCells end 
expensive 
service 
contracts. 


cording to James E. Zell, project manag- 
er of Chevron’s Advanced Financial In- 
formation Systems group in San Ramon, 
Calif. 


Change means savings 

“Our goal is to save $25 million a year by 
changing the business process and in- 
stalling vendor-supplied software,” Zell 
said. All told, the project to replace Chev- 
ron’s 30-year-old financial applications 
may cost $80 million over five years. 





The $532 million SAP AG has about $59 
million in North American sales, and an- 
alysts said it is well-positioned in the 
open systems application software mar- 
ket because multinational firms may 
know about SAP AG from their European 
operations. 

“SAP’s connection to the chief finan- 
cial officer community gives it a bit of a 
lead,” said Tom Willmott, a vice presi- 
dent at Aberdeen Group in Boston. “But 
they’re struggling to get R/3 stabilized 
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automatic server shutdown 
(for NetWare, UNIX, NT, 
OS/400, VAX, Sun and 
more) protects data, lowers 
| LAN support costs 


and in production volumes.” 

Rival Oracle’s Financials applications 
suite generates about $180 million in rev- 
enue, including the use of Oracle consult- 
ing services, according to Gartner 
Group, Inc. analyst John Borelli. 

In contrast, SAP, which has a North 
American division with headquarters in 
Philadelphia, partners with consulting 
firms, including Coopers & Lybrand, An- 
dersen Consulting and Price Water- 
house. 

Still, SAP must compete with main- 
frame software mainstay Dun & Brad- 
street Software, which is revamping its 
products for open systems, and People- 
Soft, Inc., which last week announced 
new client/server-based financial appli- 
cations software. 








Galileo merger/ 
move complete 


By Ellis Booker 





Last month one of the world’s biggest 
databases, Gaiileo International’s com- 
puterized reservation system (CRS), 
moved electronically from a data center 
in Swindon, England, to Denver. 

The data transmission was the final 
leg in the consolidation of the Apollo and 
Gemini CRS systems. Last March, Covia 
Corp., the former United Air Lines unit 
in Rosemont, Ill., that developed United’s 
Apollo CRS, and UK-based Galileo, the 
CRS owned by a consortium of European 
carriers, agreed to merge to form Galileo 
International. 

Moving the data across the Atlantic in- 
volved six months of planning, two dress 
rehearsals and nearly 1,000 tapes’ worth 
of download data, according to Galileo, 
which issued a report on the event earli- 
er this month. 

In addition, the Galileo network, which 
supports about 28,000 travel agency ter- 
minals, was redirected to Denver from 
Swindon. The process took 41 hours. 

The 334G-byte database includes 2.25 
million passenger files. 


<ERRWMBiee monies Moo 
Matrix offers a control panel in four languages, plus 
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Line-interactive design with online inverter means high- 
reliability, low operating costs. The unit’s surge protection 

is backed by APC’s $25,000 ABSOLUTE Downstream 
Protection Policy which will repair/replace any equipment 
damaged by a surge while protected by Matrix (see details). | 
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American Power Conversion 


800-800-4APC DEPT.A8 


APC EUROPE (+33) 64625900 / ASIA/PACIFIC FAX: 401-789-1631 
L. AMERICA FAX: 401-789-9771 / Compuserve: GO APCSUPPORT 


June 12-15, 1994 
Scanticon Conference Center & Resort 
Suburban Denver, Colorado 


1-800-488-9204 


For more info or to be placed on the conference mailing list 
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HP addresses user migration to Unix 


Explores the option of porting Image to the HP 9000 


By Mark Halper 


PALOALTO,CALIF 





With stalwart Hewlett-Packard Co. cus- 
tomers taking a Unix path, it is not sur- 
prising that HP is deciding whether to 
portits proprietary Image/SQL database 
for the HP 3000 minicomputer to its Unix- 
based HP 9000. 

Giant HP 3000 shops such as Northern 
Telecom, Inc. and Minnesota 
Mining & Manufacturing, 
which operates 150 of the 
venerable HP 3000s, have de- 
clared a long-term goal of 
migrating to Unix, and there 
is no guarantee their migra- 
tion paths will keep them on 
an HP road. 

Users and analysts 
agreed that if HP were to of- 
fer these users the option of 
walking their database ap- 
plications from the HP 3000 
over to the HP 9000, HP would increase 
the chance of retaining them as custom- 
ers, provided the users do not plan to 
abandon the relatively hierarchical Im- 
age/SQL for a more relational engine. 

HP is circulating a survey that asks us- 
ers, among other questions, whether 
they would like to run Image on the HP 
9000 [CW, Sept. 27]. 

Holly Chapman, director of MIS at 
mail-order retailer The Hamilton Collec- 
tion Ltd. in Jacksonville, Fla., said that if 
she had had a Unix Image alternative 
three years ago, she may have decided to 
remain with HP rather than switch to a 


HP 3000. 


Step by step 

The Hamilton 
Collection’s Unix 
conversion has 
proceeded at a snail’s 
pace. Only one of three 
geographic divisions, 
Canada, is live on Unix, 
while the U.S. and 
Europe remain on the 


Sun Microsystems, Ine. platform for the 
company’s order-entry and marketing 
system. 

“By moving, we were basically throw- 
ing away 10 years’ worth of software,” 
Chapman said. “If there had been the op- 
tion, Il would’ve liked to have sold it to my 
boss.” 

As is the case with many Unix migra- 
tion decisions, Hamilton’s move to Unix 
was not decided by the in- 
formation systems shop, 
Chapman said. It was man- 
dated by a top Hamilton ex- 
ecutive who wanted the 
company to move toward 
open systems. 

Dave Wilde, information 
management program man- 
ager at HP, said HP is moni- 
toring the possibility that 
Image's lack of availability 
on the HP 9000 instigated 
some defections. It is too 
early to determine survey results, he not- 
ed. 


Understands the reasoning 

One large manufacturing company, like 
any prudent IS group moving to Unix, 
plans to shop the Unix market, according 
to one of the company’s database ana- 
lysts. 

In this case, Image is not in question 
because the company plans to move toa 
relational database. 

Nonetheless, the analyst saw the wis- 
dom of HP’s offering Image for the HP 
9000. 
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“There’s probably a number of people 
who would like to do that, but that would 
be more of a tactical move than a strate- 
gic one forthem,” he said. While the move 
would spare his shop the money and ef- 
fort of porting Image applications to the 
HP 9000, it would not provide the strate- 
gic client/server direction that his com- 
pany has deemed appropriate for its 
business future. 

Birket Foster, president of M. B. Foster 
Associates Ltd., a Chesterville, Ontario- 
based vendor of desktop integration 
tools, noted that offering Image for the 


HP 9000 would be a potential boon to HP. 

“The fastest way to make the transi- 
tion easy is to offer them Image on a dif- 
ferent box, so they don’t have to do acon- 
version,” he said. “Otherwise, they could 
end up on something else, like a Sun.” 

IVI Travel, Ine. in Northbrook, II1., is 
another longtime HP 3000 shop convert- 
ing much ofits operations to Unix. 

Manager of MIS operations Jerry Ko- 
pecky noted that he will not be waiting 
for Image on the HP 9000. IVI Travel is 
installing Informix for its Unix ma- 
chines, he said. 


The Belgian waffle 


ewlett-Packard may be equiv- 

ocating over whether to offer 

Image for the HP 9000, but if it 

decides to take porting action, 
it already has a development effort by 
a Willebroek, Belgium-based equity 
partner. 

Three years ago, Denkart NV, a ven- 
dor of tools for the HP 3000 and HP 
9000 that is 25% owned by HP, devel- 
oped aversion of HP 3000 Image for 
the HP 9000 with HP. 

But for reasons that sources said 
they believe have as much to do with 
political sensitivities as with HP’s and 
Denkart’s stated explanation — per- 
formance shortcomings — HP and 
Denkart decided not to market the 
product. 

Neither HP nor Denkart will con- 
firm it, but HP is believed to have 
shelved the product because of the 
maelstrom of discontent churning 
through the HP 3000 community at the 
time. 








HP 3000 users were revolting over 


signs that HP was abandoning the ma- 
chine and its MPE operatingsystem in 
favor of Unix; porting the machine’s 
database to the HP 9000 would have 
further fueled their anger, which has 
since diminished with subsequent HP 
3000 commitments from HP. 

Dave Wilde, information manage- 
ment program manager at HP, said 
that when Denkart developed the 
product, HP determined there was not 
ademand for it and that too much 
money and work wouid be required to 
bring performance up to acceptable 
levels. Among its shortcomings at the 
time, Image for the HP 9000 lacked a 
transaction manager, he said. 

Denkart general manager Guido 
Van Brempt estimated that it would 
take about three months of develop- 
ment to finish the product. The pro- 
cess would entail supporting many of 
the changes that HP has made to Im- 
age in the three years since Denkart 
stopped work on the project. 

— Mark Halper 








Unisys wins $81M pact 
Unisys Corp. will be handling the 
state of Florida’s Health-Care Ad- 
ministration’s Medicaid processing 
under an $81 million, 69-month con- 
tract. 


Wang hires imaging exec 
Wang Laboratories, Inc. hired An- 
dre Boisvert, a former IBM, Cognos 
Corp. and Synon, Inc. executive, as 
vice president of imaging and work- 
flow product marketing. 


Nasdaq trades mainframes 
The Nasdag Stock Market, Inc. is re- 
placing its Unisys mainframes with 
newer models. The exchange has 
signed a five-year, $25 million con- 
tract with Unisys for two 2200/900 sys- 
tems and services designed to sup- 


port the stock market’s 800 million- 
share daily trading volume. 

The mainframes, which will be in- 
stalled next year at Nasdaq’s primary 
data center in Trumbull, Conn., and 
its backup data center in Rockville, 
Md., will replace Unisys 1100/90 main- 
frames. They will be linked to one an- 
other over T1 connections. 


NCR support moves 

NCR Corp. has established a Custom- 
er Focused Business Model designed 
to provide specific customers with 
teams of NCR support staffers. As 
part of the model, NCR named Bill 
O’Shea, currently senior vice presi- 
dent of NCR’s Network and Integrated 
Systems unit, to senior vice president 
of worldwide marketing. Tom Mays, a 
senior vice president of the General . 
Purpose Products Group, has been 
appointed senior vice president of 
products and systems. 
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As the leader in client-server 
financial solutions, we weren't 
surprised that many of our 
customers selected SeQueL to 
Platinum’ as the best way to come 
off their mainframes. What 
may surprise you is that almost 
half of them used to be on 
Dun& Bradstreet software. 
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With SeQueL to Platinum, what you see is what you get. 
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solution that gives you all the 
power and security of mainframe 
programs, the technology of 
client-server, and the friendliness 
of Windows. Because it was 
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SYBASE SQL Server, it can give 
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ate access to all the Be 
financial information partner 
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discarded their old systems and 
turned to SeQueL. Just call us at 
1(800) 414-7878 for a demonstration. 


yes 


~ 


PLATINUM 


SOFTWARE CORPORATION 








Automation 
CONTINUED FROM PAGE 77 


message suppression system. 

The people came from technical ser- 
vices, production management and com- 
puter operations, among other various 
areas. 

The Church of Jesus Christ, Latter Day 
Saints in Salt Lake City has also expand- 
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ed its operations scope on the fly. A few 


months ago, a cross-functional team 
started going out into the business units 
to help end users use automation more 
effectively. The team helps end users 
identify and implement projects. 

“We've been doing automation for 
about seven years, from the production 
and operations sides,” said Russ Dun- 
ean, information utility consultant for 
the church. “Now we've broadened it to 
involve the users.” 








These cross-functional teams will be- 
come even more important in the future, 
users said. 

The next big frontier in operations, to 
become technologically possible within 
three years, is to manage operations by 
application instead of by the technical 
subsystems involved. 

In other words, the operations staff 
will look at a general ledger or a human 
resources system to find out how well it 
is functioning or to fix it if something 


goes awry. “We're moving to the ability 
to manage by application,” said James 
Spangler, computer operations manager 
at United Parcel Service, Inc. in Mahwah, 
N.J. “We need to take input from all kinds 
of different sources to find out how an 
end-user application is doing.” 

That will require the ability to tie to- 
gether operations products from differ- 
ent vendors, as well as the cross-training 
of data center technicians ineach others’ 
areas. 





Supercomputers 
CONTINUED FROM PAGE 77 


duce in two years a “nationally shared” 
supercomputer with a price tag of $50 
per TLOPS, plus a similar cost for devel- 
opment, the panel said. 

The machine would be used by federal 
agencies, universities and industry on a 
broad range of scientific applications. 

The report, “From Desktop to Tera- 
flop: Exploiting the U.S. Lead in High Per- 
formance Computing,” did not lay out a 
detailed blueprint for action. 

“The committee thinks of this as a vi- 
sion; implementation is an open ques- 
tion,” said Marye Anne Fox, a member of 
the NSF’s National Science Board, which 
commissioned the study. 

The report also did not address con- 
cerns raised several months ago in a re- 
port by the Congressional Budget Office. 

The budget office report said the gov- 
ernment’s high-performance computing 
and communications program — in 
which the NSF is a key player — is focus- 
ing too much on supercomputer technol- 
ogy and has overly optimistic hopes 
for massively parallel computers [CW, 
July 12]. 

A footnote in the report said some 
members of the panel dissented from the 
TFLOPS computer plan, revealing they 
“have reservations about the urgency of 
the recommendation, are pessimistic 
about the likelihood of realizing the 
[planned] effective performance in appli- 
cations or are concerned about the pos- 
sible opportunity cost to NSF of such a 
large project.” 


Some new ideas 

The panel also recommended that the 
NSF do the following: 

¢Take the lead, under White House direc- 
tion and in cooperation with other agen- 
cies, to expand access to high-perfor- 
mance computing by all sectors of the 
country. 

*Double its current level of annual in- 
vestment — $22 million in workstations 
— for its 20,000 funded researchers. 

* Boost funding for experimental parallel 
processing technologies such as distrib- 
uted file systems and message-passing 
operating systems needed to harness af- 
ter-hours idle capacity in arrays of PCs 
and worksiations. 

* Devote increased effort to systems soft- 
ware, algorithms, models and computa- 
tional strategies to wring better real per- 
formance from high-performance com- 
puters, especially parallel systems. 
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“Now, tell me 
about client 





Sybase, Inc. has announced SQL Moni- 
tor Release 10, a software tool designed 
for distributed client/server database 
performance monitoring and tuning. 
According to the Emeryville, Calif., 
company, SQL Monitor gives companies 
mainframelike control over the system 
performance of their SQL Server-based 
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distributed database environments. 

SQL Monitor consists of SQL Monitor 
Server, which accesses SQL Server 
shared memory as a background task to 
capture SQL Server performance statis- 
ties; and SQL Monitor Client, which con- 
nects to the SQL Monitor Server and dis- 
plays performance data via a graphical 
user interface. 

SQL Monitor Server prices start at 
$2,580 for an unlimited-user Unix system 
license. SQL Monitor Client starts at $595 





for a single-user Windows 3.1 license 
and at $1,880 for a single-user Unix sys- 
tem license 

> Sybase 

(510) 596-3500 





Sterling Software, Inc. has introduced 
Sams:Automate Release 3.1, an IBM MVS 
storage management automation and re- 
porting tool. 

According to the Dallas company, the 
product delivers on-line, real-time space 





again your fears 


FEAR OF THE UNKNOWN. IT’S 
COMMON IN THE MOVEMENT 
FROM MAINFRAME TO DESKTOPS 
As the pressure of downsizing mounts, 
many CIOs are asking questions like: 
How do I justify the investment? How 
can I be assured of a smooth imple- 
mentation? How do I get the most out 
of my system once installation is com- 
plete? And, how do I calculate the 
performance ratios of major client/ 
server packages? If these questions 
look familiar, you are probably look- 
ing for a source for answers. Unbiased 

answers. 


BEWARE. . . INCOMPLETE SOLUTIONS 


Many organizations are turning to a 
mixture of editorials, vendor-led sem- 
inars, newsletters and other biased 
vendor information for the critical 
knowledge on which to base far-reach- 
ing decisions. 


NETG—THE WAY TO 

EASE YOUR FEARS 
The NETG mission is to provide IT 
professionals with the unbiased knowl- 
edge required to keep up with today’s 
accelerating pace of change. Expo- 
sure to our professional training can 
dramatically increase your chances of 
success. Courses range from hands-on, 
skills-based training, to courses which 
build awareness or provide a theoreti- 
cal understanding of current business 
developments. 


training.’ 


NETG—PROVIDING TRAINING 
SOLUTIONS FOR OVER 25 YEARS 
As the world’s largest resource for 
training and education, we're dedi- 
cated to remaining on the cutting edge 
of client/server training. Recent key 
business partnerships and co-develop- 
ment agreements with leading indus- 
try experts have significantly increased 

the variety of solutions we offer. 

We have training for the most 
sought-after technologies. Our courses 
are there when you need them, can be 
designed to fit specific needs, and will 
increase your productivity. 
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+ Evaluating Readiness for C/S 
* Rightsizing: Systems 

Management in Client/Server 
* Cooperative Processing Principles 
* GUI—Designing the User Interface 


FOR THE ANSWERS, JUST ASK 
NETG is your largest single source for 
education and training. For more infor- 
mation on client/server computing 
please mail the attached card, call for 
our ANSWERS brochure at 
1-800-526-0452, or write: National 
Education Training Group, Inc., Attn: 
Marketing Dept., 1751 West Diehl 
Road, Naperville, IL 60563-9099. 


Call 1-800-526-0452 
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utilization information that is used to 
automate routine critical storage man- 
agement functions. 

This version also includes a job sub- 
mission service to allow ad hoc job cre- 
ation, which enables users to manually 
submit a job while on-line without having 
to leave Sams:Automate. 

Release 3.1 monitors the storage envi- 
ronment by selecting, viewing, filtering 
and sorting messages that are written to 
a storage message log. 

Pricing begins at $24,290 for Group 30 
processors. 

> Sterling Software 

214) 891-8300 





Information Builders, Inc. has intro- 


| duced Focus Report Writer and Focus In- 


terface for SAP on IBM’s MVS platform. 
According to the New York company, 
Focus is a complete application develop- 


| ment and decision support tool that in- 
| cludes business graphics, statistics and 
| comprehensive 
| automatic 


reporting along with 

facilities for producing 

screens, logic and database designs. 
The product offers a scalable database 


| server and portability across main- 
| frame, midrange and microcomputer en- 
| vironments with transparent data ac- 
| cess. Focus can create applications 


ranging from simple reports to large- 
scale production information manage- 


ment systems. 


The Focus Report Writer package is 
priced from $47,000 to $102,000. Prices 
for Focus Interface for SAP range from 
$25,000 to $52,500. 

> Information Builders 

(212) 736-4433 





Software 2000, Inc. has introduced Re- 
| lease 7.3 of its Human Resources 2000 

(HR2000), business management soft- 
| ware. 


According to the Hyannis, Mass., com- 
pany, HR2000 is an integrated set of ap- 
plications for managing all aspects of 
acompany’s human resources function. 

Designed for IBM’s AS/400, the series 
consists of Personnel 2000, Payroll 2000, 
Flexible Benefits 2000, Defined Contribu- 
tions 2000 and Industrial Health 2000. 
Enhancements in Release 7.3 include bi- 
directional intercompany transfers, en- 
hanced shift processing, a purge appli- 
cant data function, data-sensitive trans- 
actions within benefits administration 
and a tax operations module. 

Prices for the HR2000 series range 
from $50,000 to $150,000. 

> Software 2000 

(508) 778-2000 
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opment. Without compromise. own, built-in, WATCOM SQL database and the tools to develop robust 

And with the introduction of PowerBuilder 3.0, now form-based personal client/server applications — without 
it’s even better. More powerful. More graphical. ee ; programming. 

More open. A glance above will give you some ise Series PowerBuilder, PowerViewer, PowerMaker. Each one, 
Ah Lh 


idea of what we're talking about. the best in its class. Together, in a class by themselves. 
And there's more. PowerBuilder’s success has The Powersoft Enterprise Series. 


spawned a whole new suite of products that span the enter- 
prise from IS to end users. Called the Powersoft Enterprise . 
Series, it gives you best-of-breed tools that share Powersoft’s : 5 ecial 

Common Object Technology — thus enabling enterprise-wide : Introductory 


collaborative development. This represents the first and only PowerBuilder = Prices 
true Enterprise Development Architecture, letting IS use - 


object technology to empower end users, for an “object- _ [occu an aa 
empowered” enterprise. slevenitadebe 


PowerBuilder drives the model, letting IS create and 


manage the use of powerful shared objects — forms, queries, @#=<==ss=== Powersoft 


| new kind of power for a new kind of computing 


ni. 70 Blanchard Road, Burlington, MA 01803 Powersoft Europe, Thames House, | Bell Street, Maidenhead. Berkshire, SL6 1BL United Kingdom 
with Government Miero Resources. GS \# GSOOK-93-\GS-6351 All trademarks and registered trademarks are property of their respective owners. 
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4GL bridges Unix, Windows 


Informix users cite language’s flexibility 


By Kim S. Nash 


Informix Software, Inc. in Menlo 
Park, Calif., recently shipped a 
Windows version of its fourth-gen- 
eration language designed to con- 
vert character-based Unix appli- 
cations to Windows 
and build single ver- 
sions of new applica- 
tions that can be de- 
ployed on _ either 
Windows or Unix sys- 
tems. 

That kind of flexi- 
bility pleased two ear- 
ly users, but they not- 
ed that they would 
like Informix develop- 
ment tools and data- 
bases even more ifthe 
tools worked with 
products from other 
vendors. 

“We'd have more 
freedom,” said Terry 
Walker, senior programmer ana- 
lyst at Siemens Energy and Auto- 
mation in Raleigh, N.C. The ability 
to interchange Informix-made and 
third-party tools “might lower our 


Tools 
LBMS promises 
effective control 


By Melinda-Carol Ballou 


Targeting developers who seek to 
set up consistent development 
practices across client/server en- 
vironments, LBMS, Inc. recently 
announced Process Engineer (PE) 
Version 2.0. 

Houston-based LBMS is a pro- 
vider of Windows-based client/ 
server computer-aided software 
engineering (CASE) and process 


Process Engineer 


The next step 


After adding Windows 
support to 
Informix-4GL, the next 
step forthe company is 
object-oriented 
technology. 
Informix-4GL++, as the 
follow-on is 
code-named, should 
arrive late next year or 
in early 1995, 
according toa 
spokeswoman. 


costs — who knows?” Walker said. 
“For now, though, we cannot look 
into that option.” 


Nota team player 

To be sure, users of other data- 
bases and tools, including prod- 
ucts from Oracle 
Corp. and The ASK 
Group, Ine., have 
voiced concerns over 
the same matter: 
Database engines 
and development util- 
ities work well with 
sister products but 
not with those from ri- 
val firms. 

Informix is expect- 
ed to break off its de- 
velopment tools, add- 
ing support for other 
databases sometime 
next year, according 
to one user. Nancy Li, 
an Informix product 
manager, declined to comment. 

Here and now, however, Infor- 
mix-4GL for Windows has saved 
early users time and money that 
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management tools. PE 2.0 is a cus- 
tomizable environment for defin- 
ing, deploying, measuring and im- 
proving the application 
development process. It now offers 
full Windows support. 

Current LBMS users briefed on 
the new version talked about the 
importance of such tools, both for 
traditional development and in 
client/server environments. 

“Without a tool [like this] you 
don’t have consistency in the de- 
velopment process,” said Sharon 
Cross, a project manager at Bos- 
ton Edison Co. “If project manag- 
ers are trying to keep track of 


ClienServer WBS Diagram 


PE 2.07%s 
acusto- 
mizable 
environ- 
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CASE takes its place in 
client/server universe 


By Melinda-Carol Ballou 


=Computer-aided software engineering 
(CASE) is overcoming a bad reputation and is 
beginning to take its place in the brave new 
world of client/server computing, according to 
some users and analysts who attended a 
CASE and Objex World Conference last month. 


Several of these users and analysts stated 
that a steep learning curve and exaggerated 
expectations of the advantages of using CASE 
tools have led to disappointment and problems 
in the past. But they also said that CASE tools 
are required to act as a compass through the 
morass of client/server and distributed appli- 
cation development. 

“The first generation of CASE tools had prob- 
lems. It was difficult to use and based on a main- 
frame model of computing,” said Judith Hur- 
witz, president of Hurwitz Consulting inWater- 
town, Mass. “The folks that stuck with the good 
early tools and took the time to really learn and 
use them got some real value, but there are no 
magic bullets, and CASE is no exception.” 


New life for CASE 

However, the new face of CASE — with graphi- 
cal user interfaces to make tools easier to use 
— and the need to move beyond lower-end cli- 
ent/server tools to take infrastructure and de- 
sign into account are giving “life to the whole 
CASE industry,” Hurwitz said. 

While lower-end client/server tools such as 
Gupta Corp.’s SQL Windows, Powersoft Corp.’s 
PowerBuilder and Microsoft Corp.’s Visual Ba- 
sic offer good back-end code generation and 
construction, they lack automated front-end 
analysis and design support, said Gerald Ben- 
nett, a senior information systems analyst at 
Carolina Power and Light Co. in Raleigh, N.C. 

Even though Bennett spent much of his time 
at the show learning about client/server, object- 
oriented and business process re-engineering 
issues rather than attending CASE-related ses- 
sions, he said CASE will play a key part in his 
group’s move to client/server. 

“I see CASE tools playing a role [in this area] 
but not as big a role as they were originally 
billed as playing,” he said. “You need to have 
the front-end framework for developing larger 
[client/server] systems, and the CASE tools will 
provide that.” 

He said his organization is just kicking off its 
client/server production effort and is moving 
out of pilot mode. CASE tools will play a key role 
in that transition, he said. 

The need for CASE in client/server environ- 
ments will be even greater than the need for 
CASE for centralized, mainframe application 
development, according to several analysts. 

“Once you move out of the glass house, there 
are greater levels of complexity,” said Ed Acly, 
an analyst at International Data Corp. (IDC), a 
Framingham, Mass., consulting firm. “Only the 
very naive would think that CASE is dead.” 

He said research indicates IDC customers 


plan to continue to adopt CASE, but they want 
the tools to move outside the traditional data 
center to handle client/server and distributed 
systems. And multiple vendors have begun to 
do just that [CW, Oct. 18]. 

“Client/server helped bring [the need for 
CASE] to light,” said David Sharon, president 
of CASE Associates, Inc., a consulting firm in 
Oregon City, Ore. “Moving applications off the 
mainframe is the function of tools that lets you 
do redevelopment and also of tools that let you 
control and synchronize what you’re doing 
with legacy systems,” he said. 

He said ““CASE-bashing” resulted from both 
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frustrated user expectations and a narrow per- 
spective about the definition of CASE, limiting 
it to design analysis, requirements analysis 
and code generation. The real surge for CASE 
will be in the areas of configuration control, 
process management and synchronization of 
development activities, he said (see chart 
above). 

Users are still deciding. A development 
group at Federal Express Corp. in Memphis is 
trying to determine the future use for CASE 
tools. Like Bennett, Ken Preslar, a technical ad- 
viser at Fedex, spent little time at the Objex 
CASE sessions. He said his group will probably 
continue to use CASE tools, but exactly how 
and whether they will fit into client/server de- 
velopment have yet to be fully determined. 

“I certainly appreciate what CASE tools offer 
tous [currently] and what they potentially offer 
us,” he said. “I’m anxious for the time when the 
tools are a little more stabilized. We came into 
using CASE tools with high expectations, and 
so far I have found the tools coming up short of 
what we expected. I’m not sure that it’s because 
the tools are failures, but [rather] that our ex- 
pectations are too high. 
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they might otherwise have spent writing 
new applications. For example, the Flor- 
ida Association of Court Clerks wants to 


Where rivals 
stand 


*ASK’s Ingres SQL 
Windows product runs 
under graphical Unix 
and Windows 
environments with no 
support for 
character-based 
applications. 
*Sybase, Inc. does not 
offer a Windows- 
based 4GL, and Oracle 
sells Unix and 
Windows generation 
products separately. 
©Powersoft Corp.’s 
PowerBuilder and 
Gupta Corp.’s 


expand a child- 
support system 
from a Unix 
character- 

based mode to 
run on PCs with 
a Windows 
graphical user 
interface. 

The associa- 
tion brought in 
Unisys Corp. to 
help with the 
transition and 
build new fea- 
tures into the 
system. The 
first part of the 
process — port- 


ing the existing | 


application to 
Windows — is 


SQLWindows run only done, said Alain 
in Windows setups. Wampouille, a 
They do not support Unisys senior 
Unix. programmer 
analyst. 


Briefs 


Uniface rolls out bridges 
Fourth-generation language ven- 
dor Uniface Corp. recently intro- 
duced its second generation of 
computer-aided software engi- 
neering (CASE) integration with 
the availability of Uniface CASE 
Enablement Packs that bundle a 
new Uniface Model Synchronizer 
with CASE bridges to 16 leading 
CASE tools. The synchronizer of- 
fers developers integration be- 
tween the design and construction 
phases of application develop- 
ment. Also bundled with the packs 
is CASE Interface Guidelines, a 
document that details develop- 
ment of the bridge and modifica- 
tion procedures. 


Debugger buyout 

AIB Software Corp., a developer 
of productivity tools, has acquired 
Virtual Technologies, Inc., a pur- 
veyor of Unix software and the 
Sentinel debugging environment. 


Protools integration 
AT&T/NCR Corp. and Protools, 
Inc. announced an agreement to 
integrate Protools’ advanced sta- 
tistical data collection and expert- 
systems troubleshooting capabili- 
ties with the NCR StarSentry 
enterprise management platform. 
The integrated release is sched- 
uled for the second quarter of 1994. 
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4GL bridges Unix, Windows 


“Part of the reason we wanted to beta 
[test] Informix’s Windows product is to 
get a jump on this stage of the project,” 
Wampouille said. Code recompiling and 
rewriting is unnecessary, he explained. 
“You load the Informix tool and then run 
the application on the target platform. It 
takes minutes.” 

Walker said he does not expect a two- 


Time and Piace/2 is a trademark 
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minute job, mainly because he has sev- 
eral large applications to migrate, in- 
cluding sales, marketing and engineer- 
ing systems. By mid-1994, much of the 
transition to Windows from character- 
and Motif-based Unix programs should 
be complete, Walker said. 

“That time period probably won’t be 
an Informix consideration but [may re- 
sult from] running into capacity limits of 
Windows 3.1,” he added. 

Informix-4GL for Windows is priced at 


$1,995 for a development version and 
$300 for aruntime edition. Amongits new 
features are the following: 

°A graphical form painter to let users 
create and edit fields in predefined forms 
via drag-and-drop methods. 

*A graphical interactive debugger to let 
users run code and debug existing code 
in separate windows at the same time. 
*Context-sensitive on-line help facilities 
for Informix tools through pop-up Win- 
dows and pull-down menus. 


of International Business Machines Corporation. Lotus Notes is a registered trademark 


cc:Mail Inc., a wholly-owned subsidiary of Lotus Development Corporation. ©1993 IBM Corp. 
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LBMS promises effective control 
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things with a method, a bunch of books 
and a pencil and paper, it just doesn’t 
happen as efficiently. Automating the 
process makes it easier to gain compli- 
ance. We don’t hit [developers] over the 
head with a hammer, but [PE] reminds 
them of what they are supposed to do.” 


Cross said her group was looking for- 
ward to this release to support the roll- 
out of standard methodology processes 
for client/server development at Boston 
Edison. Particularly useful with the new 
version are its iterative prototyping and 
easy-to-use visual project planner, intel- 
ligent resource assigner, estimator and 
scheduler interface, she said. 


Iterative development lets users cre- 
ate chunks of an application, ship out 
those portions to users, get reviews back 
and then revise the code, as opposed to 
coming out with an entire huge project, 
she explained. 


Popular new features 

According to Phil Fason, a senior manag- 
er at Holiday Inns Worldwide in Atlanta, 
the new version’s ease of use and more 
effective process management are im- 





ANYONE CAN SELL YOU THE 
PIECES. WE'LL MAKE IT FLY. 


A piece here, a piece there. All too often, 
that’s how company-wide software integration 
arrives. With no instructions, no help and no 
clear idea of what the thing should look like 
when it’s done. 

You need a plan, and IBM can help. 
With client/server software that will help you 
rightsize, streamline and transform your 
company as quickly or as gradually as you 
need. With LAN workgroup products that 
bring your people together, like IBM Time 
and Place/2™ and Lotus Notes” and cc:Mail.™ 
With software like our new connectivity pro- 
grams that can unite your LAN and host users. 
And we provide the consulting, training and 
services to make sure everything works as well 
as you hope. LAN to LAN or host to LAN, 
nobody puts the pieces together like IBM. 

Want to automate your sales force? Im- 
prove your customer service? Speed your 
product development? There’s never been a 
better time to call 1 800 IBM-CALL, dept. 
142, for more information on our client/server 
workgroup solutions. We'll show you where all 
the pieces go. And then stay around and help 


you get it off the ground. 


SOFTWARE FOR BUSINESS INTEGRATION 


portant features. 

“We get feedback from managers us- 
ing similar processes, then go and make 
the changes once. This lowers the work 
load and also lets us measure and man- 
age the process,” he said. “Before, every- 
one just did their own thing.” 

PE 2.0 offers a suite of LAN-based 
tools: Process Engineer, PE/Process Li- 
brary and PE/Process Manager. 

Process Engineer targets project man- 
agers and lets them rapidly build project 
plans from methodology templates; de- 
fine and store information on progress, 
deliverables, 
roles and re- 
sources; apply Solid base 
multiple esti- Zee 
mate models; LBMS has an installed 
and create re- base of about 25,000 
ports and bidi- users and generates 
rectional inter- roughly $40 million in 
faces toarange revenue. 
of project 
scheduling 
tools. Process Engineer can also invoke 
other development tools, such as LBMS 
PE 5.0. 


Library of methodologies 
The PE/Process Library is a LAN-based 
repository that offers automated access 
to development methodologies, LBMS of- 
ficials said. With this version, the library 
offers customizable process templates; 
reusable process components or ker- 
nels; and hypertext access to all method- 
ology reference manuals. It also includes 
configurable metrics models to estimate 
and measure the development process. 
PE/Process Manager, a maintenance 


| tool for PE/Process Library, lets develop- 


ers define, plan, control, measure and 
improve the software development pro- 
cess, they said. 

Another early user of the project said 
that his group is able to coordi- 
nate processes across multiple projects 
with PE. 

“The tools are important because they 
allow the rapid assembly of custom pro- 
ject templates to provide consistency,” 
said Glenn Shimamoto, a vice president 
at Bankers Trust Co., a New York bank- 
ing and investment firm, about PE 2.0. 
“We need to do rapid client/server devel- 
opment all the way through traditional 
development. PE allows you to service 
a variety of different processes across 
projects.” 

Process Engineer 2.0 is shipping now 
for $2,500 per client. PE/Process Manag- 
er costs $2,500 per client, and PE/Process 
Library costs $35,000 per server. 








HOW TO 
SELL USED 
EQUIPMENT. 


Advertise in Computerworld’s 
Classifieds. They work. 


800-343-6474 


x744 
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Ine they're 
applications 


Enrico Caruso Etta James 





With the new LE 
for Client/Server 


As revolutionary for 
information systems 
as notes were for music. 


they wouldnt have to 
Just sing solo. 


The results 
you need, 
} 


when you need 


A quick 
learner. 


The new IEF for Client/Server is as revolu- 
tionary for information systems as notes 
were for music. Just as sheet music provided 
Caruso with the same notes that are sung 
by Etta James, this new integrated develop- 
ment tool provides the structure necessary 
for different client/server applications to 
work in harmony. 

Whether your needs are for small, 
rapidly-built departmental systems or 
enterprise-wide solutions, your applica- 
tions are integrated within the overall 
application architecture thanks to the IEF 
for Client/Server. 

The IEF for Client/Server can develop 
applications very quickly — within weeks — 
and with unsurpassed functionality. And 
thanks to its flexibility and reusable design, 
each new client/server system can be devel- 
oped faster than the previous one. So you 
can improve productivity at a faster tempo. 

The IEF for Client/Server eliminates 
the need for training on different languages 
and 4GLs, databases and communication 
protocols. Because you design, construct 
and maintain at a business model level. 

The IEF for Client/Server allows in a 
single specification the flexibility to gener- 
ate complete applications for a variety of 

E X I 


END 
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execution and database platforms. Which 
means you can go horizontally, vertically 
or cross-enterprise on systems such as 
Microsoft? HP.™ IBM? Sun™ Sequent™ 
Tandem? Digital™ NCR™ Siemens-Nixdorf, 
Oracle® Informix® and Sybase™ All without 
missing a beat. 

IEF-generated applications can be 
changed quickly and easily because modifi- 
cations are made to business models, not 
code. So as technology changes, you can 
take advantage of the most efficient plat- 
forms, operating systems and protocols 
without having to worry that your system 
will be obsolete. 

This enables your company to realize 
continuous process improvement in a dis- 
tributed computing environment. One where 
user needs can be met through individual 
support systems, departmental systems 
and enterprise-wide systems. And where 
many different users can work in concert. 

Thus improving productivity, flexibility 
and your company’s competitive position. 
In short, extending your reach. 

For more detailed information, call 
1-800-336-5236, extension 1427 today. 

And discover why so many companies 
are singing our praises. 

OU R ACH 
I N“ 


E 
oO 


vy TEXAS 
INSTRUMENTS 


IEF and “Extending Your Reach With Integration” are trademarks of Texas Instruments. Microsoft is a registered trademark of Microsoft Corp. HP is a trademark of Hewlett-Packard Co. IBM is a registered trademark of International Business Machines Corp. Sun is a 
trademark of Sun Microsystems, Inc. NCR is a trademark of NCR Corp. Sequent is a trademark of Sequent Computer Systems, Inc. Tandem is a registered trademark of Tandem Computers, Inc. Digital is a trademark of Digital Equipment Corp. Oracle is a registered 


trademark of Oracle Corp. Informix is a registered trademark of Informix, Software, Inc. Sybase is a trademark of Sybase, Inc. ©1993 TI. Caruso/THE BETTMANN ARCHIVE. Etta James courtesy of De Leon Artists. 
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» SYSTEM FOR INFORMATION DELIVERY THE SAS° 


THE SAS® SYSTEM FOR INFORMATION DELIVERY 


CLIENT 


YOU’VE GOT THE SAS° SYSTEM 
ON YOUR SIDE 


Getting information you need to do your 
job shouldn't be a job in itself. Client/server 
computing can help. 

But what if the data is not relational? Or 
you need to combine data from many 
sources? Or moving large volumes of data 
across your overtaxed network is unaccept- 
able? That’s where the SAS System provides 
the most complete client/server solution. 

With the world’s leading information 
delivery system, enterprise data—regardless 
of source or structure—becomes a general- 
ized and available resource on your desktop. 
And when it’s impractical to move data to 
your application, the SAS System lets you 
move your application (or parts of it) to the 
data. You can then turn that data into useful 
information using the #1 multiplatform 
choice for decision support/EIS. 


BRINGING IT ALL TOGETHER 
IS WHAT SETS US APART 


Give us a Call today for your free guide, 
Client/Server and Beyond, and \earn how the 
SAS System brings it all together for you. 
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Object-oriented languages 


Visual language gains 
ground with programmers 


By Andrew Safer 
A visual programming language devel- 
oped by Prograph International, Inc. is 
making inroads into corporate MIS de- 
partments. Companies that have built 
Apple Computer, Inc. Macintosh-based 
applications using Prograph 2.5 include 
The World Bank, J. P. Morgan & Co., Mont- 
gomery Securities, Wisconsin Power & 
Light Co. and Emerson Motors. 

As with other object-oriented lan- 
guages, Prograph defines objects and 
methods by means of icons instead of 
text, eliminating the need for C, Pascal or 
any other textual language. Each major 
category of operation is assigned a 
unique pictogram, or icon. By connecting 
them, the programmer creates the code 
as a diagram of icons. 


Popularity on the rise 

At the Halifax, Nova Scotia company’s 
first annual Prographer’s Conference re- 
cently, Kurt Schmucker, a department 
manager in Apple’s Human Interface 
group, said, “I think Prograph is current- 
ly on some sort of cusp. On the other side 
of that cusp, it will be a very mainstream 
player in the generation of the standard 
double-clickable, document-centered 
tight applications you see 
on the Macintosh.” 

At Wisconsin Power & 
Light, the MIS department 
spent more than $1 million 
to make engineering mod- 
els of distribution circuits 
by customizing an auto- 
mated mapping system. 
The models help the utility 
optimize its 17,000 miles 
of circuits. Engineering computer ana- 
lyst Eric Knapp estimates this could save 
in excess of $20 million annually. But the 
project was scrapped after 15 months in 
development. 

Knapp, who had been on the team, 
moved from MIS to the engineering de- 
partment in order to build the applica- 
tion in Prograph while he worked closely 
with the distribution engineers. It took 
six months to create the first engineer- 
ing model, and four distribution engi- 
neers have been beta testing the applica- 
tion since August. 

“They're able to look at data for a 
square mile section alot easier than they 
can on the text-based mainframe sys- 
tem. They can know a lot more, a lot 
quicker,” Knapp said. 

Knapp credits Prograph for the suc- 
cess, saying the visual language lends it- 
self to graphical display and it is well- 
suited to the corporate environment, 
where applications must be developed 
within six-month time frames. “We now 
have the tools corporate developers can 
use to write real applications in-house in 
a reasonable time frame,” he said. 

Philip Claringbull, MIS director at 
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Montgomery Securities in San Francis- 
co, selected Prograph to automate the 
process by which brokers enter orders 
and forward them to the trading floor for 
execution. At Montgomery, an IBM 
AS/400 runs the trading floor and 100 
Macintoshes provide the interface. 

“Since we have Macs sitting on the 
desks, the requirement was to make it a 
more graphical interface, so that it would 
look like a ticket. The whole idea was to 
make it as seamless and natural as pos- 
sible,” he said. 

Claringbull said the application was 
developed in-house in two months, using 
the LU6.2 Advanced Program-to-Pro- 
gram Communications interface be- 
tween the client and the AS/400. His pro- 
grammers had not previously written 
applications on the Macintosh, and Cla- 
ringbull estimated that it would have tak- 
en significantly longer had they pro- 
grammed in C or C++ language. 

The application went through beta 
testing in October and is scheduled to go 
live this month. 

J. P. Morgan used Prograph to develop 
a component of a precious metals op- 
tions trading system, and the World Bank 
used Prograph to build a fuzzy-logic mar- 
ket analyzer. Both applications have 
been completed but they 
are not yet in use. 

Paul Harmon, editor of 
the “Object-Oriented Strat- 
egies Newsletter’ in Bos- 
ton, said of Prograph, “It’s 
well put together, the inter- 
face works well, and it does 


terms of generating code.” 

Some aspects of Pro- 

graph are user-unfriendly, Harmon 

warned: “The data flow models are al- 

most as intimidating as learning how to 
write Cobol.” 


Macintosh and more 

ilarmon said Prograph International 
needs to grow beyond the Macintosh 
platform and support more standardized 
languages. He said the company will also 
have to change Prograph’s notation 
structure when a standard object-orient- 
ed methodology emerges. 

The company began shipping its new 
release of Prograph, CPX, on Oct. 15. 
Mark Szpakowski, Prograph Interna- 
tional’s manager of human interface, 
said CPX is more powerful and consider- 
ably faster than 2.5. He said the class li- 
brary is comparable to MacApp, and that 
a multifile project environment makes it 
easier for a small team of programmers 
to work together. 

The company said it is developing ver- 
sions for Microsoft Corp.’s Windows NT 
and Win32s, the PowerPC and Unix for 
release in 1994. 


Safer is a writer in Halifax, Nova Scotia. 
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Magic Software Enterprises has intro- 
auced MagicFrame, a product that en- 
ables users to directly access mainframe 
applications in a transparent process as 
if they resided locally. 

According to the Irvine, Calif., compa- 
ny, MagicFrame consists of a 3270 termi- 
nal emulation program integrated with 
Magic, the firm’s rapid application devel- 
opment system. 

The combination provides direct com- 
munication between PCs and the main- 
frame, regardless of the database man- 
agement system, mainframe operating 
system or transaction system. 

The product automatically and trans- 
parently updates mainframe data 
on-line. 

Programming is not required. Magic- 
Frame is available for Magic Versions 
5.02 and 5.5. 

Pricing starts at $1,800 per user for de- 
velopment and $200 per user for deploy- 
ment. 

® Magic Software Enterprises 

(714) 250-1718 





Borland International, Inc. has an- 
nounced the dBase Compiler 2.0 for DOS. 

According to the Scotts Valley, Calif., 
company, the compiler includes 32-bit 
support that allows users to compile and 
distribute applications created in dBase 
that are up to twice as fast as applica- 
tions developed with dBase IV 2.0 or 
dBase Compiler 1.0. 

An intuitive menu-driven user inter- 
face is provided, and the dBase Compiler 
2.0 is 100% compatible with the dBase 
language. 

Without modification, users can cre- 
ate stand-alone executable applications 
from dBase III, dBase III Plus and dBase 
IV programs. 

Other features include AutoCompile 
and AutoLink, automatic access to 4G 
bytes of memory through the dynamic 
Virtual Memory Manager and Manufac- 
turing Automation Protocol file creation 
that assists developers in documenting 
and modifying programs. 

The dBase Compiler 2.0 for DOS sup- 
ports 16-bit .EXE generation on all 
Intel Corp. 80286-based or higher IBM- 
compatible PCs running DOS 3.3, 4.01, 
5.0 or 6.0. 

The dBase Compiler 2.0 for DOS has an 
introductory price of $199.95 until Jan. 
31, 1994, after which it will cost $495. 

» Borland 

(408) 431-1000 





Bluestone, Inc. has introduced DB- 
UIM/X, a software development environ- 
ment for building Open Software Founda- 
tion (OSF) Motif graphical client/server 
applications for relational database 
management systems. 

The product is a Unix-based database 
tool that incorporates the core front-end 
technology of the UIM/X graphical user 
interface development tools for OSF/ 
Motif. 

According to the Mount Laurel, N.J., 
company, DB-UIM/X enhances UIM/X’s 
key features with four specialized com- 


ponents collectively known as the Net- 
work Object Toolkit. 

These components include the Net- 
work Object Browser, Network Object 
Bind Editor, Stored Procedure Viewer 
and the Network Object Bind Browser. 

The product will be available in De- 
cember. Prices for DB-UIM/X and UIM/X 
will be $6,000. 

> Bluestone 

(609) 727-4600 


Software Productivity Research, Inc. 
has announced the Windows version of 
Checkpoint, a knowledge-based soft- 
ware management tool. 

According to the Burlington, Mass., 
company, Checkpoint adds value to the 
management process by suggesting al- 
ternate approaches to development; es- 
timating software effort, cost, quality 
and deliverables; modeling alternate 
scenarios with a full range of environ- 
mental and product features; and provid- 
ing performance benchmarks based on 
organization-specific and industrywide 
standards. 

In single quantities, Checkpoint with 
documentation costs $20,000 per copy, 
$60,000 for five copies and $99,000 for a 
15-copy site license. 

> Software Productivity Research 

(617) 273-0140 





Viasoft, Inc. has announced Release 3.1 
of the Existing Systems Workbench 
(ESW) Testing facility. 

According to the Phoenix company, 
ESW Testing 3.1 is an interactive testing 
facility of the company’s ESW. 

A key option is support for the PL/I lan- 
guage across all IBM environments, in- 
cluding CICS, Batch, IMS/DC and indus- 
try-standard database managers. 

File Services, an option specific to the 
CICS environment, extends existing file 
services and supports DL/I and DB2 en- 
vironments. 

Enhancements include ESW support 
for all languages and environments 
and the execution of high-level assem- 
bler programs under ESW Testing for 
Assembler. 

Prices for the product range from 
$21,000 to $146,500. 

pViasoft 

(602) 952-0050 


IMRS, Inc. has announced the Hyperion 
Developer’s Toolkit, a set of high-level 
programming functions that offer open 
access to Hyperion, the firm’s financial 
information management application. 

According to the Stamford, Conn., 
company, users can create custom appli- 
cations that interact with Hyperion or 
link Hyperion to existing third-party ap- 
plications. 

Functions for the tool kit include: up- 
dating Hyperion with data from non- 
IMRS applications, formatting data to 
move between Hyperion and other appli- 
cations, allowing access to Hyperion’s 
application processing and maintaining 
data integrity. 

The Hyperion Developer’s Toolkit can 
be licensed for $15,000. 

p» MRS 

(203) 321-3500 





SYSTEM FOR INFORMATION DELIVERY 


SAS® SYSTEM FOR INFORMATION DELIVERY THE SAS°® SYSTEM FOR INFORMATION DELIVERY THE SAS® 


THE SAS® SYSTEM FOR INFORMATION DELIVERY 


SERVER 


YOU’VE GOT THE SAS® SYSTEM 


ON YOUR SIDE 


Getting the right information to the right 
people can be a major challenge. Client/server 


technology can help. 


But your investment should get you more 
than a pricey electronic file cabinet. After all, 
servers are computers...and pretty powerful 
ones. That’s why the SAS System is a more 


complete client/server solution. 
With the world’s leading information 


delivery system, servers not only dole out 
data...they serve up compute resources as 
well. Summarize millions of records on the 


server and send only the (much smaller) 


results to the desktop. That can mean real 
savings when your network strains to honor 
multiple requests for large data volumes. And 
turn data into useful information with the 
client/server software that meets your most 


challenging decision support/EIS needs. 


CLIENT/SERVER SOFTWARE 


WITH THE DECIDED ADVANTAGE 


Give us a Call today for your free guide, 
Client/Server and Beyond, and learn how to 
bring out the best in your hardware, your 


software, and the people who use them. 


? 
cf 
« 
P 
A 


1 NOLLVWHOANI HO4 W3ISAS oSVS FHL AYIAITIO NOWWWHOINI HO4 WALSAS oSWS 3HL AYZAITIO NOILWWHOINI HOd WALSAS oSWS 3HL 


COMPUTERWORLD NOVEMBER1,1993 93 





CLIENT/SERVER 
DEFINED 


Client/server computing optimizes processing 
by dividing front-end application logic and user 
interface processing from back end 
data management 


CLIENT/SERVER 
BENEFITS 


¢ Improved Cost Savings and 
Competitive Advantage 
¢ Increased End User Productivity 
and Access to All Corporate Data 
¢ High Development Productivity via 
RAD and Prototyping Techniques 
© Efficient Use of an Organization's 
Computing Resources 


IMPORTANT 
CLIENT/SERVER 
ENVIRONMENTS 


¢ Platforms: Windows, Macintosh 
OS/2, UNIX, Alpha 
e User Interfaces: Windows, Motif 
Macintosh, Character Mode 


e Networks: Netware, LAN Manager, TCP/IP 


KEY 
CLient/SERVER 
TECHNOLOGIES 


© Graphical User Interfaces (GUIs) 
¢ Event-Driven Applications 
© Object Oriented Development 


Ciient/SERVER 
Software TYPES 


e Database Management Systems 
¢ Network Software 
¢ Tools: CASE, Application Development 
and End User 


* Application Packages 


SELECTED 
CLient/SERVER 
STANDARDS 


¢ ANSI/ISO SQL is the industry 
standard for RDBMS access 
© OSF DCE defines specifications for 
distributed computing, including remote procedure 
calls, directory services, and security services 
¢ X/Open's XA interface defines a standard 
interface which provides interoperability between 


heter« geneous transaction processing monitors 


THE NEW WAVE OF CLIE 


PiLoT 


CLIENT/SERVER 


(1) Client/Server is the dominant 


AMERICAN 
SOFTWARE 


Provides func 
tionally rich 
Supply Chain 
Management 
solutions on a 
broad range of 
1 Clienl server 
ronments. 


264-52% 


&. ASK Group 


With its Open 
Application 
litecture 
om 


omer 


the IBM 
AS/400, 
(800) 33DATA3 


deployment architecture for 
information systems in the 
1990s. During the first phase, 
in the mid 1980s, organiza- 
tions began evaluating client 
server computing, by building 
prototypes and simple 
systems to validate the con- 
cept. This typically consisted of 
a small number of homoge- 
neous clients connected to a 


server for file and print sharing. 


DEPARTMENTAL 
CuieNt/SERVER 


In the late 1980s, as the 
price/performance and benefits 
became apparent, Fortune1000 
organizations began deploying 
client/server applications at the 
department level. LAN-based 
computing became pervasive 
and provided the impetus to 
a host of new technologies, 
including GUIs, RDBMs, and 
powerful Unix servers. The typical 
configuration for these early ded 
Sion-support systerns was PC LANs 


connected toa departmental server. 


COGNOS 


Cognos provides 


&. ASK Group 


The Ingres prod 
ucts deliver right 
sizing solutions for 
the clienUserver 
environment with 
relational database, 
4GL tools and con: 


PowerHouse, 
Axiant, Impromptu 
and PowerPlay for 
the rapid develop- 
ment of complex 


Nectivity products. 
(800) 4INGRES 


4. ASK Group 


MANMAN/X is 
an open, inte 
grated, highly 
flexible manu 
facturing busi 
ness manage 
ment syste 

designed for 
worldwide use 
(800) 4FACTORY 


CINCOM 


SUPRA Server 
enables the rede- 
ployment and 
reengineering of 
trategic business 
applications. It 
provides enter 
prise-wide data 
integration and 
accessibility through 
dient server, distrib- 
uted, multimedia 
and object-oriented 
technologies 
(800) 543-3010 


Ct-D7N 


The Open 
Accounting System! 
from CODA 
Incorporated is a 
dient server financal 
software solution 
designed to deliver 
powerful accounting 
functionality to 
the desktop 
(603) 647-9600 


business applica 
tions and reports 
for a wide range 
of platforms 
(800) 426-4667 


CSA 


SILVERRUN ADE 

IS an easy-to-use 
analysis, design, 
construction and 
delivery environ: 
ment for building 
mission-critical 
client/server and 
peer-to-peer busi 
ness applications 
for heterogeneous 
hardware/software 
platforms 

(800) 537-4262 


4 Data General 


Data General is a 
leading provider 
of UNIX-based 
open systems and 
servers for enter 
prise computing 
in the commercial 
market 

(508) 366-8911 


DataMyte 


Allen-Bradley's 
Datamyte division 
offers Quantum 
SPC/DC™ and 
Quantum SPC/QA’ 
Windows™ based 
statistical process 
control software 
using Gupta's 
SQL BASE 

(612) 935-7704 


DCA 
DCA" QuickApp™ 
for Windows appii- 
cation development 
tool simplifies the 
cteation of new 
GUI clienv server 
solutions for old 
legacy host appli 
cations--without 
requiring any 
HLLAPI expertise 
(800) 348-3221 


Digital is a leader in 
networking. 
standards-based 
software frame- 
works, high-perfor 
mance systems 
including Alpha 
AXP, and world 
wide dien/server 
expattbe and services. 


EASEL 


Easel's object 
oriented ENFIN. 
Enterprise 
Workbench and 
EASEL Renovator 
Plus provide IS 
professionals with 
a suite of advanced 
tools for building 
enterprise client 
server solutions. 
(617) 221-2100 


INFORMIX 


Informix products, 
induding powerful, 
reliable database 
servers. produc 
tive application 
development 
tools, and intuitive 
end-user informa 
tion access tools, 
are available for a 
heterogeneous 
computing 
environment 
(800) 438-7627 


INTERSOLV 


INTERSOLV offers 
a broad line of 
desktop-based 
application 
development 
and maintenance 
tools for 
Windows, OS/2, 
and UNiX 


(800) 777-8858 


JYACC aids devel- 
opers in building 
complex, high- 
performance, client 
server applications 
with its JAM 
application devel 
opment toolset and 
consulting services. 
(800) 458-3313 





NT/SERVER COMPUTING | 


Offering enter- 
prise-wide 
client/server 
business solutions 
in accounting 
distribution, human 
resources, and 
materials manage- 
ment to the world's 
best companies. 
(800) 477-1357 


MUST 


Safely ride the 
client/server wave 
with NOMAD and 
Front & Center 
4GL and GUI 
application devel- 
opment and 
reporting tools for 
the next dimension 
in user productivity 
MUST Software 
International 


\\ 


NOVELL. 


Novell's industry 
standard NetWare 
products are 
designed to help 
companies perform 
specific business 
functions. NetWare 
products allow for 
interoperability 
among computing 
systems and in 
arase the efficiency 
of the network 
(800) NETWARE 


ORACLE 


Oracle's por- 
table suite of 
database, tools 
and applications 
enable organiza- 
tions to inte- 
grate technology 
from multiple 
vendors into a 
Cooperative 
Client/Server 
computing 
environment 
(800) 633-0747 
ext. 5432 


Passport is the 
client/server 
application 
development 
environment of 
choice for over 
30 Fortune 500 
companies. It's 
robust, multi- 
platform, and 
supports realtime 
processing, 
(800) 926-OPEN 
—= 
5 stay 
SOFTWARE 
Pilot Software 
delivers client 
server reporting 
solutions for the 
enterprise. Our 
software prod- 
ucts access and 
analyze business 
data to give 
decision makers 
at all levels a 
competitive 


DisTRIBUTED 
Cuient/SERVER 


ENTERPRISE 
Cuient/SERVER 


SOFTWARE 


PROGRESS is an 
application devel- 
opment environ- 
ment that consists 
of a powerful 
AGL, a client 
server-based 


In the early 1990s, standards for 
distributed computing evolved 
and the underlying client/server 
technologies stabilized. Early 
departmental systems expand- 
ed to include data sharing with 
mainstream business applica- 
tions. Distributed client/server 
systems consist of a large num- 
ber of heterogeneous clients, 
connected to multiple servers 
across multiple networks, 


including access to legacy data. 


This is the era of enterprise 
client/server systems when 
mission-critical applications 
begin to move off the main- 
frame. These larger and more 
complex systems will spur the 
development of new client 
server technologies and bring 
to the forefront issues such 
as system administration, 
performance tuning, security, 


reliability and interoperability. 


uniface 


UNIFACE's object 
model driven 
development 
approach enables 
you to build com 
plex enterprise 


RDBMS engine, 
gateways with 
links to other 


leading RDBMSs, 


and an integrated 
set of developer 
and end-user 
tools 

(617) 275-4500 


RV3 is the only 
client/server solu- 
tion that inte- 
grates all core 
business func- 
tions--from 
finance to logistics 
to human 
TESOUIES, 

(800) USA-1SAP 


S Spectrum client/server 


Spectrum Associates 
provides enterprise 
wide client/server 
applications that 
are running 
today. Our prod- 
ucts and system 
integration ser- 
vices cover finance, 
distribution, sales 
service, and 
manufacturing. 
(800) 777-0932 


~ 
GSypase 
Sybase's integrated 
family of software 
includes servers, 
tools, connectivity 
and administration, 
control products 
that provide com 
plete desktop to 
mainframe solutions. 
(800) 8-SYBASE 


applications 
with unrivaled 
productivity, 
portability 
and power 
(800) 365-3608 


SOFTWARE INC 


Create client/server COMPANY 
GUI (Graphical 

User Interface) 

applications with 

XVT and easily 

port the user inter- 

face to over 30 

different platforms 

XVT, the leader in 

multi-platform 


MPETITIVE ADVANT 


AMERICAN Software 
ASK Ingres 

ASK Manman 

ASK SIM/400 
CINCOM 

CODA 

COGNOS 


1 CSA 


Data General 
DataMyte 


3 DC 
3 DEC 


EASEL 
INFORMIX 


Please send me information on CLIENT-SERVER from 


INTERSOLV 

JYACC 

LAWSON 

MUST Software International 
Novell 

ORACLE 

PASSPORT by InSync 
PILOT Software 
PROGRESS Software 
SAP America, Inc 
Spectrum 

SYBASE 

Uniface 

XVT Software, Inc 


Please mail to: CCM -17 Old Glory Court - Fremont, CA 94539 





development 
solutions 
(800) 678-7988 
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(800) 441-MUST advantage 


(800) 944-0094 The names of all other products mentioned are the trademarks of their respective companies. For more information call (800) 747-9598. 





IT’S AMAZING WHAT PEOPLE CAN ACCOMPLISH 
WHEN THEY WORK TOGETHER. 


We can get your people working 
together like they've never worked 
together before. H How? By realign- 
ing your information systems with 
your organizational goals, so you 
have the flexibility to react quickly 
to changing market conditions and 
customer demands. M&@ You see, asa 
systems integrator we can provide the 
powerful, tailored solutions you need 
to make the transition from a legacy 
system to a client-server environment 
— planning, designing and imple- 
menting for open systems. i But more 
importantly, we can provide the 
Brainware’— thatis, an ability to 
integrate the most intelligent solu- 
tions into your environment. M As an 
independent evaluator of technology 
we are free of vendor bias, so we can 
guide you to the most effective stan- 
dards and solutions. @ And unlike 
most vendors, we can provide you 
with ongoing services — networks 
checks, systems administration, 
maintenance. Whatever you need 
to ensure continued operational 
effectiveness, we'll do. Ml Interested? 
Then call us at 1-800-257-OPEN. With 
our help, who knows what amazing 
things your people can accomplish. 


€> 


CONTROL 
DATA 


The Integration Company 





Management 


TQ 


CiOs ARE LEARNING 
SOME HARD LESSONS 
ON THE ROAD TO TOTAL 
QUALITY MANAGEMENT 


bé 











uality on trial.” 

“TQM: Is it dead or alive?” 

“Are we falling out of love 
with TQM?” 

When titles like these begin pop- 
pingup on books, articles and confer- 
ence sessions, it’s clear that the 
bloom is off the rose with total quality 
management (TQM). 

Virtually every organization rolling 
out a quality program has encoun- 
tered significant frustrations along 
the way. Information systems man- 
agers such as Patt Fantetti, vice pres- om rt CU 
ident of development servicesatthe [T)" "4 tthe 
First National Bank of Chicago, have 
suffered repeated setbacks. Top IS 
executives such as Corning, Inc.’s 
Harvey Shrednick or Bose Corp.’s 
Warren Harkness have found them- 
selves face-to-face with unexpected 








ere 
TQM, page 100 |p Corning’s Harvey Shrednick: Customers should be the judge ofa TQM program | 
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—_— dead, they ’re trouble. @ 


Dr. Jack Horner will tell you 
that. He’s the man whose re- 
search brought the monstrous 
dinosaurs back to life in the 
hit movie Jurassic Park. And 
more than once, he recalls, 
he nearly lost the fight. ¢ 
“How did dinosaurs run?” 
the Montana paleontologist 
asks.“ How fast did they grow? 
How long did they live? 
We would have been short 
of answers without some 


very soph isticated statistical 


FAT 


YRANNOSAURUS REX CAN DO. 


analyses and three-dimensional 
imaging.’ @ All of which pit 
the fearsome beasts against 
Sun” workstations. Using 
images, Dr. Horner was able 
to envision the eyes, ears, 


nose, and brain structure of 







the long-extinct lizards. He 
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was also able to look at them 
three-dimensionally, right on 
the screen, from every con- 
ceivable angle, testing theory 
against fact. @ Using Sun, 
Dr. Horner was soon able to 
pin dinosaurs down, quantify- 
ing how well they could hear, 
even how they sounded. @ 
And what might a dinosaur 
say, should one meet you? 
¢ Mostly, a kind of growl- 
ing. @ “They weren t very 
intelligent” Horner says. @ 
But they were pretty hungry. 


a 
¢@ Sun computers. Just the 


thing to handle a towering 


lizard, or whatever mon- 
strous task you're facing. 
© More than one million 
people are using Sun sys- 
tems, powered by the SPARC 
chip and the Solaris operat- 
ing environment, to gain a 
competitive advantage. Jack 
Horner is just one. To learn 


how you can benefit, call 


1-800-426-5321, ext.605. 


& Sun 


Sun Microsystems Computer Corporation 
A Sun Microsystems, Inc. Business 


1993 Sun Microsystems, Inc 


The Network Is The Computer” 





Management 








member to another. 

Perhaps the most common com- 
plaint from senior management, 
as well as the rank-and-file em- 
ployees expected to change their 
work habits, is that quality takes 
so long to achieve. 

“Companies are looking for the 
quick fix,” says Rick Swanborg, 
principal at Ernst & Young’s Bos- 


MIXED REVIEWS FOR TQM 


One survey found TQM having_a significant 
eile Mele ceae tii Melee | ce 


Me CCM let imeilehi te Mir Mad) 
impact on company competitiveness 


CONTINUED FROM PAGE 97 Dea kg 


irra tia) Romsey ae 
d | t . ait gi ey lata 
and unpleasant surprises. 76% aed 67% 
But because these leaders have aoa Dead 


[) 
persevered with their TQM pro- / Pra) 


grams for many years, TQM still 
has the allegiance of many in the 
IS community. For every study that 
questions the value of TQM, anoth- 
er shows it provides a payback 
(see chart at right). 

The question is not whether 
TQM works but whether a compa- 
ny adopting TQM can avoid the 
traps and mistakes others have 
made — and learn from its own 
experiences and errors. 


Tackle specific processes 
The Charleston Area Medical Cen- 
ter in Charleston, W. Va., has im- 
plemented several quality-im- 
provement projects since 1992. 
While most have been successful, 
one sticks out as a failure in the 
mind of its chief information offi- 
cer, Charles M. Jones. That was a 
quality-improvement team that 
was meant to identify and propose 
solutions to the difficulties of man- 
aging the center’s three hospital 
complexes as a single unit. 

It was “too large and complicat- 
ed an issue for a quality action 
team to address and resolve,” 
Jones says. By contrast, the suc- 
cessful teams tackled such con- 
crete processes as improving the 


Source: Government Accounting Office survey of companies 
measuring TQM financial resujts 


ed 


launch a function-point metrics 
program as a way of measuring 
the productivity of his software de- 
velopment staff. He ran head-on in- 
to unexpected opposition from 
programmers, analysts and mid- 
level IS managers. 

In retrospect, Fantetti says he 


LESSONS FOR IS EXECUTIVES 


Here’s some advice from two CiOs who have lived 


through a TQM effort: 


GOOD MOVES 


@ Help provide an enterprisewide perspective to the 


@# Volunteer at the outset. Don’t wait for someone 


to ask you to be involved. 


«f Be a consensus-builder in the corporate effort, a 


v 


catalyst rather than a driver. 


Be a leader for the IS staff. They will be watching 
to see if you really support the process or just 


Se aes 
Ac aS 


33% 


Source: 1992 survey of 500 institutions on TQM impact on 
their competitiveness, Arthur D. Little, Inc., Boston 


wonders whether the program’s 
premise was too negative. “We 
were using [function-point met- 
rics] to identify defect rates.” He 
realized he could have sold the 
program more effectively if he ex- 
plained to his project managers 
how function-point metrics benefit 
them. 

Instead, the first attempt never 
got past the stage of defining em- 
ployees’ job descriptions, while 
the second attempt faltered as 
soon as managers had to measure 
employees’ productivity. 


Lack of customer focus 
Most IS departments are strug- 
gling hard to become more cus- 
tomer-focused. This may be one of 
the biggest problems confronting 
IS organizations as they try to re- 
shape their corporate culture. 

It’s easy to say “OK, guys, we’re 
going to put a TQM program in 
place, and the two components of 


ton-based Center for Information 
Technology and Strategy. Manag- 
ers “have a year to make change 
happen and want to go out and find 
the best practice that will make 
things better.” 

TQM requires cultural change, 
and “you don’t reculiuralize a 
company in a year,’ says Bose’s 
Harkness, director of corporate IS 
at the $450 million audio manufac- 
turer in Framingham, Mass., and 
one of the profession’s more visi- 
ble advocates of TQM. 

“Tt wasn’t until I got personally 
involved in meeting, teaching, do- 
ing and advising quality teams... 
[that I] more clearly understood 
the realities of implementing a 
TQM program,” Harkness adds. 


The big picture 
Lack of executive leadership is of- 
ten blamed as the primary reason 
why TQM programs fail. But some- 
times programs fail because lead- 
ers are too successful inculeating 
TQM, and the drive for quality be- 
comes an end instead of a means. 
This prompted a new chief execu- 
tive officer at Florida Power & 
Light Co. to pull the utility’s 
award-winning TQM program. 

IS organizations have their own 


ive it lip service. 
annual budget development pro- e ° 


cess. Some issues are better left to 
the regular management decision- 
making process, Jones says. 


the program are focus- 
ing on the customer 
and empowering our 
employees,” says Mike 
Kohlsdorf, chief finan- 
cial officer at Brock 


variation on this theme, 
Harkness says. They 
can become so _ ob- 
sessed with satisfying 
their customers that 
they’re reluctant to risk 
Control Systems, an At- projects based on 
lanta software firm. emerging technologies 
But achieving customer focus and outoffearthat satisfaction ratings 


Become a resource for the quality teams in 


: The challenge 
resolving cross-functional conflicts. 


is to avoid the 
BOS Bee cers 
Oe ih) 
elite tale 


Get the IS staff [your people] trained in the 
quality process. Many of the skills used in 
systems analysis will transiate well. 


Avoid ‘sloganeering’ 
Jones says he is proud of one error 
he helped the medical center 


Be realistic with the time frames that you set. 
avoid: too much flag-waving for 


People will lose interest if a task can’t be 


TQM. “I’ve seen programs rolled 
out with banners and slogans and 
logos posted everywhere. That 
tends to place too much identity on 
the program itself, instead of on 
the underlying values.” 

Jones persuaded the company’s 
quality steering committee to 
avoid emblazoning memos and let- 
terhead with catchphrases like 
“Quality counts!” In fact, center 
executives deliberately chose not 
to call their program a TQM pro- 
gram. “We even dropped the term 
quality and called it continuous 
improvement to get away from slo- 
gans and banners,” Jones says. 


Employee resistance 

Even when programs are under 
way, employees can sabotage ef- 
forts to revamp outdated work 


accomplished in six months or less. 


BAD MOVES 


Don’t try to control information production and 
use. Encourage end-user access to information, 
off-the-shelf software, etc. 


Don’t allow !S to be a bottleneck at the 
implementation phase. Anticipate 
recommendations to re-engineer systems or 
support streamlining efforts. 


Don’t be an obstacle to the TQM effort. Look for 
opportunities to change “can't be done” to “can 


8 Don’t promise more than you can deliver. 


& Work with your people to avoid the “not invented 


here” attitude. 


8 Don’t permit the overinvolvement of just one or 


two individuals in the IS department. 


employee empowerment is anoth- 
er matter. ‘“That’s a radical shift, if 
you're not doingit already,’ Kohls- 
dort said. 

“L had one employee tell me that 
this would be a great job if it 
weren’t for the customers,” says 
Shrednick, seniorvice president of 
information services at Corning, 
the $3.7 billion specialty glass 
manufacturer in Corning, N.Y. The 
employee, he says, overlooked one 
critical fact: “If there weren’t any 
customers, there wouldn’t be any 
need for the IS department.” 

Customer surveys reveal areas 
in need of improvement that might 
not be obvious. For example, sur- 
veys told Shrednick his 250-person 
IS department was perceived as 
difficult to deal with. The key issue 
for users wasn’t the prospect of 


will dip. And that’s a big mistake. 

“The customer is looking for 
technical leadership,” he says. 
“That’s the bottom line. Some- 
times you can overemphasize the 
quest for customer satisfaction 
and not focus on your core busi- 
ness.” 

Similarly, adhering strictly to 
the TQM doctrine of one particular - 
TQM guru can lead toa dead end. 

Senior management at Owens 
Healtheare, Inc. in Houston 
searched for the definitive quality 
program. But like others who have 
sought a TQM Holy Grail, “we 
found that there was no one sys- 
tem that seemed like a good cultur- 
al fit. We ended up hiring a local 
consultant and cutting and past- 
ing from the best of what we had 
seen,” says David Loebig, CIO of 


processes. 

First National’s Fantetti discov- 
ered this the hard way. As part of 
his bank’s TQM effort, he tried to 


rce: David Loebig, ClO, Owen Healthcare, inc., Houston; Charles M. Jones, 
h Area Medical Center, Charleston, W. Va.; College of Healthcare 
systems Executives, Ann Arbor, Mich 


coping with unfamiliar technology, the pharmacy management firm.® 
but bureaucracy: Customers seek-_§ ——_——__________—_- 
ing simple answers got passed off _ Bermarisa free-lance writer in Newton, 
too many times from one IS staff Mass. 
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Minority hiring getting more attention, help 


By Jean S. Bozman 





ederal requirements and greater apprecia- 
tion of the value of a diversified work force 
have made minority hiring a priority in the 
1990s. Fortunately, there are resources 
available to information systems managers 

looking to hire minorities. 
Helping to tap the pool of minority group 
professionals are on-line databases and electronic 
job postings that are replacing traditional career 


fairs and resume books. 


Large corporations can sign up 
for access to on-line databases, 
which hold thousands of names 
and post jobs electronically. These 
databases are used by several 
large corporations, including IBM, 
Hewlett-Packard Co., Digital 
Equipment Corp., AT&T, Allstate 
Insurance Co., Kraft General 
Foods and Amoco Corp. 

A number of recruitment re- 
sources are provided by profes- 
sional organizations with minor- 
ity group membership. Several 
national organizations maintain 
on-line databases, including the 
Black Data Processing Associates 
(BDPA), the National Urban 
League, the National Society of 
Black Engineers and the National 
Black MBA Association (see chart 
at right). 


Seeking consultants 

IS managers are also turning to di- 
versity consultants to hire a more 
balanced work force for their in- 
formation technology operations 


The reason, management consul- 
tants say, is that the labor pool is 
changing, becoming a broad mix- 
ture of various ethnic groups and 
age brackets. 

Many diversity consultants are 
independent advisers, prepared to 
offer in-house seminars and to ad- 
vise management on diversity hir- 
ing resources. But equally impor- 
tant, they offer advice on 
management issues associated 
with having a diverse work force. 

“] think there’s been persistent 
pressure for corporations to diver- 
sify, to look for different human re- 
sources,” says Antoinette Mal- 
veaux, director of operations for 
the National Black MBA Associa- 
tion in Chicago. “Diversity manag- 
ers are being appointed, diversity 
task forces are being put in place, 
and companies are thinking about 
what their work force will look like 
in the year 2000.” 

Interest in diversity hiring has 
also picked up because of global 
competition. In a multicultural 


force is viewed as an asset. 

IS shops in corporations that 
are federal contractors face an ad- 
ditional challenge: The govern- 
ment requires good-faith efforts to 
employ a work force reflecting the 
regional labor pool. 

Managers in such firms must 
hire employees that represent the 
ethnic mix in their community, as 
shown by Department of Labor 
statistics. 

“The demand for a diversified 
work force is written on the wall,” 
says Ollie Morgan, president of the 
Chicago chapter of BDPA, a nation- 
al group for minority information 
technology professionals. 

“The most progressive compa- 
nies have developed relationships 
with associations to assist them in 
finding a diverse group of candi- 
dates,” Morgan says. 

“Typically, there’s a plan in 
place that says an organization 
wants to identify and attract qual- 
ified candidates with a variety of 
backgrounds,” says Jeff Loehr, di- 
rector of human resources at In- 
formix Software, Inc. in Lenexa, 
Kan. 


Stuckin a traditional rut 
But many companies still have 
trouble breaking away from tradi- 
tional hiring practices to attract a 
more diverse employee base. 
“Many companies have been go- 
ing after their traditional sources 
for recruitment,” notes diversity 
consultant Linda G. Cooper at LGC 
& Associates in Kansas City, Mo. 
“They may be looking for people 
who talk like they do, who went to 


RESOURCES 
Black Data Process- 


ing Associates 


1250 Connecticut Ave. 


N.W. 
Suite 610 


Washington, D.C. 20036 


(202) 775-4301 


National Black 


MBA Association 
180 N. Michigan St. 


Suite 1515 


Chicago, Ill. 60601 


(312) 236-2622 


National Society of 
Black Engineers 


1454 Duke St. 


Alexandria, Va. 22314 


(703) 549-2207 


National Society 
of Hispanic MBAs 


P.O. Box 2903 


Chicago, Ill. 60690 


(312) 856-9130 


National Technical 


Association 


206 N. Washington St. 
Washington, D.C. 22314 


(202) 829-6100 


National Urban 


1111 14th St. N.W. 


Suite 600 


Washington, D.C. 20005 


(202) 898-1604 


and software development staffs. 


world, having a multicultural work 


the same schoois they did. It does 


require time and money to identify 
talented people for a diverse work 
force.” 


Hitting the books 

Job candidates must also keep up 
their skills, notes Timothy Wilson, 
president of T. A. Wilson & Asso- 
ciates in Northboro, Mass. 

“T talk about being as multifac- 
eted as possible,” he says, “so that 
[candidates will] be prepared for 
the next technology changes.” 

For example, computer pro- 
grammers and systems analysts 
must make a point of learning 
about client/server and object-ori- 
ented technology, as well as tradi- 
tional programming languages 
such as Cobol. 

Malveaux notes that a recent 
survey of the National Black 
MBA’s 3,000 members nationwide 
showed they are interested in ca- 
reer programs to combat the re- 
cent recession. Many attend na- 
tional conventions and career 
fairs and try to network with other 
professionals to find new jobs. 

Once a diverse work force is in 
place, management policies must 
be refined to support workgroup 
conflicts and communication 
problems that may arise. 

“You have a work force that has 
been, for the sake of argument, all 
green, and people have not known 
how to deal with yellow, blue and 
red,” said Norris Hite, publisher of 
the National Society of Black Engi- 
neers’ magazine in Alexandria, 
Va. “Mind-sets have to change all 
the way down the line because 
managers are used to managing 
people who look like them.” a 





AT&T has announced the appointment of 
James L. Zucco Jr., to a new position as 
chief information officer for its Business 
Communications Services unit. He was 
senior vice president of strategy and 
technology at MCI Communications 
Corp., and earlier he was in a senior man- 
agement position with Nolan, Norton & 
Co., a consulting firm with offices in Bos- 
ton and London. 

As CIO, Zucco willlead the information 
management activities for Business 
Communications Services and help le- 
verage its information assets to increase 
customer satisfaction and shareholder 
values. 

He will report to John C. Petrill, presi- 
dent of Business Communications Ser- 
vices, which serves the global business 
long-distance market, and Ron J. Ponder, 
AT&T senior vice president and CIO. 

Zucco’s appointment is the third by 


AT&T this year in its effort to make inno- 
vative use of advanced information tech- 
nology to enable its communications ser- 
vices employees to be more effective in 
their work with AT&T’s customers, sup- 
pliers, alliance partners and with each 
other. 

Also hired recently in this effort were 
Alan G. Jones, formerly vice president 
and CIO at Tektronix, Inc., who was 
named CIO for AT&T’s Customer Com- 
munications Services unit; and Ponder, 
formerly executive vice president and 
CIO at Sprint Corp. 


Avis, Inc. has appointed 
Frank Notarstefano 
director of systems de- 
velopment for the Wiz- 
Com International Ltd. 
subsidiary. Notarstefa- 
no will coordinate all de- 
velopment for the subsidiary, which pro- 
vides reservation services and a variety 
of other electronic systems products and 
programs to the hotel and car rental! in- 
dustries. 
Notarstefano joined Avis in 1989 asa 


systems manager in information ser- 
vices. 


Kailash C. Khanna has 
been named the new 
head of global informa- 
tion technology at the 
Society for Worldwide 
Interbank Financial 
Telecommunication. 
Khanna will direct all systems staff at the 
company’s headquarters in Belgium and 
in the U.S. Previously, Khanna served as 
senior vice president of systems and 
technology at the CIT Group of Manufac- 
turers Hanover Trust Co. 


David B. Cameron has been named CIO 
at Trivest, Inc. in Coconut Grove, Fla. 

Cameron joined the $850 million in- 
vestment firm from Wackenhut Corp., 
where he was vice president of informa- 
tion systems. 


Michael J. Dooling has joined Witco Corp. 
as director of the chemical manufactur- 
er’s information technology center in 
Woodcliff Lake, N.J. 


COMPUTERWORLD 


Dooling will be responsible for end- 
user computing, emerging technologies 
and IS quality assurance. Prior to joining 
Witco, Dooley was a group manager at 
PepsiCo, Inc. 


Paul A. Brands has been named chief ex- 
ecutive officer at American Management 
Systems, Inc. in Arlington, Va. Brands 
succeeds Charles O. Rossotti, who will re- 
main as chairman. 

Brands also serves as the company’s 
vice chairman and will concentrate on 
day-to-day operations. 


Texas Instruments, Inc. 
has named J.R. (Bob) 
McLendon vice presi- 
dent and manager ofits 
global IS and Services 
Division, at its Vailas 
headquarters. 
McLendon, who joined Texas Instru- 
ments in 1966, is responsible for the com- 
pany’s worldwide computer and commu- 
nications network and MIS, computer- 
aided design automation and manufac- 
turing automation. 
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you access, update or query multiple databases from a nearly as many databases (19 of the most poputar). 
single form. + Now that you know what you’re looking Take a look at the next generation in electronic forms. 
for, the best choice is easy: WordPerfect InForms. No Call (800) 526-9899 for a FREE WordPerfect InForms 


electronic forms package is easier to handle and supports demo disk, or (801) 225-4414 to download from our BBS. 
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Calendar 


NOV. 28-DEC. 4 


NOV. 14-NOV. 20 


gic Decisions, Norwell, Mass. (617) 982-9500. 


DEC. 5-DEC. 11 





Database Marketing Conference & Exposition. Or- 





lando, Fla., Dee. 5-7 — Contact: The National 


Xplor ’93. Denver, Nov. 14-19 — Contact: Xplor _ E-Comm’g93. Atlanta, Nov. 29-Dec. 1.— Contact: Center for Database Marketing, Stamford, 


International, Torrance, Calif. (310) 375-4240. 


E-Comm ‘93 Conference, Dallas, Texas (214) Conn. (212) 972-2410. 


424-0562. 


Comdex/Fall. Las Vegas, Nov. 16 — Contact: Kim- 


Lotus Notes Users Conference. Lake Buena Vista, 


berly Companion, Micrografx, Inc.,Richardson, | Fourth Annual Computer Fax Conference. Monte- _‘Fla., Dec. 5-9 — Contact: Lotusphere ‘93, Sud- 


Texas (214) 994-6413. 


rey, Calif., Nov. 30-Dee. 1 — Contact: BIS Strate- —_ bury, Mass. (508) 443-1457. 


Finally, Imaging Like It OughtToBe. 
Simple, Affordable, Expandable. 


Introducing MI’MS 3000EL. The first personal imaging system with high-end perfor- 


mance at a desktop system price. With user-friendly Windows,” icons, pull-down menus and 


on-line help functions, MI’MS 3000EL makes sophisticated document management incredibly 


easy. Just click a mouse on its tool bar and you can capture and store documents, then 


retrieve and print them with laser clarity. And do it all with virtually no training. The system’s 


compound document architecture allows documents to be scanned or captured in native for- 


mat from many Windows applications and stored as documents in an electronic file folder. 


The benefits of MIMS 3000EL extend well 
beyond your desktop. It may give you all the 
image management capabilities you will ever 
need. With it, you can deliver images across 
your entire network. By simply adding an 
Image Mail 3000 software module to most any 
PC, a user can request and receive images 


from a MIMS 3000EL workstation via stan- 


dard E-mail programs. Should your imaging needs expand, MIMS 3000EL is directly upgradable to the full power of Minolta’s 








Toolbar - convenient. 
easy-to-learn user 
interface 

— Index - using the 
Annotation - lets you form building utility 
add notes to every = eres 4 it's easy to customize 
docun : proce fd i p 1 your filing system 


Scale-To-Grey —— 
Image Display - for 
lear, sharp resolution 


— Keyword - list up to 
six per document for 
with standard SVGA j a powerful cross 
monitors if f ‘ referencing 
capabilities 
Compound 
documents with 
OLE - seamlessly 
retrieve documents 
any Windows 
applications 


MI'MS 3000EL mates storing and retrieving documents simple, to save time and increase productivity. With 
MI'MS 3000EL, you can retrieve and combine files from different sources and formats 


to create seamless compound documents 








entire MIMS 3000 electronic image management systems product line. All the data and images can be transported to 


Access documents from different sources, view them side-by- 
side and store them—all with a click of a mouse. 


1993 Minolta Corporation 
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MIMS 3000, with no need for costly reformatting, reprocessing 


is rescanning. If you've been hesitant about investing in an 


electronic image management system, don’t you think it’s 
time to consider MI’MS 3000EL? Arrange for a demon- 


stration today. Call 1-800-9-MINOLTA. 
. an, 


DOCUMENTIMAGING SOLUTIONS Ww 
ONLY FROM THE MIND OF MINOLTA MINOLTA 


MS ts a registered trademark of Minolta Camera Co., Ltd. Windows is a trademark of Microsoft Corporation. 





Computer Measurement Group (CMG): Managing 
the Wave of Technology. San Diego, Dec. 5-10 — 
Contact: Computer Measurement Group ‘93, 
Chicago, Ill. (708) 655-1812. 


Wireless Datacomm ’93. Washington, Dec. 6-8 — 
Contact: Communications Events, Inc., Nor- 
walk, Conn. (203) 847-5131. 


“Outsourcing the IS Function.” San Francisco, 
Dec. 8-9 — Contact: International Quality & Pro- 
ductivity Center, Upper Montclair, N.J. (201) 
783-4403. 


The Outsourcing Conference: “Opportunities, 
Strategies, Realities.” Boston, Dec. 8-9 — Con- 
tact: Digital Consulting, Ine., Andover, Mass. 
(508) 470-3880. 


Database World. Chicago, Dec. 8-10 — Contact: 
Digital Equipment Corp., Andover, Mass. (508) 


470-3880. 


DEC. 12-DEC. 18 





Lap and Palmtop Exposition and Conference. To- 
ronto, Dee. 13-14 — Contact: Laptop Exposi- 
tions, New York, N.Y. (212) 682-7968. 


JAN. 9-JAN. 15, 1994 





ObjectWorld. Boston, Jan. 10-13 — Contact: 
World Expo Corp., Framingham, Mass. (508) 
879-6700. 


JAN. 16-JAN. 22, 1994 





Client/Server Conference & Exposition. San Jose, 
Calif., Jan. 18-21 — Contact: CMP Conference 
& Exhibit Group, Manhasset, N.Y. (516) 562- 
7460. 


JAN. 23-JAN. 29, 1994 





ComNet ’94. Washington, Jan. 24-27 — Contact: 
World Expo Corp., Framingham, Mass. (508) 
879-6700. 


JAN. 30-FEB. 5, 1994 





Executive Technology Summit '94. Tarpon 
Springs, Fla., Feb. 2-4 — Contact: ATI Travel 
Management, Chicago, Ill. (312) 644-6642. 


FEB. 6-FEB. 12, 1994 





Building Enterprise Architectures. Washington, 
Feb. 8-10 — Contact: Technology Transfer Insti- 
tute, Santa Monica, Calif. (310) 394-8305. 


FEB. 13-FEB. 19,1994 





SIGDA: Workshop on Field Programming Gate 
Arrays. Berkeley, Calif., Feb. 14-15 — Contact: 
Association for Computing Machinery, New 
York, N.Y. (212) 944-1318. 


The Sixth Annual Software Support Conference. 
San Francisco, Feb. 14-16 — Contact: Jan Ro- 
senthal, Institute for International Research, 
New York, N.Y. (212) 661-3500. 


Distribution/Computer Expo ’94. West Irvine, 
Calif., Feb. 16-17 — Contact: C.S. Report, Uweh- 
land, Pa. (215) 458-6410. 


Conceppts ’94. Orlando, Fla.. Feb. 16-19 — Con- 
tact: Graphie Arts Show Co., Reston, Va. (703) 
264-7200. 





Sound productivity: 


Solutions that work in harmony. 


Integrating your information systems—and increasing productivity—isn't as 
easy as it sounds. Especially when individual departments use their own 
individual solutions. That's why it’s time you heard about SAP's fully inte- 
grated software solutions. 

Designed for both client/server and mainframe environments, SAP's 
R/3 and R/2 Systems bring all your key players together—finance, manufac- 
turing, sales, even human resources. So when business-critical information 
in one department or location changes, other departments can be updated 
automatically. Without skipping a beat. That means synchronizing critical 
manufacturing changes with your cost control staff. Keeping customers 
attuned to exact delivery dates. And making sure the information to make all 
decisions quickly and intelligently is right at hand. 

Want to find out more? Call 7-800-USA-1SAP yf 
You'll hear how integrated solutions from SAP : 4 
can help improve productivity throughout your - Y 

©1993 SAP Amaia, organization. And that’s music to anyone's ears. Integrated software. Worldwide * 





Check out the experts 

who offer a completely integrated 
financial and process manulacturin 
solution for your open systems - today. 
Or simply call 800-DATA GEN. 


cckintes products from experts in their 
fields, providing a simple, yet complete, answer to 
your financial and process manufacturing needs. 
Integrated for you, available now. 


Oracle Financials and database management systems, 
integrated with Datalogix’ GEMMS process manu- 
facturing software, runs on Data General’s AViiON 
servers with CLARiiON storage management subsystems. 


The power and flexibility of this integrated financial 
. e AG 7: a and process manufacturing software solution, 
| : gstERy, combined with the AViiON server, 
ea offers you a customized, enterprise- 
— wide solution. AViiON RISC-based 


datalogix mare servers were rated #1 for customer 


TIA TIw sts ie Whwsaem Satisfaction by the readers of 


ese =Computerworld*. 


7 BEN: a General Data General, Datalogix and ORACLE ~ delivering 


Tee: on the open systems vision. 
Together. Today. 
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BEAN COUNTERS 


DEWAR 


BY JULIA KING 


Federal Express Co. is moving 
: W j all of its mainframe financial ap- 
3 plications to a Novell, Inc. Net- 
Ware LAN. Slowly, as in one ap- 
plication and a couple dozen people at a time. 

The 25 users in the asset-management department, who will soon 
have 486-based PCs on their desks, will be able to use up-to-the-minute 
accounting data to do analysis, without the help of the information sys- 
tems department. The application logic will reside on a Hewlett-Pack- 
ard Co. HP 9000 server that will run a Sybase, Inc. database. 

At Fedex and other Fortune 1,000 companies, accounting applica- 
tions are no longer regarded as “untouchable.” But even though this 
grandfather of systems is under strong consideration for dismantling 
and relocating to smaller and more accessible platforms, many compa- 
nies are hesitant to entrust it to the current batch of mostly unproven 
client/server financial software just coming on the market today. 


The fact is, most companies are more inter- learn from experience,” says David Klimetz, 





ested in testing the waters with pilot projects 
and small sample applications. “The major 
shift will occur toward the end of 1994 and into 
1995,” says Tony Percy, vice president of soft- 
ware management strategies at Gartner 
Group, Inc. in Stamford, Conn. “It will become 
more mainstream when there’s more clarity in 
the market.” 

“We're starting... with the idea that you 





Kingis a free-lance writer in Ridley Fark, Pa. 


manager of Fedex’s financiai control system. 
“You pick one thing, concentrate on it and do it 
well.” Fedex is a beta site for Dun & Bradstreet 
Software, Inc.’s client/server-based Financial 
Stream system, which D&B started shipping in 
September; all modules are expected next year. 
The impetus for a move to client/server ac- 
counting is undeniably strong: With up-to-the- 
minute accounting information, managers 
could identify new markets, forecast global 
Bean counters, page 108 


BUYERS 
STUER ath) 
ST ae Ut 


CFOs want to 
analyze real-time 
accounting 
information. 
Client/server 
applications 
promise to get 
them there. But 
uncertainty 
abounds, 
especially in the 
areas of cost, 
security and the 
volume these 
packages can 
handle. 


RoperT NEUBECKER 
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Bean counters 
CONTINUED FROM PAGE 107 


buying and selling trends as well as pro- 
duce management reports as business 
needs dictate, not as mainframe sched- 
ules allow 

In addition, the built-in tools these ap- 
plications provide allow users tc custom- 
ize their own reports, create one-of-a- 
kind financial summaries and perform 
ad hoe queries. Some vendors offer pro- 
prietary tools, but some packages use 
Microsoft Corp.’s Visual Basic and Ac- 
cess programming languages or Power- 
soft Corp.’s PowerBuilder fourth-gener- 
ation language. 

“The focus of most financial systems 
in place today is to store information,” 
says Brian Sommer, director of software 
intelligence at Chicago-based Andersen 


Changing financials 


Of 100 Buyers’ Scorecard respondents, 
almost half are re-engineering or 
downsizing their financial applications 


eR eR Cte 
bile m-ls)s) (elie eg 


Downsizing to 
maintain the status 
quo on a smaller 


platform 


Not changing the 
applications at all 


33% 
23% 


Other 


Competition is fierce in the booming mar- 
ket for client/server financial software. 
But the marketing campaigns are even 
fiercer. it’s important to look beyond the 
vendor ciaims to see what the promises 
really mean. 


“We have the first true client/ 
server financial software.” 

This is a very easy claim to make — and 
justify — simply because so many modeis 
satisfy the technical definition of client/ 
server. But most vendors support only 
one model. If avendor says its product's 
application processing takes place onthe 
client and the server, what does that ac- 
tually mean? Can you split up the process- 
ing differently, moving more of it to the cli- 
ent? Orcan you move all the processing 
to the server? You need to know where 
processing can take place in order to size 
hardware, assess network traffic and es- 
timate the product's flexibility. 


“We offer the only high-end solu- 
tions.” 

All vendors — from start-ups to legacy 
vendors —are struggling to get high-end 


108 CompuTERWORLD 


NOVEMBER 1, 


Consulting. “But you don’t run a busi- 
ness by looking in the rearview mirror. 
What users want now are management- 
reporting systems to run the business 
and not to satisfy auditors.” 


Slow to make a move 

But there are solid reasons for the slow 
migration. Much of the explanation lies 
in the user sites. “Users are wildly con- 
fused about what’s happening and what 
the vendors are telling them,” Percy 
says. “Some just think they should get off 
the mainframe. Others are drawn to the 
PC front end. Some want open systems 
and are heading for Unix. Another direc- 
tion is relational databases to get toa 
more strategic platform.” 

The trouble is that it’s very difficult to 
distinguish among vendor offerings. For 
one thing, many of the application suites 
have just started shipping this year, a 
couple of modules at a time. 

PeopleSoft, Inc. will complete its suite 
in December; D&B is expected to finish 
shipping next year. SAP America, Inc. 
has released its applications, but few 
U.S. sites are using them. After two years 
of talk, the Dodge Group, Ine. said it will 
ship its system by first-quarter 1994. 

Other notable midrange and main- 
frame vendors, such as Ross Systems, 
Ine., J. D. Edwards, Lawson Software 
Corp. and, next year, Walker Interactive 
Systems, Inc., are offering client/server 
versions as an option to early adopters. 

Oracle Corp. is the market-share lead- 
er in Unix financials, but only a small 
portion of those 1,400 users are in client/ 
server mode, according to Chris Roon, di- 
rector of applications marketing. 

And the vendors aren’t offering much 
help in differentiating their wares. “They 
all say they'll be on the same platforms. 
But in actuality, they all have different 
strengths,” Percy says. “For instance, 
what model of client/server are they us- 


products out the door. But start-ups and 
PC vendors don’t develop and offer the 
functions and features one would expect 
in a high-end solution. 
Legacy vendors have 
the functional experi- 
ence, but they may 
lack significant LAN 
and PC skills. 

To capture your at- 
tention, most vendors 
are focusing initial ef- 
forts on the user inter- 
face. Look beyond the 
gloss, but don’t ex- 
pect to see what you 
currently have ina 
more mature legacy 
system with these ini- 
tial releases. Often 
lacking are interna- 
tional capabilities and batch-intensive 
processes such as allocations, year-end 
processing, journal entry interfaces and 
consolidations. 

There is another implication for For- 
tune 500 or other high-end companies: 
performance. Many of these products will 


1993 
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ing? To what extent are they optimizing 
the underlying database? To what extent 
are they going after the business process 
re-engineering crowd?” 

Another reason for 
user reticence is the 
realization that dis- 
tributed functionality 
and flexibility does 
not come cheap. An av- 
erage system from 
Platinum Software 
Corp. — including gen- 
eral ledger, payables 
and fixed-asset mod- 
ules to support up to 


you’re 


100 users — costs be- 
tween $200,000 and 
$300,000. 

This is not out of line 
with the cost of other 
accounting client/ 
server packages, 
which generally are 
priced according to 
the number of system 
modules, number of 
users or both. Coda, Inc.’s Open Account- 
ing System costs between $30,000 and 
$350,000 for a complete system support- 
ing between eight and 64 users, accord- 
ing to marketing vice president Brooke 
Savage. PeopleSoft’s suite costs between 
$100,000 to $300,000 per module. 


Not sosimple 

The bottom line, says Heidi Dix, an ana- 
lyst at Cambridge, Mass.-based Forrest- 
er Research, Inc., is that client/server “is 
definitely not as cheap as people think 
it’s going to be.” Moreover, there is no 
real pressure on vendors to lower their 
prices, she says. 

Vendors say the up-front costs will 
reap big savings down the road. But the 
savings have yet to be proved in any 
quantifiable manner, says Belden Menk- 


go into full production at customer sites 
by the end of this year. 

Performance capabilities and bench- 
marks will be una- 
vailable until more 
companies with 
high-transaction vol- 
umes put these 
new packages to the 
test. 


“Our software 
utilizes truly 
open’ technol- 


“Open” is a loosely 
defined term. To many 
of ourclients, ‘‘open’’ 
means the ability to 
plug and play any com- 
bination of relational 
databases, network protoco!s and graph- 
ical user interfaces with the financial 
package they have acquired. In reality, 
many vendors use one developmental 
tool set. Some have chosen very exclu- 
sive uses of the tools that may preclude 
easy substitution of other products. Your 


“You lose some 
of your audit 
trail because 


input into lots 
of different 
hands. It... 
scares the hell 
out of 
accountants.” 


ROBERT CRANE 
Former editor of 
Accounting Today 


us, a Nashville consultant and editor of 
“Electronic Data Processing Audit Con- 
trol and Security,” a monthly newsletter. 

“There’s no real cost/benefit analysis 
being done,” Menkus 
says. “Instead, every- 
one seems more enam- 
ored with the neat 
technology.” 

This neat technol- 
ogy, however, can actu- 
ally down ac- 
counting processes. At 
Fedex, users 
change flexibility for 
slower response 
times, up to a few sec- 
onds. Then again, Kli- 
metz says, “Client/ 
server transactions do 
a lot more. You add an 
asset once and the ap- 
plication adds that as- 
set to nine of 
books.” 

Under the previous 
IBM IMS system, the 
same asset would need to be entered five 
or six times. 

There is also no way to tell at this point 
whether the client/server packages will 
handle the heavy-duty transaction vol- 
ume now processed by mainframe sys- 
tems, especially since users have mostly 
been implementing one module at a time. 

“There are performance and volume 
issues that need to be addressed,” Sav- 
age says. But these issues “have little to 
do with software and everything to do 
with network topologies and how servers 
are configured. If you throw enough 
hardware at the issue, you can solve the 
volume problems.” 

Hardware can do little to solve securi- 
ty threats, however. Under client/server 
solutions, PC-based users as well as oth- 
er applications have access to financial 


putting 


slow 


ex- 


sets 


organization must develop or find the nec- 
essary Skills to support the hardware and 
software environment the product re- 
quires. i 

Although the first releases of client/ 
server financial software may not meet 
your expectations, don’t despair. 

Thanks to development tools, you can 
expect new products and upgrades to this 
software much faster than in a legacy en- 
vironment. 

Additionally, vendors are teaming with 
experts to incorporate additional finan- 
cial and industry-specific functionality in- 
to their products. 

Finally, many vendors recognize the 
need to improve the performance and 
high-volume batch capabilities of their 
products in order to provide solutions for 
Fortune 500 firms. 


Schuler is a manager in the Software Intelli- 
gence Group of Andersen Consulting, the $2.7 
billion international management and tech- 
nology consulting firm. The group provides 
Andersen’s financial competence and solu- 
tions expertise. 
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data in relatively open relational data- 
bases. 

The idea of open access, explains Rob- 
ert Crane, former editor of Accounting 
Today, is that accounting records are as 
current as the most recent entries on the 
system. 

It’s agreat idea— in theory. “When you 
move off the mainframe, you lose some 
of your audit trail because you're putting 
input into lots of different hands,” Crane 
says. “It’s this kind of loss of control that 
scares the hell out of accountants.” 


Securing the system 

Packages announced so far lean heavily 
on the back-end relational database to 
provide the security users want, says 
Jennifer Scholze, a software analyst at 
International Data Corp. in Framing- 
ham, Mass. 

“There still aren’t a great number of 
utilities and tools to address security, 
and this is one of the big reasons people 
are hesitant,” Scholze says. 

“Security and control are a double- 
edged sword,” says Kevin Riegelsberger, 
executive vice president and co-founder 
of Platinum. “We want to open data and 
empower end users, but we want to make 
sure that end users get only the right 
data.” 

Like other observers, Riegelsberger 
notes that ‘““companies have to institute 
their own security measures.” 

Some people are concerned enough 
about these problems that they’re find- 
ing alternative ways to get the flexibility 
they need. “I think it’s a lot of hype that 
client/server is cheaper,’ says Dennis 
Croft, director of IS at the state of Flori- 


Client/server players 


Coda, Inc. 
+a eel N.H. 


Epic 


Open IAS 


da’s controllers office. “Our environ- 
ment is the single system for corporate 
records of a $33 billion corporation. I’m 
not convinced a client/server environ- 
ment is the way to go 
with corporate finan- 
cial records.” 

Because various 
state program manag- 
ers need to make deci- 
sions based on main- 
frame data, Croft has 
opted to give users 
host-based query 
tools while keeping 
processing on the 
mainframe. This way, 
terminal users and PC 
users can have access 
to the data. Individual 
agencies will be given 
the means to develop 
unique applications 
and reports with Nat- 
ural language tools. 

Control and securi- 
ty are Croft’s main concerns: ‘People 
need data and information. If you can 
give them that and still protect the appli- 
cation, that’s the way to go.” 

Some companies are satisfied with 
downsizing to a Unix platform but keep- 
ing all processing and application logic 
on the server. Most of the mainframe and 
midrange vendors — including D&B, SAP, 
Lawson, Ross Systems, J. D. Edwards 
and Skylight Systems — have created 
Unix versions of their proprietary soft- 
ware. D&B anticipates that only 20% oi 
its customers will move to true client/ 
server in the next couple of years. 


Since 1993 


Since 1990 


“I think it’s a lot 
of hype that 
client/server is 
cheaper. I’m not _ ties to 
convinced it’s 
the way to go 
with corporate 
financial 
records.” 


DENNIS CROFT 
IS director, 
state of Florida 


Client/server may seem to be the next 
wave for accounting, but today’s leading- 
edge technology will pale in comparison 
towhat’s down the road, according to An- 
dersen Consulting’s 
Sommer. 

In a year or so, 
Sommer says, client/ 
server financial 
packages will include 
electronic 
mail, imaging and 
work-flow systems. 
D&B has already pro- 
gressed toward work 
flow, and PeopleSoft 
has announced sup- 
port. 

Vendors will also 
incorporate excep- 
tion-based logic, 
which will automati- 
eally alert financial 
staff members to ir- 
regularities or other 
events requiring im- 
mediate attention. The overall trend, 
Sommer says, is further integrating 
financial data with other business tools 
and processes. 

“Right now, every product out there is 
GULbased with an open SQL database 
and client/server architecture, and ev- 
ery vendor has the same message that 
they are God’s gift to client/server and 
open systems,” Sommer notes. But in a 
year or so, he says, the vendors that lead 
the pack will be those that fit their pack- 
ages with enabling technology “to allow 
continuous re-engineering within the 
finance function.” x 
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Believe it or not, that’s the jargon 
you'll run into when you startiooking 
into client/server accounting prod- 
ucts. Here’s what it means. 

If the system is built to accommo- 
date most processing on the client, 
that’s a “‘fat client’ product. The 
“thin client’ system puts most appli- 
cation logic on the server. This is a 
chief distinguishing factor among 
available packages. 

A fat client system tends to require 
powerful desktop machines that are 
able to accommodate resource-hun- 
gry graphical user interfaces. Thin cli- 
ents simply give a graphical look to 
server-based processing. 

What's optimal is a system that al- 
lows the user to decide the most effi- 
cient platform for any given function. 
Afunction such as payroll calculations 
that requires sophisticated mathe- 
matical capabilities needs the sup- 
port of a server. Less complex desk- 
top integration functions, such as 
data analysis, should be placed on the 
client. 

There are more nuances to the thin 
client/fat client debate. It’s important 
to analyze vendor strategies to see 
where they stand. 


Many vendors offer client/server financial software. We've listed some of the leading offerings, as 
determined by International Data Corp. in Framingham, Mass. All software runs on Hewlett-Packard Co., 
IBM RS/6000 or Sun Microsystems, Inc. servers, and all support PC interfaces 


Good international presence but small mind share in U.S. 


Developed client/server applications from PC platform. 


Minneapolis 


Redwood Shores, Cait. 


PeopleSoft, Inc. 
Walnut Creek, Calif. 


Piatinum Software Corp. 


Irvine, Calif. 


Ross a = os 
Redwood City, Calif. 


SAP America, Inc. 
Lester, Pa. 


Financial Stream 


FlexiFinancials 


Enterprise 


Kapre 


Open Enterprise 


Oracle Financials 


PeopleSoft Financials 


Platinum-to-Sequel 


Renaissance CS 


R/3 Financials 


Half the modules began 
shipping in September; 
others to ship in 1994 


Since 1993 


Since 1990 

Expected in 1994 
Since 1993 

Since 1989 

Since 1992; most 
modules currently out; 
more due in 1994 
Since 1993 


Since 1993 


Since 1992 


Built-in work-flow functions set products 
apart; will run only on Sybase. 


CEO and other higher-ups are former Computer Associates 
executives; object-oriented from ground up. 


One of the first to come out with client/server software. 


Started by former J.D. Edwards executives; 
object-oriented from ground up. 


Runs on Oracle, Sybase and Informix; 
aggressively moving client base to client/server. 


Has the longest standing offering; requires Oracle database. 


Can be more expensive than rivals because development tools and 
first-year maintenance are bundled; runs on Sybase and Oracle. 


EDI functions expected to be added to financial packages 1994. 


Bought client/server tools and packages from a UK firm last year; 


has also ported DEC- ific packages to Unix. aw supports 
Ingres and Rdb, with Orac le and S expected. 


Few U.S. sites in production; money-back guarantee is innovative. 
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CLIENT/SWERVER 


_..Client/Server will look better with 
Hyperion. 


For more information on 
integrated financial management solutions, 
and a user profile featuring Hyperion, 


call (203) 321-4400. 


IMRS 


The Leader In Enterprise Level Financial Software 
777 Long Ridge Road, Stamford, CT 06902 
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PRODUCT 


The following checkpoints are provid- 
ed by Tristan M. Hoag, amanager of 
the Software Intelligence Group of An- 
dersen Consulting, which provides 
financial and human resources com- 
petence and solutions expertise. 


What platforms does the package 
provide support for and how are 
they supported? 

Support for multiple servers, operating 
systems, networks, graphical user inter- 
faces and databases is widely adver- 
tised, but make sure the combination you 
need is available. Also, vendors support 
multiple platforms in different ways. 
Some vendors use a gateway product. 
These gateways can add processing 
steps, slowing performance in high-vol- 
ume, multiuser environments. 


How are server processes 
addressed? 

Many of today’s client/server financial 
software products are sold based on the 
attractiveness of the GUI. But what large 
organizations really need are industrial- 
strength, configurable and manageable 
server processes. Common routines, re- 
port programs, interfaces and large 
mass-maintenance routines are often 
placed on the server. 

Most vendors do not provide tools to 
design, build, test and maintain server 
programs. Instead, they focus on client 
code such as basic inquiry and update 
processing. Large organizations often 
need to place routines either on the 
server or the client; however, most cus- 
tomization tools produce client or server 
code, but not both. 


How is distributed code managed? 
Vendors have not fully addressed this 
area. The frequent lack of this type of 
utility can create frustration. Ongoing 
maintenance and upgrade efforts are 
complicated by large numbers of client 
machines that must be updated, tested 
and maintained. Ask the vendor how it 
will help you manage products and ver- 
sions over a distributed wide-area net- 
work, which could involve hundreds of 
client and server processors. 


Will one version of the product run 
on multiple platforms? 

Many large users need to standardize op- 
erations over anumber of plants, compa- 
nies and business units. When that’s 








true, it would be far easier to buy just one 
version of the product rather than sepa- 
rate versions for each platform. 

Even if the same product runs on mul- 
tiple platforms, however, the vendor may 
release one platform at a time, which will 
exacerbate your update and version con- 
trol headaches. If portability is provided 
by acertain database or tools vendor, 
you must also consider its platform di- 
rection and release schedule. 

There’s another important point when 


dealingin multiple platforms. In their de- 
cision to focus on high performance, 
some vendors use stored procedures in 
the database management system to ac- 
celerate data access. This works well. 
However, different DBMSs have different 
methods of handling and developing 
stored procedures. 

If financial software vendors wish to 
support multiple platforms, they must 
rewrite much of the stored procedure 
code on the server. 


You've seen it. You may even be a victim of it. Endless rows of 9-track 
tapes. Cobwebbed warehouses piled with paper. Massive data silos 
consuming valuable real estate. It’s the mass in mass storage you’d 


rather do without. 


And now you can. Thanks to the EMASS® DataTower®, you can 


store an unheard of 5.7 terabytes in a neat 27-square-foot space. That’s 
like jamming enough pages of text to reach the moon into a telephone 


booth. Or like squeezing 5,000 3480 tapes stacked as high as a 40-story 


building into a broom 
closet. We're talking 
massive data in a 
modest space. That 
means you can keep 
your data close and get 
to it fast. 


5 Automated Tape Silos 
30,000 3480 Cartridges 228 25-Gigabyte D-2 Tapes 
940 Square Feet 


5.7 Terabytes 


& 


1 DataTower 


27 Square Feet 


Our DataTower delivers your files at a scorching 15-megabyte-per- 
second speed so your data feels on-line. And our powerful file-serving 
and volume-serving software keeps the masses under control. Take the 
mass out of your mass storage. Call EMASS at 1-800-OK-EMASS today. 


Mass Storage. 


Can report writers, etc. easily 
access the data maintained by the 
application? 

f you plan to integrate an end-user re- 
port writer, spreadsheet or executive in- 
formation system with your new finan- 
cial system, make sure the vendor has 
not limited access to the data main- 
tained by the application. 

Find out whether you must use the 
vendor’s special software routines to 
access and update data. 


We Took 
sie 
Out Of 


ENASs 


STORAGE SYSTEM SOLUTIONS 
From E-SYSTEMS 


The Power Of Information Is At Hand. 
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NEED SOME ADVICE 


ON VIDEO 
SOLUTIONS? 


ME 


1-800-846-2359 


ELL TELL You) 


BELL ATLANTIC'’S A 
SMART BUSINESS MOVE 


We're Dun & Bradstreet Information 
Services, N.A. The leader in providing infor- 
mation to help businesses make more 
profitable decisions. One of the best business 
decisions we made was selecting the com- 
panies of Bell Atlantic* to meet our internal 
videoconferencing needs. To make us totally 
comfortable with the benefits of the 
technology, they proposed a 12-month trial. 
In just four months, Bell Atlantic had a 
turnkey, enterprise-wide, videoconferencing 
system up-and-running, linking nine offices 
across the country. And we're already seeing 
the results. The ability to call videoconferences 
together at a moment’s notice and to bring 
expertise together from around the country is 
making Dun & Bradstreet more responsive. 
We're working smarter, solving problems and 
finishing projects faster. At Dun & Bradstreet 
Information Services, we help companies 
realize their potential with information to 
make better business decisions. Bell Atlantic 
showed us how to reach our potential 
with custom videoconferencing solutions. 
So, give me a call, I'll tell you how Bell 
Atlantic is helping to keep Dun & Bradstreet 
Information Services on the forefront of 


communications technology. 


© Bell Atlantic 
Were More Than Just Talk: 


Callers will hear a recorded message from Mr. Glover, and will be given the opportunity to leave a message for him or to speak with a Bell Atlantic representative. *The Bell Atlantic family of companies includes the Bell 
Atlantic Systems Group, New Jersey Bell, Bell of Pennsylvania, Diamond State Telephone, the C&P Telephone Companies and other communications and information management companies. Interexchange services were 
provided by Dun & Bradstreet’s preferred interexchange carrier; local exchange services were provided by the Bell Atlantic companies and other authorized providers in their local serving areas. © 1993 Bell Atlantic 
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As information systems director Ste- 
phen Berry tells it, the one good thing to 
come out of a devastating fire two years 
ago at UCLA’s Department of Medicine 
was a chance to redesign the depart- 
ment’s cumbersome financial system. 

Financial data had been maintained 
on the university’s central system. To ac- 
cess that information, users had to 
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UCLA medical school finds right elixir 


download mainframe data to a terminal 
and then manually retype the informa- 
tion into the department’s multiple data- 
bases. This unwieldy process was per- 
formed once a month, which made it 
impossible to stay current on funds 
the university had committed to the de- 
partment. 

However, the department’s two VAX- 


In financial accounting circles, there’s a 
lot of talk these days about reengineering. 
About Client/Server technology. And about 
Open Systems. 

It can be a bit unsettling. But at CODA, 
we're ready. In fact, our accounting software 
was designed to help financial executives 
thrive in today’s changing corporate environ- 
ment. How? By giving them instant access to 
up-to-the-second information. So they can 
make better decisions. Faster. 

Unlike other accounting software solu- 
tions, ours is truly unified. So as soon as any 
transaction occurs, anywhere in the system, 


ABO 


WITH CODA’S FINANCIAL 
ACCOUNTING SOFTWARE, 
IT’S DEFINITELY ON 
YOUR SIDE. 
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everyone who needs to know about it is auto- 
matically updated. Instantaneously. This not 
only eliminates wasteful, redundant 
steps-such as batch processing-but also 
ensures that the information you’re working 
with is always current, always meaningful. 

What’s more, CODA’s solutions run in 
the world’s leading technical environments, 
including Client/Server Open Systems, IBM 
AS/400, Digital and Hewlett-Packard. And 
we provide extensive international capabilities. 
Which is another reason over 1,000 major 
organizations worldwide use CODA in their 
financial accounting operations. 

So don’t waste any more time. Call 
CODA today at (603) 647-9600. We’l! be 
happy to send you some up-to-the-second 
information. 


CODA eens 
1155 Elm Street, Manchester, NH 03101 
(603) 647-9600 
Atlanta, Brussels, Budapest, Calgary, Chicago, Harrogate, 
Hong Kong, Los Angeles, Paris, Manchester, NH, Munich, 
New York, San Francisco, Singapore, Sydney, Toronto, Utrecht 





based databases, the Unix workstation- 
based general ledger database and all 
the custom financial applications went 
up in flames, along with the cabling sys- 
tem that linked the department’s five 
buildings. 

When it came time to rebuild, Berry en- 
visioned a single database that the de- 
partment’s 250 PC and Macintosh users 
could access. In addition, he wanted to 
create a transparent link to the campus 
mainframe-based financial system, 
which maintained a separate, central- 
ized record of the accounting activities. 

Berry’s team began by networking the 
five buildings’ systems to one file server 
and one Sybase, Inc. database server. 
Then, using Powersoft Corp.’s Power- 
Builder development tools, they custom- 
built clinical income, payroll and person- 
nel applications. 

Reasoning that they were program- 
mers and not accountants, the team de- 
cided to purchase — rather than build — 
aclient/server general ledger system. 
Their choice: FlexiWare Corp.’s Flexi- 
Ledger. 


Flexibility comes first 

Berry picked FlexiWare because it 
worked with his custom front-end inter- 
faces and third-party application devel- 
opment tools, rather than those offered 
by the vendor. In addition to PowerBuild- 
er, for example, Berry uses FormF low, a 
forms processing package from Delrina 
Technology, Inc., a Canadian software 
vendor. FormF low scans in the depart- 
ment’s paper forms, adds necessary 
fields and points them to the database. 

“We used [FlexiWare] as our core sys- 
tem on our database server, but we could 
define the roll-up structure we wanted 
and their system would maintain that 
structure,” he notes. 

Berry says client/server in general and 
FlexiWare in particular have helped to 
rectify many of his department’s prob- 
lems. For example, downloads from the 
campus mainfame are now much 
smoother and can be performed daily in- 
stead of monthly, which lets the depart- 
ment commit funds to its general ledger 
system in almost real time. 

The client/server implementation cost 
less than $1 million and took a little over 
ayear and a half. Berry says that time 
frame could have been shortened be- 
cause his team expected that the net- 
work design and implementation would 
be quite complex. “We didn’t really begin 
application development until the net- 
work was finished,” Berry explains. 

In practice, the networking effort was 
not that complicated. Next time, he says, 
“T would undertake network and applica- 
tion development simultaneously and 
bring the system on-line even faster.” 

Now, less than two months after the 
UCLA system went on-line, Berry will 
have the chance to do just that. He’s re- 
cently been promoted to director of IS at 
the School of Medicine at the University 
of California, San Francisco. His mission 
there: Replicate the UCLA client/server 
system. 4 





WHO SAYS 
DELL TREATS 


Our customers do. 

In the recently released 1993 J.D. Power and 
Associates’ survey of business users’, Dell had the 
“Highest Customer Satisfaction Among Desktop Personal 
Computer Users.” 


Ahead of every other computer company in the study. 


But leading in customer satisfaction is nothing new for Dell. 


We've won eighteen major customer satisfaction awards in the past 
five years alone. Eighteen awards in five years. That's satisfaction. 
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Joyce Young, Director of 
Decision Support Systems at 
Helene Curtis Industries 





/ 


IBM Client/Server 


>pistered trademark of international Business Machines. © 1993 IBM Corr 


VEryone 


How do you cet 


working in concert? 


‘To stay competitive, you're constantly searching for better ways to orchestrate the 


flow of information. How do you get more out of your PCs? How can you make the 


most of your existing systems? What can be done to streamline your organization? 


More often than not, the answer is IBM Client/Server. 


IBM can develop open client/server solutions that put the combined strength of all 





your computer systems to work for you. We have thousands of specialists worldwide 


who can work with you to custom-tailor a solution that’s right for your particular 


business. And we'll work with you at any stage of the process, from initial consulting 


to helping you tie everything together—we'll even manage your systems for you. 

Whether you're upsizing or downsizing, nobody knows how to ensure systems 
reliability and security for your “mission critical” applications better than IBM. 

We can also help you integrate different types of hardware, software and networks. 
We have the industry's widest array of software and network products, and we 
support Distributed Computing Environment (DCE), enabling different computer 
brands and platforms to work together in harmony. 

For more and more companies, [BM Client/Server is the key to getting everyone 
working in concert. We've done it for hundreds of companies. We can do it for you. 


For more information, call | 800 IBM-0045, ext. 10. 


There’s never been a better time to do business with 
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| Accounting and sales 


7 9 
cant seem 


to get in tune. 








Marketing 
is fiddling around 


on their own. 


And basically, 


everyone seems to be marching to their own drummer. 


Sound familiar? 
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ne of the most unnerving questions I 
am asked these days is “How do you 
define client/server?” 
Even my brother, Garry, who man- 
ages a carpet store in Albany, N 
and truly shouldn’t care, wanted to know. 
Now, the only technology used in Garry’s 
business is a venerable old Digital VAX 
11/73, which the head of the company refers 
to as “The Brain.” Seriously. So we didn’t 
have alot of common ground here. 

What I told my brother went something 
like this: “It’s basically big computers linked 
with little computers, exchanging informa- 
tion, only now the little computers can do a 
lot more of the work because they’re more 

powerful, more affordable and easier to use.” 

Defining client/server seems to be a new kind of parlor game for 
the industry. I’ve heard it described as a style of computing, a collec- 
tion of technologies, an architectural platform, an application devel- 
opment method, a systems integration solution, a re-engineering tool 
and — heaven help us all— a paradigm shift. 

The one point everyone agrees on is that client/server is the 
opposite of mainframe-centric or host-based computing. But main- 
frames and data centers absolutely have a role to play. (Check out our 
“Data Centers to the Rescue” story in this issue.) Gartner Group’s 
Jim Cassell has a wonderful image he invokes when the talk turns to 
replacing mainframes with PC networks. He likens the move toa farm- 
er replacing his team of oxen with 10,000 chickens. 

Another place to sample a multitude of views on this subject is 
the comp.client-server discussion group on the Internet. A few weeks 
ago, Ravi Kalakota of the University of Texas’ department of manage- 
ment science and information systems cataloged a series of different 
definitions for client/server. “This technology should not be viewed 
as a silver bullet but as a concept of immense potential if applied cor- 
rectly,” he wrote. 

“Client/server has so many different flavors. It won’t look the 
same everywhere you go,” adds Joyce Young, director of decision 
support systems at Helene Curtis Industries. “That’s why it’s so hard 
to define — there’s no textbook.” 

While there may be no textbook on client/server, what we hope 
to provide in Computerworld Client/Server Journal is a chronicle of 
this technology as it unfolds — from the user’s point of view. 

This issue, for example, includes stories about the importance of 
managing user expectations during client/server projects and ho 
organizations as diverse as Helene Curtis and Columbia University 
benefit from the new technologies and learn from their mistakes. Als 
featured are exclusive interviews with Microsoft CEO Bill Gates and 
Sun Microsystems CEO Scott McNealy. 

In the end, defining client/server is far less important than using 
it to your company’s best advantage. Despite any attempts I’ve made 
to define it, only one person has ever been satisfied with my answer. 
But maybe Garry was just humoring his big sister. 7] 
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a person 
statement _ 


Corporate data. As important as it is, it can also 
be pretty impersonal. Well, Personal Application 
System from IBM Programming Systems will not 
only let you get data quickly, but help you give it 


Personal 
Application 
Cat 


some pizazz as well. So you can review it. Select it. 
Sort it. Analyze it. Graph it. Chart it. Bring it to life. 
And turn dull, impersonal data into an insightful, 
personal statement. 

Personal Application System is a comprehensive 
decision support tool that provides transparent access, 
from OS/2* or Windows,™ to data throughout your 
company. It also makes it easy to initiate sophisti- 
cated queries and generate informative reports 
with data which resides within the DB2® family of 
relational databases or a variety of other data formats. 
Optional modules let you do statistical analysis, 
planning, project management (OS/2 only), and even 
end-user application development. And Personal 
Application System is part of IBM’s Information 
Warehouse,™ an open client/server framework. 


So make your corporate data a more personal 
experience. To order Personal Application System or 
for more information, just call 1 800 IBM-CALL, ext. 
137K (in Canada call 1 800 465-1234, ext. 2002). And 
you thought you’d never respond to a personal ad. 
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PERSPECTIVES 


A QUARTERLY REVIEW OF CLIENT/SERVER VIEWS AND EVENTS 


C&NW: A Freightload of 
Savings and Fewer Errors 


Reality Check 


What does client/server really 
mean for IS shops? 

That question was posed re- 
cently in an Internet discussion 
group by Steve Croft, a data- 
base system administrator at 
the California Department of 
Water Resources, which is tran- 
sitioning from older mainframe 
technologies to client/server. 

Some of Croft’s observa- 
tions thus far include: 

= Smaller application devel- 
opment is pushed out to the end 
user, and often there is no need 
to rely on IS. This area will likely 
be the source of the greatest 
productivity gains. 

@ Options for tools are (or 
will be) countless. Rather than 
having IS evaluate and bless 
each tool, it should set criteria 
for sanctioned end-user tools. 

@ The IS organization 
should split applications and 
data responsibilities, with one 
group focused exclusively on 
guarding data integrity while 
another group takes care of ap- 
plication or integration issues. 

@ The IS department must 
become more of a facilitator 
than a controller. This means 
more planning, a shift in view- 
points and a learning curve to 
keep data models accurate. The 
advantage: a productivity boost 
for end users. 


Croft can be reached at 
stevec@water.ca.gov via 
the Internet. 


hen Chicago 

and North 

Western 

Transporta- 

tion Co. 
(C&NW) needed to move 
invoices faster and more 
accurately, it turned to 
client/server. The move 
saved $1 million, mainly by 
eliminating 30 invoicing- 
related jobs. 

C&NW also reduced er- 
rors by 50%, increased pro- 
ductivity and automated its 
billing system with an envi- 
ronment that links more 
than 100 users over its To- 
ken Ring-based network. 

As the eighth largest 
freight railroad in the U.S., 
the $1 billion company 
moves more than 40,000 
carloads daily of items such 
as coal, paper and grain. 
Tracking and billing were 


Who Cares About 


Software Standards? 


A survey of 50 Fortune 1,000 
companies shows that 


Bo’ 


already have standards in 
place today and 


aes 


felt their use would increase 
during the move to client/server 
Source: Forrester Research, Inc. 
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CENW Transportation reduced billing errors by 50% with client/server 


“mistake-prone chal- 
lenges” before C&NW 
installed the client/server 
system, officials said. 

The system includes 
Tricord Systems, Inc.’s 


PowerFrame 486/33 enter- 


prise servers, Microsoft 
Corp.’s SQL Server run- 
ning OS/2 2.0 and Novell, 
Inc.’s NetWare v3.11. 

The cost of the project 
was recouped in one year, 
said Jeff Liggett, C&NW’s 
vice president of revenue 
and disbursements ac- 
counting. C&NW can now 
match most of its billing 
transactions to existing 
data and billing informa- 
tion in its SQL database. 
The billing system auto- 
matically generates 80% of 
1,200 invoices produced 
each day, compared with 


the 20% done on C&QNW’s 
IBM 3090 mainframe. 

While it has improved 
business, C&NW’s move to 
client/server was not easy. 
“The first two weeks, we 
had alot of downtime, since 
we brought a lot of new 
products together at one 
time,” Liggett said. “Ifwe 
were to do itagain, we prob- 
ably would have done more 
user and volume testing. 

“At the time the system 
was designed, our Novell 
network only had 30 nodes, 
but we planned on 100,” he 
added. “When we rolled 
the system out and got over 
30 users, we started having 
problems.” V1 


Written by David A. Kelly, 
a free-lance writer in West 
Newton, Mass. 
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7. problem causes you incredible dis- 
comfort. A lapse in memory takes its toll 

on your entire system. It wasn’t anyone’ fault. But 
now it’s yours. Because if it affects the LAN, you're 
the one who has to deal with it. 


Introducing 


PS/2 Server 195 


Introducing the PS/2° Server 195. A server 
that stares failure in the face. Then succeeds. 

A client/server solution that delivers rock-solid 
reliability, around-the-clock availability, remark - 
able se alability and affordability. 

The new Server 195 is configured and built 
to order. The base system is Novell® NetWare® 
Tested and Approved, and also runs OS/2} OS/2 

[ | LAN Server and LAN Manager. You get 

3 32MB of ECC memory, a 486 DX/ 

\NetWore| 20 MHz processor and RISC-based 

= processors on each of the two stan- 

a dard SCSI channels and memory 

controller for starters. Up to 
28GB of hardfile storage is avail- 

able. And since the Server 195 is completely 
upgradable—to PS/2 Server 295 specs—you can 
add subsystems to achieve a higher level of fault 
tolerance when implementing your client/server 
environment. 

With the Maximum Availability and Support 
System/2 (MASS/2) option, the Server 195 provides 


comprehensive local and remote server monitor- 


ing, control, tuning and recovery capabilities. 


able from IBM, M-F, 8 A.M. to 5 P.M. in your time zone. **For information regarding the 
f IBM's money-back guarantee and limited warranty, please call 1 800 772-2227. 
of IBM's money-back guarantee and statement of limited warranty are available upon 
\BM, Micro Channel, PS/2 , OS/2, HelpWare and HelpCenter are registered 
ademarks of International Business Machines Corporation. Novell and NetWare are 
registered trademarks of Novell, Inc. ©1993 IBM Corp 


It even tolerates 





MASS/2 works with a 

battery backed-up 

Remote Maintenance 

Processor (RMP) 

option that can notify 

you of errors, failures, 

corrective action 

taken—even provide The MASS2 option has a user-friendly 
: GUI that lets you distribute computing 

system access during power across your organization from a 

a power failure. And aia enies 

you can extend fault tolerance to the entire disk 

subsystem by adding an Orthogonal RAID-5 

Disk Array/2. 


Server 195/295 Comparison 


Severs | gate? | Saae 
486/50 MHz 486/50 MHz 
=| ee 


MASS/2 optional standard standard 


Like all PS/2s, the Server 195 is backed by 
IBM HelpWare*—a range of service and support 
so complete, it’s hard to find fault with. You get 
a three-year on-site warranty with four-hour 
average response time} around-the-clock set-up, 
usage and service assistance on IBM hardware 
and software during warranty;* a 30-day money- 
back guarantee** and more. For more information 
or an IBM certified dealer near you, call our 
Personal Systems HelpCenter® at 1 800 772-2227 
or TDD ASCII 1 800 426-4238. In Canada, call 
1 800 465-7999, The new PS/2 
Server 195 is so reliable, why 
would you tolerate anything less? 


your worst taults. 





JIM 


STIKELEATHER 


Stikeleather is 
director of systems 
development at Kash 
n’ Karry Food Stores, 
Inc. in Tampa. His 
Internet address is 
stike@knk.com. 


THE USER’S VIEW 


viva 


s the American humorist Don Mar- 
quis (1878-1937) once observed, “An 
optimist is a guy who has never had 
much experience.” 

With thatin mind, consider the con- 
fluence of today’s technologies — client/ 
server, object-oriented, inference, neural net- 
works and functional programming — that 
are being used to build the information sys- 
tems of the future. 

While the media and vendor hype is a lit- 
tle premature, the good news is that these 
technologies really do work. The bad news is 
that for most of us in commercial IS, the po- 
tential for failure is very real and very high. 
Why? To paraphrase the infamous Clinton 
campaign sign, “It’s the people, stupid!” 

These technologies and the information 
systems that can be built with them are a par- 
adigm shift in the truest sense. And nothing 
can prepare you for the intellectual, cultural, 
organizational and people upheavals this kind 
of shift will inevitably cause. 

Human beings as a rule abhor change, 
and the future of IS is full of change. The users 
we service are changing. Their jobs are con- 
stantly re-engineered and redefined. They 
have become more knowledgeable, capable 
and experienced in the IS arts — and there- 
fore more demanding and less tolerant. 

The nature of business has changed. It is 
international. It runs 24 hours a day. It is real 
time, and old boundaries are gone. 
Customers, suppliers, govern- 
ments, communities — even com- 
petitors — demand access and con- 
tribution to the information used to 
run the business. 

In the first chapter of Informa- 
tion and Logic, Keith Devlin tells a 
story about a 15th-century iron 
worker. When asked “What is 
iron?” he would talk about its attrib- 
utes (hardness, melting point, etc.) 
and what he could do with it. Not 
until modern atomic theory, how- 
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Human 
beings as a 
rule abhor 
change, and 
the future of 
IS is full of 
change. 


& 
ever, could someone truly answer the ques- 
tion “What is iron?” 

Today, we should be asking “What is in- 
formation?” Until we understand information 
as wellas we came to understand iron, we will 
not be able to deliver on the promise and po- 
tential of these new technologies. 

Perhaps even riskier for future informa- 
tion systems is our lack of understanding 
about cognition: how humans recognize, 
assimilate and use information. The new in- 
formation systems will be intelligent, real- 
time simulations of the business. They will 
make many of the recurring business deci- 
sions and identify patterns and changes, 
drawing a human’s attention to apply the cre- 
ativity, analysis and planning skills needed. 

The technologies, products and services 
to support the new systems are immature and 
the techniques for applying them even less 
developed. Increasingly, we need developers 
who are businesspeople, analysts, designers, 
programmers and testers all rolled into one. 

The next five years will be spent develop- 
ing common knowledge and structure to- 
ward applying this technology. Until then, we 
will be feeling our way around, like someone 
searching for a black cat in a darkened room 
where there is no cat. Yet we will be hearing 
the consultants, the vendors and even the 
trade press shouting, “I’ve got it!” 

For the last two years at Kash n’ Karry, 
we have moved forward with these 
technologies. In a nutshell, the 
technologies worked, and the peo- 
ple had difficulty. We had high 
turnover, we lost productivity, we 
spent time inventing technology 
and methodology instead of ad- 
dressing problems. 

Still, we have been successful- 
ly and rapidly delivering award- 
winning systems, though only 
with pieces of the technology avail- 
able. Only now we know how 
much we don’t know. 


PHOTOGRAPH BY CHARLES TROTTA 





PHOTOGRAPH 8Y STEPHEN SHERMAN 


CONSULTANT’S VIEW 


“1108 aNd NEL 


n this brave new world of open systems 
and client/server computing, the deci- 
sions involved with purchasing software 
and tools are more difficult than ever. 
Decision makers often lack the expe- 
rience to judge the quality and longevity of 
client/server technology. This becomes es- 
pecially tough when users are dealing with a 
market in transition, where every software 
vendor is positioning its products in line with 
the latest trends. 

I recently took part in the software evalu- 
ation process at a medium-size manufactur- 
ing firm that was looking for client/server 
software to implement an integrated manu- 
facturing system. At least seven major inde- 
pendent software vendors lined up at the 
door, eager to do business. 

Yet what I saw during that evaluation pro- 
cess made me fearful for companies trying to 
make software decisions that can mean life 
or death for their organizations. One vendor 
spent more than two hours describing the so- 
phistication of its client/server software. The 
pitch was replete with all the right jargon: It 
was object-oriented, complied with Posix 
specifications and included mention of the 
Object Management Group, the SQL Access 
Group and X/Open Co. 

Not until we started asking im- 
plementation-oriented questions 
did reality arrive. It turned out that 
the software had not actually im- 
plemented any of these sterling 
standards. Yet the vendor kept 
stressing their importance and 
kept promising to support them 
when it was feasible . .. someday. 

Then the critical question: 
How many customers are using 
this software and for how long? 

It seems there was one cus- 
tomer about to begin using this 
product. And naturally, this vendor 
was very eager to partner with cus- 
tomers on development. What 


My advice is 
to purchase a 
product that 
already has 
more than 


three custom- 


ers with expe- 


rience under 
their belts. 


“partnering” meant here was “Help us com- 
plete our development work; we've fallen be- 
hind.” Unless your organization is prepared 
to accept a major risk in order to have strate- 
gic software that no one else has, stay away 
from systems without customers. 

My advice is to purchase a product that 
already has more than three customers with 
several years of experience under their belts, 
if possible. But if what you are trying to do 
simply can’t be done with well-established 
software and using this new stuff may solve a 
key problem for you, then take achance on it. 

Another land mine buried in the software 
vendor community these days comes labeled 
with the words “object-oriented.” Like client/ 
server, the notion of object orientation is so 
hot that no software developer dares to ignore 
the ‘O’ word. 

Vendors that are hedging their bets will 
say their technology is “object-based” or “ob- 
ject-like” — though that doesn’t mean much 
because there is no consistent definition of 
object orientation. What users should look for 
from object orientation is flexibility, speed of 
development and the ability to reuse or link 
components of software without additional 
programming. 

The bottom line is this: Ask as 
many questions as possible about 
the flexibility of the tools and how 
they make application creation 
easier. Remember that vendors 
are not going to acknowledge 
problems or point out product de- 
ficiencies unless you ask. 

When vendors talk in ex- 
tremely technical terms (a ploy 
sometimes used to intimidate 
you), make them translate until 
you do understand what they are 
saying. Then talk to other custom- 
ers with experience using the 
product and, when possible, visit 
some of those companies to see 
the software in action. V7] 


JUDITH HURWITZ 


Hurwitz is president 
of Hurwitz 
Consulting Group, 
Inc., a Watertown, 
Mass., consulting 
firm. She can be 
reached on the 
Internet at 
hurwitz@world 
.std.com. 
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Technology 
Training From 
The Top Down 


When companies begin training 
staffers for client/server with 
classes on how to use specific 
development tools, the effect is 
akin to “building a house start- 
ing with the plumbing,” says F. 
Champe Granger, a senior ana- 
lyst at the Federal Reserve Bank 
in Richmond, Va. 

“The most experienced 
client/server managers indicate 
that a top-down approach 
should be taken when introduc- 
ing mainframers to the new 
technology,” said Granger, who 
recently surveyed 60 IS execu- 
tives for her University of Virgin- 
ia’s master’s thesis on client/- 
server skills and knowledge. 

“A training plan must nar- 
row from knowledge to skill,” 
Granger explained. “Knowledge 
of client/server architecture, 
cooperative processing, dis- 
tributed database architec- 
tures, telecommunications and 
networks ranked as the most 
important knowledge base for 
developers to have.” 

Ranked as the most impor- 
tant skills were prototyping, PC 
programming and GUI design. 

“A plan to educate person- 
nel should define long-term, 
intermediate and short-term 
knowledge and skills,” she said. 
Suggested topics for such 
training include the following: 

® Long term (one to two 
years): PC and workstation use, 
CASE tools, data modeling and 
design. 

8 Intermediate (six months 
to one year): Distributed, coop- 
erative and client/server archi- 
tectures; relational technology; 
and Windows use. 

® Short term (six months or 
shorter): Programming and de- 
sign skills. 


Tower of Babel 


arge companies work- 

ing diligently to maxi- 

mize their newly in- 
stalled client/server 
systems are finding that a 
lack of standardized dis- 
tributed data dictionaries 
is a problem with no easy 
answers. 

As departmental infor- 
mation systems groups 
build applications today, 
many of these groups do 
not have a core competen- 
cy in data modeling, said 
Jeff Tash, president of 
Database Decisions, Inc., 
an information technology 
consultancy in Waltham, 
Mass 

“Tt is creating a Tower of 
Babel situation in IS,” Tas 
said. “The No. 1 area where 
IS can add value is coordi- 
nating and managing data 
models throughout the 
organization.” 

Ina manufacturing envi- 
ronment, for example, a 
data dictionary might cata- 
log abstract representa- 
tions ofinventory items, 
thus ensuring consistency 
in record-keeping across 
the organization. 

“Companies are swim- 
ming in a sea of synonyms 
and homonyms; different 
words have different mean- 
ings,” Tash said. One part 
of an organization may be 
modeling data in one-to- 
many relationships, for ex- 
ample, while other parts 
are modeling data on many- 
to-many relationships. 

While companies such 
as Sybase, Inc., Oracle 
Corp., Informix Corp., IBM 
and Digital Equipment 
Corp. offer some distribut- 
ed data development tools, 
Tash said there are still few 
viable client/server prod- 
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ucts able to fill the gap left 
by older, proprietary data 

tionaries such as IBM’s 
Data Dictionary/Direct or 
Digital’s CDD. 

To ease the Tower of 
Babel problem, Tash rec- 
ommended that IS manag- 
ers try the following: 

1. Coordinate the defini- 
tion of data. Ifa company is 
using five different suppli- 
ers, then insist on one pro- 
cess to describe supplier 
definition across the orga- 
nization. 

2. Provide an electronic 
bulletin board to show 
which data exists and the 
quality of that data. This 


also encourages corporate- 
wide data exchange, which 
is essential in building and 
maintaining data defini- 
tions. 

3. Develop dual data- 
bases containing two sets 
of data models. One set 
would focus solely on pro- 
duction data, while the sec- 
ond would focus on time in- 
terval data such as aggre- 
gates and summaries. 

“The second data model 
can provide IS with data 
snapshots essential 
to spot tren¢ ash said. 

Dave Hudson, director 
at market researcher Stan- 
dish Group International, 
Inc. in South Yarmouth, 
Mass., noted that “the 
whole issue of distributed 
environments has a long 
way to go.” 

Hudson defines “first- 
generation” client/server 
as one server plus several 
LANs. But it is in the sec- 
ond generation, he added, 
that greater levels of distri- 
bution across several serv- 
er nodes will become criti- 
cal to the organization. W] 


Written by Sally Cusack, a 
free-lance writer based in 
Marstons Mills, Mass. 


of 


gd 


T'tl ten youthis-retyaining | SSOSSOSCS~* 


| for client/server isttt going | 


| tobe easy. Dou know 
| HOW old some of these 
| dogs are? 


ILLUSTRATION TOP BY HAL MAYFORTH 





CONSULTANT’S VIEW 


AICO il 


nderlying the themes of client/server 
computing are the quick delivery of 
applications and the need to make the 
user interface attractive by using new 
technology on the desktop. 

The shorter, more flexible life cycle of ap- 
plications plus the earlier interaction with us- 
ers in this new environment calls for a broad- 
ening of some skills and a replacement of 
others. 

In a purely client/server installation, for 
example, there is no need for console opera- 
tors because an increasing number of appli- 
cations will be on-line transaction processing 
systems. Keeping these new application sys- 
tems in step with business changes also re- 
quires different types of application program- 
mers 

The former systems analysts from con- 
ventional data center environments — once 
responsible only for the care and feeding of 
the operating system — today must cope with 
middleware, back-end server programming 
and database administration. 

One fallacy of client/server is that only 
front-end programmers are necessary and 
that a fancy graphical front end means client/ 
server. Yet just as critical to client/server is 
the back-end processing, which must supply 
the logical and physical design of databases, 
monitoring and fine-tuning for better perfor- 
mance and tracking naming conventic 

Increasingly in demand are 
LAN experts, who handle tasks 
such as configuration manage- 
ment, troubleshooting and back- 
up and recovery functions. Also 
necessary to these new environ- 
ments is another type of program- 
mer: a tester of GUI programs. 

s new testing is different and 
more rigorous than Cobol pro- 
gram testing because most GUI 
programs will not have the se- 
2 quential application navigation 
= that Cobol programs do. 


DTOGRAPH BY REINHOLD SPIEGLER 
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The help 
desk has 


emerged as 


a crucial 
function in 
client/server 


environments. 


The ratio of programmers to testers also 
changes. If you have had 10 Cobol program- 
mersand one tester for the programs in a con- 
ventional environment, you will probably 
need two programmers for every one tester 
for GUI-based applications. 

A number of client/server software ven- 
dors claim a tenfold productivity increase in 
application development, implying that one 
programmer can replace the 10 you had be- 
fore. This is wrong. Experience with our 
clients shows an increase of about twice the 
development productivity, not a tenfold leap. 

Last but not least, the help desk has 
emerged asacrucial function in client/server 
environments. It must be staffed to provide 
three levels of support. 

The first level of support answers very 
basic questions. At one company, former kin- 
dergarten teachers were hired for first-level 
support because of their patience in answer- 
ing the same questions over and over again. 

At the second level, help desk staffers 
should provide answers to more detailed and 
application-specific questions, while third- 
level support covers application- and technol- 
ogy-specific questions. In the past, vendors 
were called on to provide this second- and 
third-level support, but in today’s multiven- 
dor world of client/server, it is no longer ap- 
parent who to call. 

Forging strong partnerships with key 
vendors is one way to resolve sup- 
port issues. One of our clients, 
frustrated in his attempts to solve 
a problem that involved either 
Windows, the database engine or 
the operating system, packed up 
the machine and sent it to one of 
his partners — Microsoft — say- 
ing, “Solve this and come back to 
us.” The vendor solved it. 

That kind of partnership 
should embody the true spirit of 
open systems and the client/serv- 
er environment. VW] 


SHAKU ATRE 


Atre is president of 
Atre Associates, Inc., 
a consultancy in 
Port Chester, N.Y., 
that specializes in 
client/server 
technologies. 
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Not True. 
Fact: the OS/2° client/server solution preserves 

your current hardware and software investment, 
accessing your mainframes, minis and 
PCs when necessary and bringing 
their power and capacity to 
the desktop level. Fact: the 
Windows NT™ solution is 

based on PC servers and desktops and 

doesn’t embrace all your existing 

resources. That could mean porting 

applications and data. The only plus 

that offers is the cost of porting plus the 

cost of additional PC servers. 

Fact: OS/2 2.1 runs DOS, 

Windows” and more than 1,200 native 

OS/2 applications. With LAN Server 3.0 

or Novell® NetWare.” OS/: supports DOS, 

Windows, OS/2 and Mac clients. Faets its 

not likely NT will support all your exi ir 

applications. It won't run existing 32-bit 

applications like WordPerfect’ 5.2 for OS/2 

and Lotus’ 1-2-3° for OS/2. It will require 

additional software to support DOS, OS/2 and 

even Windows clients. Worse yet, Infoworld sources 


The OS/2 & 
client/server 
solution exploits 
your existing 
hardware and 
software invest- 
ment. There’s No 
Telling how much 
the NT solution 
could cost you. 


Before you decide what client/server 
platform is right for you, make sure 
you know what’s true, and what’s 


about 


A All this monkeying around with NT raises lots of 

questions. OS/2 has the answers. 
report that Windows 3.x applications run 20% 
slower under NT than they do under OS/2 2.1! 

Fact: OS/2 delivers powerful, reliable, client/ 

server applications for data storage and retrieval 
(DB2/2”’ Oracle 7; InfoPump”), communications 
(Communications Manager/2, REMOTE OS;" 
‘TalkThru’), transaction processing (CICS, IMS 
Client Server/2 V2), comprehensive network 
management (LAN NetView? CA-UNICENTER? 





clie 


Domain/DACS* AlertView;" Foundation Manager”), 


and more. Fact: The NT strategy is still Not There, 
and neither are native client/server 
applications. 

Fact: OS/2 is committed to the 
industry-accepted Distributed Com- 
puting Environment (DCE) standards 
of the Open Software Foundation. 
Fact: NT is Nol. 

Fact: NT still Needs Time to 


Whe needs 
irst-generation 
slipups? OS/2 is 
second-genera- 
tion solid. 
prove itself in the 
real world. Fact: 
OS/2 is used by 
millions world- 
<q With OS/2, it’s full 
speed ahead for your 
DOS, Windows and 
} OS/2 applications— 
there’s no need to buy 
DOS and Vandows. 


wide. It’s the leading, second genera- 
tion, 32-bit Intel’-based operating 
system—a more stable, more 
developed version of the award- 
winning March, 1992 release. 

If you’re looking for a cost-effective, secure, high 
function client/server solution today—Not Tomorrow— 
then OS/2 is for you. To order or to find out more 
about OS/2 2.1, call 1 800 3-I[BM-OS2. In Canada, 
call 1 800 465-7999, OS/2 2.1 is also available at your 


local software dealer. And that’s a fact. 


Operate at a higher level. 


SCrVer 


This ad was created by LINTAS and got to this publica’ 

OS/2 programs running on OS/2. IBM, OS/2 and NetVi 

and “Operate at a higher level” are trademarks of International Business M: 
All other products are trademarks or registered trademarks of their re 

© 1993 IBM Corp 
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A Two-Year Journey 
to Downsizing 


t’s Oct. 15, 1993 — a hot, sunny 

day in central Florida — and ap- 

praiser Beccy Harding is standing 

in the heat in front of a house with 

an AST Research, Inc./Grid Sys- 
tems Corp. Convertible PC. She is 
collecting data to determine the par- 
cel’s taxable value for the Orange 
County Property Appraisers (OCPA) 
office in Orlando, Fla. 

When Harding finishes, she will 
touch a single icon on her Windows 
display, sending the information via 
cellular radio back to the OCPA’s 
main database for automatic updat- 
ing. If anything should go wrong at 
home base or if her supervisor has a 
question, Beccy can send and receive 
electronic mail in the same fashion. 

At the OCPA’s office, supervisor 
30b Hahn is analyzing an agricultural 
area with the assistance of a digital 
aerial image system. The system dis- 
plays square mile images of Orange 
County in 24-bit color. The images 
are so detailed that Hahn can view a 
subject property and gather informa- 


Mobile computing from his laptop is 
one of the downsizing benefits for 
Eric Singleton, IS director at 
Florida’s Orange County Property 
Appraisers office in Orlando 


tion as if he were on-site. 

Nearby, Carol Walker, manager 
of cadastral mapping, is busy access- 
ing digital images of property deed 
documents. These document im- 
ages, along with more than 1.5 mil- 
lion others, are stored in an optical 
imaging system. As with all other sys- 
tems here, it is available on the net- 
work to the entire user base. 

Things weren't always this won- 
derful. Two years ago, the informa- 
tion technology division and our 
client base were operating on an IBM 
4381 and dumb terminals, costing the 
county $1.8 million annually to main- 
tain obsolete technology. Yet we in- 
creasingly felt the need for color im- 
aging and an open architecture. 

Downsizing all processing to a 
PC LAN environment could open the 
door to acquiring these new technol- 
ogies at a realistic cost. But we had to 
create our own road map, for there 
was little data available on such a 
large downsizing project. This is an 
account of that 24-month journey. 


; BY ERIC SINGLETON 
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After four weeks of discussing the idea 
to downsize, the staff has agreed to 
move ahead, and top management has 
approved the project. 

Plans are set for a network archi- 
tecture, and all acquisition orders 
are issued for a plethora of hardware 
and software. 

Novell, Inc.’s NetWare is pur- 
chased and certified NetWare en- 
gineers hired. When building a 
large microcomputer network, it 
pays to have the proper talent to 
design and support it. 

Hardware and software are in- 
stalled and configured. Mainframe 
processes are analyzed. 

The completely downsized sys- 
tems must do everything the main- 
frames did and more. Methodology 
for backups, version control, batch 
processing, CICS support, etc. has to 
be developed. 

All new PC operations will have 
to be supported, too. 

This massive effort is an oppor- 
tunity to re-engineer the business. 
We will carefully study each depart- 
ment, asking questions such as 
“What does this department do? Why 
does it do it that way? Is the depart- 
ment itself even necessary?” 


SOMMER, (99 


Mainframe process analysis is com- 
pleted. Instead of sheer duplication of 
these processes, improvements have 
to be made where possible. 

Four and 8mm tape drives 
should be used for backups, not 
round reels. Cost-effective, high- 
speed laser printers can replace huge 


footprint, high-speed 

impact printers. Due to font and spa- 
tial controls possible on the laser 
printers, all batch reports print on 
8 by 11-in. paper instead of green- 
bar. Further, the reports are printed 
on three-hole-punch stock, so they fit 
neatly in three ring binders. 

Software selection process is ini- 
tiated. Cobol legacy systems are be- 
ing converted. 

Computer Associates Interna- 
tional, Inc.’s CA-Realia is selected as 
the target product for the conversion. 
CA-Realia is able to emulate the tradi- 
tional editing packages (TSO/ISPF) 
and CICS interfaces so that the Cobol 
staff does not have a monumental 
learning curve. 

Novell’s Btrieve is chosen as the 
database record manager. 


JONES 


The staff is assembled today into teams 
for database, network, PC software and 
Cobol source-code conversion. Infor- 
mation technology manager Tom 


Appraiser Beccy Harding 
records data about an Orlando, 
Fla., law office building on 
her pen-based computer 


Rebik will coordinate all of the 
teams, as well as assist me in di- 
recting the project. 

Not only will the Cobol source 
code be downsized and converted, 
but other projects, such as optical im- 
aging, will also have to be installed. 

These systems must be up and run- 
ning in the same time frame in which 
the downsizing is completed. 


TONE (4 


Each team is assigned tasks. One of 
the largest is the conversion of the 
legacy Cobol systems: More than 700 
batch programs and 250 on-line pro- 
grams have to be converted to work 
effectively under CA-Realia, our cho- 
sen compiler. 

The way our office works, we 
have to have the new systems up and 
running in one year or we will have 
to wait an entire extra annual 
cycle for deployment. If we miss our 
launch window, the project’s success 
will be seriously jeopardized. We also 
agree to terminate the use of the 4381 
by acertain date. 

We develop a strategy to break 
up the Cobol systems into conversion 
groups. 

Each group has to be ready by a 
certain date because that is when the 
system is needed for production. We 
will deploy the system as it becomes 
ready, notafter everything is convert- 
ed. This is how we will bring every- 
thing in on time. 

(Continued on page 16) 
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Jor Jl 


The first significant batch jobstream is 
converted! But the job that used to run 
for one hour on the 4381 mainframe 
now runs for more than 10 hours on 
the 486 batch server. Fear strikes us. 
Several months into the project and 
our first real conversion has yielded 
terrible performance. Should we stop 
now and save our careers? 


AV BOST 22. 


Solution found! By running the batch 
jobstreams on a separate server and 
installing a fiber-optic backbone be- 
tween the batch and database serv- 
ers, run times decrease to 25 min- 
utes. Faster than the mainframe! 


FALL (99 | 


A staff member resigns, convinced the 

process will never work and that main- 
frames are the only future. ... 

The remaining staff members 

are largely computer science 

majors with several 

years of ex- 


ARIERAL MONTHS (NTO THE PROMECT 
AND OUR FIRST REAL CONVERS (CN) LAS 
YIELDED TERRIBLE PERFERMAKCE . 
SHOULD WE SOP NOW & SAVE OUR CAREERS? 


perience and confidence enough to 
conquer the world. I don’t expect any 
more resignations. 
The conversion process is honed 
so each program is run on the main- 
frame, converted and run again on 
the PC. Then results are compared, 
and the next program is processed. 
A key step in this conversion 
process is testing against duplicated 
database management systems on 
the mainframe and PC database serv- 
er. With this technique, we are guar- 
anteed to find both accuracies and in- 
accuracies. 
Fiber-optic cabling is introduced 
to the network architecture, where a 
backbone among all servers greatly 
increases data-sharing performance. 
We want a large data highway 
among servers, and Thomas Conrad 
Corp. systems are chosen to achieve 
the bandwidth necessary to satisfy 
our existing need and yet 
still leave room for 

expansion. 


OCTOBER 2% 


A document imaging system is brought 
on-line by the PC software team. Our 
parallel development/deployment 
process allows us to install, test and 
release the product, write documen- 
tation and train end users on the sys- 
tem during legacy systems conver- 
sion. 

Hewlett-Packard Co. optical-disc 
jukeboxes are installed to increase 
storage capacity of images. 


NvEMBER & 


Digital aerial imagery is discussed as a 
new concept that would allow end users 
to study property parcels from their 
desktops rather than from the field. 

We now have the network to sup- 
port the very systems that were unaf- 
fordable or unavailable on the main- 
frame. 

Ground-level imagery is dis- 

cussed as a supplement for the 
aerial imagery system. 
Strategies for alow-cost 

pilot are developed. 


DEC .IO 


The first critical group of 
Cobol programs is converted! 

After banging our heads 

against the wall working out the 


This aerial photo showing 
digital imagery of Winter 
Park, Fla., can now be called 
up at an appraiser's desktop 





kinks, the second group goes much 
faster. 

The information technology 
staffers ask me how they are doing 
with the timeline dates on Cobol pro- 
gram conversion. They are on sched- 
ule, but barely. (The day comes later 
when I have the joy of telling them 
they are finishing four months ahead 
of schedule.) 


WINTER A -92, 


The development testing team reports 
less than adequate performance of on- 
line CICS modules. 

The current configuration cre- 
ates very heavy network traffic, 
which can slow down performance of 
the application systems considerably. 
The solution? We create a 3M-byte 
RAM disk on each client node and 
download all appropriate CICS mod- 
ules to an individual user’s machine 
during login. 

A system is built that reads the 
Novell ID of the user and loads only 
those modules necessary for them to 
sign on. All other systems are acces- 
sible via Windows. 

Now, network traffic is low, and 
screen-to-screen response time is 
blazingly fast. 


FEBRUARY 3 


Design starts today on the aerial and 
ground-level imaging system. 

Aerial and ground-level imaging 
are implemented as a pilot system 
and proved technology, re vely. 
The projects occur in parallel with the 
downsizing, but after being devel- 
oped, both are put on hold by top 
management. 


SPRING (992. 


ALAN interface to the wide-area county 
network is planned and executed. 
Meanwhile, a TCP/IP gateway is put 
into place and tested, performing 
very well. 

One advantage to this expansion 


On-line digital images of 

property let appraisers per- 
form various analyses that 
were previously impossible 


is accessibility for PC users to 
the countywide geographic 
information system (GIS), 
which is almost completed. 
But to use the GIS, a 
high-powered, expensive 
($30,000) system is neces- 
sary. 

I'm considering the 
possibility of working 
with the GIS software 
vendor, Geovision, Inc., 
to assist us in writing a PC version of 
its software. If such a system can be 
developed, hundreds of existing PC 
network users will be able to access 
the GIS. 


APRIL 3| 


In San Antonio at a Geovision confer- 
ence, | reach a verbal agreement with 
Doug Seaborn, president of Geovision. 
Work will start on a co-development 
project that eventually produces 
Vision Query, the PC platform Geo- 
vision product. 


MAY 7 


The document imaging systems that are 
on-line and in production are beginning 
to show signs of performance prob- 
lems. We begin thinking long-term 
about the projected life of the product 
at our site. (Eventually, we do move 
ahead with anew system.) 


SOMMER (992. 


Land ho! The conversion of the Cobol 
legacy systems is completed and test- 
ed. We are ready to start running our 
annual processing jobs, the calcula- 
tion of more than $33 billion in prop- 
erty value. 

Although the system has been 
tested to the nth degree, top manage- 


ment wants to keep 
the mainframe as a backup through- 
out the season in case “anything goes 
wrong.” 

Vision Query Release 1.0 begins 
testing at our site. The product shows 
extreme promise. 


FALL (992. 


Election season, and this is an elective 
office. Our chief executive officer is the 
elected official, and the race is on... . 

The 4381 mainframe system has 
officially been shut down, as annual 
cycle processing ends in October. 

Processing on the new down- 
sized systems is a success. 


NNEMBER S 


The document imaging systems are sta- 
ble, but we hunger for higher perfor- 
mance to keep up with rapid scanning 
of documents. So we start searching 
for anew document image system. 


WIKTER 92-94 


Richard Crotty, newly elected property 
appraiser, takes office. Crotty decides 
to immediately move ahead with 
aerial and ground-level imaging, giv- 
ing new life to the projects. 
(Continued on page 18) 
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(Continued from page 17) 

He also asks about the possibili- 
ties of gathering data in the field with 
portables. This initial discussion 
leads to the development of “Project 
Field Link.” 


SPRING (992 


Hired Alan Mariotti, enterprisewide 
NetWare engineer — one of the few cer- 
tified NetWare experts in the state and 
a consultant to our project. 

As the network grows and ap- 
plication systems increase, we 
pay closer attention to education 
and training. 

Our training budget is usually 
set at 5% to 10% of the overall infor- 
mation technology budget. During 
the downsizing, this figure was at 
the high end due to the flood of new 
technologies the staff had to learn. 

Our strategy is to have a key non- 
information technology staffer in 
each department, a “super user” sup- 
porting the others in his department. 
This person’s skill set falls between 
an information technology staffer 
and an end user who has knowledge 
of how to use asystem. 


APRIL (LE 


Aerial imaging systems are fully in pro- 
duction. Stored on optical discs acces- 
sible on the network via the HP juke- 
boxes are 910 square miles of 24-bit 
color images. Other agencies have 
started to visit, each with an interest 
in our new technology. 

The Orange County Sheriff's de- 
partment and the Environmental 
Protection Agency (EPA) both visit. 
The EPA was interested in how such 
a system could be used to identify 

-e types at the desktop. In a matter 
of seconds, a few dying trees are lo- 
cated in a square mile of living ones. 

In addition to using the technol- 
ogy for similar studies of trees and 
shrubs, the Sheriff's department 
could zoom in on top of houses and 
study their positions if they are plan- 
ning an unannounced visit. 


FinANCIALLY ; 
(SE HAVE COME 
OOT AHEAD: - 


Geovision, Inc.’s PC-based software shows how 
property parcels can be color-coded to display 
attributes such as comparable sales value 


EARLY SUMMER 93 


Work begins on Project Field Link. We 
have designed a system that will take 
advantage of pen-based computing, 
Windows and new advances in cellu- 
lar radio networks. Testing of compo- 
nents of the system has already be- 
gun, and the test results shape our 
strategy. 

Development is occurring in 
very fast strides as the flexibility of 
open systems is increasingly felt by 
the staff. . 

Object-oriented programming 
systems have cut into the world of 
new system development in Cobol. 
Visual C++, Visual Basic and CA- 
Clipper have joined the ranks as our 
key development tools. 
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LATE SUMMER 93 


The annual cycle repeats, and Tom 
Rebik prepares to guide the support 
team through another assessment sea- 
son. Ground-level imaging is brought 
into production, as field personnel 
armed with still-frame video cameras 
take pictures that are converted to 
digital images. 


TOOK — 


Project Field Link has become a reality. 

Fifty AST Research/Grid Systems 

Convertible pen units allow data 
gathering from the field, where prop- 
erty appraisers stand in front of the 
subject property. 

A quick touch of pen to screen 
and data is transmitted live to the 
production data files on the home 
system. 

Financially, we have come out 
far ahead. Our first year realized 
an $800,000 reduction from a bud- 
get of $1.8 million. Subsequently, 
we have seen other dramatic 

gains as we have applied our in-house 
knowledge and used the tools on 
hand to build new systems. 

Project Field Link will reduce the 
overall budget by more than its cost 
in the first year of operation. There 
are many examples like it. 

The user community has adapt- 
ed amazingly well to such rapid de- 
ployment of multiple technologies. 
As I watch a client using our products 
under Windows on a 17-in. display, I 
realize that for the client, it had to be 
all or nothing. 

Technology is unforgiving, and 
we have learned that in order to instill 
positive change so quickly on our 
client base, we have to relentlessly 
educate ourselves to not only keep up 
but also look ahead. @] 

Singleton is the IS director for the 
Orange County Property Appraisers 
office in Orlando, Fla. He can be 
reached through his CompuServe ID at 
72274,3110 or via the Internet at 
72274.3110@compuserve.com. 
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QUICK TAKES 


interactive TV brings high tech to living rooms By Ted Krum 


server technology as atool for re- 

engineering customers’ busi- 
nesses, but applications now under 
development may do far more: They 
may decimate entire industries. 

The nation’s leading computer 
and communications companies are 
building prototype interactive televi- 
sion networks that will provide flexi- 
ble entertainment and retail services 
directly to consumers. These net- 
works will bypass the normal chan- 
nels suchas chain stores or catalogs. 

The first systems coming on-line 
at year’s end, for example, will allow 
cable TV subscribers to view popular 
movies any time they choose. Cus- 
tomers will simply use their remote 
controls to order films from server 
clusters run by their local cable or 
phone company. This new capability 
usurps video stores’ business. 

“By late ’96, the top 50% of cable 
businesses will be running 50% of 
their traffic through fiber optics,” 
said Ray Katz, who covers the cable 
industry for Lehman Brothers, Inc. in 
New York. “That will be enough [for 
interactive services] to have a signifi- 
cant impact on the bottom line.” 

For one of the first interactive TV 
networks, Time Warner, Inc., the na- 
tion’s No. 2 cable operator, is equip- 
ping 4,000 homes in Orlando, Fia., 
with cable boxes designed by Silicon 
Graphics, Inc. (SGI) and built by Sci- 
entific-Atlanta, Inc. in Norcross, Ga. 

“There’s no way to tell right now 
what consumer demand for these 
services will be,” said Robert Clark, 
director of media servers at SGI. 
“The electronic superhighway is be- 


S ystems vendors portray client/ 


ing pushed by entertainment and 
consumer products companies that 
want to cut their distribution costs 
and retain a bigger share of the cus- 
tomer’s dollar.” 

Katz’s late 1996 milestone falls 
within these planning horizons. 


STILL WARY OF FUTURE 
Yet Clark discussed the future cau- 
tiously. “Even after we turn on the 
switch in Florida this year, market- 
able solutions for consumers will still 
be at least two years away,” he noted. 
Clark said that although the ca- 
ble companies “are giving us a cost 
ceiling of $300 per unit” for the cable 
boxes, they will have the processing 
power of a midrange box, complete 
with a RISC microprocessor, a few 
megabytes of RAM and special hard- 
ware for security, video compression 
and three-dimensional graphics. 


Other technology companies, in- 
cluding Intel Corp., Microsoft Corp., 
Hewlett-Packard Co. and Motorola, 
Inc., are developing similar offerings 
with an eye to someday placing their 
products in every household. Video 
game companies such as Sega Inter- 
national and 3DO Co. are developing 
interactive TV products to hedge the 
potential threat to their businesses. 

Despite all the untried technol- 
ogy at work in interactive cable sys- 
tems, some of the greatest risks fall 
outside the engineering realm. 

“Businesses will use this infra- 
structure for high-speed networking 
and to reduce their phone bills by 
bypassing the local phone company,” 
Katznoted. #1 
Krum, based in Stamford, Conn., con- 
ducts independent research and con- 
sulting on computer graphics. 


The interactive TV screen in this mock-up image displays one type of interface 
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INDUSTRY ISSUES 


CUNFUSIUN REIGNS OV 


COSE 


Can four fierce rivals overcome the perennial 
politics of the Unix business? 


BY FRANK HAYES 
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ILLUSTRATIONS BY ADAM NIKLEWICZ 


ight months after its launch, 
the Common Open Software 
Environment (COSE) is shap- 
ing up as a technical success 
— buta marketing fiasco. 

The project by IBM, Hewlett- 
Packard Co., SunSoft, Inc. and No- 
vell, Inc.’s Unix System Group to cre- 
ate a standard Unix platform may be 
well on its way to official acceptance 
by the X/Open Co., an international 
standards consortium. But users said 
they still have not figured out exactly 
what COSE is or how it is likely to 
help them build client/server envi- 
ronments. 

“Even today, none of the vendors 
I talk to have even heard of COSE,” 
said Gail Levesque, manager of spe- 
cial projects at Monadnock Paper 
Mills, Inc. in Bennington, N.H. “Who- 
ever is driving COSE, they’ve got to 
be able to articulate the benefits.” 

Jim White, vice president of tech- 
nology planning at Charles Schwab 
& Co. in San Francisco, agreed. 
“There’s a lot of confusion out there,” 


he said. “A lot of people are beginning 
to look to X/Open [for standards]. 
Some clarity would be nice.” 


EMPTY PROMISES 

The confusion is hardly surprising. 
Since 1987, users have endured a del- 
uge of Unix “unification” plans from 
AT&T, the Open Software Founda- 
tion (OSF), Unix International and 
the ill-fated Advanced Computing En- 
vironment, or ACE. All of them prom- 
ised standardized user interfaces, 
uniform systems management and 
common programming interfaces. 
None of them delivered. 

Then COSE made its debut last 
March, with all of the industry’s lead- 
ers united under a single banner to 
jointly develop acommon Unix “envi- 
ronment” spanning not only the desk- 
top but also eventually networking, 
graphics, object technology and sys- 
tems management. 

“It’s the right time, the right cir- 
cumstances,” said Rikki Kirzner, a 
principal analyst at Dataquest, Inc. 
“And let’s give credit where it’s due 


— this wouldn’t have happened with- 
out Microsoft.” 

The competitive threat of Micro- 
soft Corp.’s Windows NT operating 
system, released in August, is seen 
by many as the true driving force be- 
hind the development of COSE’s 
Common Desktop Environment 
(CDE). This “common Unix dash- 
board” promises to integrate a me- 
lange of existing products and ser- 
vices, such as the OSF/Motif 
graphical user interface and Sun- 
Soft’s ToolTalk software, to produce 
a user interface that looks and feels 
the same across various workstation 
platforms. 

Integral to the entire effort is 
X/Open, which is pumping up its 
public presence on several fronts. 

Last month, Novell handed over 
the Unix brand name to X/Open ina 


STATS 


NAME: X/Open Co. 


FOUNDED: in 1984 by Bull HN Informa- 
tion Systems, Inc., ICL, Siemens AG, 
Olivetti and Nixdorf. 


MEMBERSHIP: Fourteen “shareholder” 
companies that pay $500,000, along with 
13 system vendors and 27 independent 
software vendors that pay $15,000 to join 
X/Open’ s Independent Software Vendor 
Council. Vendors pay an additional 
$25,000 to participate in the CDE working 
group. 

Users comprise 58% of X/Open. The 
77 end-user companies each pay 
$22,500 to join the user council. 


MISSION: Began in 1984 as an organiza- 
tion of European computer system ven- 
dors, focusing on practical requirements 
for open systems. A U.S. office opened in 
1987. In 1989, the mission broadened 
with the launch of its first “Xtra” user re- 
quirements survey to help vendor mem- 
bers determine customer needs. 

Promotes the X/Open Portability Guide 
(XPG), a set of open systems specifica- 
tions for widely used standards such as 
SQL, Cobol, C and X Window System. Also 
tests and brands products for XPG compli- 
ance. To date, more than 800 products are 
X/Open-branded. 


highly publicized move that makes 
X/Open the official referee for indus- 
try-standard versions of Unix. In Sep- 
tember, X/Open was tapped by a 
group of 75 Unix vendors to shep- 
herd into standardization a compre- 
hensive set of more than 1,000 Unix 
application programming interfaces 
(API). The common API effort is in- 
tended to eliminate the incompatibil- 
ities among multiple Unix variants. 

For their part, users seem confi- 
dent X/Open can carry off its in- 
creasingly high-profile role. “There 
are a lot of high hopes, and X/Open 
has probably done a more complete 
job than anybody to date,” White said. 

Alan Dickman, a member of the 
technical staff at Bell Communica- 
tions Research in Piscataway, N.J., 
agreed. “X/Open is up to supporting 
it. It’s up to the vendors to decide if 
this is worth it to them.” 


COSE POLITICS 

The potential trouble for the COSE 
vendors lies in getting four fiercely 
competitive companies to work to- 
gether — and to do so without a legal 
safety net. So far, there is no overall 
cross-licensing agreement formally 
tying the firms together for COSE 
development. Instead, the vendors 
are relying on individual licensing 
agreements for the technologies in- 
volved. 

“Clearly, there’s a potential for it 
not to work,” observed Ed Hoerner, 
director of infrastructure implemen- 
tation and planning at GTE Tele- 
phone Operations in Irving, Texas, 
and a longtime open systems advo- 
cate. “If one of these companies gets 
mad at the others, the whole thing 
could fall apart.” 

“Are we bitching and moaning at 
each other? The answer is yes,” said 
Michael Sears, director of the pro- 
gram office at SunSoft. “Are we get- 
ting things done? The answer is also 
yes. We’re meeting and talking all the 
time. A couple hundred thousand 
pounds of jet fuel have been expend- 
ed on this ‘virtual corporation.’” 

(Continued on page 24) 
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ANYONE CAN SELL YOU THE 
PIECES. WELL MAKE IT FLY. 


\ piece here, a piece there. All too often, 
that’s how company-wide software integration 
arrives. With no instructions, no help and no 
clear idea of what the thing should look like 
when it’s done. 

You need a plan, and IBM can help. 
With client/server software that will help you 

tsize, streamline and transform your 
company as quickly or as gradually as you 
need. With LAN workgroup products that 
bring your people together, like IBM Time 
and Place/2™ and Lotus Notes’ and cc:Mail.™ 
With software like our new connectivity pro- 
grams that can unite your LAN and host users. 
And we provide the consulting, training and 
services to make sure everything works as well 


as you hope. LAN to LAN or host to LAN, 


nobody puts the pieces together like IBM. 


Want to automate your sales force? Im- 
prove your customer service? Speed your 
product development? There’s never been a 
better time to call 1 800 IBM-CALL, dept. 
142, for more information on our client/server 
workgroup solutions. We'll show you where all 
the pieces go. And then stay around and help 


you get it off the ground. 


SOFTWARE FOR BUSIN 





(Continued from page 21) 

To speed along the standards 
process, the COSE players made 
sure X/Open would use its “fast 
track” process to consider the COSE 
specifications and to create a testing 
and branding program as well (see 
story below). 

AtX/Open, anewly created topic 
group called the Desktop Working 
Group is handling the formal CDE 
specification. This desktop group, 
plus an X/Open “requirements topic 
group,” began meeting in July to feed 
recommendations to the COSE spon- 
sors and prepare for the finished 
specification’s delivery in December. 

Even more significantly, the plan 
to implement the new COSE specifi- 
cations reverses the usual process for 
developing standards. The COSE 
projects are being jointly developed 
behind ciosed doors by IBM, HP, 
SunSoft and Novell. Only after the 
four firms have created their prod- 
ucts will they extract the common 


specifications to submit to X/Open. 

That reversed approach has 
prompted suspicions that X/Open’s 
fast track is simply a way of railroad- 
ing the COSE products through the 
standards process. 

“The fast track process is not 
used alot,” said Hal Wilson, vice pres- 
ident at systems integrator PRC and 
the person who sponsored the pro- 
posal to fast track CDE before the 
X/Open User Council. “There was 
concern among the membership: 
Exactly what are we buying into 
here? Will we lose our objectivity?” 

The COSE sponsors have vowed 
to abide by any product changes re- 
quired by X/Open, but a mantle of 
silence over the group’s work has ef- 
fectively kept both users and other 
vendors in the dark. 

Meanwhile, technical work on 
COSE has been moving steadily for- 
ward, the sponsoring companies 
said. In June, they is- 
sued a 117-page 


ON THE FAST TRACK 


/Open’s fast track process is similar to the organiza- 
tion’s normal standards process — but with the front 


end sawed off. 


Ordinarily, a technical working group composed of X/Open 
vendor members spends two years or more developing and revising a 
specification. Vendors can examine draft after draft of the proposed specification 
before it is submitted to the X/Open membership for a vote. 

But in the fast track process, the proposal’s sponsor must do most of the develop- 


ment work on the specification. The X/Open working group’s effort is largely limited to 
accepting or rejecting a finished proposal. If a spec is not up to snuff, it is returned to 
the developers for more work. 

“The fast track process will only work as well as the quality of the specification,” 
said Alan Dickman, a member of the technical staff at Bell Communications Research 
who has worked on past X/Open specs. In addition, Dickman said, a fast track spec 
“needs considerable industry support behind it,” as it must still pass the same number 
of votes as a conventional X/Open standard. 

For X/Open, fast-tracking has the advantage of the sponsoring vendors footing the 
bill for developing the specification. For sponsoring vendors, fast-tracking may cut 
the time a proposal spends in a working group to a few months “if everything is per- 
fect,” according to X/Open spokesman Jeff Hansen. 

However, fast-tracking carries no guarantee. The OSF’s DCE, which was returned 
to developers for additional work, will spend a year in the process. If all goes well, 
COSE’s desktop environment specification will be up for a vote next month and could 
emerge ready for approval by April. Then X/Open-branded products might be available 
by mid- to late 1994. 
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“functional specification” for CDE. 
That spec describes a single set of 
source code for all four primary plat- 
forms: SunSoft’s Solaris, HP’s 
HP/UX, IBM’s AIX and Novell’s Unix 
System V Release 4.2. 

The X/Open membership — 
comprising dozens of system and 
software vendors plus user compa- 
nies — will vote on that initial CDE 
specification next month at a confer- 
ence in Rome. Still undecided, how- 
ever, is exactly how CDE will be 
offered as a product when it finally 
hits the market in mid- to late 1994. 


UP AND RUNNING 

Yet despite the confusion surround- 
ing COSE, most users said they still 
like what they have heard — at least 
as afirst step. 

“This provides a solid baseline,” 
said Jonathan Vaughan, vice presi- 
dent at The Chase Manhattan Bank 
NA in New York. “However, other 

than for purely desktop products, 

the APIs are just a starting point. 

In an enterprise environment, 

you're really going to have to 

go to the next level with 

things like security services, 

naming services and man- 

agement facilities. It’s not 

clear how that will be re- 
solved.” 

“It doesn’t help us at all to have 
multiple standards,” added Kevin Re- 
illy, vice president of information sys- 
tems at Richardson Electronics in 
suburban Chicago. “We're not mov- 
ing to Unix because the vendors have 
told us how great it is; we’re moving 
to Unix because we know we need 
distributed systems and interopera- 
bility.” 

But handling those complexities 
requires disposing of the incompati- 
bilities among Unix platforms, Kirz- 
ner noted. “The quicker you force the 
operating system into being a com- 
modity, the quicker you can move up 
to the next level,” she said. #1 


Hayes is a Portland, Ore.-based free- 
lance writer who specializes in Unix 
and open systems. His Internet address 
is frankhayes@bix.com. 
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he essence of client/server comput- 

ing is the strategy of distributing com- 

putations and data over multiple com- 

puters. One of the key challenges is 

initiating a distributed computation 
over distributed data while ensuring the in- 
tegrity of the result. 

The need for distributed transaction con- 
trol is evident in financial management sys- 
tems, which must ensure that no expenditure 
is approved without available funds. Other 
types of systems (scheduling, parts inven- 
tory, order fulfillment, etc.) have similar situ- 
ations in which they have to keep balances 
consistent across two different subsystems 
or databases. 

The system software that provides this 
capability — the “transaction processing 
monitor system” or TPMS — has been used 
in mainframe shops for more than 20 years. 

Now, TPMSs are making their debut in 
client/server environments to solve the same 
problems. 

For example, IBM, whose CICS is synon- 
ymous with mainframe transaction process- 
ing, now has versions of CICS for OS/2 and 
AIX. Hewlett-Packard is imple- 
menting CICS under HP/UX, and 
IBM is even producing a Microsoft 
Windows NT version. 

Arecent market research sur- 
vey by International Data Corp. 
projects that CICS will control 60% 
of the TPMS market for the fore- 
seeable future — in both client/ 
server and mainframe environ- 
ments. 

And why not? The characteris- 


There are more trained CICS pro- 
grammers by an order of magni- 
tude than for any other TPMS. 
CICS will likely provide the most 
robust way of integrating main- 
frames into the distributed 
client/server environment 


CICS will 
likely provide 
the most 


robust way of 


integrating 
mainframes 
into the 
distributed 
client/server 


environment. 
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something that most large organizations 
want to do. 

However, a transaction processing moni- 
tor is not the only way to ensure the integrity 
of distributed computations and data. 

Vendors of client/server database man- 
agement systems are developing their own 
solutions, providing two-phase commit pro- 
cessing, data replication control and a variety 
of approaches to include both network- and 
mainframe-based data in the solution. 

Many applications don’t require true 
simultaneous updates (such as a bank credit- 
card application might) but can deal with 
databases that get back into synchronization 
within a few seconds or minutes. 

Sybase has been emphasizing the use of 
its new Replication Server in these cases, 
claiming they are far more common than 
those requiring true two-phase commit. Ora- 
cle and Sybase also offer capabilities for data- 
base two-phase commit, allowing the imple- 
mentation of large systems with the database 
split across multiple servers. A good example 
is a banking system that keeps certain cus- 
tomer files on servers at each branch. 

The ideas of two-phase com- 
mit and replication processing 
have also been around for a long 
time. What is new, of course, is the 
technology for downsizing and 
client/server. The fight is shaping 
up in the space where CICS is mov- 
ing down and the newer entrants 
are moving up. 

Today’s software systems for 
ensuring distributed transactions 
are still based on a procedural pro- 
gramming model. But object- 
based systems will also have to 
deal with these issues. 

Once these systems are able 
to ensure the integrity of mes- 
sages passed over a network, we 
will truly have a contender to un- 
seat CICS from its throne. ¥] 


JERROLD 
GROCHOW 


Grochow is vice 
president and chief 
technology officer 
of American 
Management 
Systems, Inc. in 
Reston, Va. 
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was nearly the night before 
Christmas five years ago, and 
Joyce Young was despairing 
over her first client/server 
project. 

The director of decision support 
systems at Helene Curtis Industries, 
Inc. in Chicago had just given 20 
salespeople the pilot version of what 
later became a very successful sales 
automation system. She was out hav- 
ing a late dinner with Maria Borzych, 
her sales systems manager and the 
first employee to join Young’s fledg- 
ling three-person department. 

“Things were not good. We were 
so upset! We wondered if we’d have 
> jobs when it was over,” said Young, 
< who can smile about it all now. “We 
were using all this beta stuff, and we 
< became our own system integrators. 
> It was awful.” 

Client/server computing arriv- 
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Daily access to constantly updated customer and product 
information allows sales reps to react to market changes faster 


pee 
CURIIS 


THE COMPANY: Helene Curtis Indus- 
tries, Inc. Sales of $1.2B in 1993 and 
netincome of $16.6M. Fortune 500 rank: 
353. Employs 3,200 worldwide. 

THE MARKET POSITION: Ranks No. 1 
in U.S. in sales of hair conditioner and 
mousse/gels and No. 2 inshampoos, 
behind Procter & Gamble Co. 

THE KEY COMPETITORS: Procter & 
Gamble, Unilever, Alberto-Culver Co., 
Gillette Co. 

THE PRODUCTS: Suave, Finesse, Salon 
Selectives and Vibrance shampoos and 
conditioners. Degree antiperspirant. 
Quantum permanent wave and other 
salon products. 


ed at Helene Curtis Industries not 
with a bang but a whisper — and long 
before it became a fashionable buzz- 
word. 

“From the very beginning, we 
had a great deal of involvement with 
our clients, the sales force,” said 
Young, 40, whose background in- 
cludes degrees in computer science 
and business administration plus five 
years ofinformation systems consult- 
ing for KPMG Peat Marwick. “These 
are very aggressive people, and I had 
to coalition-build. I couldn’t go to 
them and be ‘Ms. Tech Wienie IS’ and 
be successful.” 

That first client/server project 
—a circa-1989 sales information sys- 
tem that gave laptop PCs to 170 direct 
sales representatives and managers 
nationwide — is scheduled for its sec- 
ond-generation revamp next year. A 

(Continued on page 28) 
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Products Then 
and Now 


In 1927, Gerald Gidwitz and 
Louie Stein founded the 
National Mineral Co. to sell 
mud packs to beauty salons. 
The company was renamed 
Helene Curtis, after Louie 
Stein’s wife and son, in the 
late 1940s. 


Lanolin Creme Shampoo 
1940s 


Stopette Antiperspirant 
1950s 


Suave Shampoo 
1950s-90s 


(Continued from page 27) 

new retail information system — the 
second major client/server project 
— began rolling out last month to 150 
more members of the retail sales 
force (see story below). This time, 
Young’s department put pen-based 
AST Research, Inc./Grid Systems 
Corp. palmtop computers in the 
hands of another set of sales reps. 

The decision support systems 
group now counts 30 staffers among 
Helene Curtis’ 137-person Business 
Information Systems Division. The 
handful of PCs kicking around when 
Young joined the company in 1988 is 
now anetwork of more than 700 desk- 
tops and 21 LANs. 

For this $1.2 billion corporation, 
whose mainstay product lines in- 
clude Suave, Finesse and Salon Selec- 
tives shampoos and conditioners, 


client/server has come to mean all 
forms of decision support for sales, 
marketing and finance. “The scope 
that my department has is very 
broad; we support everything that is 
not part of the data center or the 
transaction processing systems,” 
said Young, whose budget this year 
is about $3 million of the overall $25 
million IS budget. 

Success has been one of Joyce 
Young’s personal hallmarks. Now 
married and the mother of a 5-year- 
old son, she once considered careers 
in dress designing or professional 
dance. Her first job in the computer 
industry was as a programmer/ana- 
lystat the now-defunct Sperry Univac 
Corp., where she began working with 
fourth-generation languages and 
modeling tools. 

“Decision support systems were 


FROM PAPERWORK TO PALMPADS 


y all rights, Dan Glei should have been exhausted. 
instead, Helene Curtis’ customer business development manager was elated 
as he plowed through a series of 14-hour days last month during the first rollout 
phase of sales force training on the long-awaited retail information system. 
“Pve never seen so many people excited about something like this,” said Glei, who 
provides front-line, nontechnical support and acts as a liaison between sales and the 
decision support systems staff. “These people were clearly here to learn something 


they consider really important to them.” 


Based on AST Research/Grid palmpad computers and in-house-developed soft- 
ware, the new system promises to broaden the business analysis capabilities of the 
retail sales representatives, who serve as “our eyes and ears out in the stores,” said 
Paul Silverman, national field sales manager at Helene Curtis. 

“really believe this gives us a competitive edge,” Silverman said. “It lets us get 
information down to individual shipments of products, right to the retail store level.” 

In the past, when a new brand of shampoo or conditioner was launched, the only 
way to track the product’s success was through written reports submitted by the 
roughly 150 direct sales reps spread across the country. Each representative was 
responsible for a territory that might include up to 250 grocery stores, mass mer- 


chandisers and convenience stores. 


That paperwork, which took several weeks to process and analyze back at head- 
quarters, covered information such as how many bottles of the new shampoo a store 
was stocking, its price and how well it was selling. 

But in the hotly competitive consumer products market, sales reps in the 90s 
must be able to analyze and react to situations like business managers rather than 


like product suppliers. 


The sales reps will be able to swiftly input product information into the paimtops 
and upload it each night to the national database on the Sun servers in Chicago. 

“Now we can watch our distribution build almost by day, which helps us with things 
like when to turn on the media spending,” Glei noted. 
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a big interest of mine 
from the days of the ear- 
ly PCs and LANs,” 
Young noted. 

The sales automa- 
tion system that Young’s 
department built at He- 
lene Curtis gives the 
sales force daily access 
via laptops to constantly 
updated product and 
customer information 
that once took several 
weeks to assemble and 
distribute. 

“Our system is very 
flexible and fluid in what 
data you pull up,” said Paul Silver- 
man, national field sales manager at 
Helene Curtis and an early evangelist 
for the technology. “That’s a good 
deal of its power.” 

For example, a sales rep can fire 
up his Compaq Computer Corp. Con- 
tura SL laptop and ask for all custom- 
ers with orders over $5,000 as of yes- 
terday. Then he can query specific 
product distribution information for 
Suave and Finesse shampoos. When 
he later connects — through a dial-in 
modem over X.25 Sprint Corp. leased 
lines — to the national database in 
Chicago, he will upload his latest in- 
formation from the field and drop off 
requests for additional reports not in- 
cluded in his laptop database. 

The laptops run several off-the- 
shelf software packages, such as 
WordPerfect Corp.’s WordPerfect, 
Lotus Development Corp.’s 1-2-3, 
Software Publishing Corp.’s Harvard 
Graphics, a Moditech Corp. electron- 
ic-mail system and Dealmaker forms 
software from EASI Co. 


EMPOWERING BUSINESS MANAGERS 
Direct and retail sales reps perform 
very different jobs at Helene Curtis. 
Direct sales representatives — 
the ones with laptops — deal at high- 
er corporate levels with the buyers 
for merchandisers such as Kmart 
Corp. Retail sales reps, on the other 
hand, work with individual retail 
store managers in the roughly 40,000 
different drugstores, supermarkets 
and retail outlets in which customers 


Client/server 
has come to 
mean all forms 
of decision 
support for 

sales, a 


marketing 


and finance. 


buy Helene Curtis prod- 
ucts. 

The new palmpad- 
based retail system will 
give sales reps an auto- 
mated way to collect 
data, an analysis tool to 
measure sales produc- 
tivity and more disci- 
plined planning meth- 
handling 
accounts at the retail 
store level. 

“This kind of tech- 
nology allows us to 
bring information to the 
retail sales reps that em- 
powers them to become business 
managers,” said Dan Glei, customer 
business development manager and 
a key user liaison between IS and the 
sales force. “They can analyze infor- 
mation they never had before and 
make better decisions because of it.” 


EDGE ON COMPETITION 

Making better decisions is an in- 
creasingly crucial skill in the vicious- 
ly competitive hair care market, in 
which Helene Curtis rose from rela- 
tive obscurity a decade ago to be- 
come one of Procter & Gamble Co.’s 
most significant rivals. 

“Helene Curtis has been very in- 
novative over the years in new prod- 
uct creation and very persistent in re- 
working brands and_ supporting 
them,” said Diana Temple, an analyst 
at Salomon Brothers, Inc. in New 
York. “But their U.S. sales were off 
by 7% in the first quarter because of 
inventory reductions by retailers.” 

“They’re not doing that well right 
now, but I’d guess they’d be doing a 
little more poorly if it wasn’t for their 
great information technology,” add- 
ed Andrew Shore, an analyst at Paine- 
Webber, Inc. in New York. 

The new retail information sys- 
tem, which was three years in the 
making from inception to reality, has 
a “fairly near-term horizon for pay- 
back,” Glei said. “We believe this will 
provide us with a very distinct com- 
petitive advantage.” 

One quick payback from the re- 

(Continued on page 30) 
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Open Systems 
Evolution 


Open systems began emerging as a se- 
rious corporate direction for Helene 
Curtis in the spring of 1992. 

“That’s when we started a more 
formal dialogue around open 
systems,” said Tom Gildea, vice presi- 
dent of business information services. 
“One reason for doing it was educa- 
tional. The other was just to start the 
cultural process.” 

Gildea brought in a consultant to 
analyze his current computer setup — 
“We have everything here except 
Wang equipment,” he noted — and 
then talk about the gradual process of 
mainframe downsizing with the 137- 
person IS staff. 

“It surfaced a lot of angst on the 
part of the mainframe people,” Gildea 
recalled. “They've spent their entire 
careers on this equipment, and a lot 
of their self-worth is tied up in being 
systems programmers. But the skills 
they have are important — and many 
of them are skills client/server doesn’t 
have yet.” 

In March, Helene Curtis realigned 
into two major divisions: U.S. and 
international. The IS operation 
remained intact as a corporatewide 
function, responsible for both the U.S. 
and international domains. “Our CEO 
[Ron Gidwitz]’s view is that we’re going 
to be global, and information is the 
key,” Gildea said. 

“There’s alot of good stuff avail- 
able now for client/server, but you look 
at the product offerings and see a lot 
thatis not there,” he added. “Little 
fundamentals like backup, recovery, 
security, system management... .” 

Gildea is making a special effort 
to bring the operations and technical 
services staffers into “this revolution 
for client/server” rather than merely 
informing them about new technology 
choices afterward. 

“lm trying to position them so 
they become experts, so when they 
come to the table they’re prepared to 
render expert opinions,” Gildea said. 
“V’'m trying to elevate them to more of 
a partnership.” 





(Continued from page 29) 

tail system, Young added, is that it will 
let the sales reps add one more store 
to their daily rounds — eliminating 
the need to hire more salespeople. 


POWERFUL ANALYSIS TOOLS 

The combination of daily updates 
from the field with syndicated market 
data has proved to be a powerful tool 
for market analysis at Helene Curtis. 

When competitor Unilever intro- 
duced a new shampoo called Rave, 
for example, the market research de- 
partment at Helene Curtis assumed 
it was aimed at their Salon Selectives 
line. But an investigation and analysis 
indicated that the bargain-priced 
Suave line was the true target. 

“We were going to take down the 
pricing on Salon Selectives as a reac- 
tion to Rave, but the system enabled 
them to avoid doing something very 
reactive and losing money,” Young 
recalled. 

The heart and soul of the deci- 
sion support operation lies within the 
25G bytes of data stored in a relation- 
al database ona Teradata, Inc. system 
in the data center. It stores syndicat- 
ed market data from A. C. Nielsen Co. 
about the $20 billion personal care 
products industry, as well as product 
information from the field and inter- 
nal data on logistics, promotions, 
sales and order entry. 

From that data warehouse, infor- 


Sales representative 
Susan Broadfield (right) 
records crucial sales and 
marketing information 
with an AST Research/ 
Grid palmpad computer, 
also pictured below 


mation is parceled out to 
a Sybase, Inc. relational 
database management 
system on several Sun 
Microsystems, Inc. serv- 
ers and then further 
down to Novell, Inc. Net- 
Ware LANs, IBM-com- 
patible PCs and the Com- 
paq laptops. 

Now facing a bill of 
$400,000 to upgrade stor- 
age capacity on the Tera- 
data system, Helene Cur- 
tis is actively considering 
other options for its next wave of tech- 
nology purchases. The “Three Rs” at 
the firm now are “rehosting, rightsiz- 
ing and re-engineering,” said Tom 
Gildea, vice president of business in- 
formation services. 

To identify the vendors that will 
become strategic partners in the fu- 
ture, a team of 25 IS managers and 
staffers recently visited several major 
system and software vendors. NCR 
Corp., Hewlett-Packard Co. and Digi- 
tal Equipment Corp. all made the 
short list as potential partners. 

“One thing we’ve discovered is 
that nobody has a complete solution 
out there,” Gildea said. “I’m reluctant 
to say we’re going to go to cli- 
ent/server everywhere because 
then everybody’s got a hammer in 
their hand saying, ‘This is what we’re 
going to do,’” he added. “What I want 
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The ‘Three Rs’ 
at Helene 
Curtis are 
rehosting, 
rightsizing 

and re- 
engineering. 


people to do is sit down 
and develop intelligent 
applications for the user 
community.” 


NO EASY TASK 

Although client/server 
systems ultimately pro- 
vided tangible benefits 
for the company, there 
were unnerving pitfalls 
in the early days — from 
LAN configuation crises 
to distributed data syn- 
chronization problems. 

One big mistake Helene Curtis 
made with the sales information sys- 
tem, for example, was overzealously 
distributing databases to the field. 
“We had the actual database running 
on the laptops, and it was just a night- 
mare to support,” said Borzych, sales 
systems manager. “Because we have 
very sophisticated transactions go- 
ing on here and sales territories re- 
aligning, we have as many as 500 cus- 
tomers that could change from one 
territory to another. Being able to 
keep those databases in sync and up 
to date was a logistics nightmare, as 
well.” 

Moving back to a centralized na- 
tional database on the Sun servers — 
with only the easily refreshed data 
distributed on the laptops — was a 
change the sales reps welcomed be- 
cause performance improved, Bor- 
zych said. “Now if they submit a re- 
port at 11 a.m. and wait until 11:30 
a.m. to pick it up, 95% of the time their 
reports are ready.” 

Aside from introducing a new 
type of computing to Helene Curtis 
users, decision support systems also 
pioneered a closer working relation- 
ship with users during application de- 
sign. 

“The crux of the success of 
Joyce’s group is the heavy front-end 
involvement of users and people like 
me becoming part of their business,” 
Glei said. “Joyce and her people work 
real hard to understand our needs 
and deliver on them.” 


Maryfran Johnson is editor of Compu- 
terworld Client/Server Journal. 





PHOTOGRAPHS BY KENT HANSON 


Columbia 
Polishes 
Financial 
Ald Image 


uilding client/server applica- 

tionsisalotlike defensive driv- 

ing: Getting to the destination 

quickly may be your goal, but 

you have to be prepared for 
some mishaps along the way. 

Such is the case at Columbia 
University in New York, where infor- 
mation systems personnel are im- 
mersed in a five-year plan to re- 
engineer key business processes for 
the school’s 15 colleges. They are 
striving to enable faster turnaround 
and less paper shuffling for critical 
activities such as admissions and fi- 
nancial aid. 

“You can survive new technol- 
ogy, even bleeding-edge client/serv- 
er stuff,” said Mark Olson, vice presi- 
dent of Columbia’s student financial 
and information services. “But be 
ready for some surprises. 


Columbia University’s Mark Olson 


Those surprises came in many 
forms, from LAN-to-host communi- 
cations snags to difficulties with dis- 
tributed systems management. But 
Columbia was prepared for the de- 
tours and wasn’t afraid to call in ex- 
perts to keep the project moving, 
Olson noted. 

Among the biggest eye-openers, 
the IS executive said, were the com- 
plexities of developing in a heteroge- 
neous environment that included a 


APPLICATIONS 


mix of IBM software and hardware, 
Novelli, Inc. NetWare LANs, an opti- 
cal jukebox from Hewlett-Packard 
Co., a scanner from Fujitsu America, 
Inc. and PC clones from Dell Com- 
puter Corp. 

“We found that we have to have 
OS/2 experts, LAN/Novell experts, 
Ethernet experts to get the gateway 
working to the IBM mainframe and 
so forth,” Olson said. “We pushed the 
envelope everywhere we could.” 

Establishing and following “a rig- 
orous diagnosis to track down prob- 
lems” was important, Olson stressed. 
During testing and integration, for in- 
stance, a glitch might be traced to a 
scanning device. That, in turn, could 
mean the problem was in the front- 
end applications code, a communica- 
tions interface, the network or the 

(Continued on page 34) 
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a revolution. The price/performance 
leader of UNIX® systems—IBM’s RISC 
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the POWERstation™ 250. 
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server solutions. And weve brought 
technologies like multimedia and 
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IBM CICS environment. 

But the end result was grat- 
ifying, he added, as financial aid 
counselors became “30% more 
productive” and are now better 
prepared for audits. 

Eight financial aid counsel- 
ors at two colleges are current- 
ly using the system, and by next 
year, as many as 12 counselors 
at five colleges will rely on it. 

Like other universities, Co- 
lumbia’s financial aid situation 
is a highly regulated, paper- 
bound and politically charged 
process. Yet getting answers to 
students quickly could sway 
their decision to attend a partic- 
ular school — making a 


NO IVORY TOWERS 


C olumbia University’s Mark Olson offered some 

pointers for successfully managing client/ 

server projects: 

® Devise a scalable architecture to mitigate risk. 

= Plan to spend extra time on communications 
issues such as integrating PC processes with 
mainframe processes. 

® Designate an administrator to manage day-to-day 
system activities outside of the data center. 

@ Allow plenty of time for testing in a heteroge- 
neous environment. 

® Develop applications rapidly, but carefully con- 
sider the overall architecture first. 

® Partner with vendors or consultants that are mu- 
tuaily invested in both the risks and the rewards. 


smoothly run financial aid sys- 
tema distinct competitive edge. 

The achievement of that 
goal, however, was encum- 
bered by increased govern- 
ment regulation, a growing stu- 
dent population and reliance on an 
over worked IBM mainframe for run- 
ning key programs. Work queues 
consisted of boxes of folders routed 
from one desk to another. 

Allin all, counselors were spend- 
ing as much as 20% of their time chas- 
ing down paper, Olson estimated. 

Working with consultants from 
American Management Systems, 
Inc. (AMS) in Fairfax, Va., Olson 
pieced together a new environment 
that incorporated electronic imaging 
of documents and a scalable system 
of OS/2 workstations networked to 
the mainframe. 

Today, snapshots of documents 
are scanned as soon as the mail is 
opened, and an attached workstation 
sends a record to a tracking index on 
the mainframe. Electronic folders of 
the documents are maintained there, 
while the images are stored on opti- 
cal platters in the HP jukebox. 

Each night, a DB2 batch job runs 
on the mainframe to determine 
which student folders are complete. 
Those folders are automatically rout- 
ed into the local memory of a coun- 
selor’s PC, where they are queued up 
for review the next morning. 


@ Take ownership of the tools and technology by 
insisting on a skills transfer to your own staff. 

® Set up a backup plan to keep business running 
as usual until the new applications enter full 
production mode. 


Counselors view images of docu- 
ments on 19-in. monitors, which also 
display an active window into the 
mainframe for accessing the DB2 
tracking index and running the 
needs analysis program under IBM’s 
CICS. Award letters are automatical- 
ly generated. 

“The new imaging system is a 
huge time saver,” said David Char- 
low, associate director of student fi- 
nancial services. “All the tasks that 
used to require pulling hundreds of 
folders from the file cabinet — audit- 
ing, verification, needs analysis — 
are now handled on-line.” 

All in all, it took staff members 
about two days of intensive training 
to become proficient with the new 
system, he added. 

It also took some ingenuity and 
patience to get all the communica- 
tions links working properly, Olson 
said. Devising the connectivity to 
view mainframe processes in an ac- 
tive session under OS/2 Presentation 
Manager tied up three programmers 
for nearly three weeks. 

“Eventually, communication pa- 
rameters between the LAN and the 
host had to be resolved by calling in 
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an expert from IBM,” Olson 
recalled. 

Another problem the staff 
members wrestled with was 
how to provide adequate sys- 
tems management in a decen- 
tralized setting. 

“We didn’t want to help the 
counselors save time pushing 
paper only to have them spend 
time learning to become com- 
puter technicians,” said Donna 
Morea, a vice pres 
who is working with Olson on 
the re-engineering projects. 
Columbia solved the problem 
by insisting on applications that 
require a minimum of baby- 
sitting and upkeep. 

The university also hired 
an administrator to manage 
day-to-day system activities 
outside of the data center. Staff 
members avoided distributed 
data management problems by 
maintaining information cen- 

trally on the host. 

“We don’t have to worry about 
data ownership conflicts or synchro- 
nization problems or with mirroring 
data on multiple devices,” Morea 
explained. “These issues can be a 
thorn in the side of some distributed 
applications.” 

Another thorny area of client/ 
server is rapid application develop- 
ment. Working fast is not always con- 
ducive to the long-term goal of creat- 
ing a maintainable system. 

Columbia used IBM’s Image and 
Record Management (IRM) system, 
an imaging system plus a set of tools 
for building imaging applications. 
IRM’s rapid development methodolo- 
gy was used only after the architec- 
tural design had been established. 

“To bring it up in one big bang 
would have been too risky, so we de- 
vised a way to roll out the system 
gradually to add LANs as we go,” Ol- 
son said. “This way they could show 
results quickly, while tackling the dis- 
tributed issues a little at atime.” 2] 


Baum is a free-lance technology writer 
based in Santa Barbara, Calif. His 
MCI Mail address is 554-2167. 
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The up-front costs of 
client/server can 
weigh down the 
bottom line 


ny Wall Street veteran will 

tell you there is no such 

thing as wealth without risk. 

The same holds true for in- 

vestment in information 
technology. 

Client/server is still a rapidly 
evolving technology, and the cost 
guidelines outlined in this article 
should be considered rules of thumb 
only. But before you get swallowed up 
in the costs, it would be worthwhile 
for you to summarize the benefits of 
client/server computing. One is that 
client/server computing puts pro- 
cessing power where it is needed to 
address the business problem. 

For example, consider an appli- 
cation for an insurance company with 
a complex rating process for under- 
writing policies. With today’s proces- 
sors, an underwriter can execute this 
application on the client side with 
seemingly immediate results — and 
no drain on the performance of other 
machines, which is likely to happen 


in a host environment. 

Another benefit is that client/ 
server computing communicates 
what is happening in the business as 
it happens. 

Let’s say the same insurance un- 
derwriter is flummoxed by an excep- 
tionally risky policy. Instead of letting 
days pass while a bulky file is trans- 
ferred via interoffice mail, the under- 
writer’s assessment and all related 
data can be communicated immedi- 
ately to a special risk underwriter on 
the network backbone. 

Many of the benefits associated 
with client/server arise out of these 


COST ISSUES 


new classes ofapplications. Likewise, 
many of the risks and costs of client/ 
server arise from these same sourc- 
es. The key to success is to develop 
plans and deploy people to control 

the risks and manage the expenses. 
By 1997, the client/server inte- 
gration market in the U.S. alone is ex- 
pected to grow 28% to more than $13 
billion, according to G2 Research, 
Inc. This might suggest that compa- 
nies are clamoring for client/server. 
But in our experience, successful or- 
ganizations are seeking business ap- 
plications, not client/server or new 
(Continued on page 36) 
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(Continued from page 35) 
technology applications. 

These demands call for new 
classes of applications that expand 
the way companies serve customers 
and change and manage themselves. 

Take thousands of employees 
and put them in the path ofa re-engi- 


neering juggernaut. Who wins? No- 
body, unless the client/server proj- 
ect includes significant change man- 
agement efforts at the outset. 


CHANGING PROCESSES AND PEOPLE 
The benefits of client/server arise 
from changing the business process. 


The UK Department of Social Security used IS to streamline benefits for its citizens 


BENEFICIAL CHANGES 


arge, enterprisewide projects dramatically show the need for change management. 

Officials at the UK Department of Social Security (DSS) knew that the quality of its 
service to beneficiaries was being compromised by obsolete computer systems and 
manual methods. In local offices, there were no computers at all. 

Instead of simply implementing new information technologies, however, the de- 
partment developed a new vision for delivering benefits and began to revamp the way 
its 80,000 civil servants do their jobs. 

The long-term interst was to focus on the whole person — to move away from older 
methods of processing claims on a benefit-by-benefit basis. The DSS wanted to be 
able to display on one screen a “snapshot” of a person’s history of contributions and 
benefits. 

One project, for example, installed 2,500 microcomputers in local offices, prepar- 
ing workers accustomed to manual operations for the upcoming changes. Such short- 
range successes generated confidence in the program’s ability to deliver. 

in later stages, change management played a crucial role in educating and training 
employees, planning the rollout, redefining jobs and establishing a single point of 
help. During the training period, some 1,400 staff members began the 10-day course 
at 32 area training centers. 

The system, installed in 1989, dispatches 74,000 payments a day. The majority of 
benefits are distributed through 20,000 post offices in the form of booklets with six 
months’ worth of checks that recipients cash each week. The new retirement pension 
system handles 99.5% of all cases automatically and is saving the British government 
an estimated $1.6 billion a year. 
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One frequently overlooked implica- 
tion is that the business user and in- 
formation systems staff must change 
as well. This notion should raise a red 
flag or two, for very few of us like to 
change. 

In some cases, even those of us 
who want to change cannot keep up 
with technology. 

One food product manufacturer 
I have worked with is finding that its 
IS staffers can write systems that re- 
engineer the process of food mer- 
chandising faster than they can train 
business users on their systems. Crit- 
ical to the success of the client/serv- 
er project is recognizing that the busi- 
ness user feels the greatest impact in 
a re-engineering project and there- 
fore requires significant time to learn 
and adapt to new processes. 

My experience shows that each 
business user needs one to three 
weeks to learn a new system that sig- 
nificantly changes the business pro- 
cess. One large system I worked on 
required a three-week time frame for 
each business user to learn the sys- 
tem and have time to evaluate and 
change it. With thousands of work- 
ers, the training cosis alone were in 
the millions of dollars. 

In this particular case, because 
ofthe number of people who were put 
through training, the cost to develop 
training materials was not large in 
comparison. 

However, when you are dealing 
with more typical efforts of 10 to hun- 
dreds of business users, the cost to 
develop training material is often es- 
timated at 40 to 80 hours per hour of 
training material. 


MASSIVE TRAINING REQUIRED 

The IS staff must also go through a 
significant skills upgrade to deal with 
the demands of client/server tech- 
nology. New skills must be learned 
for new design methodologies and 
design for graphical user interfaces, 
as well as for development tools (see 
story page 38). 

By multiplying these times by 
the head count in one’s own shop — 
and taking into consideration exist- 
ing skill sets — you can approximate 





training costs for your staff. 

Be aware that this technology is 
progressing rapidly and requires a 
commitment to ongoing training. In 
general, plan an average ofa week per 
person every year for skills upgrade, 
in addition to the core training. While 
each site will vary somewhat, this 
should provide a strawman for front- 
end and ongoing training costs. 


A NEW TYPE OF STICKER SHOCK 
Vendors often tout client/server as 
the faster, cheaper, easier alternative 
to mainframe computing. In reality, 
the up-front cost of building client/ 
server systems carries with it a new 
type of sticker shock. New infrastruc- 
ture costs, longer development time 
and a complex environment can re- 
sult in a higher initial 

ing aclient/server solution. 

Client/server requires a solid in- 
frastructure of tools, system soft- 
ware, hardware and network gear. 
With traditional environments, we 
have come to expect these tools to be 
available either as part of the operat- 
ing system or as part of a selected 
product. 

With client/server, one can buy 
many parts but not an integrated as- 
sembly of the infrastructure. The 
range of infrastructure products is 
very wide. For example, productivity 
tools for window painting may not tie 
into code generators. And there may 
not be tools to address remote print- 
ing and recovery of lost printed re- 
ports. Tools to deliver applications to 
a local site may not exist at all yet. 

The range in infrastructure costs 
can be startling, even for companies 
in the same industry. For example, I 
worked with one U.S. utility that se- 
lected and used an integrated tool set 
to deliver the infrastructure in about 
500 work days. Another utility, which 
chose a heterogeneous mix of hard- 
ware and system software and net- 
working, needed 1,500 work days to 
develop the infrastructure. 

Such a wide range indicates that 
delivering the infrastructure de- 
mands that attention be given to the 
specifics of each site and what is in 
place before a maiden client/server 


Vendors often tout 


client/server as the 
faster, cheaper, easier 


alternative to mainframe 
computing. In reality, 
the up-front cost of 
building client/server 
systems carries with it a 
new type of sticker 
shock. 


voyage is launched. 

In our work, one of the big driv- 
ers of time in estimating costs is the 
number of I/Os. In a traditional envi- 
ronment, this would include screens 
and reports; with client/server, win- 
dows prevail. 

Our development effort guide- 
lines show little difference in the time 
required to create screens vs. win- 
dows. This might suggest that devel- 
opment time frames for traditional 
and client/server environments are 
similar. Yet the client/server envi- 
ronment has significantly more win- 
dows, and our estimates suggest that 
these new applications therefore take 
longer to build. 

Workstation-based systems are 
built around the user, requiring more 
time to design and tailor. This adds 
longer testing time, due to more func- 
tions and options. And the new level 
of interaction (event, mouse move- 


ment, etc.) increases the complexity 
ofthe system. 

Our internal surveys of where 
time goes in a systems development 
effort show that more than 60% of the 
design effort is spent on testing. This 
includes submissions and execution 
of tests as well as problem analysis 
and revisions of approaches. In some 
cases, I’ve seen testing eat as much 
as 80% of the design budget. 

Putting the computing where it 
is needed means that we can deliver 
more functionality and better com- 
munication among users — one of 
client/server’s strongest benefits. 
But in doing more, there is more to 
test to ensure functions work as ex- 
pected and results are delivered 
when and where they are needed. 

The resulting benefit is that in- 
stead of a customer service system 
with five functions, for example, 
client/server might deliver 10 new 
functions. So the system is more use- 
ful to the business. 


MULTIPLYING COMPLEXITIES 
Consider that in an open systems en- 
vironment, there are four or five ma- 
jor platforms to choose from, four or 
more database management system 
providers, five or more communica- 
tions alternatives, five or six produc- 
tivity environments and so on. It is 
easy to conclude that there can be 
more than 6,000 technical combina- 
tions possible for such an open envi- 
ronment. (I have actually seen esti- 
mates of millions of combinations.) 

This is great news if you are a 
consultant doing product selection 
but wildly frustrating if you are a sys- 
tems builder eager to get on with the 
job. The number of combinations 
means the selection process can be 
greatly drawn out. 

System management adds an- 
other layer of complexity to the 
client/server environment. 

Traditional systems came 
wrapped in the comfort of operating 
system software and complete, inte- 
grated service from the vendor. But 
system management for client/ 
server, which in a first development 

(Continued on page 38) 
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(Continued from page 37) 

effort can represent 10% to 40% of the 
overall cost, means controlling a het- 
erogeneous environment with multi- 
ple components. 

The industry is beginning to pro- 
duce partial solutions from vendors 
suc Computer Associates Inter- 
national, Inc., Hewlett-Packard Co., 
Sun Microsystems, Inc. and IBM. 
Compared with what we expect in 
mainframe environments, though, 
they are incomplete. They focus 
primarily on bringing up and running 
hardware. Capabilities such as per- 
formance reporting, failure predica- 
tion and on-the-fly optimization of re- 
sources are in the early stages. 

Delivering the network requires 
painstaking planning. Client/server 
systems bring about the complex 
problem of integrating multiple ven- 
dors of hardware systems, software 
and network protocols. 

In general, delivering the net- 
work involves three stage ing, 
designing and implementing. The 
planning stage should last two to 
three months with four to six skilled 


TRAINING TIMES 


he cost of change management 
depends on a number of factors. 
For a significant change in the busi- 
ness process, plan on spending two or 
more weeks for each business worker 
using the system. For information sys- 
tems personnel, it generally takes 
three to six months for the typical IS 
person to become comfortable with 
new technology. This includes hands- 
on and formal training. 
Here are some initial guidelines, by 
position, for formal training, assuming 
the individual knows the traditional 
technology: 
= Programmer: Two to four weeks of 
training. 

® Designer: One to two weeks. 

= Architect: One to two weeks. 

= Program manager: One week 
focused on the differences and risks 
of client/server implementation. 


Client/server is taking the computer where 
no computer has gone before, raising the 
issue of site selection. 


network people. Estimating and man- 
aging network delivery costs is diffi- 
cult for several reasons. Costs and ef- 
fort are variable based on the site. 
While installation at a single, well- 
connected site may not be a big issue, 
installation at a variety of sites nation- 
wide — or even worldwide — with 
multiple vendors can gobble up a ma- 
jor portion of development costs. 

Also beware of long lead times 
for ordering the distributed network 
capabilities needed for client/server 
solutions, especially where running 
cable or wires might require approval 
from local regulatory bodies. 

SITE SELECTION ISSUES 
Client/server is taking the computer 
where no computer has gone before, 
raising the issue of site selection. My 
only advice here is to expect the un- 

xpected. One very large project | 
worked on in Europe involved instal- 
lation in buildings more than a centu- 
ry old. Not surprisingly, the typical 
18th and 19th century architects 
showed very little foresight about the 
impact of office LANs on their build- 
ing designs. 

In cases like this, site upgrade 
and implementation can be the single 
largest line item in a client/server 
project, especially in cases where 
multiple sites require significant up- 
grade. Developing clear rollout stan- 

s critical. 

Such standards address issues 
such as standardized wiring and the 
need for uninterruptible power sup- 
plies as well as air-conditioning and 
potential air cleaners. For example, I 
worked at one site that transported 
loads of carbon black. In warm weath- 
er, office workers opened their win- 
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dows to cool off. When distributed 
file servers were introduced, the 
combination of heat from the CPUs 
and carbon black on the disk drives 
soon spurred the need for standard 
air-conditioning and purification. 

At other sites, union rules may 
impose constraints on heating and/ 
or noise, which can greatly increase 
the need for adequate site prepara- 
tion and installation. All of this means 
that you might need electricians and 

penters on-site for one to three 
weeks — an expense in itself, not to 
mention the hidden cost of disrupt- 
ing the work environment. 

So with all of its costs and risks, 
why bother with client/server? Sim- 
ple: It provides a fundamentally dif- 
ferent technology that can provide 
dramatically new solutions. We are 
only beginning to tap its potential. 

Utilities are investigating the 
possibility of arming field represen- 
tatives with handheld machines that 
record, store and transmit field data, 
including video and audio. Ware- 
house workers tote computers that 
change inventory methods. Farmers 
armed with computers monitor the 
effects of new fertilizers and pesti- 
cides on their crops. 

Do these new classes of solu- 
tions involve risk? Yes. Are the re- 
wards worth the risk? Emphatically 
yes — when they are aligned with 
your organization’s strategy, pro- 
cesses and people. 

With smart planning and a firm 
vision of the business future, you can 
parlay your client/ server investment 
into impressive gains. W] 
Ryan is a managing partner at 
Andersen Consulting in Chicago. 





hile much of the high- 
tech world is enamored 
with the cheaper, better, 
faster promises of the client/ 
server environment, upper man- 
agement remains a tough sell in 
most corporations. 
At Reebok International 
Ltd. in Stoughton, Mass., Peter 
W. Burrows, director of systems 
engineering, found that one 
highly effective way to approach 
the executive suite for funding a 
client/server effort is to start with a 
small, easy-to-manage project. 
“Implementing some quick, rap- 
id application development on a 
small, departmental-level system is 
often the easiest way to 
demonstrate the advan- 
tages of clien 
technology,” he said. 
Companies do _ not 
need a large, initial capital 
investment to start the 
client/server process, 
Burrows said, pointing to 
the widespread availabil- 
ity of PC LANs and off-the- 
shelf software. Reebok 
has had early success in 
using client/server technology to 
produce product catalogs combining 
images, product and text across a PC 
LAN client/server environment. 
Another example is in the com- 
pany’s customer service group, 
where 120 PCs on a PC LAN were ap- 
proved after management liked what 
it saw in a demonstration of in-house- 
developed database software on a sin- 


Companies do 
not need a 
large, initial 
capital invest- 
ment to start 


client/server. 


M 


Reebok uses rapid application development for quick catalog creation 
By Sally Cusack 


gle PC. “People are more apt to ap- 
prove something if they can see it in 
action,” Burrows noted. The system, 
used for contact management and ac- 
count follow-up, subsequently grew 
to 120 users in four cities. 

Rather than tackling 
more complex areas such 
as database or document 
management systems on 
their first venture into 
client/server, companies 
should start with market- 
ing, support or sales sys- 
tems, he added. Those are 
often the departments in 
which executives are al- 
ready implementing sev- 
eral tasks for themselves 
on stand-alone PCs. 

Since Reebok’s PC LANs were al- 
ready installed, c nvestment was 
minimal and using off-the-shelf soft- 
ware allowed systems development 
to be completed in less than a day for 
the simplest applications, Burrows 
noted, and up to three months for 
more sophisticated projects. 

Another good place for informa- 


QUICK TAKES 


tion systems departments to ex- 
periment with client/server isin 
the mainframe development 
backlog found in any large orga- 
nization. Burrows suggested 
that IS managers prioritize and 
evaluate the backlog. “One has 
to determine if some of the work 
could in fact be done on a PC or 
midrange platform,” he said, 
adding that Reebok has done 
some reporting backlog work 
using fourth-generation language 
products on a Unix server running 
Sybase, Inc.’s relational database, as 
well as on 486-based PC servers. 
With the PC software market set- 
ting the rules for ease of use in the 
industry, Burrows recommended 
that mainframe shops give the 
CICS/Cobol development staff some 
high-performance PCs and migrate 
them to some of the relatively inex- 
pensive development tools on the 
market, such as Micro Focus, Inc.’s 
Cobol, Microsoft Corp.’s Visual Basic 
and Powersoft Corp.’s PowerBuilder. 
Two of Reebok’s former Cobol 
programmers, for example, recently 
built an order transmittal application 
in Visual Basic, Burrows said. “Once 
you put the PC on someone’s desk, 
they get the feel of the LANs and oth- 
er products,” he added. “As a devel- 
oper, you can’t get by anymore witha 
single language, and companies can’t 
have a single development style 
when moving to client/server.” 


Cusack is a free-lance writer based in 
Marstons Mills, Mass. 
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apless hubs. Rogue routers. Stressed out 

servers. Nervous nodes. Paralyzed printers. 
Disappearing data. Power-crazed PC users. Budget 
slashing bean counters. It’s enough to make a 
network manager’s job unmanageable. But now 
there’s a better way to regain control. To master the 
madness. And your own destiny. 


AIX System View 
NetView/6000 V2 


NetView*/6000 Version 2 is a powerful manage- 
ment tool ideal for client/server environments. It offers 
greater functionality, has an end user interface that 
keeps things simple, and incorporates OSF™/DME 
standards. It’s a UNIX*-based management platform 
that runs on RISC System/6000* workstations with 
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IBM’s open AIX/6000™ operating system. And it 
installs with just 6 clicks of a mouse. Now that’s control. 

It’s also just the beginning. NetView/6000 offers 
open topology and dynamic discovery for the auto- 
matic mapping of both IP and non-IP devices. It can 
natively manage SNMP, CMIP and other protocols. 
And it provides an easy way to set thresholds, establish 
filters and automate responses to events. It even 
collects performance data so you can analyze overall 
network productivity and implement preventive 
maintenance. That’s control with power. 

And speaking of power, IBM supports 

NetView/6000 with powerful applications like System 
Monitor/6000 for distributed management and 





Trouble Ticket/6000 for extensive problem man- 
agement. For small businesses or remote branches 
with 32 nodes or less, NetView/6000 Entry is an 
effective, low-cost solution. And NetView Service 
Point offers two-way communications with Net 
on the host. That’s control with power and flexibility. 
For enhanced support and customization, IBM 
has established the Net View/6000 Association. 
This impressive list of leading hardware and 
software developers continually adds to the growing 
number of robust solutions that are rapidly helping 
NetView/6000 emerge as the management platform 
of the future. That’s control with power, flexibility 
and support. 


These days, it’s manage or be managed. Control or 
be controlled. NetView/6000 provides an unsurpassed 
combination of superior functionality and open archi- 
tecture. It’s a solution so sophisticated and flexible 
that it can manage not only your heterogeneous 
network, but itself as well. And that means you can 
take control of your own destiny. 

Obviously, we can hardly control our enthusiasm. 
To order or for more information about NetView/ 
6000, call 1 800 IBM-CALL, ext. 117. 

NetView/6000. It may well be the perfect way to 
resolve all of your control issues. 


IBM, AIX, SystemView, NetView and RISC System/6000 are registered trademarks 

and AIX/6000 is a trademark of International Business Machines Corporation. UNIX 
is a registered trademark of UNIX System Laboratories, Inc. OSF is a trademark of 
The Open Software Foundation, Inc. ©1993 IBM Corp 
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Warring Over 


The CEOs of Microsoft and Sun talk about client/server strategies, NT 


ill Gates, the software mogul 

who elicits equal parts of envy 

and enmity from his rivals, has 

marked the client/server arena 

as Microsoft Corp.’s next con- 
quest. The strategy: Windows every- 
where. The weapons: Windows NT and 
an army of more than 2,000 third- 
party partners. The goal: To chase 
Unix from its position as server operat- 
ing system of choice. 


(S What kind of client/server strat- 

egies are you putting in place to 
move beyond the desktop and succeed 
across the enterprise? 


GATE It’s not just a question of 
Microsoft being success- 


ful in client/server. It’s Microsoft and 
its partners — software developers 
and solution providers — being suc- 
cessful. In the solution provider area, 
we don’t see one company being the 
best at all the pieces. Client/server is 
a growth area. We have to reach out 
to solution providers and make sure 
they understand our products. 


(N Many corporate customers don’t 
seem to have a clear idea what 


Microsoft's client/server strategy is or how they should plan for it. “People who have learned 


G ATE Our strategy is the Windows strategy: to connect Windows toall about Unix over the years 


the existing systems, to get more applications and tools running 


on Windows. Windows NT is the industrial-strength version of Windows. will embrace NT very rapidly 
What do we recommend on the server? Windows NT. What do we rec- 


ommend on the desktop? If you have applications where you decide you need because it includes all the 
the features of NT, then have NT. If you don’t need those features, then Win- 


dows 3.1 requires less hardware and it’s the high-volume version of Windows. concepts that were 


(S If NT is appropriate on the desktop, what about Chicago, the follow-on pioneered in Unix.” 
product to Windows 3.1? : 
— Bill Gates 


3RAPH BY SETH RESNICK 


( ATE Well, NT does require more memory; it’s a much richer system. 
Taking the worst case, when you’re Continued on page 44 
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INTERVIEW 


Windows 


vs. Unix and the future of Windows By Marytran Johnson 


cott McNealy, one of the Unix 
industry's most outrageous and 
outspoken evangelists, loves to 
compete almost as much as he 
loves to win. As the Microsoft 
juggernaut heads into his territory, he 
is mobilizing Sun Microsystems, Inc. 
by forging alliances with Unix competi- 
tors and preparing to run Windows 
applications on Unix machines. 


(NJ Microsoft has a simple strategy 
for client/server: Windows ev- 
erywhere, and NT on the server. How 
are Unix vendors competing with that? 


MCNEAL The 32-bit distribut- 
ed peer computing 
environment is up for grabs. Unix has 
a huge lead. There are more 32-bit 
Unix desktops and servers running 
businesses than any other environ- 
ment. We’re using the same operat- 
ing system on the desktop and serv- 
er. If you want to go Solaris on the 
server and Windows on the desktop, 
you can have all the interoperability, 
database access and the rest. You 
don’t buy anything having Windows 
cn running on NT ifit’s on the server. 


“| think if we all eat right (S But Microsoft has the corporate desktop sewn up, and by putting NT on the 
. server, there is binary compatibility up and down the organization. 
and live healthy, long lives, 


MCNEAT But you run your applications on the desktop, and you run 

we may see NT become your databases on the servers. Databases run way better on 
Unix. Why would you want to put a PC company’s operating system in as the 

a usable product down server operating system? What you want is a company that has a history of 


doing network administration, system administration, security, authentica 
the road.” tion, reliability — and has a distribution channel and consulting organizations. 


— Scott McNealy (N Microsoft intends to acquire all of that for NT, which Bill Gates talks about 
as a new advanced operating system architected “from the ground up.” 


PHOTOGRAPH BY EDWARD CALDWEL 


MCNE Al, I’'dlove Gates to go to an MIS director and say, “I’ve got some- 
thing new for you,” and watch the MIS Continued on page 45 
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Continued from page 42 

running NT with all the security and 
running 16-bit applications, you can 
be as much as 15% to 20% slower than 
on Windows 3.1. Chicago in no way 
matches what we’ve done with NT. It 
doesn’t come out until the second 


half of 1994. 

(S Unix systems own the midrange 

and server level now, and the 

Unix vendors are increasingly aligned 

to hold that ground. How is NT going 
to work with Unix at the server level? 

Windows NT is an ad- 


GATE vanced, high-end operat- 


ing system, and probably a lot of 
{Unix users] were waiting for a high- 
end operating system that could run 
across different hardware and was 
reasonably priced and had lots of ap- 
plications. And here itis. 

Meanwhile, we connect well into 
Unix systems through all the differ- 
ent transports and network proto- 
cols. We coexist very well. 


Unix vendors such as Sun, Hew- 
lett-Packard Co. and IBM seem 


(SY 


a lot more worried about Microsoft 
domination than about coexistence. 


GATE That’s nonsense. They 
each push out their own 
source code. They each have their 
own APIs. Unix is not compatible 
from system to system. When you do 
standard systems, you help custom- 
ers and [independent software ven- 
dors] by being rigid about what the 

system is — that’s our NT strategy. 
The battleground seems to be 


(S shifting now from the Unix to the 
Windows wars, especially with Sun’s 
Wabi technology, which will allow Unix 
users to run Windows at much higher 
performance than under older emula- 
tion methods. What impact is Wabi 
going to have on your business? 

To software developers, 


GATE the popularity of Win- 


dows is reasonably self-evident. Sun 
giving in to s “Oops, if we want 
to sell systems, they have to have 


“The question for custom- 
ers is: Who has the best 
implementation of Win- 

dows? It’s up to us to make 
sure we have the best.” 

— Bill Gates 


the Windows APIs,” just further 
strengthens the Windows message 


to software developers. 
(N The Unix vendors can argue 
that users won’t need Windows 
to run the most popular desktop appli- 
cations anymore. Doesn’t this under- 
mine Microsoft’s unique value? 
People will determine 


GATE what the best ways to run 


Windows applications are. Operating 
system clones will never be able to 
keep up with our pace of innovation. 


Once customers have it, 
GATE then we'll look at it. If 
they have done things in a clean way, 
in terms of not using our code or 
patents, then no, we won't sue them. 
If they've used some of our intellect- 
ual property, we'll look at the situa- 


tion. 
(N Isn’t it possible that the Wabi 
technology could reduce Micro- 
soft’s market clout, the way the chip 
clone vendors did with Intel Corp. ? 
It's very different than 


GATE Intel in the sense that 


Intel has capacity constraints. So 
even if the Pentium is the best chip, if 
they can only make a million of them, 
they will choose a market-clearing 
price for those million chips. When 
we have an implementation of Win- 
dows, there are no capacity con- 
straints. And we're very oriented to- 
ward high volume, low price. 


Are you going to sue Sun over 
the Wabi technology? 
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(N Sun is also attempting to force 
Windows into the public do- 
main through its Public Windows 
Interface effort, which will be a docu- 
ment submitted to the X/Open Co. with 
all the published and unpublished Win- 
dows APIs. Why doesn’t Microsoft just 
go to X/Open and do this on its own? 
( ATE You can go buy a $9 book 
at the local bookstore 
with that information, and all of the 
publishers in the world have that in- 
formation already. We have all the 
documented calls of Windows very 
well-published, and we work to dis- 
seminate that information. I’m not 
clear what the change would be. 
(N How do you think the PC indus- 
try and the Unix people see the 
concept of open systems differently? 
( ATE If open means where do 
you have the most. hard- 
ware and software choices, then the 
approach Microsoft has taken in 
working with lots of partners is the 
most open. If open means the bigger 
committee you have, the more open 
you are, then things like ASCII or the 
Object Management Group are the 
most open things in the world. 

Why is it that PCs outsell the 
most popular Unix systems 100-to-1? 
Remember, we outsold those sys- 
tems 100-to-1 when our technology 
was not even comparable. So here we 
come. We’re invading their space in 
terms of the power of the operating 
system. We're bringing lots of hard- 
ware suppliers, much lower prices for 


the operating system and a broad set 
of Windows applications into this 


space. 
(N What do you think of people 
referring to Microsoft as the 


“IBM of the 90s”? 
G ATE It’s not an accurate char- 
acterization because we 
have a whole new industry structure 
here where I don’t think any compa- 
ny will be the best in every area. 
There’s too much innovation, too 
much happening. B] 
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director shake and sweat and throw 
him out of his office. I want him to call 
it New Technology because what 
MIS directors want is not new tech- 
nology. They want proved technol- 
ogy that can solve their problems. 
This is not some experimental play- 
ground to go debug a Redmond, 
Wash., science project. 


CN] Microsoft's definition of open- 
ness emphasizes the sheer vol- 
ume of hardware and software prod- 
ucts clustered around Windows and 
eventually NT, rather than open inter- 
faces blessed by standards consortiums. 
Isn't volume a more compelling argu- 


ment for users? 
MCNEAL If Gates has to play 
in an open, competi- 
tive, multiple implementation arena, 
he cannot justify his market valua- 
tion. To me, openness is public do- 
main or near-public domain inter- 
faces with multiple, competing 
proprietary implementations. 
Microsoft thinks they should 
own and control where the brake ped- 
al goes and that there should be only 
one kind of oil in the world. The world 
will reject that. Mark my words. 


(NJ Microsoftalready refers to NT as 

a “standardized” operating sys- 
tem because of the lineup of hardware 
and software companies supporting it. 
How can Unix make that claim? 


MCNE Al, Standard operating 

system means high 
volume. [Gates] believes NT is stan- 
dardized, but it isn’t because it has 
nearly no unit volume. So it’s a poten- 
tial standard. We all assumed OS/2 
was going to have volume, too. Unix 
today has a standardized, high-vol- 
ume Unix, and it’s Solaris. 


MCNE Al, Well, what’s interest- 

ing is the big flip-flop 
going on now, with all the Unix 
vendors working together and coop- 


Have we replaced the Unix 
wars with the Windows wars? 


“It will take two or three 
years to wrest the evolution 
of the Windows interface 
away from Microsoft and put 
it into public management.” 
— Scott McNealy 


erating through X/Open, while Mi- 
crosoft and Novell are the ones at 
war. 


(SJ The view from Microsoft is that 
Sun’s Wabi technology [to run 
Windows on Unix] tells developers that 
you can’t sell systems without the Win- 
dows APIs. 


MCNE ALY Most of our custom- 
ers want to run 


spreadsheets and word processors 
as well as run their businesses on 
their desktops. We might as well use 
the Windows application floppies 
that are already out there. But users 
want to have far more capability than 
Windows on their desktops when 
they’re trying to run mission-critical 
business applications. 


MCNE ALY [Gates] can promise 
that. We’re deliver- 


ing. We've been doing this for years. 
He announced Windows in 1983, and 
it was only usable in about 1990-91. 
(S How are you going to judge the 
success of Wabi, which only re- 
cently began shipping? 
It will be a gradual 


MCNEAL thing. Wabi will be 


a multiyear effort that we are contin- 
ually enhancing and driving and 
improving. We have very good devel- 
opment partners with Novell, IBM 
and SunSoft all working together to 
make this happen. Our resolve is im- 
mense. 


Isn’t that where Windows NT 
weighs in? 


(N So you hope Wabi will have the 
impact on Microsoft's market 
clout that chip clones did on Intel? 


MCNEAL Bingo. We're steal- 
ing the Windows 


“proprietariness” from Microsoft ab- 
solutely the way the chip clones did 
from Intel. 

And Wabi is the worst thing that 
could happen to Intel. The only rea- 
son you bought a high-temperature, 
low-performance, expensive Intel 
chip over the last 10 years was to run 
the Microsoft applications. Wabi will 
bring those applications to every 
RISC Unix platform in the world. 


(N Gates says a critical, high-vol- 
ume product such as Windows 
belongs in the hands of the one com- 

pany dedicated to its innovation. 
Wouldn’t it be great 


MCNEAL if there was only one 


publishing company in the industry 
so we knew what the truth was from 
one source? Well, Gates is saying, 
“My interface is the truth, so let’s 
have just one source.” Gimme a 


break. 

(N Assuming the COSE alliance 
accomplishes the creation of a 

common “dashboard” for Unix systems, 

won't the sheer volume of Windows and 

NT make that a small victory? 


MCONEALY No, because we will 
have the Wabi appli- 
cations running on all X-based Unix 
machines. We will have the Common 
Desktop Environment being sup- 
ported by IBM on all its Unix ma- 
chines and on OS/2, and by Digital, 
HP, Sun, Novell and The Santa Cruz 
Operation. That is very significant 


volume. 
(i What do you think of the descrip- 
tion of Microsoft as the “IBM of 


the 90s”? 

MCNEAL I think that Micro- 
soft has a much 

brighter guy at the helm, so it’s much 

more dangerous. 
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MANAGEMENT 


& @ 
Kee if] d (rT) ()I} Honest talk about 
client/server 
pitfalls can help 


User Expectations zs 


ispelling misconceptions that 

client/server development is 

apanacea for dramatically cut- 

ting costs, speeding systems 

into production and boosting 
worker productivity is among the 
most challenging management is- 
sues of the day. 

As information systems manag- 
ers tell it, too many senior business 
executives have been seduced by glit- 
zy advertisements and vendor pre- 
sentations that tout effortless sys- 
tems integration and state-of-the-art 
yet easy-to-use development tools. 
Their unbridled enthusiasm has fil- 
tered down to end users, who have 
come to view a point-and-click envi- 
ronment asa cure-all for system ills. 

Amoco Chemical Co. in Texas 
City, Texas, for example, is in its 

infancy with client/server,” 

said systems development supervi- 

sor Fred Christian. “But manage- 

ment goes to [vendor] demonstra- 
z tions and sees all of this point- 
5 and-click graphical user interface 
> magic that’s so simple and comes 
2 back and says, ‘Why can’t we do 
= something like that?’” 
3 Christian added, “Management ti 
S wants things done quickly and to i 
= start reaping the benefits of client/ Sara Lee’s Charlie Walter: Users don’t understand real complexity behind point-and-click environments 
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server as soon as possible. “I have to 
explain that it won’t be painless and 
that it will take 12 to 18 months to go 
through the transition.” 

Mark Factor, MIS director at Au 
Bon Pain, a Boston-based chain of 
French bakery cafes, has come up 
against similar misconceptions. 

“Customers out in the business- 
es have the perception that what they 
want is something as simple as a 
flashlight but that when IS gets hold 
of it, we turn it into some huge sky 
beam,” Factor said. “There’s an over- 
all perception that client/server is 
something that’s pretty quick, dirty 
and easy but gets overblown once IS 
getsa hold of it.” 

Moreover, he said, delivering ap- 
plications often serves to increase ex- 
pectations even more, which makes 
meeting those hopes a lot like taking 
aim at a moving target. 

“The real issues with bringing 
client/server projects to market deal 
with managing expectations and con- 
trolling the scope of projects,” said 
-aul Kanneman, an associate partner 
at Andersen Consulting in Dallas. 
“The technology is the easy part.” 


LOWERING EXPECTATIONS 

Disparities between expectations 
and reality usually begin with cost re- 
ductions, which average 15% to 20% 
— not the 30% to 40% most people 
want to believe, the consultant noted. 

And while well-received by most 

sarly users, many of the new applica- 
tions Kanneman has seen offer 
neither the performance nor the in- 
tegrity of mainframe-based systems. 
Moreover, client/server aj 

built to give users a graphical user 
interface — not an unusual goal, he 
added — rarely yield the long-term 
productivity gains management 
hopes to achieve. 

For all these reasons, early appli- 
cations are guaranteed to take longer 
than initial expectations, frustrating 
everyone involved, according to both 
analysts and IS executives. 

For IS shops, the key to narrow- 
ing the gap between expectations and 


reality is to include users in cli- 
ent/server pro from the begin- 
ning. After that, constant and honest 
communication is needed between 
both senior management and end us- 
ers, who must be reminded of the 
steep learning curve IS is navigating. 
“Managing expectations is mere- 
ly delivering what you 
promise,” 
director of technology man- 
agement at PHH Fleet Amer- 
ica in Hunt Valley, Md. “If I 
were doing it all over again, 
the expectations I’d try to 
put forth would be that our 


first go-around [with client/ cations. 


server] is not going to be 
swell and that it will take 
some iterations to get it right 
for our environment.” 

In Lutz’s case, it took 
two developers more than a 
year to build a client/server 
vehicle maintenance man- 
agement application de- 
signed to operate in the com- 
pany’s former IBM OS/2, 
LAN Manager environment. 
But upon completion, devel- 
opers discovered that the 
application could not ade- 
quately handle 100 users processing 
more than 50,000 transactions daily 
from a 5G-byte database. 

“There were gaps in_perfor- 
mance and stability,” Lutz said. 
underestimated platform require- 
ments, and the mix of hardware and 
software from multiple vendors was 
very difficult to manage.” Overall, he 
added, “tuning tools are limited, and 
there is very little [vendor] guidance 
for capacity planning.” 

In the end, Lutz’s team scrapped 
OS/2 and LAN Manager for Novell, 
Inc.’s NetWare and a Sybase, Inc. 
database running on Sun Microsys- 
tems, Inc. servers. Performance im- 
proved butremains less than optimal. 

“Now, users call multiple-second 
response times lightning because of 
what they got initially with OS/2 and 
LAN Manager,” Lutz noted. And for- 
get looking to vendors for assistance, 


IS MANAGER SAYS: 
Here are prototype screens for 
the new marketing supportappli- is nearcomple- 


In the long run, moving to cli- 
ent/server should reduce our 
overall |S costs. Inthenearterm, decrease IS 
costs will go up because new costs. 
hardware, software or networks 

are needed and |S personnel 

must be retrained. 


Client/server application devel- 
opment is an iterative process in 
which users design what the final 
application looks and feels like. 


he added. “There is no finger-point- 
ing because vendors don’t even re- 
turn your phone calls. There is mini- 
mal support. The level of product 
support [for client/server products] 
is maybe 10% of what you’d get with 
products in the mainframe world that 
costa lot more.” 


id Mickey Lutz, vs. PERCEPTION | 


Communication misfires can send 


the wrong message 


USER HEARS: 
The application 


Client/server 
computing will 


can have any- 
thing | want. 


Senior management and end 
users must also be made aware that 
the rapid application development 
times they have been sold on are not 
all that rapid, according to Charlie 
Walter, a senior programmer at Sara 
Lee Corp. in Chicago. 

Using tools such as Microsoft 
Corp.’s Visual Basic, developers can 
indeed quickly create and then modi- 
fy prototype application screens ac- 
cording to users’ specifications. But 
what many users fail to comprehend, 
Walter noted, is that layer upon layer 
of logic to support database integrity 
and Windows functionality must be 
built beneath those screens. 

“To users, it all just looks like 
point and click. It’s very difficult to 
get across the true complexities,” 
Walter said. “Once they see proto- 
type screens, they get the impression 

(Continued on page 50) 
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How to 


Now, it couldn't be easier to bring the IBM ASA00? the 
midrange computer of choice, to 
the desktop system of your choice. 

Introducing the IBM 
AS/400 Client Series." client/server 


software for end users and application 


developers. Whether youre 
running seven client PCs, 
or seven hundred, making 
the move to client/server 
computing is easy. 
Because the 

software 


is already preloaded 
and preconfigured to 
your specifications 
when you receive 
the ASA.00 


hardware. 


And if youre one of the 
200,000 to whom AS/4.00s 
have already been shipped, 
you can get a single package 
of software that loads right 
our system. So you can 
concentrate on your job, not on 
your computer. 


int 


Whethe 


lets you 


chent/ 


If youre running OS/2? Windows; 
Apple’ System 7, or even good old DOS, your job 
will be easier. You'll be able to take advantage 
of programs such as Rumba/400 and SNA-ps 
5250, which let you operate your business 
applications with a mouse. And ShowCase™ 
VISTA, which lets you query the AS/400’s 
database and view the results graphically. 
Plus Personal AS for decision support. 


If you're a developer, your job will be 

easier, too. You'll have popular tools, 
including Progress/400." SQL Windo 

Synon/C 


oriented development,and TRACK for Executive 


5° and 


>.” There’s also ENVY/400° for object- 


r you're working in OS/2, Windows 3.1, Apple or DOS, AS/400 Client/Server 
get to data and applications anywhere in the network. 


Nano 
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Information Support, all helping you develop and run 
mission-critical applications from your desktop. 
But you'll also get more than just the open 
advantages that come with client/server computing. 
You'll also benefit from the advanced capabili- 
ties of the award-winning AS/400. Every ASA00 
2 comes with an integrated relational database, 
enhanced security, impressive networking 


Inia 


capabilities and outstanding systems management. 

These features, combined with over 20,000 proven Its for reasons like these that successful 

commercial applications, have made the ASA00 the companies such as Mannington Carpets and 

world’s most popular midrange system. Louis Dreyfus Energy have already chosen the 
What’s more, the AS/400 is very affordable, AS/400 for client/server applications. 

with the lowest five-year cost of ownership in For more details on the IBM ASA.00 

its class: Client Series, call 1 800 IBM-CALL, ext. 102B. 
As always, you'll get superior IBM service But hurry. You're losing valuable 

and support, including a 24-hour hotline, to help nanoseconds. 

keep the mission-critical applications your business 


depends on, up and running. Success isnt complicated. 


scCond. 


and Progress/400 and Client Series are trademarks of International Business Machines Corporation. Windows is a 
marks of Apple Computer, Inc. ShowCase is a trademark of Rochester Software Connection. SQL Windows is a 
Corp. ENVY/400 is a registered trademark of Object Technology International, Inc. © 1993 BM Corp. 
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network business connections with AS/400 Client/Server. 
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an application is just about finished. 
People say, ‘I have a meeting in 
Europe at the end of the week. Can 
you whip that up so I can show 
them?’” 

Working with key users from the 
start, it took three developers eight 
months to design and construct a 
new application for use by Sara Lee’s 
150 divisions to aggregately pur- 
chase commodity items, Walter said. 


While end users’ expectations 
for the most part revolve around sys- 
tem performance, senior managers 
are concerned with costs. Here, too, 
honesty is the best policy, IS direc- 
tors noted. 

At Pacific Gas & Electric Co. 
(PG&E), for example, reducing costs 
is the goal of a multimillion-dollar 
client/server-based customer infor- 
mation system (CIS) project slated 
for completion by the end of 1995. By 


PHH Fleet America’s Mickey Lutz: “Managing expectations is merely delivering what you promise’ 


Once the application was de- 
ployed, the company’s base of “dis- 
gruntled VAX users were pleased 
with anything we gave them,” he 
said. But more experienced users 
were disappointed with custom appli- 
cations that behaved much like off 
the-shelf Windows applications. 

Gail McLinn, a microcomputer 
analyst and user of another client/ 
server purchasing application at Sara 
Lee, agreed that involving users from 
the outset is necessary. As an experi- 
enced Macintosh user, she was “pret- 
ty specific about how I wanted the 
new application to work. 

“But my take on the expectation 
thing is that programmers, generally 
versed in systems and programming 
languages, take users’ requests and 
interpret them according to their own 
abilities,” she explained. “And there 
can be quite a gap between their abil- 
ities and user requirements.” 


any standards, the CIS is a huge proj- 
ect, involving 24 major subsystems, 
216 dialogs and 650 windows. 

“From a performance stand- 
point, management wants us to pro- 
vide users with the most efficient 
system, but not a Cadillac. It’s a big 
concern with something this large 
that you’re not putting any frosting on 
the cake,” said Al Similia, manager of 
system construction and integration 
for the CIS development project. 

“We've already got higher expec- 
tations for the system than we're pos- 
sibly going to be able to deliver,” he 
added. “If everybody’s ‘nice-to-haves’ 
were there, we'd be building forever.” 


FIRM MANAGEMENT COMMITMENT 

Similia said the most effective way to 
rein in expectations about both costs 
and functionality is to first secure an 
unfaltering commitment to the proj- 
ect from top management. The chief 
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sponsor of PG&E’s CIS project is the 
vice president of marketing and cus- 
tomer service, who hand-picked the 
project’s manager. 

Equally critical to the project’s 
success has been the participation of 
advisory boards comprised of busi- 
ness users and technical personnel. 

Also, Similia said PG&E’s IS 
group divided the project into three 
phases — analysis, design and con- 
struction — and has returned to se- 
nior management at the end of each 
phase to get a renewed commitment 
to the project as it stands at any par- 
ticular moment. 

As of September, analysis and de- 
sign had been completed, and IS had 
received authorization to proceed 
with construction, Similia said. “By 
dividing the project into phases and 
revisiting it each time, we’re provid- 
ing additional information and ensur- 
ing that senior managers have the in- 
formation they need,” he explained. 

From an end user’s perspective, 
PG&E customer service assistant 
Bob McDonald, the project’s lead 
business analyst, said the CIS project 
is exceeding his expectations. “I’ve 
been in the field 27 years, and I have 
never before been on a project like 
this,” he said. “I was around 22 years 
ago when the current system was de- 
signed, and then there was very little 
input from the business side. Now we 
hold a lot of user review board meet- 
ings, giving users a run-through of 
how we're designing the system.” 

In the final analysis, managing 
the expectations that crop up around 
client/server hinges on making it 
clear that the learning curve is a lot 
higher than you would expect and 
that tools are immature, said Roy Scu- 
tro, a managing partner at Ernst & 
Young who specializes in client/ser- 
ver projects in the insurance indus- 
try. 

“The bottom line is it looks fairly 
easy when you start, but it takes a 
long time to get right a complex ap- 
plication in a truly distributed envi- 
ronment,” Scutro said. 4] 


King is a free-lance writer based in 
Ridley Park, Pa. 
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n company after company, the 
people responsible for mainframe 
and data center computing for the 
past 20-odd years are being asked 
to tend servers out in user land. 
“All of a sudden, our client com- 
munity is realizing that servers re- 
quire care and feeding,” said Brian 
3rookbanks, team leader at Nova 
Corp., an energy and petrochemicals 
concern in Alberta, Canada. 
“Managers in areas with servers 
are beginning to see, too, that they 
need one professional to provide IS 
kinds of services for every 10 or 15 
workstations,” Brookbanks added. 
“These are accountants who don’t 
necessarily want to be IS people.” 
Brookbanks’ group has taken on 
that task for a couple of end-user 
groups, doing backups and software 


More end-user 
departments are 
turning to 
mainframe staffers 
for help with service 
and support 


upgrades, among other things. 
While there is no research yet to 
support this trend, the anecdotal evi- 
dence is mounting. In most cases, the 
end-user department approaches the 
information systems group, although 
some mainframe operations types 
are starting to survey their user base 


to find out what needs they have. 

Generally, the wave starts as just 
a ripple with one or two departments 
coming to IS for help. But as word 
spreads, it can cause an outpouring 
of demand, with IS struggling to keep 
up. At Air Products and Chemicals, 
Inc. in Allentown, Pa., the data center 
houses 40 servers — about half ofthe 
total used companywide. 

“We're installing a server every 
two weeks,” said H. William R. Town- 
send, manager of computing ser- 
vices operations at Air Products. 
“We're putting bet-your-business ap- 
plications on the most fragile technol- 
ogy available. But it will be OK be- 
cause MIS will make it all right.” 

But the job is not as straightfor- 
ward as it might appear at first blush. 

End users and IS need to work 


BY JOHANNA AMBROSIO 
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out what IS will do for them. At the 
same time, the data center folks must 
shore up their knowledge of PC soft- 
ware and hardware, networking and 
network operating systems. 
Among the issues to iron out are: 
= What tasks does IS take on, and 
what does the end-user group do? 
® How will those tasks be performed? 
If IS handles backup, are the back- 
up tapes stored off-site, given to the 
end-user group or both? If disaster 
strikes, does IS recover the server? 

= If IS does exactly what and how it is 
told, who is held accountable? 

“A lot of service-level negotiation 
has to take place,” said John Oborne, 
manager of computer operations at 
Tennessee Valley Authority in Chat- 
tanooga. “Vendors are marketing di- 
rectly to my end users now,” he said. 
“Systems are showing up at my door 
that I didn’t even know were coming. 
That’s not a good position to be in.” 

James E. Spangler, computer op- 
erations manager at United Parcel 
Service, Inc. in Mahwah, N.J., ad- 
vised, “Be straight with users. Tell 
them the things we can do for them 
and the things we don’t want to do.” 

That was the approach Air Prod- 
ucts took with backup. “Our policy is 
we don’t leave the data center,” Town- 
send said. “So we do everything re- 
motely, or they do it themselves.” 


RESKILLING STAFF IS KEY 
While IS professionals are educating 
user departments, they must also 
educate themselves. 

“Supporting PCs is a different 

all game from what they had been 

doing,” said Len Eckhaus, president 
of the Association for Computer Op- 
erations Managers in Orange, Calif. 

Most data center staffers also 
need to learn LANs so they can assist 
with data backup and recovery. 

“LAN-developed software is the 
thing challenging us right now,” 
Townsend said. “We don’t develop it 
— the user group does — but they 
want us to keep the code for them af- 
- ter the application is done.” But in 
= most cases, these are the people who 


are still supporting the mainframe 
legacy systems on top of new duties. 

“Being a good mainframe man- 
ager, I’ve rightsized our operations 
staff,” Brookbanks said. “Now we 
have all these 8mm manual tape de- 
vices [used to back up end-user serv- 
ers] with nobody to mount the tapes.” 

“The past two years have been a 
madhouse,” Oborne added. “The 
number of new systems coming on- 
line is continuing to increase, but the 
number of legac tems we're sup- 
porting has not declined.” 

The saving grace can be that the 
mainframe operations have been 
automated to the point where some- 
one who had been watching aconsole 
to track MVS performance, for exam- 
ple, can now be redeployed. 

“Know thy staff,” said Hampton 
M. Golsan Jr., an operations analyst 
at Abbott Laboratories in Abbott 


MAINFRAME 
MAKEOVER 


tthe Automobile Club of Southern 
California, the mainframe has quite 
literally picked up a whole new image. 
The American Automobile Associa- 
tion affiliate is using its IBM 3090 main- 
frame to host a client/server imaging ap- 
plication for 250 insurance adjusters at 
its home office in Costa Mesa. 
The mainframe stores images of the 
paperwork related to about 550,000 


Park, Ill. “You certainly can’t afford 
to hire everyone you need. So take a 
console operator and spend $4,000 to 
have him or her become a certified 
network engineer.” 

Despite the challenges, for ward- 
looking data center managers are vol- 
unteering for duty. One reason is sur- 
vival. As fewer mainframes are 
brought in or as more are displaced, 
babysitting the servers means work 
for at least some of the mainframers. 

“Operations people need to view 
this as an opportunity to expand,” 
said Arnold Farber, president of 
Farber/La Chance, a Richmond, Va., 
consulting firm. “A lot of people don’t 
want the additional responsibility, 
but the smart ones will go for it.” W] 


Ambrosio is a Computerworld senior 
editor, systems & software. Her MCI 
Mail address is 599-8003. 


Frank Bereznay eyes images for claims area 


auto insurance policies, as well as photos of the cars. When anew vehicle is registered 
or aregistration is changed, a digital photo is taken and stored on mainframe-con- 
trolled optical libraries. The client workstations are mostly MS-DOS-based. 

“We're using the photos now for the inspection process,” said Frank Bereznay, 
manager of technical services. “We’re looking at using it for the claims area.” For 
that to happen, however, there had to be improvements in the image quality stored 
and retrieved on-line, and this is just beginning to occur, he added. 

This is just one example of how the mainframe is changing its stripes at 
customer sites around the world. But the metamorphosis of the host machine into a 
giant database server or file server is happening very slowly. 

“The mainframe is just starting to play more of a server role,” said Bob Steen, 
director of client/server computing at IBM’s mainframe group. One way IBM will ad- 
dress this, he added, is to make it easier for data center staffers to manage LANs 
from the glass house. “I can build you a rack that will hold 100 LAN servers so you 
can save some space and put some organization around the servers,” he noted. 
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savvy enough 
of companies, 
and all those 


us dont understand? 


PC and workstation LANs, linked to 


Mainframes, what else? 


To describe a brokerage as an information- 
intensive business is a bit of an understatement. 
Like certain other industries, the information is 
the business. 

That’s why they rely so heavily on mainframes 
to serve the rest of their computer network. 

By being linked to a mainframe, every desktop 
PC and workstation—even if it’s part of a LAN— 
has access to infinitely more information than it 
would have otherwise. And since for businesses like 
this, time literally is money, companies have come 
to depend on mainframes to give them access to 
that information instantaneously. 24 hours a day, 
7 days a week. 

> fact is, no matter what your business, if it 


depends on information, nothing can “serve” the 
rest of your computer network “clients” to the 
degree a mainframe can. And IBM’s new LAN 
File Services/ESA and LANRES servers make it 
easier than ever to give all your LANs—whether 
they’re driven by OS/2° LAN Server, NetWare® 
or UNIX°—direct access to the enormous power 
of a mainframe. 

Every day, information plays an increasingly 
vital role in the success of more and more 
businesses. And so do mainframes. 

To receive more information on LAN File 
Services/ESA and LANRES, anc 
our limited-time offer, phone 


1 800 IBM-CALL, Dept. 135. == 


The IBM System/39 


IBM, OS/2 and System/390 are registered trademarks of International Business Machines Corporation 
All other products are registered trademarks of their respective companies. © 1993 IBM Corp. 





Server Market eats Up 


New products such 
as Microsoft Corp.’s 
Windows NT prom- 
ise to stoke the com- 
petitive fires at the 
enterprise server 
level — one of the 
few higher-margin 
server targets re- 
maining. But the NT 
battle will be an up- 
hill one against Unix 
platforms, which are 
firmly entrenched in 
both the technical 
and the commercial 
server environ- 
ments. 


any sizable op- 

erations among 

the Fortune 

1,000 have be- 

gun transform- 
ing their technology in- 
vestments to support large 
client/server-based net- 
works, according to a 
recent Dataquest, Inc. sur- 
vey of 250 information sys- 
tems and network manage- 
ment executives. 

Some 85% of the exec- 
utives surveyed said they 
use their main computer 
system asa server rather 
than asa time-sharing ma- 
chine. Yet the majority of 
server platforms are still 
handling smaller groups of 
users (see Figure A be- 
low). 

The fight for a larger 


share ofthe Unix/Intel 
Corp. server market — 
among operating systems 
such as SunSoft, Inc.’s Sol- 
aris, Novell, Inc.’s l 
Ware or The Santa Cruz 
Operation’s SCO Unix — 
will create some interest- 
ing vendor jockeying as 
these companies stake 
their claims in the fast- 
growing “upsizing to Pen- 
tium processors” market. 
When it comes to 
spending their money, 
server CPUs and board up- 
grades garnered the “high- 
est priority for current ex- 
penditures” among the 
survey respondents (see 
Figure B), followed by 
shrink-wrapped applica- 
tion software. Tools and ap- 
plications are likely to take 


over in 1994 as the most 
pressing expenditure for 
the full transformation to 
client/server-based com- 
puting. 

A majority — 76% of 
the 250— reported obsta- 
cles (see Figure C) to mak- 
ing the move to client/ 
server-based computing in 
their organizations. Soft- 
ware development costs 
topped the list of road- 
blocks for both system soft- 
ware and applications, fol- 
lowed by the user learning 
curve and other organizz 
tional issues such as train- 
ingcosts. BW] 

Written by Bradford W. Day, 
a principal analyst in the 
client/server systems group 
at Dataquest, Inc. 


Client/Server Installation Profile 


(Respondent base: 250 IS and network management executives) 


Number of 
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Location 
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Current Expenditure Priorities (Key Areas) computing market, 
estimated at $11.6 


billion in 1992, 


is projected to hit 
aa eeeee ee ey okt acc a3) 2G) $23.3 billion 


(Multiple responses allowed) 
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APPLICATION SOFTWARE (SHRINK-WRAPPED ONLY) eh by 1997. 


SYSTEM SOFTWARE p Ko 
Some 25% of 250 
TS execs surveyed 
are planning to 
Me euun aad downsize their 
applications base 
to client/server 
systems in the 


Brera near term. 
Current Obstacles in Moving to Client/Server 


DEVELOPMENT TOOLS (4GL, 5GL, CASE) 10) 


APPLICATION SOFTWARE (DEVELOPED IN-HOUSE) 


Dataquest esti- 
SYSTEM SOFTWARE DEVELOPMENT COST ~~ pk =4 % mated that by the 


first halfof 1994, 


the downsizing 
trend will acceler- 
EME O ea Sa MMi Dee LIPeV aC . = 4 y § ate to 40% to 50% of 
all major corporate 

IS installations. 
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OVERALL TRAINING OF PERSONNEL TOO EXPENSIVE 
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PRODUCT REVIEW 


normation Builders EDA/SO 


Cost-effective choice for legacy data access; relies heavily on 4GL 


pene SUCHE yCONS ion Builders’ 
Ladki nformation Builders 


pence mentions Enterprise Data Access 
evaluation based on inter- + Evaluators found aa Rough client/server (E DA)/SQI isarare 


views with major users at EDA/SQL to be reli- LAN and PC installa- i re 
: a client/server beast. It 
corporate, government able and very capable of tions and a reliance on a 
e r . accomplishes many as- 
and educational installa- meeting the promise of knowledge of Information cing : 
= é pects of the promise of 
tions. The product under cross-platform multiple Builders, Inc.’s Focus eae a eer 
a ubiquitous data access — it 
evaluation is being used in database accessfromPCto _fourth-generation language : ; 
ts can obtain data from nearly 
a production environment. server to mainframe. surprised some of the users. 
any database on any plat- 


form and bring it to a work- 
RATINGS station — and it has almost 


no direct competition. 


“It’s a product that 
EDA/S OL solves avery specific and 


very critical problem. 
When you need to obtain 
data from mainframes, 
there are very few other 
ways to do this that are as 
cost-effective,” said Judith 
Hurwitz, president of Hur- 
witz Consulting Group in 
PCR ah Watertown, Mass. 
Four evaluators at large 
EASE OF INSTALLATION (CLIENT/SERVER) hc 4 user organizations run- 
ning a variety of databases, 
aS es platforms and networks re- 
port that it does just that. 
Once running, EDA/SQL 
meets ease ofuse, function- 
ality and reliability goals. 
ea But installation and pro- 
gramming provided some 
Toten ae ie ka obstacles for the sites. 
The format for this eval- 
uation was developed by 
Howard Rubin & Asso- 
ciates, with assistance 
from Technology Invest- 
ment Strategies Corp. The 
questionnaire for EDA/ 
SQL was created with as- 
sistance from Hurwitz 
Consulting Group. 


Ratings are based on user expectations on a 1-to-5 scale, where 1 is 
below expectations and 5 is above expectations. Ratings are based in order 
of importance to users. 
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EASE OF USE 

The evaluators found 
EDA/SQL easy to use for 
Rdb, DB2 and Oracle, but 
IBM’s IMS was harder to 
access and required more 
extensive use of Focus 
than some users ected. 

Education 1: “We found it 
fairly easy to use. Once we 
got some working exam- 
ples, the staff picked it up 
very quickly.” 

Industrial products: 
“They advertise that you 
just need to know SQLand 
the API, but because the 
bulk of our data is in IMS, it 
requires alittle more 
knowledge of Focus than 
we thought. 

“Itruns against DB2, 
but it doesn’t work with 
IMS without a tremendous 
amount of work. Com- 
pared to the other products 
on the market, it was the 
easiest to understand.” 


EASE OF INSTALLATION 
(Mainframe) 

Information Builders’ ex- 
perience on the mainframe 
helped smooth installation, 
and the evaluators report- 
ed no problems. 

Industrial products: “The 
mainframe was relatively 
easy.” 

Education 2: “Our instal- 
lation on an IBM main- 
frame was a breeze.” 


EASE OF INSTALLATION 
(Client/server) 
The variety of PC LAN con- 
figurations and relative 
lack of in-depth client/ 
server experience made in- 
stallation more difficult. 
Industrial products: “We 
ran into a brick wall when 
it came to the PC. We don’t 


have a lot of control over 
what we have on the PCs. 
So consequently, each in- 
stallation was a new territo- 
ry for the Information 
Builders people, who did 
the installation.” 

Education 2: “When we 
tried to establish the 
client/server communica- 
tion, it took at least two 
weeks before we were able 
to get it going. There area 
lot of people at Information 
Builders who probably 
know the mainframe area 
and some other people that 
probably know the PC 
area. But knowledge about 
the combination of both 
was kind of hard to find 
within their organization.” 


EASE OF PROGRAMMING 


Programming and data- 
base help are required to 
get up and running with 
EDA/SQL, the evaluators 
agreed. But the experi- 
enced Focus users hada 
shorter learning curve. 
Education 2: “We've 
been using Focus for along 
time. From the Focus per- 
spective, itis very simple, 
very straightforward.” 


RELIABILITY 

No major problems were 
reported, and minor ones 
were quickly addressed by 
the vendor. 

Education 1: “It seems to 
be pretty reliable. We had 
some small issues with the 
stability of the VAX server 
early on, but we seem to 
have those ironed out.” 


EVALUATORS 


SITE PROFILES 


industrial products: “!’ll 
give it a good rating be- 
cause given the complexity 
of what we installed, we 
haven’t had any serious 
breakdowns of the prod- 
uct. It’s been people-type 
things and not the product 
that we’ve had to settle.” 


PERFORMANCE 
There really aren’t any 
benchmarks for EDA/ 
SQL. Its performance can- 
not be compared to a single 
environment on-line ac- 
cess. The evaluators were 
satisfied with its speed. 
Education 1: “It has been 
really good performance 
going against the DEC Rdb 
server. We’re still working 
on IMS and could use more 
overhead there, but it’s 


Installation descriptions for users who evaluated EDA/SQL 
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about what I expected.” 


TECHNICAL SUPPORT 
Depth of client/server 
installation experience was 
lacking, but evaluators had 
no problem getting the 
right people when needed. 

Education 2: “Some- 
times, when we found 
some problems running 
the product, the branch 
support people received 
help from [headquarters], 
and they were very recep- 
tive to our problems.” 

Industrial products: “The 
support is good once you 
get to the right person. 
They do have competent 
people at the root of their 
company.” 

Government: “The sup- 
port that we have had is 
probably the best feature of 
the whole product.” 


ACQUISITION AND 
MAINTENANCE COSTS 
Again, comparison is diffi- 
cult. Users reported signif- 
icant savings compared 
with the re-engineering 
effort that unifying their 
databases and platforms 


Garr 
EDA/SOL 


Allows programmers 
to write a single API 
to access multiple 
databases. 


Supports ANSI- 
standard SQL, major 
networking protocols 

and a large number of 

databases, operating 

systems and hardware 
platforms. 


A multitool product, 
EDA/SQL relies on 
modular client and 
server components 

but provides a great 
deal of flexibility in 

dealing with incompat- 
ible databases. 


would require if they 
weren't using EDA/SQL. 
Education 1: “It was hard 
for us to know because, 
actually, it costs less than 
what I would expect for my 
alternative, which was to 
move all of my IMS and all 


Ps 


my other machines over to 
aDB2 environment. It 
gives usalow-cost option to 
move into the look and feel 
of client/server without 
having to re-engineer my 
back-end systems.” 

Education 2: “I think it is 
avery cost-effective solu- 
tion for client/server. Our 
approximate total cost was 
around $28,000.” 

Industrial products: “We 
had to do acost estimation 
on this product before we 
could even bring it in- 
house. So in terms of the 
rental and the time that the 
individuals have placed in- 
to it, it ran about $120,000. 
It’s going to be alot cheap- 
er to plug and play than 
with the other mainframe 
products.” 


DATABASE SUPPORT 
With support of most of the 
major databases, EDA/ 
SQL can go against almost 
any platform. However, it 
performs better against 
SQL engines, the evalua- 
tors said. 

Industrial products: 

is goes back to the 


INFORMATION BUILDERS RESPONDS 


EASE OF USE WITH RELATIONAL AND 


Focus issue. We knew the 
database administration 
was required, we knew the 
programming was re- 
quired, but we just didn’t 
account for the Focus 
knowledge. Our end users 
are saying the same thing: 
‘God, I didn’t realize I had 
to know so much Focus.’” 


STANDARDS SUPPORT 
Likewise, the major data- 
base and networking stan- 
dards are supported to 
allow enterprisewide ac- 
cess. 

Industrial products: 
“They don’t support the 
same road map DCE does. 

“Given that we havea 
large engineering environ- 
ment that is looking strong- 
ly at [the Open Software 
Foundation’s] DCE, [the 
lack of DCE support by cer- 
tain PC vendors] could 
cause us some problems 
with bringing Information 
Builders’ products in- 


house.” VW] 

Written by Michael L. Sulli- 
van-Trainor, Computer- 
world’s research director. 


NONRELATIONAL DATABASES: As a SQL- 
based product, EDA/SQL inherently supports 
the native database catalog of the advanced 
relational database. But nonrelational data- 


bases such as IMS were never designed to sup- 


port SQL and do not support many of the ca- 
pabilities found in relational databases. 

To overcome this problem, EDA/SQL pro- 
vides the means to set up a relational data- 
base-like catalog in which nonrelational meta 
data information must be stored to provide 
SQL-based access. The catalog must be set 
and maintained, however, in addition to any 
native relational database catalog the cus- 
tomer may be using. This is unavoidable with- 


out database vendor extensions for nonrela- 
tional data in their catalogs. 


KNOWLEDGE OF FOCUS: There is no Focus 
knowledge required to use EDA/SQL, unless 
the user chooses to use Focus as the language 
for writing Stored Procedures. In this case, 
knowledge of Dialog Manager and the Focus 
table language is required. 


DIFFICULTY OF PC LAN INSTALLS: Client/ 
server applications are inherently more com- 
plex than single platform applications, espe- 
cially in the OS/2 environment. Tuning be- 
tween synchronous and asynchronous com- 
munications environments also requires spe- 
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cialized expertise, which our customers typi- 
cally do not have. For these reasons, we have 
enhanced both our field and headquarters 
technical support staffs to the point where we 
are confident we can help customers in estab- 
lishing successful EDA/SQL installations. 


DCE DIRECTIONS: As a member of the OSF, 
Information Builders supports the work of the 
OSF on DCE and has incorporated many DCE 
concepts into current versions of EDA/SQL. 
Unfortunately, DCE is still an emerging stan- 
dard, and a DCE-based implementation of 
EDA/SQL would not be viable until most key 
vendors, on whose operating systems we run, 
support DCE. 
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Survey finds users combining 
offerings from independent vendors 
with homegrown applications 


Legacy Data 


Access Method Top Reasons for 


sing These Methods 


(in order of most 
frequent answer) 


i 
Most compatible with 
installed systems. 
2. . 
Best nonproprietary 
solution. 


2. 
ma Independent vendor Easiest to implement. 
product <. 


WH Homegrown Best price/lowest cost. 
tool/system 


8 Host vendor product 
Other 


Ss. : 
Best functionality. 


What Vendors 
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Things Easier 


Time to Get 
Access Up and 
Running 


Biggest 
Problems with 
Accessing 
Legacy Data 


Improve ease 


Staff lacks of use 


expertise oie 1K 


Difficult to ses 
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functionality 
aR cane — six 
‘ months 
Time-consuming WH Other/Don't 
know 
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months 
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Hard to maintain 
data integrity 


SURVEY 
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Client/Server Status 


Production 


Early 41% 


implementation 
18% 


Planning 
stages 
% 
Pilot projects — 
17% 


etting up desktop 

applications that 

can access data re- 

siding in heteroge- 

neous legacy sys- 
tems is one of the biggest 
challenges for users mov- 
ing to client/server. 

Our exclusive Client/ 
Server Journal survey re- 
vealed that client/server 
pioneers are relying ona 
combination of home- 
grown tools and vendor- 
supplied systems to make 
legacy databases work 
with new applications 

Although there are few 
tools providing all the nec- 
essary functions, 56% of 
200 information systems 
organizations surveyed re- 
lied on vendor-supplied 
tools to gain access to lega- 
cy data. The majority, how- 
ever, chose independent 
vendor offerings rather 
than host vendor products. 

Among the indepen- 
dent vendor solutions is In- 
formation Builders, Inc.'s 


Updating 


When do you plan to 
eliminate old systems in 
favor of client/server? 


6% 


WH Less than five years 

iB Don’t know 

i Less than one year 
More than five years 

i Already have 


EDA/SQL, one of the few 
tools specifically aimed at 
legacy data access. 

Survey respondents 
reported higher satisfac- 
tion levels with vendor 
tools than with home- 
grown ones. Compatibility 
with environments and 
availability of good, non- 
proprietary solutions were 
some reasons cited for se- 
lecting certain tools. 

Homegrown tool 
users said integrating com- 
ponents was the most diffi- 
cult task, followed by the 
amount oftime it took them 
to develop the system. 
Users relying on vendor 
tools said “lack of exper- 
tise” on their own staffs 
was astumbling block. ¥] 


The survey was conducted by 
First Market Research 

Corp. For further informa- 
tion about the methodology, 
contact Michael L. Sulli- 
van-Trainor, Computer- 
world, (800) 343-6474. 
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PRODUCTS 


New client/server offerings from 
Epoch Systems, Tivoli Systems, 


Apple and others 
TOOLS 


INTERSOLV, INC. has an- 
nounced EXCELERATOR ll, a 
new release ofits analysis 
and design tool. 

According to the compa- 
ny, additional features in 
this release include a dia- 
gram editor for event mod- 
eling, aclient/server devel- 
opment application guide 
for training users and sup- 
port for data-, process- and 
event-driven design. 

Excelerator II runs un- 
der Windows, OS/2 and 
Unix. 

The price is $6,500 per 
user. For existing custom- 
ers, an upgrade is available 
atno cost. 

INTERSOLV 3200 Tower 
Oaks Blvd., Rockville, Md. 
20852 (301) 230-3200. 


APPLIX, INC. has unve 
APPLIXWARE, a set of applica- 
tions and tools that allow in- 
tegration of personal appli- 
cations and business data. 

Applications from the 
vendor include Applix 
Words, Applix Graphics, 
Applix Spreadsheets, 
Applix Data and Applix 
Mail. 

ApplixWare is available 
on avariety of Unix-based 
platforms, including those 
from Sun Microsystems, 
Inc., Digital Equipment 
Corp., IBM, Hewlett-Pack- 
ard Co. and Silicon Graph- 
ics, Inc. 

Pricing for the Applix- 
Ware product line ranges 
from $195 to $995. 


APPLIX 1 12 Turnpike 
Road, Westboro, Mass. 
01581 (508) 870-0300. 


SEER TECHNOLOGIES, INC. has 
begun shipping SEER/HPS 
DEVELOPMENT ENVIRONMENT 
VERSION 5.2, an integrated 
set of software tools for de- 
velopment, deployment 
and management of distrib- 
uted applications. 

Among the new features 
are event- and message- 
based architecture, Ad- 
vanced Peer-to-Peer Con- 
nectivity services for OS/2 
and CICS client/server ap- 
plications and analysis 
tools for the IBM Financial 
Services data model, ac- 
cording to the company. 

Seer/HPS Development 
Environment Version 5.2 
supports host platforms 
such as MVS/ESA, DB2, 

ESA and CICS/VS. 
s supported include 
{1 mainframes, PS/2s, 
6000s and Sun Micro- 
systems, Inc. systems. 

Pricing for the product 
starts at $125,000 for a six- 
person development envi- 
ronment. 

SEER TECHNOLOGIES 8000 
Regency Pkwy.,Cary, N.C. 
27511 (919) 380-5000. 


INFORMATION RETRIEVAL 


The APPLE BUSINESS SYSTEMS 
DIVISION of APPLE COMPUTER, 
INC. has rolled out APPLE- 
SEARCH, an information re- 
trieval system. 

According to the firm, 
this customizable product 
turns unstructured docu- 
ments stored on a server 
into an on-line library. It 
was designed for use in de- 
partmental or workgroup 
settings. 

AppleSearch provides 
users with transparent ac- 
cess to documents in vari- 
ous formats, including 
word processing, spread- 
sheets and electronic mail 

The price of Apple- 
Search is $1,799 for the cli- 
ent/server five-pack and 
$499 for the client 10-pack. 

APPLE BUSINESS SYSTEMS 
20525 Mariani Ave., Cuper- 
tino, Calif. 95014 (408) 
996-1010. 


DATA MANAGEMENT 


EPOCH SYSTEMS, INC. has 
announced EPOCHSERV 6.0, 


Distributed Cer Verret Een 


Pu eo DISTRIBUTED OPERATIONS 
Ces ie aati ey 


Seat 


CORBA Object Request Broker 


62 Computerworld CLIENT/SERVER JOURNAL 


Enhancements 
to Tivoli’s 
Management 
Environment 
include 
electronic-mail 
services 


arn eee 


ibs 


Seer’s HPS Develop- 
ment Environment 
includes analysis 
tools for the IBM 
Financial Services 
data model 


anew release of its integrat- 
ed client/server data man- 
agement software products 
for backup, file migration 
and volume management. 

EpochServ 6.0 includes 
enhancements for support 
of multilevel staging, the 
ability for files to span opti- 
cal volumes and expanded 
peripheral support for Exa- 
byte Corp., Hewlett-Pack- 
ard Co., Sony Corp. and 
Storage Technology Corp. 
products, the firm said. 

Pricing ranges from 
$20,000 to $40,000. 

EPOCH SYSTEMS 8 Technol- 
ogy Drive, Westboro, Mass. 
01581 (508) 836-4300. 


SYSTEMS MANAGEMENT 


TIVOLI SYSTEMS, INC. has an- 
nounced enhancements to 
its TIVOLI MANAGEMENT ENVI- 
RONMENT systems manage- 
ment software. 

Enhancements include 
tools for managing printing 
and electronic-mail ser- 
vices across distributed 
computing environments 
and availability of the soft- 
ware for IBM’s RS 

Pricing for the Tivoli 
Management Environment 
Release 1.6 is $924 per 
management station and 
$625 per managed client. 

TIVOLI SYSTEMS 6034 West 
Courtyard Drive, Austin, 
Texas 78730 (512) 794- 
Ue 4 
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PHOTOGRA 


THE USER’S VIEW 


Wile iD A 


air Juliet asked, “What is in a name?” 
while swooning over Romeo’s name. 
“That which we call a rose by any other 
name would smell as sweet.” 

The denoted content is important, 
not the denoting name or label. Client/server 
is yet another label on a bottle of computing 
concepts that have not changed substantially 
in the past three decades. The real issues fac- 
ing chief executive and information officers 
involve reinventing corporate information 
systems and the organizations they support. 

The trend toward client/server is driven 
by two forces. First, there are 100+ million 
PCs, with some 25 million of them networked. 
This density of computing and storage power 
has coalesced into a critical mass demand for 
networking. 

Second, the economics are inexorable. 
Large conglomerations of low-cost compo- 
nents are orders of magnitude less costly than 
proprietary mainframes and minicomputers. 
The demon is in controlling the mesh of com- 
ponents because distributed processing dis- 
tributes errors and points of failure as well. 
Throw in iss uch urity control, syn- 
chronization of client environments and dis- 
tribution of software, and one gets the feeling 
that difficulties will persist for some time. 

The essential central concept in client/ 
server processing is messaging, which is the 
production, consumption and exchange of in- 
formation among components of any comput- 
ing resource. Networks are the vehicles of 
distributing messages, just as pro- 
cessors are the providers of in- 
struction cycles and storage de- 
vices are the containers of data. 

At Lehman, we have a sizable 
global network of some 9,000 Eth- 
ernet nodes: 3,000 Unix/TCP/IP, 
3,000 PC/Novell, Inc. NetWare 
and 3,000 duplexed into routers, 
gateways and other network infra- 
structures. 

Client/server architecture is 


The essential 
central con- 
cept in client/ 
server pro- 


cessing is 


messaging. 


the rule in all trading floor systems and is 
guiding development of new back-office sys- 
tems. PC networked applications are being 
constructed anew and rewritten using a 
client/server architecture. 

I believe the newness of client/server is 
in its proliferation, not in its technical funda- 
mentals. This proliferation stems from both 
the success of Unix workstations and the 
sheer ubiquity of networked PCs. 

With improved PC networks, heteroge- 
neous Unix/TCP/IP/Ethernet and Novell/ 
DOS/Windows environments are quickly be- 
coming commonplace. Most common will be 
Unix/Windows clients and Unix servers ona 
TCP/IP/Ethernet network with Token Ring 
gateway connectivity to legacy applications. 

It all sounds amazingly like the open sys- 
tems scenario. No great surprise. Interopera- 
bility is a keynote of open systems, involving 
the ability of components to easily exchange 
messages. 

Think of open systems, client/server and 
object-oriented as technologies, while right- 

izing is a packaging of products using these 
technologies. The end game, however, is 
global enterprisewide computing — the five- 
to 10-year quest that lies ahead. 

Current tools and messaging protocols 
are too low-level to allow creation of software 
that operates equally well locally or globally. 
Powerful development tools and messaging 
application programming interfaces are 
needed that can hide the complexities of a 
global network. 

Client/server, open systems, 
rightsizing and object-oriented are 
merely labels on the bottles. The 
message-based wine inside is 
what really counts in terms of the 
nose and the follow-through. 

Finally, as food for thought: 
Juliet may think that a rose by any 
other name would smell as sweet, 
but would people eat honey if it 
were called bee vomit? V7] 


Computerworld C 


DAVID SHERR 


Sherr is a vice 
president in 
investment banking 
technology at Lehman 
Brothers, Inc. in New 
York. His Internet 
address is sherr@ 
lehman.com. 
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IBM Client /Server 


S/2 and IBM are registered trademarks of IBM Corp © 1993 


“IBM helped us move as fast on 
the ground as we do in the alr. 


John Harper, Sr. Vice President—Information Services, USAir. USAir wanted 
to create the terminal of the future at Pittsburgh International Airport. A place where lines 
would be shorter. Where baggage handling would be quicker and more dependable. 

And everything from check-in to take-off would be easier and less confusing for travelers. 


So IBM helped USAir develop a tailor-made system that makes information more 





readily available to employees so they can be more responsive to customers. A system that 


maximizes the power of PCs and integrates a wide range of different manufacturers’ 
equipment. A classic example of IBM Client/Server. 

Information is now distributed from the mainframe to 650 PS/2° workstations running 
OS/2. These workstations are tied into hundreds of ticket and boarding pass printers, 
touchscreens, credit card readers and other peripherals supplied by a number of companies. 

The result: USAir employees and passengers now get immediate, consistent and reliable 
updates on pertinent information. Skycaps use touchscreens and bag-tag printers to 
streamline curbside check-in. And tower operators can make better decisions about man- 
aging gate traffic, resulting in fewer delays. In short, the airport of the future. 

If you want a custom-tailored solution that gives your people more flexibility and gives 
you an edge on your competition, IBM Client/Server is the answer. For more information, 


call 1 800 IBM-0045, ext. 20. 


There’s never been a better time to do business with 





IBM Client/Server 
Database Solutions 


It’s available now — ready to per- 
form on your desktop. A new 
function-rich, 32-bit relational 
database you can really trust 
with your growing client/server 
network, your mission — critical 
data and your business. 


Introducing IBM DATABASE 2™ OQS/2 
(DB2/2™) from IBM Software Solutions, the 
birthplace of relational database technology. 

DB2/2 includes an industrial-strength DB 


engine that supports transaction management, DISTRIBUTED DATABASE 

’ CONNECTION SERVICES/2,™ 
recovery functions. Designed to exploit the from DB2.. SQL/DS.™ and OS/400°* 

power and open architecture of OS/2, it also databases as if they were on your desktop, too. 
supports industry-standard SQL for developing This versatility can play a significant role in 
portable applications. And it runs your DOS, an Information Warehouse™ solution 
DOS Windows™ and OS/2 


concurrency control, security, integrity, and 


for your business. 
applications requiring We’ve developed an 
online access. 
You can access data 
directly from DB2/2 on 
your desktop or from a 
DB2/2 server on your & 


LAN, and with 


exciting demo diskette to show 

you just how well new DB2/2 

performs - right on your desktop. Call us today 
for your free demo, or to order DB2/2: 
1-800-342-6672; or fax: 1-800-445-2426. 

In Canada, call 1-800-465-7999, ext. 850. 

(An upgrade from OS/2 Extended Edition 

or Extended Services is also available. 


2, DB2 and OS/400 are registered tradema ind DATABASE 2, DB2/2, DISTRIBUTED DATABASE CONNECTION SERVICES/2 


nd Information Wa trademe nternational Business Machines Corporation. Windows is a trademark of 
oft Corporation 1993 IBM Corp 
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Lawson Software's Accounting System 


BUYERS’ 
NZ CHUL! 
TU 


By Michael Sullivan-Trainor 





s the Unix-based financial software market 
shifts into high gear to meet user downsizing 
needs, a small cadre of companies is staking 

initial leadership positions among large For- 

tune 500 installations. The Top 3 vendors 

and their products competing at this level, 

according to installation figures compiled 

by International Data Corp., are FourGen Software, 

Inc.’s FourGen, Oracle Corp.’s Oracle Financials and 
Lawson Software Corp.’s Accounting System. 


Though it is the smallest of the 
three players on Unix platforms, 
Lawson achieved the highest over- 
all satisfaction ratings from its 
users. This response included top 
scores in six areas of highest im- 
portance to all users surveyed. 

However, each product had a 
distinct characteristic that users 
rated highly. 

While Lawson shined in ad- 
vanced features and updates, 
FourGen excelled in usability and 
reliability, and Oracle received top 
foreign site support and multicur- 
rency ratings. 
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RATINGS ARE BASED ON A 1-TOo-10 


Would you buy the program again? 


SOMEWHAT 


REASON: 
Ease of use 


With the majority of Lawson 
users surveyed moving to a client/ 
server setup with their financial 
applications, the product received 
its second highest rating for speed 
in converting all its modules to cli- 
ent/server. Other top categories 
for Lawson were numeric consoli- 
dation capabilities and timely up- 
dates for tax law changes. The 
company’s lowest ratings were in 
cost and documentation and on- 
line help, the only categories in 
which users gave scores lower 
than 7.0. 

FourGen users gave it high 
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RATINGS ARE BASED ON A 1-T0-10 
SCALE, WHERE 10 IS BEST. 


Would you buy the program again? 


marks for ease of use, customiza- 
tion, documentation and reliabil- 
ity; it scored an 8.0 in these areas. 
Low ratings were given for inter- 
facing to other applications, ser- 
vice and cost. 


Oracle gets bronze medal 
Oracle users were most satisfied 
with the company’s ability to pro- 
vide reporting capabilities and nu- 
meric consolidation, in addition to 
multicurrency capabilities and lo- 
cal support for sites in foreign 
countries. Users were dissatisfied 
with cost and with the inability to 
provide inexpensive updates, giv- 
ing that category a 3.6. 

Overall, users were most satis- 
fied with their software’s ability to 
manage multiple accounts, imple- 
ment tax law changes and provide 
local support in foreign countries. 
Cost and update expense were the 
least liked aspects of the products. 

Buyers’ Scorecard is a user sur- 
vey of market-leading products 
conducted and tabulated by First 
Market Research Corp. in Austin, 
Texas. For a complete methodolo- 
gy, contact Michael Sullivan-Train- 
or at (800) 343-6474, ext. 229. a 
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@ The 
leading 
financial 
packages 
have different 
areas of 
major 


strength. 


@ Importance 
ratings are 
based on a 
1-to-10 scale, 
where 10 is 
highest. Users 
were asked to 
rate the level 
of priority they 
place on the 
category when 
making a 
buying 
decision. 





applications 


Pee mila’ 


Ph 
service 


Quality of support 


VERY 
LIKELY 
REASON: 
Meets our 
needs 


OL 


Steamer 


Interfacing with other 


RATINGS ARE BASED ON A 1-TO-10 
SCALE, WHERE 10 IS BEST. 


Would you buy the program again? 


00 00 ce 


em 


accounts 


Pairs eela Cte) 


Leer 


SOMEWHAT 
LIKELY 
REASON: 
Difficult to 
use 


capabilities 


SD NII AI 5151 0 CO 
OSE DEPP EOS BAIR 


Se aad 


Quality of support 


emer le 


Te 
development tools 
Handling employee 


yee kd 


ee meme ry 


Consolidation 


BFP amt omer rerer 1) 


REASONS ARE BASED ON THE MOST 
FREQUENTLY STATED ANSWERS. 











REASONS ARE BASED ON THE MOST 


FREQUENTLY STATED ANSWERS 











REASONS ARE BASED ON THE MOST 
FREQUENTLY STATED ANSWERS. 








RATINGS ARE BASED ON A 1-TO-10 
SCALE, WHERE 10 IS BEST. 


| 








COMPUTERWORLD 


NOVEMBER 1,1993 117 





118 CompuTeRworio 


_ The CW Guide to Client/Server Financial Software 


& PeopleSoft Financials: 


Good reporting, tough installation 


Financials 


Computerworld’s Firing Line is an evaluation based on interviews with 
major users at corporate and educational installations. The product 
under evaluation is being used in live application environments. 


#@ Evaluators said PeopleSoft, Inc.’s Financials 
provides good financial functionality but add- 
ed that its client/server technology was not 
easy to install, nor did the software provide de- 


sired security features. 


sers of PeopleSoft Fi- 

nancials said they en- 

countered more difficul- 

ties than expected while 

implementing the cli- 

ent/server-based ac- 
counting software. But they said 
those difficulties were due largely 
to their own inexperience. This is- 
sue led to low ratings for technical 
support because users required 
more assistance than expected. 
However, the users said People- 
Sofi provided high-quality support 
overall. 

Originally released last year, the 
PS/GL general ledger module of Fi- 
nancials is now supplemented by 
a full suite of other accounting 
modules. The modules run on 
DOS/Windows and a range of data- 
base servers. 

The evaluators participating in 
this survey included business and 
systems analysts from a govern- 
ment agency, a securities firm, a 
university and a utility company. 
All participants had been using 
PeopleSoft Financials for at least 
six months. 

The format for this evaluation 
was created with the assistance of 
Howard Rubin Associates. 


Reliability 

The evaluators said the product’s 
reliability was average. They at- 
tributed most reliability problems 
to either their own inexperience 
with the product and with client 
server technology or to unrelated 
problems with Windows or their 
networks. 


Performance 

All of the evaluators said perfor- 
mance was in line with their ex- 
pectations. They noted that any 
performance trade-offs 
larly 


particu- 


in comparison with their 


batch systems — were acceptable 


given the big gains in report and 
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account customization. 

University: “It’s not fast, but we 
knew that when we bought it. In 
the on-line portion, you trade in- 
stantaneous resulis for reduced 
errors downstream.” 


Installation 

PeopleSoft played an integral role 
in installing Financials at all eval- 
uators’ sites. 

They said the assistance provid- 
ed by PeopleSoft included data mi- 
gration from other databases or 
accounting packages; fine-tuning 
database servers to deliver opti- 
mal response; and training the 
technical staff in client/server is- 
sues and specific use of PeopleSoft 
tools. 


Ease of use 
Evaluators said Financials is no 
more difficult to use than expect- 
ed. They said end users had little 
difficulty becoming acquainted 
with the Windows-based user in- 
terface and that most functions 
were readily utilized by financial 
and technical analysts. 
University: “It’s easier than we 
expected, but you have the 


PeopleSoft responds 


same analysis and design con- 
straints that you have with Cobol.” 


Financial functions 

The evaluators agreed that the 
business analysts in their orga- 
nizations had driven the deci- 
sion to use Financials after 
demonstrations and competitive 
analyses. They concurred that 
consolidation and allocation func- 
tions worked as expected. 

Government: “Budgeting was 
originally our driving function, but 
nothing fit our needs. We devel- 
oped our own [budgeting applica- 
tion] in Microsoft Excel and up- 
loaded it to PeopleSoft using one of 
their tools.” 

Securities: “We liked the differ- 
ent tree structures and the roll- 
ups. The treasurer of the company 
went for a demo, and he wanted it 
immediately.” 


Dataentry 

Strong in reporting and standard 
accounting functions, Financials 
currently lags in batch data entry, 
the evaluators said. In particular, 
they said its method for perform- 
ing field validation and checking 
sometimes hindered _ perfor- 
mance. However, the evaluators 
noted that they were aware of this 
trade-off prior to the purchase and 
did not consider it an overwhelm- 
ing issue. 

Government: “Validity and field 
checking will slow [the data-entry 
staff] a bit, but it’s really not 
geared for high-level data entry. 
PeopieSoft is apparently deliver- 
ing a batch entry module.” 

Securities: “If you use a lot of 
codes or multilevel edits, it will be 
slow.” 

Utility: “[PeopleSoft] is doing 





> Security: PeopleSoft has re- 
cently improved _ security 
through features introduced in 
Financials 2 and PeopleTools 3. 
We've extended our menu-level 
security and added our own 
new query and ad hoc reporting 
tool, which is included in- our 
existing security system. Peo- 
pleSoft also intends to extend 
the security in our financial ap- 
plications using the data-level 
security already available in 


our human resources products. 


> Data entry: In general, the 
world is moving away from the 
extensive need for high-volume 
data entry, but in some cases it 
is still required. We have ap- 
plied new data-entry tech- 
niques to our high-volume data- 
entry requirements in our 
human resources product line, 
and we will be applying them to 
our financial products. 
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Ratings are based on user expec- 

tations on a i-to-5 scale, where 1 is 
below expectations and 5 
is above expectations. 
Ratings are presented in 
order of importance to 
users. 
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work on the batch functions, but 
we're going to build our own front- 
end and batch editing.” 


Reporting capability 
The evaluators gave their highest 
rating to the reporting functions 
included in Financials. Indeed, re- 
porting played a critical role in 
their purchase decisions. Al- 
though the evaluators said report 
creation was still too difficult for 
casual users, they agreed that it 
was a faster and cheaper alterna- 
tive to Cobol or a fourth-genera- 
tion language reporting tool. 
Utility: “The financial folks are 
the most impressed. What we have 
today is cumbersome. Information 
systems won’t be in the business 
of writing reports any longer for 
the general ledger.” 


Security 
Government: “Security is one of 
the weaker issues with PeopleSoft. 
They don’t include too much of it.” 

Education: “It’s more difficult to 
establish than we thought. We’d 
never seen a package that doesn’t 
tie in with our security package, 
but this does not.” 

Written by Computerworld 

senior editor Garry Ray. 
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A Salute To The Next Generation. 


There's one lesson that we should 
never forget. 


SCHOLARSHIP WINNERS 
Martha Blackburn, 


Jonathan Morgan, 


Armstrong State College Texas Christian University 


Computers don't drive the comput- 


, Albert Crowley, 
er industry. People do. 


Eric Remer, 
Villanova University 


Brigham Young 
University 
Peter Foley, > 
University of Arkansas 
at Little Rock 


And the features that matter most 


Bernard Rice, 
University of North Florida 
Brett Law, Olga Shumsky, 
University of California University of Missouri 

at Fullerton at Rolla 


will always be the human ones. 
Like ingenuity. Commitment. 


And determination. Mehul Mahimtura, 


Anthony Smith, 
Pace University 


P ' ; Pace University 
That's why developing great peo- 
NOMINATING COMMITTEE 


Ms. Marcia Blumenthal, 
Editor In Chief, ClO Magazine 


ple is every bit as important as devel- 


Mr. Ron Landau, 


oping great technology. V.P. MIS, CHF Industries 


Mr. Jerry Colonna, 


‘ ees 
With that goal in mind, Computer Editor, information Week 


Associates recently established a gen- 


erous New Leaders College 


Scholarship Program to help develop 


Mr. David Moore, 
Sr. V.P., 


Mellon Bank Corporation 
Mr. Gene Goodmaster, 


Director, Management 
Information, 
Cheeseborough-Ponds 


Dr. Lew Temares, 
CIO Information Resources, 
University of Miami 


Computer Associates International, Inc., Islandia, NY 11788-7000. 1-800-225-5224 


the next generation of leaders. 

The first winners of this scholar- 
ship, as shown, include top students 
from colleges and universities 
throughout the country. They were 
chosen by a distinguished nomi- 
nating committee from business and 
academia. 

At Computer Associates, we under- 
stand that, now more than ever, it’s 
important to do what we can to devel- 
op the future leaders of our country. 

After all, 


if we don't, 





OMPUTER 
SSOCIATES 


who will? Software superior by design. 


You’re Asking for a Difference. 


A Candid Assessment of Frontline Technologies 
For IS executives and IS management only. 


February 2-4,1994, Innisbrook Resort 
Tarpon Springs, Florida 


A hard-hitting, no-nonsense 36-hour Summit giving you 
the right information at the right level from the right people. 
This innovative program design puts you in charge. 
Registration limited. 


sponsored by: 


al may? 





| We're Delivering the Difference. 


Three Technologies. 
Interactive. In Touch. On Target. 


ee 


Client/Server 
Computing 


The Practitioners Forum 
Your candid assessment starts 
here — nine status reports 
from top practitioners. 
Computerworld moderators 
navigate a frank and forth- 
right interchange about these 
three technology uprisings. 
Esther Dyson, Charlie 
Babcock and John Gantz lead 
practitioners from Kmart, 
Connecticut Mutual Life, the 
Royal Bank of Canada, and 
more. Q & A from the audi- 
ence of top IS executives and 
management. 


Price Waterhouse @ 


32 Bit Operati ce 
Systems & Applications 


The Solution Labs 

You design your own program 
to meet top-flight vendor 
teams on your own terms. 

A series of labs formatted, 
staffed and equipped to meet 
your need to learn fast. High- 
power, high-impact learning 
that meets your standards for 
solid, reliable information. 


The Framework 

Models and methods for smart 
decisions from the META 
Group. 


R SunSoft 


Imaging/Work Flow 
Technology 


The CTO Perspective 

Two CTOs, from BancOne 
and PacifiCare, tell you what 
their companies have learned 
about these technologies. 


The Uncharted Territory 
An exclusive look into the top 
forecasts and analyses from 


The Research Board. 


For more information, 


call (800) 884-6473 
Outside the U.S. and Canada, 
call (312) 644-6610. 
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OFFSHORE PROGRAMMERS: 


EMEDY 


AT ISSUE: Some 
people claim for- 
eign programmers 
are stealing Amer- 


se SOUND 


think they are a boon to the computer industry. Taking 
sides in this debate, a CEO at an offshore contract 
house and a U.S. contract consultant go head-to-head. 


Foreign skills put U.S. 
workers to shame 


lam acondemned man. tamcon- 


demned by others because | have not only hired for- 
eign programmers but also started a company that 
acts as a conduit between Russian contract pro- 
grammers and U.S. companies. According to some 
people, I may as well be taking food from the mouths 
of American children, what with the harm I am in- 
flicting on their parents by taking away solid Ameri- 
can programming jobs and shipping them overseas. 

The thinking is purely nationalistic: If he’s not a 
Yank, don’t hire him. A recent 60 Minutes episode, 
for instance, made it sound as if U.S. programmers 
were all standing in the unemployment line because 
the industry has put millions of non-Americans to 
work around the world in the past decade. 

The point is that hiring foreign programmers not 
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> STEVEN KRUSE: Hiring foreign workers is good for U.S.and global economies 


only helps the U.S. compete in the global 
market but also helps foreign econo- 
mies, which promotes stability and 
growth worldwide. And I happen to think 
there’s actually a shortage of good pro- 
gramming help here — a gap that talent- 
ed foreign labor can fill. If U.S. compa- 
nies had enough internal staffers to 
handle their needs, why would the indus- 
try spend about $18.2 billion (or 4.4% of 
the average information systems bud- 
get) in 1992 on outside systems manage- 
ment contracts? 


Capability, not nationality 

At each of the software companies I man- 
aged during the past 13 years, I have 
hired several foreign programmers who 
immigrated to the U.S. I’ve hired French, 
Australian, British, Russian, Mexican, 
Cuban, Vietnamese and South African 


citizens. My company paid them the go- 
ing rates, whether they worked in a U.S. 
office or overseas. 

Companies hire contractors based on 
capability, not nationality. When a firm 
such as The Santa Cruz Operation needs 
someone to handle Unix programming, 
it’s only natural that English contractors 
end up high on the list. These people are 
highly skilled because Unix has a huge 
installed base throughout Europe. 

Before founding Red Square Software 
in March 1993, I helped establish an off- 
shore research and development center 
in Moscow for Pick Systems’ sales and 
marketing operations in Eastern Europe 
in 1991. I found Russian engineers, sci- 
entists and technicians to be well- 
trained and innovative. 

The average programmer there stud- 
ies five or six programming languages 


ALAN LEVENSON 











and operating systems before 
graduating from a technical insti- 
tute. Because computer resources 
were very limited in the former So- 
viet Union, only the best have 
earned the right to enter the pro- 
fession. They write exceptionally 
tight code and are very good at 
maximizing computer resources 
(disk and memory). It may sound 
corny, but I think we are obligated 
to put these people to work devel- 
oping software for business rather 
than missile-guidance systems. 

The industry is not taking ad- 
vantage of low foreign wages or 
sacrificing American jobs; we’re 
doing the world a favor by upping 
the standard of living in many 
countries. The more our neighbors 
make, the more they have to spend 
on U.S. goods and services, which 
creates more American jobs. 

Russia, for example, is now buy- 
ing nearly 2 million PCs per year, 
the majority of which are running 
U.S. software. Registered joint 
ventures between U.S. and Rus- 
sian companies have risen from 
131 operations in 1989 to nearly 
2,500 this year. These sales con- 
tribute to high-growth American 
companies that create jobs both at 
home and abroad. 

It’s true that most organizations 
that use foreign programmers pay 
less for them. In Malaysia, for in- 
stance, a programmer receives 
$1,000 a month on average. But 
that is three times higher than the 
average college graduate in that 
country receives. Our program- 
mers in Moscow earn five times 
more than the average citizen. 

The upshot? By paying what 
amounts to above-average wages, 
foreign engineers will be more 
likely choose to stay home than 
take jobs in the U.S. 

However, using lower-priced la- 
bor works only if companies pass 
on the savings to customers in the 
form of lower software costs or, for 
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U.S. programmers can’t fight 
low prices and rate fixing 


I have weathered recessions, layotts, 
diminishing information systems budgets and Section 1706 
(tax reform that tightened rules on free-lance programmers) 
in my 20 years in the information technology industry. Just 


when I thought the worst was over, I find that lam competing 





> LOUIS BUONINCONTRI: Foreigners steal jobs and still receive U.S.aid money 


COMPUTERWORLD 


with cut-price foreign technicians 
from countries such as India, the 
Philippines, Hong Kong and the 
former Soviet Union. 

Idonot want to sound like a com- 
plainer. I am a firm believer in the 
free enterprise system, which has 
enabled me to earn a living in the 
last 11 years as an independent 
contract consultant. But how can I 
and other American technicians 
compete with foreign consultants 
who get paid up to 70% less be- 
cause the cost of living in their 
countries is so low? 

More dangerous, however, is 
that this situation has led to more 
than competition — it has led to 
rate fixing. In some cases, compa- 
nies have fixed the rates they will 
pay American contractors based 
on the unrealistic rates foreign- 
based contracting firms charge. 
One multinational telecommuni- 
cations firm, for instance, used to 
pay $400 to $450 a day for a Cobol 
CICS programmer with four to five 
years’ experience. Now, the com- 
pany pays only about $225 to $280 
a day for that same programmer. 

I have on occasion been asked 
by Fortune 50 companies to reduce 
the rates of my contract services 
from the $700 a day range (the go- 
ingrate for someone with my back- 
ground and years of experience) to 
about $425. I was making that as a 
programmer many years ago! 

Those are the situations I know 
about. Add to that the rumors 
about contract companies falsify- 
ing business visas and resumes 
just to make cheap labor available 
in the U.S. and you get a situation 
that stinks for U.S. programmers. 

What really drives me mad is 
that these same countries that are 
stealing our jobs are receiving bil- 
lions of our tax dollars in foreign 
aid each year. I remember a time 
not too long ago when consulting 
firms were afraid to own or rent 
foreign automobiles because it 

Rate fixing, page 124 
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In Depth: Remedy or Ruin? 








Rate fixing 
CONTINUED FROM PAGE 123 


might hurt their image. Boy, has that atti- 
tude changed. In New Jersey alone, for in- 
stance, there are at least 50 foreign con- 
tractors working in residence. 

This situation did not happen over- 
night. Back in the early 1980s, Burroughs 
Corp. (now Unisys Corp.), which had 


signed a sales agreement with Indian 
conglomerate TATA for hardware, ran in- 
to difficulty because of an Indian law pro- 
agreed on a bar- 


hibiting direct 
payment to Amer- HUN 
ter: TATA would 
provide Burroughs with Indian consul- 


ican companies. 
The two firms 
tants as payment for the hardware. 
This might seem like a pretty solid 








business venture, but it ended up as a 

kind of indentured servant network. Of- 

ten five or six TATA consultants were 

housed in two-bed- 

room apartments, 

getting paid $14 an 

hour — about 40% 

below the prevail- 

ing rate at the time 

— plus free room and board. That legacy 
continues to this day. 

In the long run, companies will get 





Announcing COMPUTERWORLD on CD 


Here’s What You Get When You 

Subscribe: 

* Over four years worth of full text 
articles from COMPUTERWORLD. 

* Selected graphics from each issue 
showing industry trends, product 
comparisons and more. 

* Articles from COMPUTERWORLD's 
annual Premier 100 and Computer 
Careers magazines 

* Detailed information from Premier 
100 — data about IS budgets, profit 
growth, total scores and company 
highlights about all the Premier 100 
companies. 

* Over five years worth of articles from 
the Journal of Information Systems 
Education, published by DPMA’s 
Special Interest Group on Education 
(EDSIG) 

* Annual subscription includes four 
discs updated quarterly 


COMPUTERWORLD on CD Helps 

You: 

* Search comprehensive product and 
vendor information quickly 

* Follow critical technology trends 

* Analyze top company IS profiles 

* Execute key word searches on any 
topic in seconds 


* Eliminate mass paper storage 


Easy-To-Use 


Our powerful search and retrieval 
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capability will deliver exactly what you 
are looking for in a matter of seconds 
... its simple . . . all you need to do is 
type in either a word or phrase related 
to your questions. 


Plus, COMPUTERWORLD on CD 
features multi-platform compatibility 
on PC (DOS and OS/2), Windows, and 
Multimedia Player environments. And, 
coming in October 1993, COMPUTER- 
WORLD on CD will also run in a Mac 


environment 


Iwo Ways To Become A Charter 
Subscriber and SAVE $ 
1. SAVE $100 
Subscribe today and become a charter 
subscriber for just $295. You save $100 
off the regular annual subscription rate 


of $395 


2. Order a Sony Multimedia CD 
Player and Get a FREE Charter 


Subscription 


Sony Corporation has just announced a 
special offer only for COMPUTERWORLD 
subscribers 


Now Sony's spectacular, new, portable, 
PIX-100 Multimedia CD Player is avail- 
able at the specially packaged price of 
just $995. This is no ordinary CD-ROM 
player. The Sony PIX-100 combines 
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audio with text, graphics, and animation. 


It plays multimedia CD-ROM software 
and features CD music playback 
capability. 


PLUS, with your Sony Multimedia CD- 
ROM player, you'll get a 1 year subscrip- 
tion to COMPUTERWORLD on CD 
absolutely FREE. 


Don't miss this opportunity to have 
quick access to the most powerful news 
source on information systems. Order 
today by completing and returning the 
form below. For faster service call: 
(800) 285-3821. (Outside the U.S 
call: (508) 879-0006). 


iT 
aD 


What users like about 
Computerworld on CD: 


“It can look up products and 
company names...indispensable.” 


“.. finds product information and 
client information quickly.” 


start for each article.” 


“Can search across multiple issues 
and find the thing I'm looking 

for. Makes life easier.” 

“The sheer volume of what's in it. 
Easy access without having to go 
to a library service.” 

“It has information not found on 
Computer Select.” 


Source: Survey of 
subscribers, May 1993. 


COMPUTERWORLD on CD 


Yes! Please reserve my Charter Subscription to COMPUTERWORLD on CD and 


- send me my first quarterly disk. 


Please enter my subscription to COMPUTE! 


$100 off the regular annual rate. Send no 


RWORLD on CD. I'll pay just $295*, a savings of 
money now. We'll bill you later. 


— Please send me my Sony Multimedia CD-ROM Player. Enclosed is my check for $995* 
And, with this purchase I'll also receive a FREE subscription to COMPUTERWORLD on CD. 








FIRST NAME 


LAST NAME 





COMPANY 


STATE zip 


*U.S. Only. To complete your order, mail this form to: Emerging Technology Applications, ATTN: Sales 
Department, 111 Speen Street, Framingham, MA 03701. For Credit Card orders call: (800) 285-3821 


, Checks should be made payable to: Emerging Techiv 


ology Applications 
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what they pay for. Many foreign coders 
are technically knowledgeable, but their 
communication skills leave much to be 
desired. I worked with some foreign pro- 
grammers when | was a senior technical 
manager at a bank years ago, and I found 
the situation difficult. I know I’m a fast- 
talking New Yorker, but it’s tough doing 
business when you have to write down all 
the instructions. 

More important, perhaps, is that for- 
eign coders do not have the business or 
subject expertise U.S. programmers 
have. How can foreign programmers 
question a specification without busi- 
ness expertise? How fully do they under- 
stand our business terms, payroll deduc- 
tions, accounting techniques or business 
practices? They might be good coders, 
but they don’t understand the business 
purpose of the programs they write. 

One large U.S. insurance company 
found this out the hard way. It hired a 
group of foreign programmers to handle 
aCICS project because they were cheap. 
But about six months into the project, the 
firm fired the contractors because com- 
munication kept getting impaired. 

The U.S. has lost the lead in manufac- 
turing. Is the service sector to follow? 
One way the government has tried to in- 
crease the cost of foreign goods is 
through import taxes. Maybe it should 
place tariffs on foreign services per- 
formed for U.S. firms. 

But imposing such tariffs might not do 
any good. Just as cheap labor keeps the 
cost of foreign manufactured goods 
down, so too will it keep the cost of over- 
seas services down, taxes or no taxes. 

I urge data processing professionals 
everywhere to write to lawmakers about 
foreign service providers. One thing 
seems certain: If foreign attorneys were 
taking U.S. lawyers’ jobs, Washington 
would be on the situation in a flash. = 
Buonincontri is an independent contractor at 
GTND Software Systems and Accounting Ser- 
vices in Valley Cottage, N.Y., specializing in 
computer-aided software engineering, JAD and 
structured methodologies. He is currently on as- 
signment for the city of New York’s Financial In- 
formation Services Agency. 


Foreign skills 
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internal IS, faster delivery of software. If 
that’s not happening, then we should be 
attacking those companies’ manage- 
ment — not their offshore programmers. 

The problem with foreign program- 
mers is not that they’re cheaper than 
U.S. coders but that they may actually 
reveal weaknesses in our own work 
force. Foreigners have the talent, skills 
and work ethic that put many of their 
American counterparts to shame. U.S. 
programmers are afraid. a 


Kruse is chief executive officer of Red Square 
Software, a Newport Beach, Calif., contract ser- 
vices company with operations in the former So- 
viet Union. He is also chairman of the Software 
Council of Southern California. 





Considering how our phone 
systems affect revenues, 
perhaps we should consider 
a new design. 


How would you like a phone 
system that's designed not only for 
making calls, but for 
making money? One that 


lets you pick up any line, 


o 


ROLM is part of the 


Lost customer calls are being 
recovered. And the sales just keep 
rolling in. 

It's not simply that 


ROLM can offer more 


Siemens family. 


even your bottom line? 


sophisticated features 


The world’s largest 


Sound interesting? 


private communication 


than other PBX vendors. 


systems manufacturer. 


Then a ROLM system 
will sound downright fascinating. 

In the case of C.R. England & 
Sons, Inc. trucking company, ROLM 
helped them haul in a 26% increase 
in annual revenues. Then there's 
Acme Premium Supply Company. 
A ROLM system supplied them with 
a 25% increase in annual sales. 

With customer after 
customer, we hear the same 
story. They can handle 
more calls in less 
time without 


adding people. 


We can. But we also 
take a more intelligent approach to 
putting those features together. We 
take time to 
study 


your 


business. Find out how it all works. 
Then we develop a customized 
solution that helps your business 
work faster. Leaner. More profitably. 

Call us at |-800-ROLM-123 to 
learn more. We'll send you a free 
video featuring a number of ROLM 
business success stories. 

Once you see for yourself how 
our phone systems are ringing up 


sales, we're sure you'll find our 


design is just fine as is. 


A Siemens Company 
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By David Baum 





UNIVERSAL DATABASE ACCESS has 
become a rallying point for vendors in 
the software industry, focused primarily 
around the evolving SQL standard. 

And as SQL is increasingly implement- 
ed in client/server networks as a way of 
enabling PCs to access corporate data- 
bases, knowledge in this area has be- 
come essential for application program- 
mers. 

Unfortunately, says Jeff Bal- 
boni, chairman of the SQL Ac- 
cess Group, each database man- 
agement system has a slightly 
different SQL interface. “There 
have been no restrictions re- 
garding the addition of exten- 
sions to the SQL language by vendors,” 
says Fred Zemke, a software architect at 
Sapiens International Corp. N.V. in Gole- 
ta, Calif. 

However, this is changing with the rap- 
id acceptance of SQL-92, the newest and 
most complete SQL specification to date 
and one that fills the “holes” that 
prompted so many vendor extensions. It 
is also good news for corporate program- 
mers because it means fewer differences 
among relational database products and 
fewer language variations to master. 

Ifyou arejust getting started with SQL, 
don’t try tolearn the language by reading 
the specifications documents provided 





. Keeping up with the 
“evolving standard 


by the standards bodies, advises Joan 
Sullivan, a computer scientist and proj- 
ect manager at the National Institute of 
Standards and Technology. “It’s better 
to learn it by experimenting with one of 
the products that implements the stan- 
dard,” she says, “either through experi- 
mentation with the syntax itself or 
through a menu and forms approach.” 

The syntax is relatively straightfor- 
ward. Anyone who is accustomed to for- 
mal programming languages and knows 

how to specify the difference 
between AND and OR can learn 
it very quickly. 
Both Zemke and Sullivan say 
a good approach is to spend 
time with one of the forms- 
based database development 
tools that build SQL tables behind the 
scenes while developers paint screens 
and create fields through a visual inter- 
face. Afterward, you can look at the actu- 
al SQL tables and queries the system has 
constructed and gradually learn by com- 
paring the functional screens with the 
underlying syntax. 

Zemke cautions beginners to stick 
with one of the established, mainstream 
relational DBMS products from vendors 
such as Oracle Corp. or Sybase, Inc. In 
contrast, many of the PC-oriented data- 
bases offer only a small subset of SQL’s 
complete capabilities. 

To function in a scaled-down environ- 


ment, PC database products generally 
impose limitations on processing-inten- 
sive operations such as GROUP BY and 
ORDER BY. 

“To write any type of significant SQL 
program under DOS or Windows, you 
have to deal with all the compiler 
switches and linker switches, and de- 
ploying the application involves linking 
together many separate modules,” says 
Ken Fleming, director of technology at 
Encompass in Cary, N.C. “The perfor- 
mance is poor since there is no paging 
and you need Jots of memory.” 

For this reason it is much easier when 
starting out with SQL to work on a more 
powerful platform, such as Digital Equip- 
ment Corp.’s VAX, IBM’s RS/6000 or a 
similar-level environment. “You can just 
write flat SQL code and let the operating 
system manage the memory,” Fleming 
explains. 


Looking ahead 

A widespread adoption of SQL-92 will 
iron out many differences in vendor im- 
plementations of the language, but it’s 
going to take time, and most vendors ac- 
knowledge that variations will still exist. 
This will force programmers to continue 
learning new tricks as they move from 
one DBMS to another. 

Meanwhile, standards groups have 
turned to the next specification, SQL-93, 
which will attempt to standardize access 
to abstract data types while incorpo- 
rating some of the object-oriented con- 
cepts with which the relational model 
doesn’t deal. 





Baum is a free-lance writer in Santa Barbara, 
Calif., specializing in emerging technologies. 


SQ 


corrected a few errors in the 
SQL-89 specification and added 
many new functions. There are 


@ The intermediate SQL-92 specification 
includes domains, 


schema manipulation statements. 
@ The full SQL-92 specification includes the 
following: 


CASE expression and 


* not a complete listing of the evolving functionality 


Source: Leonard Gallager, chairman of the International SQL 
Development Group, Gaithersburg, Md. 








Contract CPCS Programmers 


SCI is undergoing a major expansion. We need CPCS Contract 
Programmers NOW! Our goal is to provide the finest in 
eg services to our clients by having on staff the Elite of 

Processing Field. We recruit quality people by paying 
top dollar and then keep them by treating cach 


the Chec 


individual, not just a number. 


Contract CPCS 


We are omer, looking to expand our staff and are looking for 

rogrammers who are well versed in Aaa 
COBOL, and SCI languages. Minimum 5 years Check Processing 
experience. Some of the benefits we offer are: 





employee as an 
© IMS, TELON 
er, @ MUMPS 


* Several Locations Nationwide 


* No Relocation is Required 
rovided 
* 401K Retirement plans 

* Paid Travel Expenses 

* Long & Short Term Contracts 


If you are considered one of the best, then we would like to 
talk with you about a future with SCI. Call or Write Today! 


* Medical Insurance 


@ ADA UN 
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© SYST ADMIN: UNIX 
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© MOTIF GUI, UNIX 
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© C++, WINDOWS 3.1, PRES. MGR 
© SECURITY: UNIX RDBMS 
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© Experience with 
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The foliowing will be provided: round 
ing, reimbursement for standard 


CONSULTANTS IN SAUDI ARABIA 
Base Salary: $47,900 to $73,600 


INFORMATION ENGINEERING SPECIALIST 
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Tom Rohrer, General Manager Sa 
Software Corp. International eR rr 
5015 Valencia Drive, Toledo, Ohio 43623 eB eda +, BRAT 
(716) 689-3353 / FAX: (716) 689-5848 25 95 As = 











128 


COMPUTERWORLD NOVEMBER 1, 1993 








Computer Careers 


RANDOM 


On information 
systems management. . . 


66 


esi: Tknt denn managers tink vite 


responsibility is to control a project rather 
than coach, enable and liberate their 
staffs. There’s a shortage of good role 
models for [new managers] to emulate. 


TRAINING 


"All those Cobol 
programmers won't have 
careers in the future 
unless they get 
themselves retooled. 
The organization of the 
future won't have the 
money to retrain them." 
— Robert A. Zawacki, 
professor of management and 
international business, 
University of Colorado at 


Colorado Springs 


» © Sf F 


Source: Omicron, an IS consortia in Mountain La 
writer in New York 


You say tomayte, 


I say tomahte 


IS managers and their bosses at 62 New York- and 
Chicago-based companies have different priorities when it 
comes to rating the top IS issues facing their organizations 

in the next year 


The following issues are ranked 


according to overall importance. wach 


Aligning business strategy and 
information technology investment 


Learning from practices in 
other organizations 


Measuring information technology 
business values 


Customer service skills in IS 


Implementing mission-critical 
client/server applications 


Assessing emerging technology 
Motivating today’s IS professional 
Employee empowerment in IS 


Emerging IS organizational 
interface issues 


Forecasting and measuring benefits 
of business processor engineering 
projects 


IS budgets for 1994: establishing 
strategies and priorities 


Business process re-engineering 
skills 


Rapid application development in 
Windows 


Extending the life of legacy systems 


Strengthening the general business 
knowledge of the IS staff 


kes, N.J. Compiled by Leslie Goff, a free-lance 
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CO, OR, AZ | 
Applications 
Development 
© CICS/VSAM/COBOL 
 VSAM/COBOL/Batch 
© DB2/CICS or DB2/CSP 
DB/DC 


Technical 
Support 


MVS Systems Programming Mgr 
DB2 and MS DBA's - 


DB2 S 


lems Programmers 
MVS) BAS items Programmers 
CICS, VTAM, VM and 


SYSTEMS PROGRAMMERS 
Performance Tuning Analysts 
DATRONICS, inc. 
Western Regi 
Recruitment ter 
151 Kalmus Dr., Ste.C-200 | 
oa ee CA 92626 
: (714) 751-3262 
my (714) 751-3902 


PCS GROUP 
“Support Services Since 1974” 
SOUTHEAST 
PCS Group Consulting Division has | 
immediate career opportunities: | 


@ MSA 
@C,C++ 


PCS GROUP 
PO ee 


The International Atomic 
Energy Agency 


seeks 


HEAD of Network Support Unit 


for the management of network infrastructure services for the 
computer systems and connected networks of a modern computer 
centre with a large international complex. 


The successful applicant must have a university degree in Com- 
puter Science and at least 10 years’ experience in implementing and 
maintaining computer communications facilities. A broad knowl- 
edge of PC configurations, local and wide area network manage- 
ment, TCP/IP and SNA connectivity concepts is essential. At least 
two years’ experience in technical project management and supervi- 
sion of technical staff is also required. Experience in analysing and 
optimising organizational procedures is highly desirable. 

Initial contract three years, with tax-free emoluments of approxi- 
mately US $62,000. - p.a. Additional allowances for dependents. 
Travel and removal expenses paid. Assignment and repatriation 
grants. Six weeks annual leave. Applicants should send their curric- 
ulum vitae quoting Vacany Notice No. 93/063 to the Division of 
Personnel, International Atomic Energy Agency, P.O. Box 100, 


— 5, A-1400 Vienna, Austria, before 30 December 
1993. 








FINANCIAL ANALYST 


Lockheed Aeronautical Systems Company currently has 
an opportunity available for a Financial Analyst to assist in investigat- 
ing and analyzing requirements for the Employee Pay and Benefits 
System using Tesseract software. Will work with affected organiza- 
tions within the company to ensure consideration of all required 
interfaces and assist in preparing and maintaining needed support- 
ing documentation. 

Requirements include a Bachelor's degree in Business 

Administration, Accounting or related field, 


L k h e e d 3+ years of experience in financial systems 
Oc analysis (with concentration in payroll/em- 


ployee benefits administration preferred), 

| Qe a d Ss familiarity with on-line data processing sys- 

tems and their applications, and strong verbal 

and written communication skills. Knowledge of a 4th generation 
programming language desired. Tesseract experience a plus. 

We offer excellent salaries and a comprehensive benefits 
program including company paid relocation. Please forward resume 
to: Search FA, Dept. CW 11/1, 5775 Peachtree-Dunwoody Rd., 
Ste. C-175, Atlanta, GA 30342. Lockheed is an equal opportunity/ 
affirmative action employer. 


=Lockheed 


Aeronautical Systems Company 
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INFORMATION SYSTEMS 
PROFESSIONALS 


Kmart Corporation has immediate openings for experi 
enced information systems professionals for the following 
positions 


Programmer Analyst (Position 31 - GEN PA) 


The position of Programmer Analyst within our Corporate 

Systems Development group 

Qualifications. 

© Two or more years COBOL experience required 

© Two or more years MVS experience required 

® Two or more years IMS, DB/DC required 

®@ Computer Science or MIS degree or equivalent work 
experience required 

®@ One or more years DB2 preferred 

® Definite pluses: Oracle, Teradata, GUI, Toolbook, 
Visual Basic, Xpediter 


Programmer Analyst (Position 31 - PRISM) 

The position of Programmer Analyst within our Store Sys- 

tems Development group. 

Qualifications: 

® Two or more years DOS experience required 

© Two or more years programming experience in ‘C 
required 

® Computer Science or MIS degree or equivalent work 
experience required 

© Definite pluses: AIX, SCO, INFORMIX, ESQL, TCP/IP 


Programmer Analyst (Position 31 - KIN II) 


The position of Programmer Analyst within our Store Sys- 

tems Development Group 

Qualifications: 

®@ Two or more years UNIX experience required 

® Two or more years INFORMIX 4GL experience re- 
quired 

© Two or more years relational database experience 
required 

© Computer Science or MIS degree or equivalent work 
experience required 

® Definite pluses: AIX, SCO, C, ESQL, TCP/IP 


Qualified applicants should send their resume and salary 
requirements before November 19, 1993 to: 


Kmart Corporation 
Headquarters Personnel 

Position (code #) 

3100 West Big Beaver Road 

Troy, MI 48084 


Fax: (313) 643-5636 


Equal Opportunity Employer 


® 





Process Development 
Corporation..... 


provides quality and process improvement 
services to Fortune 500 companies. PDC is an 
effective team member in a client engineering/ 
software development environment, to en- 
hance and improve the manufacturing process. 
on individuals eager for a challenge in 

the quality support environment are encour- 
aged to apply for the following: 


PROJECT MANAGEMENT - Quality Manage- 
ment 5-10 years. Customer Driven Team Lead- 
er, IBM PC data base, Windows, Excel, Amipro 


PROJECT MANAGEMENT - Engineering Sys- 
tems 5-10 . Automotive Quality Build ex- 
a. tatistical background, ISDS, IBM 
data base, Windows, Excel, Amipro 

SOFTWARE DEVELOPMENT - Engineering 
manufacturing 3-5 years. IBM mainframe/PC, 
FOCUS, MS Windows, Access, Visual Basic, C 
LAUNCH AUDITOR - Team environment, ex- 
tended travel assignments required, SPC, 
Gauging/inspection of sheet metal, Read biue 
prints, computer literate Lotus, Excel 


Excellent benefits and career challenge. Please 
submit resume with salary history to: 


Process Development 
Corporation 
Attn: Human Resources #116 


1600 John A. Papalas Drive 
Lincoin Park, Mi 48146 


EQUAL OPPORTUNITY EMPLOYER 





America’s Leading Corporations Advertise Their IS Positions in Computerworld. Shouldn’t You? 
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Midwest 
ATTENTION RELATIONAL DATABASE SALESPEOPLE 


“For one thing, there’s a strong 
loyalty factor here that starts at the top. 


There's an entrepreneurial spirit. And i 

while the company is big, and getting ‘The culture 
bigger, there’s a lot of opportunity for 2 a 

(Sr) individual growth and contribution. Ss unique for 


Typically, you'd have to choose 
2 c ib ‘ between a small company for growth p y 
Broun _Yorman OYpormton potential or a large company for a compan 
stability. At Compuware, you can hi 4 a 
have both.” tnis size. 
alented Information Services professionals can find employment most 


. : ie 
anywhere, anytime. But very rarely does the opportunity come to secure ian. Manager a sor 

a Career position at one of the country’s finest corporations. A company one © 2,000 computer pro essiona s at 
that is vibrantly alive, continually expanding and highly profitable | Compuware. If you think you might like 
Brown-Forman, founded in 1870, is a diversified producer and marketer of | to be one, get in touch with us. 
fine quality consumer products, including Jack Daniel's Tennessee Whiskey, We have immediate 
Canadian Mist, Southern Comfort, Korbel California Champagnes, Lenox fine sa: : . 
china, crystal and giftware, and Hartmann luggage. | opportunities —— — 
Because of an internal promotion, we have a challenging career opportunity sales professiona Ss to market our 
for a Manager of Executive Information System (EIS). The incumbent will pro- mainframe and Client/Server tools: 
= the vision, — -_ direction to effectively implement executive e Minimum of 3 yrs. relational 
information systems throughout the corporation. In addition to directing a . 
highly skilled staff, the successful candidate will serve as the architect of the | database separa a MVE 
overall system, meeting with key functional executives to analyze, design and | ¢ Excellent prospecting & qualifyin 

) y 8 

develop graphical business solutions that assist in the day to day operations of | skills 
the corporation. 





- Chip Davis, 
Regional Manager 





se : , ¢ Successful experience in software 
A Bachelors degree in Business or Computer Science and ten years general | 
business experience (two of which have been as a Supervisor or Project sales 


Leader) are required. Advanced systems analysis and design skills as well as ¢ DB2, ORACLE, SYBASE a plus 
the ability to understand business issues, recognizing opportunities to apply Th sa: | techs 
EIS technology, are a must. | ese positions are located in our 


For immediate consideration, rush resume and salary history in confidence to: Farmington Hills, MI office. If you'd like 
to be part of our team, send your 
cium eee resume and salary expectations to: 
BROWN-FORMAN CORPORATION Compuware Corporation, 
P.O. Box 1080 Department CW1, 
Louisville, KY 40201-1080 31440 Northwestern Highway, 
Cee Opponents Seater Farmington Hills, MI 48334. 
Or call recruiting at (800) 292-7432. 

FAX: (313) 737-7676. 








Southeast 


Computer Consulting Group, has 
esu ts e immediate openings on its south- 








east consulting staff for talented 
Programmer/Analysts. We're es- 
pecially seeking 


C 2Ber CiCS or DB-2 e% 

omputer- oeuity ene uate : UNISYS MAPPER COMPT W ARE > 
oc ||| a | i 
cruitment aaver- bs | AN EQUAL OPPORTUNITY EMPLO 
tisers results. B, tanquages: IMS Sy: fom 

Weekly. Regional- | | Regs. Bachelor’ ; | «POWERBUILDER 
ly. And Nationally. ne } 2s. | Computer 
Consulting 





To place your ad, 


include, in whole or in part, soft- | ATOUP NATIONWIDE oe aaa 
call Lisa McGrath lowing hardware, Contract ProfessionalServices | ceuion RESEARCH ASSIS- INF inion << aoe ee 
at 800-343-6474 . : = ; 4109 Wake Forest Rd for a (Longwood, FL) wanted - P/AIDMS/ADSO .......40K | | 4 ef 


i ORA Suite 307 dynamic i TS? for assist- 215" "4aK | | We provide Fortune 500 companies 
(in MA, 508-879- i r M3 | eee contact element: ; .—— Soopapito rete ; 36-46K wah connie al dias 
1-800-222-1273 composite collapsible thin-walled mapping : ces. We have immediate 
pan (e0ny738-0123 | beam element; maintaining a finite : j Ss .. 36K | | peauiona available for P/A in 
Member NACCB element code | install- ; aoa | Kentucky, Ohio, Indiana, and 
+ ms); 5 seeee Tennessee. We are the DB2 
| PROGRAMMER/ANALYST to shell element based . Wi Mgr. BOK | Specialist! 
provide at cus- deformation and | indows/F _ : 
Computerworld | | {Smoriocatons to develop, test, | material using symboke ma Maree 
recruitment 
advertising and ers onal Recruters 
. . . Box 241147 - 
works! (yrame an sa), CICS, CO- .D. Engg. or Civil | ; Omaha, NE @s124 


, COBOL Il, and CSP in 
That's because more 


computer professionals 
read more recruitment 
ads in Computerworld 
than in any other news- 
paper. 


For more information or 
to place your ad, call 
Lisa McGrath at 800- 


Weekly. Regional. 343-6474 (in MA, 508- 
National. 879-0700). 


And it works. 


for ED! based distribution sys- p 5% : f | Contact Wayne Smith 
tems p Professional 





Weekly. Regional. 
National. 


An IDG And it works. 
Communications Les 
Publication An IDG Communications 
Pubiication 
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CAPACITY 
PLANNING ANALYST 


Disney Worldwide Services has an imme- 
diate opening within the Information 
Processing & Networking Services 
Division located in Lake Buena Vista, 
Florida for the position of Capacity 
Planning Analyst. 


Qualified candidates should possess a 
Bachelor's degree in Computer Science 
with a minimum of two years direct 
experience specializing in capacity plan- 
ning in an MVS mainframe operating 
environment. A working knowledge of 
software including Excel and Microsoft 
Word is required. Additional experience 
with vendor (MICS, SAS) and system per- 
formance tuning and vendor performance 
tuning products (TMON, RMF) is also 
required. 


We are seeking skilled professionals who 
possess excellent written and verbal com- 
munication skills and are prepared for 
immediate relocation to the Central 
Florida area to become “Part of the Magic 
of The Walt Disney Company.” 


Specific information detailing your salary 
history and your salary expectation must 
accompany your resume which should 
be sent to: 


Walt Disney World Co. 
Professional Staffing (JB-PC-01) 
P.O. Box 10,090 
Lake Buena Vista, FL 32830 
NO SEARCH FIRM REFERRALS HONORED 


© The Wal Disney Co 


(2 By ee 
Bon Worldwide Services, Inc. 


An Equal Opportunity Employer 
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SOFTWARE ENGINEERS 


CLIENT/SERVER 


Chicago, New York, Boulder, 
a 
i ’ estport, inneapo! is, ‘amento 
& Washington, D.C. 


SHL SYSTEMHOUSE, one of the largest systems 
integrators and outsourcing organizations in the 
world, is recognized as a leader in open systems, 
client/server computing, workstations and networking 
solutions. With more than 4,000 employees and over 
100 offices worldwide serving commercial and gov- 
ernment clients, our continued success has created 
opportunities throughout the United States. 

As we continue to expand, career opportunities exist 
for professionals with 2+ years experience in two or 
more of the following: 


Orade, Oracle Financials, DB2, LAN/WAN, 
TCP/IP, Powerbuilder, Telon, SmallTalkV, 

SmallT alk80, Ingress, Adabas, Sybase, C++, 
NeXTSTEP, SAP, Objective “C”, Artificial 
Intelligence, GUL, X-Windows, and Expert Systems. 
This is a challenging opportunity to participate in our 
rapid growth. These positions offer outstanding com- 
pensation and an excellent benefits package. 

If you are qualified and ready to join the leader in 
client/server computing and outsourcing, send your 
resume and salary requirements indicating location of 
interest to: Dept. CW111, SHL Systemhouse, Attn: 
Michelle Hayden, 950 South Winter Park Dr., 
Suite 200, Casselberry, FL 32707. Call 1-800-769- 
8704. An Equal Opportunity Employer M/F/D/V. 


suidrsreiuse 
ava 


Empowerment Through Information Technology 
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PH: (310) 215-9000 
FAX: (310) 215-9006 


Attention, 
IS 
Directors! 


Recruit computer 
professionals in the 
one newspaper that 
reaches more 
QUALIFIED _ profes- 
sionals than any 
other newspaper: 
Computerworld. 


For more informa- 
tion or to place your 
ad, call Lisa 
McGrath at 800- 
343-6474 (in MA, 
508-879-0700). 


Weekly. Regicaal. 
National. 
And it works. 


An IDG Communications 
Publication 








Weekly. 
Regional. 
National. 
And it works! 


Just four reasons why more companies run 
more recruitment advertising in Computer- 
world than in any other specialized business 
newspaper. 


For more information or to place your ad 
regionally or nationally, call Lisa McGrath at 
800-343-6474 (in MA, 508-879-0700). 


6 PRESALE PE PNR ee ts STS 


ik NEWSWERALY OF IN ‘THN SYSTEMS MANAGEMENT 
PERM NEON BUNT ROS tao gs ba copy Noor 


Weekly. Regional. National. 
And it works. 


An IDG Communications Publication 
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Ta teg economic climate Gaislaiting seems National 


to define the workforce of the future. If you have 1+ years 
of experience in the areas of Software Engineering or 
Information Systems, we would like to meet with you. 


SOFTWARE 


wm DDK/DEVICE DRIVERS/C++ 
m IPX/ROUTERS/DRIVERS 


BENEFITS CCR OA 


Call for details 


Tek: 800/676-9559 
Fax: 617/935-7041 
MA 


Te: 617/207-1212 

Fax: 617/207-6837 

INFORMATION SYSTEMS Woburn, MA 

me SMS WINDOWS/C++ Te: 617/938-1910 

m_INGRES/INGRES/INGRES Fax: 617/935-6760 

ww SYBASE/POWERBUILDER tn 

m_NETWORKING/WAN AND/ORCNE 

mw M/E/CICS/DB2 Fax: 312/214-3756 
Atlanta, GA 

me 4S400/RPG en 

me ORACLE PARALLEL SERVER 


Fax: 404/551-8137 
2 PROGRESS/PROGRESS/PROGRESS C VA 


Ta: 703/947-3650 
Fax: 703/761-7095 


919/870-4777 
Fax: 919/870-4704 


“NEW BOSTON 


YG 
AAS ALE S AGT 





SOFTWARE DESIGN ENGI- 
NEER; BY DECEMBER 1, 1993; 
PLEASE SE 





Financial Data Systems inc. 
FDSI has an eleven year history of growth and is a 
leading provider of information service and soft- 
ware engineering consultants in the NW. We have 
over 128 established clients representing a broad 
base of industries. 


FDSI has over 50 immediate openings! Our clients 
have needs for permanent and contract staff addi- 
tions. FDS! offers flexible terms, excellent benefits, 
and professional representation. All resumes are 
held in confidence, all positions fully disclosed prior 
to representation. 

@ RDBMS SPECIALIST (ORACLE, SYBASE, SQL 

SERVER, INFORMIX) 
© WINDOWS SDK DEVELOPERS 


© NETWORK LOADABLE MODULE 
DEVELOPERS (NiM) 


© UNIX, C, AND C++ DEVELOPERS 


© CLIENT SERVER SPECIALIST (ARCHITECTS, 
TECH LEADS, DEVELOPERS) 


© OBJECT ORIENTED DEVELOPMENT ARCHITECT 
@ FRONT END DEVELOPERS 

(VB, POWERBUILDER, GUPTA...) 
©@ NETWORK DATA SECURITY (DCE, KERBEROS) 


© SYSTEM INTEGRATIONS SPECIALIST 
(CONSULTANTS, PROJECT MANAGERS, 
WI/CASE, RAD/JAD, OR NETWORK 
EXPERIENCE) 


© AS400 DEVELOPERS 

© HP 3000 SR. APPLICATIONS SPECIALIST 

© MAINFRAME DEVELOPERS (CICS, IMS, DB2) 

© M&D OR MSA (AP, GL, PAYROLL, PERSONNEL) 

@ SOFTWARE TEST SPECIALIST (MS-TEST....) 

© TECH SUPPORT SPECIALIST (C, DATABASE...) 

© CONSULTATIVE SALES OR “‘TECHNICAL”’ 
RECRUITER 


If interested, please send resume or call: 


SEATTLE 
Financial Data Systems, Inc. 
2451 152nd Ave NE 


4000 Kruse Way 
Redmond, WA 98052-5517 


Lake Os: OR 37038 
Attn ae Cooke 
(803) 697-0862 
(503) 636-6919 (Fax) 


EOE, Member of NACCB 


206) 
(206) 882-3489 (Fax) 


- POWERBUILDER 
& (Other) SQL/GUI 
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“| had the opportunity to work on 
Abend-Aid* when it was being developed. 
Before long, we were getting dumps with 
comments in German, Japanese...it was 
really interesting 

Now I’m working on adapting CICS 
Xpediter® to run on the newest CICS 
releases. That's another exciting thing 
about Compuware — working with all of 
the latest IBM releases and internals. You 
just can't get that exposure everywhere.” 

Products Technical Consultant Judy 
Lenzotti is one of 2,000 computer 
professionals at Compuware. If you think 
you might like to be one, get in touch with 
us. Today we have opportunities in the 
following areas: 

PROJECT MANAGERS - to play a hands- 
on role managing the creation of new 
products and support of existing products. 
We are seeking candidates with three 
years prior project management and 
technical experience in any of the 
following areas: 

CICS - extensive CICS Internals 

background needed 

¢ OS/2, WINDOWS, PC DOS - using 

C++ and Object Oriented Design 

* PC and Mainframe Application 

Development - experience in COBOL 
PRODUCT DEVELOPERS - to design new 
products, or enhance and maintain our 
current products. 

© OS/2, WINDOWS - a thorough 

understanding of Object Oriented 

Design and C++ programming 

¢ CICS - a thorough understanding of 

CICS Internals and 370/Assembler is 

needed 

¢ Multiple Platform Communications - 

with PCs, mainframes and Object 

Oriented Design with C++ 

!f you'd like to be part of our growing 
team, send your resume and salary 
expectations to: Compuware Corporation, 
Dept. CW1A, 31440 Northwestern 
Highway, Farmington Hills, MI 48334 
These positions are located in Michigan 
and California. 


© COMPUWARE. 


RTUNITY EMPLOY 


“It's exciting 
knowing that 
people all 
over the 
world are 
using our 

products.” 


- Judy Lenzotti, 
Products Technical Consultant 








$40,000 TO 
$65,000 


IBM, DEC/VAX, KP9000, AS/400, 
COBOL, CICS, PL/1, C, IMS DB/DC, 
NATURAL/ADABAS, TELON, DB2, 
UNIX, SYBASE, ORACLE, 
VISUAL BASIC, POWERBUILDER, C++ 


DBA - IMS DB/DC, DB2 
FOR THESE AND omer POSITIONS 
CALL COLLECT OR WRITE 


4 fone) See 3 5885100 
( 


Louisville, F abeOe 
.’ COMPUTER CAREER 
CONSULTANTS INC. 
350 AFFILIATED OFFICES 
"First When Quality Counts" 


Client Companies Pay Fees 


CAREERS IN COMPUTERS 





SOFTWARE 
CONSULTANTS /DEVELOPERS 
Positions Available - Permanent/Temporary 


Sesiness Anaiys? 
- Financial Systems 
- DBS/M&D/MSA 
DB2 


Powerbellder 

- PM/Developer/Trainer 

- Sybase/Oracle /Unix/RS6000 
SQL Windows 

- PM/Developer/Trainer - PM/DBA/SSA/PA 
- cunaen - CSP/CICS/MicroFocus 
Ort - C/SQL/DS/0S2/DIS 

- Win/VisBasic/Unix/RS6000 ; 

~ yonse/Nextetep/Bachman petocem/téoat 

MAC /Muttimedia 

‘Smalitatk Peoplesoft P/A, Payroll 
PROGRESS 401 Cambar P/A (1S, CICS) 
Dataease Ingress /Unix/SQL/4@L 


Coltuiar Biting Systeme Watnoee 


FAX resume to location of your choice: 


Atlanta (404) 804-3105 LesAngeles (310) 396-0061 
Austin § (512) 469-0245 Oklahoma City (405) 42-6259 
Dallas § (214)980-0076 SanFranciece (510) 416-1567 
Houston (713) 781-1604 Seattle (206) 292-4965 | 

Tampa (813) 281-4698 | 





Or mail to resource center headquarters 


| 1G /CW systems Inc 


2800 28th St., #250, Santa Monica, CA 90405 

















Administrator 


The Pharmaceutical Research Division of 
Warner-Lambert/PARKE-DAVIS, a world 
leader in drug discovery and develop- 
ment, has an immediate opening for a 
Database Administrator to join our Data 
Center Department in Ann Arbor, Michigan. 


Responsibilities include installing, imple- 
menting and maintaining Oracle and 
SQL*Net in a distributed environment 
that includes UNIX, VMS, and MVS; 
monitoring and tuning performance of 
Oracle and assisting colleagues with 
application tuning. Additional responsi- 
bilities will be to provide technical assis- 
tance to colleagues in the use of Oracle 
and related tools. 


The successful candidate must have a 
BS or BA and 5 years experience with 
distributed computer systems including 
at least 3 years as a DBA or System Pro- 
grammer. Minimum of 3 years experi- 
ence with Oracle with experience with 
Inquire, Basis, or MACCS/REACCS/ISIS 
a plus. Experience with UNIX or VMS 
essential with MVS, MS Windows, Mac- 
intosh a plus. Ability to write in SQL and 
C required and experience with Fortran 
or PL/1 a plus. 


We offer competitive compensation and 
benefit packages in a very congenial 
work environment. For immediate con- 
sideration, send resume to CM, PARKE- 
DAVIS Pharmaceutical Research, 2800 


| 
| 


| WORLD (ET) | 


CONSULTANTS 
FOR 
NEW YORK 
AREA 


® AS/400 RPG or COBOL 
© AS/400 APPC 

@ LOTUS NOTES 

© DB2 CSP 


We have needs for perm/ | 
consultants for all EN- 
ABLING TECHNOLOGIES | 
for a ide client base | 
from London to S to 
Tokyo to So. Africa & ail U.S. 
cities. IEF/BAA/BSD, ADW, | 
POWERBUILDER, ORACLE, | 
— ee eee | 
‘esentation Manager, Rapid 
Development, Synon, Ingres, 
Sybase. Forward resume to: 
Tech ies Integration | 
3416 Via , Suite 203 
Ne Beach, CA 
2663-6302 


Computer Careers — ak ne 





Looking for qualified 
computer professionals? 


Look no further. More than 629,000 computer professionals 
read Computerworld every week. And you can reach all of 
them -- or just the ones in your region -- with a regional or na- 
tional recruitment advertisement in Computerworld’s Computer 
Careers section. 


For more information, call Lisa McGrath at 800-343-6474 (in 
re 508-879-0700); or call your local sales office listed be- 
Ow: 


BOSTON: 375 Cochituate Road, Box 9171, Framingham, MA 
01701-9171, Nancy Percival, 508-879-0700 


NEW YORK: Mack Center 1, 365 West Passaic St., Rochelle 
Park, NJ 07662, Marty Finn, 201-587-0090 


WASHINGTON, D.C.: 8304 Professional Hill Drive, Fairfax, 
VA 22031, Katie Kress, 703-573-4115 


CHICAGO: 10400 West Higgins Road, Suite 300, Rose mont, 
IL 60018, Patricia Powers, 708-827-4433 


LOS ANGELES: 18008 Sky Park Circle, Suite 145, Irvine, CA 
92714, Barbara Murphy, 714-250-0164 


Plymouth Road, Ann Arbor, M! 48105. 
Piease refer to #93116 when applying. 
“Smoke-Free Work Environment” 


PARKE-DAVIS 


People Who Care 


SAN FRANCISCO: 18008 Sky Park Circle, Suite 145, Irvine, 
CA 92714, Barbara Murphy, 714-250-0164 


o [EF case, design thru 
construction 
© UNIX, C, GUI, Oracle, ingress 


® Vouvits, G, COBOL, RDB, 
“Equal Opportunity in Action” 


Where the qualified candidates look. Every week 








CAREER SURVEY: Public utilities software 


INDUSTRY HIRING TRENDS REGIONAL GROWTH ANALYSIS 
12.0% 
°o 
4.0% 


OVERALL GROWTH RATE 
10.5% 


STABLE 


GROWING AT 
LESS THAN 25% 


GROWING AT 
MORE THAN 25% 


1.4% 1.3% 


SURVEY BASE: 68 TECHNOLOGY FIRMS 
INVOLVED IN PUBLIC UTILITIES SOFTWARE 
SURVEY CONDUCTED BETWEEN JULY "93 AND SEPTEMBER '93 
ASKED FOR HEAD-COUNT CHANGES DUR:NG THE PAST YEAR 





CorRPTECH, A DIRECTORY PUBLISHER IN WOBURN, MASS., TRACKS THE 
COUNTRY’S 35,000 TECHNOLOGY MANUFACTURERS. THIS SURVEY RELATES 


© Copyright 1993, Corporate Technology Information Services, inc., Woburn, Mass. TO THE 24,585 TRACKED FIRMS WITH FEWER THAN 1,000 EMPLOYEES. 


134 CompuTERWORLD NOVEMBER 1, 1993 





BPE & CASE CONSULTANTS 


$50K to $180K 
join, LOGAN/BRITTON's BPE Practice in Business Process 


ExSE Gone EF “ec ADWI nS. 
oan or 
\EM, Model Manan MAD, BaA.g TD, ae Ency Adm, . Coor., D.A.’s, 


” eileen 


HOGAN/BI BRITTON 
So. Gessner #: Houston, TX 
Fax 713 266-0263 © a0 800 362-4352 


LOGAN/BRITTONS's en one 
has clients i 


resume to: 


in Houston, Texas and 


| 
| 





| 
| 
| 
So 
| 
| 


| checking, 


| Cro computers following 
| practices. Designs components of 


SOFTWARE DESIGN ENGI- | 
NEER; BY DECEMBER 1, 1993; 
PLEASE SEND RESUME TO: 
EMPLOYMENT SECURITY DE- 
need E&T DIVISION, JOB 

# 393973-S, P.O. BOX 9046. 
OLYMPIA, WA reer JOB | 


ments, and 
advanced networking, multitask- 


ing operating system for micro 
computers, 








\OWA/MIDWEST 
SOFTWARE 
ENGINEERS 

BSCS 4+ yrs, UNIX, Net- 
work/System Security, E Mail 


aks c, 
— Windows apps, Statis- 


319-377-9196 
FAX 319-377-9219 
CompuServe 70322, 546 





CONTRACTORS | 
ALL TECHNICAL SKILLS 


NATIONWIDE 
i 


wide at no cost to you. 
Send your resume to: 


ae Nor Calg, ite Ve Inc. 
| 


FAX: (704) 333-0233 
or Gait 1 257-0945 


a 
SCOBOL,C, SQL,X.25 
STRATUS 


LG) ahem OL 1D. 4 


awe) 
800-582-JOBS 
TEL (212)967-2910 
FAX (212)967-4205 


124 W. 30th St. Suite #302 
New York, N.Y.10001 





CONSULTANTS 
SHOULD CONSULT 


Great Consulting 
Assignments and Full 
Time Opportunities 


Please send/fax resume & call: 


MIMI SIMON ASSOC. 
90 West Street, Suite 1105, 


NYC 10006 
(212) 406-1705 FAX: 406-1768 





CONSULTANTS 
AiC has over 35 locations 
servicing our Fortune 500 clients 
—= ina wide range of 
logies. We offera 
screamin 
= a — a project or 
salaried basis with comprehen- 
sive benefits for individuals with 
Es professional experience. 
EOE. Send or fax econ 
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COMPUTER 
PROFESSIONALS 


The world of delivering video, voice and 
data to the home is one of constant motion 
- motion that is now driving the conver- 
gence of cable TV and telecommunications, 
as well as the emergence of multimedia. 
U.S. Computer Services/CableData has the 
following opportunities in our expanding 
Sacramento, CA headquarters location: 


VP - SYSTEM SUPPORT 
C/UNIX PROGRAMMERS 
ORACLE PROGRAMMERS 
NETWORK MANAGER 
NETWORK ADMIN 
SOFTWARE TRAINERS 
CURRICULUM DEVELOPERS 
DATA COMM ANALYST 
OPEN SYSTEMS ANALYST 
UNIX SYSTEM PROGRAMMER 
TELEPHONY SOFTWARE ANALYST 


We develop and market subscriber and 
transaction management software and billing 
systems that connect you with tomorrow's 
technology. Send your resume and cover let- 
ter with salary requirements to: 


USCS/CableData, Professional Staff- 
ing, 2969 Prospect Park Drive, Rancho 


Cordova, CA 95670-6024. 
EOE, M/F/D/V 











PUL 
J 
- Construction (Client/Server, GUI) 
Over the last decade, PDC has provided Management, 
Information Engineering and Business Reengineering 
consulting and training services to hundreds of major 
dients. We have both current and anticipated needs for 
experienced IEF consultants, particularly those with 
experience in C/S and GUI, in various locations across 
the nation. Take advantage of this opportunity to work 
with one of the most respected firms in the industry. 
Fax or mail your resume today to 
PERFORMANCE DEVELOPMENT CORPORATION 
5430 LBJ Frwy., Suite 1600 Dallas, TX 75240 
Phone (800) 828-8615 / Fax (214) 490-1875 
Princeton, NJ Los Angeles, CA Detroit, Mi Indianapolis, IN 
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Client/ Server Nat’! Consulting 
Chicago-Wisconsin CBee ic alas) 


SEVCOR is a leader in the recruitment and search of Information 
Systems professionals. 
4 AS/400, bo pephn RPG or COBOL 
4 AS/Set, S 
<c. C++; UNIX, 


ONIX, 08/2, Windows, X -Windows 
ORACLE, SYBASE, POWERBUILDER, GUPTA, Visual Basic 
< TANDEM, COBOL, SCOBOL, PATHWAY, SQL, TAL, TACL 


1-800-959-3088 


@ COMPUTERPEOPLE 








Horizons Consulting, Inc. is the perform arm of Computer 
Horizons Corp. HCI provides total solutions in the areas of 
Management Consulting; Systems Development; Systems 
Network Integration; Conversion/Migration; Production 
Systems Support and Business Process Re-Engineering to a 
clientele of Fortune 100 Companies, major financial organiza- 
tions, large utilities and insurance firms. 


We seek an experienced Project Manager/Technical Architect to 
play a key role in its “Conversion/Migration" practice. As a 
Practice Manager, you will be in a pivotal role between HCI, soft- 
ware vendors and clients. Responsibilities will include project 
management, planning, coordination and implementation. You 
will be trained in using our conversion workbench tool kit. 


To qualify, you must be a "hands-on" technical manager with 
current skills in IDMS (preferably ADS/O & ADS/A) CICS, DB2 
and COBOL Il. This position can require worldwide travel. 


CHC is committed to providing long-term, professional relation- 
ships with our staff. The candidate selected will be rewarded 
both financially and professionally with a benefits package that 
includes a medical plan with major medical and health mainte- 
nance plans, dental, life and disability insurance, a deferred 
income savings plan (401K), tuition reimbursement and reloca- 
tion assistance. 


For consideration, please call, fax or forward your resume with 
salary history to: Mr. David Reingold, V.P., Human Resources, 
COMPUTER HORIZONS CORP., 49 Old Bloomfield Avenue, 
Mountain Lakes, NJ 07046-1495, call toll free 1 800-321-2421 
or FAX: 201-402-7986. An Equal Opportunity Empioyer M/F 


Horizons Consulting Inc. 


wt Subsidiary of Computer: Horiz zons Carfas 


Turning 
Technology Into 
Power 


Florida Careers Begin With Florida’s Leader In Contracting, 
Training and Permanent Placement. 


Immediate career opportunites available for insourcing, outsourcing, site man- 
agers, project leaders, programmmers, analysts and software engineers 


* C, C++, Shell Programming, Smalltalk, Cobol Il, Microfocus Cobol, 
Progress, SAS 

* Powerbuilder, ADW, Pacbase, AA/Foundation 

* 0$2/Presentation Mgr, MS/Windows, UNIX/X-Windows, Windows SDK 

* CICS/VSAM, CICS/DL1, IMS DB/DC, DB2 

* Oracle, Informix, Ingress, Sybase 

* AS400-Cobol/RPG 

* TAL/C, COBOL/SCOBOL, Tandem/Windows 

¢ Arthur Andersen DCS, D&B Software 


Warm up to a Florida career. Turn to Computerpeople, Dept. 532 


Jacksonville Area 

9116 Cypress Green Dr 
Jacksonville, FL 32256 
800-700-3945 + FAX 904-737-7369 
Tampa Bay Area 

12225 28th Sureet North, Suite A 

Sk Petersburg, FL33716 
800-329-2626 * FAX 813-572-1153 


Ft. Lauderdale Area 

3265 Meridian Pkwy., Suite 122. 
Fi. Lauderdale, FL 33331 
800-777-8603 * FAX 305-389-0204 
Orlando Area 

201 S. Orange Ave., Suite 1020 
Orlando, FL 32801 

800-299-9953 * FAX 407-843-8153 
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“Computerworld’s Marketplace Pages 
consistently rank highest 

in both quantity and 

quality of reader 
responses.” 


As President Wayne Kiley candidly ex- 
plains, Computer Marketplace ‘‘bought 
IBM"' in order to offer end users, dealers, 
and leasing companies big savings on thou- 
sands of new and used IBM systems, pe- 
ripherals, upgrades, and parts. From its 
headquarters in Corona, California, the 
company has built an impressive list of ac- 
counts in virtually every state nationwide. 
Now, with Computerworld classified adver- 
tising playing an instrumental role, Computer 
Marketplace is making a concerted effort to 
expand its business into the European arena 
as well. 


“In just six years, Computer Marketplace 
has established a reputation as an industry 
leader, ranking among the top 10% in terms 
of volume. For companies of all sizes, from 
one-man shops to the Fortune 500, we offer 
unmatched selection, competitive pricing, 
stability, and follow through from one of the 
largest sales teams servicing the used 
equipment industry. We're also one of the 
first to aggressively buy used equipment 
and sell off dismantled component parts. In 
fact, much of our recent growth can be attri- 
buted to our expansion into the used PC 
parts business. 


“With this year’s revenues up 30%, our 
goal is to establish an ever increasing end- 
user customer base for new and en 
equipment. In other words, we want to ob- 
tain additional sources and outlets for IBM 
products of all types, particularly for AS/ 
400's, 36's, PS/2’s, and RISC 6000 sys- 
tems. Experience tells us that the classified 
section is where potential customers turn 
first - and our customers tell us that Comput- 
erworld is what they read first. 


‘Computerworld’s Marketplace Pages con- 
sistently rank highest in both quantity and 
quality of reader responses. In a typical 
month, our advertisements in Computer- 
world's Marketplace Pages generate at 
least 40% more calls than the other classi- 


- |. Wayne Kiley 
President 
Computer Marketplace 


fied advertisements we run. And these are 
from serious callers who are likely to be- 
come customers. Clearly, Computerworld’s 
timely news and in-depth articles are read 
by high-level MIS directors who have the 
authority to buy and sell computer equip- 
ment. Not only is it the one publication we 
see most often in the field, but I've even 
seen Computerworld on desks overseas! 


‘Week after, week, our ongoing advertising 
schedule in Computerworld’s Marketplace 
Pages produces results above and beyond 
all expectations. While we were initially 
looking for - and got - new domestic busi- 
ness, the real bonus came when we earned 
substantial revenues as a result of inter- 
national responses in Europe, Canada, and 
South America. In fact, Computerworld’s 
widespread pull has been a major impetus 
behind our efforts to expand into the Euro- 
pean marketplace. 


For Computer Marketplace, Computer- 
world’s Marketplace Pages have proven to 
be a very effective vehicle for expanding 
our end-user bases and international pres- 
ence.”’ 


Computerworld’s Marketplace Pages. It's 
where computer buyers meet computer sel- 
lers - every week. Just.ask Wayne Kiley of 
Computer Marketplace. 


To put your classified sales message into 
the hands of America’s most influential buy- 
ers, call John Corrigan, Vice President/Clas- 
sified Advertising, at 800/343-6474 (in MA, 
508/879-0700). 


MARKETPLACE PAGES 
Where computer buyers meet computer sellers. Every week. 


1 800 343-6474 


IN MA 508 879-0700 
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Project 


By Julie Hart 


With Windows on the 

scene, project man- 

agement software is 

more accessible and af- 

fordable than ever before. The problem 

is that selecting the right package is a 
hefty responsibility. 

Project management consultants rec- 
ommend the following guidelines for 
testing Windows-based and most DOS- 
based project management applications. 

The best test data is an existing pro- 
ject, but if you don’t have one, develop a 
model of at least 10 tasks for testing. Us- 
ing this model, calculate schedule and 
other results by hand to compare with 
your candidate project management ap- 
plications. 


e Task Scheduling 


It’s important to determine how the 
packages handle constraints and 
“float,” a capability that shows if a pro- 
ject is running over schedule. 

Designate a finish constraint on one of 
the middle tasks in your 10-task project. 
For instance, task five — putting the roof 
on a new house — must be completed by 
Dec. 1. Based on this constraint, let the 
package determine the schedule. Also, 
perform the test in reverse by putting a 
start constraint on the same task. Com- 
pare both tests to your hand-calculated 
schedule to identify potential problem 
areas. 

Some packages will schedule the roof 
for completion by Dec. 1 as constrained, 


Putting it through 
the p-a-c-e-s 


Management Software 


but preceding tasks such as framing the 
house might not be scheduled until after 
the roof is completed, says Harvey Le- 
vine, principal at The Project Knowledge 
Group, a consulting firm in Saratoga 
Springs, N.Y. 

Using the same model, you can also 
verify that the packages properly sup- 
port forward- and backward-path calcu- 
lations, which determine both the earli- 
est and the latest possible start and 
finish dates of each task. 

To test this, make the duration of your 
10-task project longer than your finish 
date. After the package calculates a 
schedule, check the float, which indi- 
cates time required or time to spare, to 
see ifit matches your hand calculation. 


e Resource Leveling 


This is where the package schedules 
your resources (people) in the optimal 
way. In this area, results can vary great- 
ly among products. “Some packages lev- 
elso that the results are 30% to 50% long- 
er than the project actually requires,” 
says Daniel Yahdav, principal of Soft De- 
cision, a consulting firm in San Rafael, 
Calif. 

In fact, the same project loaded on a 
dozen applications may kick out a dozen 
different answers. “There may be noth- 
ing wrong with this, but you need to know 
which package best fits the way your or- 
ganization works,” says Gopal Kapur, 
president of the Center for Project Man- 
agement, a consulting firm in San Ra- 
mon, Calif. 

To test this theory, add several re- 





— 


Ec 


1548 Barclay Blvd. 
Buffalo Grove, IL 60089 
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sources to your 10-task model and deter- 
mine by hand an optimum schedule. 
Then ask the packages to perform level- 
ing, spread resources out over the time 
given and compare the results. 


¢ Calculation Speed 


Yahdav recommends at least 10 tasks be 
used to test application speed. To com- 
plete this test, perform identical opera- 
tions, such as resource leveling, and 
compare the results. You may find a dif- 
ference of seconds, minutes or hours. 

“But there’s a trade-off between speed 
and quality,” Kapur says. If the package 
that requires more time distributes your 
resources better, weigh what’s most im- 
portant to your organization. Analyze 
speed results in light of what they really 
mean to your overall project. 


e Cost Management 


Depending on your organization’s 
needs, there are several areas of con- 
cern regarding cost management. For in- 
stance, you may need to specify re- 
sources at different pay rates, but some 
packages bill only at a single rate. 
Another potential trouble spot is cost 


BEFORE TESTING 


ands-on testing is only a part of 

the selection process for pro- 
ject management software, con- 
sultants say. In far too many cases, 
information systems managers 
focus on testing and ignore other 
critical factors, such as defining 
constraints and determining 
needs. 

“Most people just load packages 
and start testing without a prede- 
fined list of criteria,” says Daniel 
Yahdavy, principal of Soft Decision. 
“Managers that approach product 
evaluations in this manner often 
end up wondering why the product 
they purchased is shelfware three 
months later.” 


distribution. To determine how each 
package handles this, enter 10 cost items 
into your model, such as travel, tele- 
phone and hardware, then view the pack- 
age’s estimate. The ideal format for esti- 
mate distribution, Kapur says, is by task; 
however, you'll discover that some pack- 
ages handle distribution only by deliver- 
able or phase. 

“A package might give you overall 
hardware costs but not hardware costs 
for prototyping,” Kapur says. 


e System Robustness 
A good way to test robustness is to key in 
junk data and see how the application re- 
acts. For instance, instead of typing 12 in 
the duration field, key in “1a.” Or instead 
of a “y” or “n,” try to key in a “z” when 
the system asks for a yes or no response. 
“If most of the junk is taken in, you'll 
have a lot of problems later on,” Kapur 
says. “A good package won’t let you en- 
ter wrong information into every field.” 


. 
e Reporting 

Make a list of what you want reports to 
look like and at what degree of detail for 
four employee levels: team, project man- 
ager, manager and executive. Then go 
into each application, select report fea- 
tures and review the results. 

“Too many reports have everything on 
them, which makes them less useful,” 
Kapur says. For instance, an executive 
wants to ensure that milestones are be- 
ing met on budget; he doesn’t need to 
know how many hours Bob and Jane are 
scheduled to work next week. 


e Network Access 


To test the networking capabilities of 
candidate project management applica- 
tions, Kapur recommends that you load 
10 LAN nodes for each package you’re 
considering. 

“Unless you take the time to run the 
network version for a couple of weeks 
and perform backups, you won’t really 
know much about its reliability,” he says. 





Hart is a free-lance writer in San Jose, Calif. 
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Call us for your 9370/9221 needs. 


Executive Infosource 
Offering full service technical support. 


215-9370 
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DEMPSEY 
WHERE /B/ QUALTY IS 
SECOND NATURE. 


Sates & Rertols 
° FYOCESSOYS 
‘ e Penpherals 
SYSTEMS 36/38 on 


° 9370 
For pretested equiomen?. flexible 


eINOUSTRIAL PC financing, contigurarion plaruung, 


Technical sypport and overnight 
0 ES/9000 


shipping Ca 
°PY/2&VP 


Asi (6800) 888-2000. 
BD is Dempsey 


BUSINESS SVSTEMS 


Where /8M Qualty is Second Nature 


8377 Beach Bh 
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3 : ie ft Whatever your requirements are for 
) Fe © Digital Equipment, cali CSI first! 

i, 4 | Buying, selling, trading, leasing, 
: aX consignments - we do it! 


NEW 


EQUIPMENT 
Short Term Rentals on all 
New & Used Digital Equipment 


CSI sells all equipment with a 30 day 
unconditional guarantee on parts and 
labor and is eligible for DEC 
maintenance. 


Offering systems, disk drives, tape 
drives, printers, terminals, memory, 


options, boards, upgrades and 
many more. 


Distributors Wanted 
Call for the most Competitive Prices 
Compurex . 


Systems,Inc (800) 426-5499 


83 Eastman St. Easton, MA 02334 in Mass (508) 230-3700 FAX:(508) 238-8250 


Data General 
MV and AVIION Systems and All Peripherals 


— 522-ICSC 


Fax (612) 935-2580 
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SOND IO) 


“The ETE Specialists” 


S25 rari 
COBOL to COBOL!| | DATABASE 
Honeywell to BM MACRO to Command CONVERSIONS 


Wang to IBM PL1 to COBOL CONVERSIONS 
Platform to Platform other language conversions | __to/from cics_ || 


(800) 521 2861 
4 2 Belconien 
C 





‘DOS to MVS 





| Tailored Complexity 
Analysis 
COBOL — PL/1 - RPG 


Tel: Cie) 2-4 “10d 





Preowned, Reconditioned And Surplus 


The Source Ceampules Rhoax avisorineselsieeetae: 


* Uninterruptible Power Systems + Mainframe Chillers 
+ Standby Generators + Access Flooring 
¢ Frequency Converters + Fire Suppression 

+ Computer Room Air Conditioning 


Save Thousands of Dollars on Current Model Used Systems 
Call Now For Our Listing of Currently Available High Quality Equipment 


800-226-0784 305-425-0638 


. Military Trail, Deerfield Beach, FL. 33442 e 








HP 9000 
Data General 
RS/6000 
Data Products 


New & Used - 


«Computers 
‘Peripherals 
-Upgrades 


: Buy-e Sell ¢ Rent ¢ Lease 


| lal (800) 745-1233 
we (714)970-7000 (714) 970-7095 Fax 
Anaheim Corporate Center 


5101 E. La Palma Ave., Second Floor 
Anaheim, CA 92807 
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If Outsourcing is your objective... 


You can maximize your information technology investment by 
outsourcing part — or all — of your IS operation. Whether it's a 
transitional or long-term total services partnership, American 
Software's the right place to rightsize. 


Even software developers enjoy the cost and time-saving benefits 
of outsourcing with us. Call today and we'll tell you why. 


US 


©The Outsourcing Group 


A Unit of American Software USA 
470 E. Paces Ferry Road 

Atlanta, GA 30305 

404-264-5883 


oles eens eel sh 
= Best prices paid for 3081/83/84 systems 
= Professional deinstallation & removal of computer equipment. 
= Cable deinstallation from computer room floors. 
= Purchase of excess inventories, circuit boards, plugs, 
electronic equipment and non-ferrous metals. 
= Trucks servicing the Eastern U.S.A. 


Bob Hewitt 
Russell Baumann 


Rudi Hagen 


Most ‘eadaee 
have well-equipped data centers... 


They have large systems with the software you need, plenty of MIPS, and 
UPS systems. 


ONLY ONE WILL EXCEED YOUR EXPECTATIONS! 

> Only one runs your work as its own. 

> Only one minimizes your risk and 
maximizes your cash flow. 


> Only one will get the job done totally. CompuSource 


CSC CompuSource — dedicated to Se ee 


outsourcing since 1980. 
Cary, North Carolina 27511 


You’RE IN CONTROL WHEN YOU PUT US 
im conrroL! 919.481.9341 


The “Boutique” ofthe Computer niiote World 


Outsourcing Timesharing 


VM, MVS, VSE 
Remote and On Site 


Two State of the Art Locations: 
20,000 sq. ft. Manhattan complex 105,000 sq. ft. Secaucus, NJ complex 


“Our Platform is Excellence” 
Serving Clients Since 1980 


(212) 886-3600 © (800) 274-5556 


110 MacKenan Drive 
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now A 
V.32TERBO 
19.2K BPs 

MoDEM 
WITH 
ALL THE 
SPECIAL 
EFFECTS 
For ONLY 


Optional F/X 
Voice -Phone -Fax 


Windows Software... 


Only $29 
Order yours today! 


1-800-799-7773 


Open 24 hour 
VISA - MASTERCARD 


Floreat + 14395 Saratoga Avenue 


Suite 150 » Saratoga CA 95070 


REMOTE __ 


Versatile 

Modem speeds up to 19.2K, 

fax at 9.6K and 14.4K, and voice 
messaging capability 
Compatible 

V.32, V.32bis and V.32terbo, 
along with V.42/V.42bis 


Modem F/X Features: 

> 19.2K bps with V.32terbo! 

> 14.4K bps V.32bis and 9600 
bps V.32 
14.4K bps fax with V.17 and 
9600 bps Group 3 
Up to 57.6K bps throughput 
with V.42bis 

> CCITT V.32bis, V.32, 
V.22bis, V.22, V.21, Bell 
212A & 103; V.32terbo; and 
CCITT V.17, Group 3 and 
EIA Class 1 fax 

> V.42bis & MNP® Class 5 
data compression 

> V.42bis & MNP® Class 
2/3/4 error correction 

> Includes telephone handset 

> Surface mount technology, 
low power design 


COMPUTING 


Fast 

Full duplex throughputs up to 
57.6K bps 

Compact 

Perfect for notebooks and 
laptops 


> Easy to use - “AT” Data and 
Class 1 fax commands 

> Smail footprint - only 5.5” x 
3.5” x .75" 


Modem F/X Software 
Features: 
> Message receive, edit, store 
& forward 
> Voice recording and 
playback 
> Answering machine 
Phone book / speed dial / 
broadcast 
Forward and fax features 
too 
The Modem F/X works 
better than any other modem 
on noisy line: t, Tr 
Like it...or your money back 
within 30 days 


nt on ALL platforms. 


Since 1968 we have made over 1200 
placements and consistently found 

your LOWEST prices from over 2000 
nationwide data centers. 


Call Don Seiden at: 


COMPUTER RESERVES,INC 
800 882-0988 (201) 882-9700 


Extensive Software Library 
Telenet Tymnet 
_Searsnet IBM Information Network 


Extraordinary Customer Service 
Migration | Management 


FAN E U i L 815 Commerce a i Brook, IL 60521 
SYSTEMS new acne eae 


Your best choice for mainframe computing services. 
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Wasting time because your users don't know which keys to 
push? Let Hooleon replace the generic keys on your keyboards 
with software specific commands and color coded prompts. 
For very little cost, you can reduce training time and keyboard 
errors, and increase user acceptance of new systems. This 
upgrade is available for new or existing keyboards. Call today 
for your free custom key kit. 


CORPORATION 


au 
EU Tey 
Lisi 


Fax 602/634-4620 
Dept. COMW 
260 Justin Dr.» Cottonwood, AZ 86326 





| 
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‘Custom Keys & Keysoaros | 
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Business Opportunities 


OPPORTUNITY 


WE ARE: AGerman Software House with 

Sales offices in Washington D.C. 
Sales/support company in North America 
to sell our Software Products in the U.S. 


Experienced in the U.S. Market in the areas of: 


LOOKING FOR: 


Please contact: 


SEGUS Inc. 


1851 Alexander Bell Drive,Reston, VA 22091 
Phone 703 - 715 - 9650 Fax 703 - 715 - 8428 


Business Opportunities 





Wanted 
Partner / Investor 


Sought for desktop PC- 
based,multi-platform, video & 
document conferencing system 
Superior feature set, interface, 
architecture & engineering team. 
Product is close to market 
Company seeks partner / investor 
to fund final development and 
assume marketing and distribu- 
tion. Major business opportunity 
for the night business partner. All 
replies confidential. Contact Doug 
_ Clapp: 612-897-1995. 


~ Product Classified Pages 


Where America's Computer 
Professionals Shop. 


_ (600) = 6474 


a Ma.; 508 / aren vr 


| IBM PS 386SX/25 


| Compag Prolinea 4/66 


Apple Macintosh SE 





TRAINING 


y - 
een sje} Aer 


6 for end- users; 


Pomerat Education Partner 


Systar 
Technologies Inc. 


Davis, CA @ Larchmont, NY 


Expert Instructors 
Teach On Site 


SYSTAR 
TECHNOLOGIES, INC 


800-5-SYSTAR 


COMPUTERWORLD’s 
“5th Wave’ Cartoon Mouse Pad 


COMPUTERWORLD brings humor to a 
mouse pad featuring a cartoon from 
“The 5th Wave” series by Rich Tennant. 
Not available in stores, this colorful 
foam-backed pad will keep your mouse 
clean and protect your desktop. 

Best of all, it's only $4.99*. Send 


your name, address and check or money order to COMPUTERWORLD, 
P.O. Box 9171, Framingham, MA 01701, Attn: Product Fulfillment. 


*In U.S., for each unit ordered, add $1.25 for postage and handling; orders outside U.S. add $2.50 each. 
Residents of MA, CA, GA, NJ, and DC add applicable sales tax. Canada residents add G.S.T. 


Index of used computer prices 


Week ended October 22, 1993 


Closing Prices 

AmCoEx 
$725 
$725 
$700 
$3,050 
$1,500 
$2,850 
$1,950 
$1,500 
$575 
$850 
$525 
$3,975 
$625 
$1,200 


PS/2 Model 70-A21 
PS/2 Model 55SX 
ThinkPad 700C 
PS/2 Model 90-OH9 
PS/2 Model 95-O}F 


Prolinea 486/50 
Portable 386 
SLT-386 
LTE-286 
Prosigna 486/66 


HICX 
HCl 
HFX 
Quadra 950 


$1,450 
$1,725 
$3,350 


INFORMATION PROVIDED BY AMERICAN COMPUTER EXCHANGE, ATLANTA, GA. 
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Call 800-5-SYSTAR 


for Course Descriptions and Outlines 
© 1993 Systar Inc. All trade names are the trademarks or registered trademarks of respective owners. 
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401(k) ADMINISTRATION 


Delta Data Services, Inc. complete 401(k) 
Admin Software Columbus, Ga .. . . .(800) 451-9188 


4GL 


CompuSoive Associates 


River Edge, NJ (800) 847-6583 


ACCOUNTING/PAYROLL 
Arthur Ellingsen & Co. 


Arlington Heights, IL (708) 506-0555 


ACCTG SOFTWARE/SERVICES 


Management Information Consulting, Inc. 
Falls Church, VA (703) 845-5800 


OPEN SYSTEMS® Accounting Software 
Open Systems Holdings Corp. . (800) 328-2276 


APPLICATIONS CONVERSION 


Forecross Corporation 


San Francisco, CA (415) 543-1515 


APPLICATIONS DEVELOPMENT 


INTERBASE/PARADOX Consulting 
Avalon Solutions, Inc. ...... . .(608) 520-1711 


CompuSolve Associates 
River Edge, NJ (800) 847-6583 


PC/LAN Database Application Development 
Envision Development ..... . (508) 443-0829 


GREENBRIER & RUSSEL 
PowerBuilder VAR ........ 


Information Ti ists, Inc. (IT! 
Client Server, Applications & 
Mastech Corporation: Nationwi 
ORACLE, Sybase, Informix 
Micro Focus COBOL/CICS/XDB 
SilverStone Systems, Inc. NY . . 


Software Sourcing Company 
Atlanta, Georgia 


SYNTEL, Inc. 
NATIONWIDE (313) 828-3290 


Planet Data/Paradox Windows ——- 
Moriches, New York (516) 878-6603 


CABLING SERVICES 


DATA CONNECTION WORLDWIDE-Design & install 
Throughout the World . . . .(800) 283-2821 


Nationwide, 250+ Local Service Locations 
Premises One LAN SERV .. . .(800) LAN-SERV 


CLIENT SERVER DEVELOPERS 
ACR Inc. (PowerBuilder VAR) 

New York, NY (212) 629-3370 
INTERBASE/PARADOX Consulting 

Avalon Solutions, Inc (508) 520-1711 
Chen & Assoc., Inc.: PowerBuilder, Visual Basic, etc. 
Baton Rouge, LA (504) 928-5765 
Client Server Systems, Inc. 

Wellesley, MA’........... . (617) 239-8065 


PC/LAN Database Application Development 
Envision Development (508) 443. 


. (800) 453-0347 
(800) 296-4600 
| Development 


(412) 279-6400 
(212) 786-4079 


(404) 898-7900 


Greenbrier & | & Russel (800) 453-0347 
Specializing in client server application development in 
addition to LT lasane mainframe and midr: - 
services, education programs for AS/400, DB2, 
client/server, and software products. 


Information Te Inc. (ITI (800) 296-4600 
Client Server, tions & GUI Development 


Mastech Corporation: Nationwide 
PowerBuilder, Gupta, Visual Basic . .(412) 279-6400 


INFORMIX/ORACLE/SYBASE/POWERBUILDER 
NexGen SI (PowerBuilder VAR) .(404) 551-8210 


NetLinks Technology, Inc.:CORBA,OOAD, 
C++, client/server apps . .(603) 891-4177 


PowerCerv (PowerBuilder VAR) 

Tampa, FL (813) 281-2990 
SOFTWORLD® Corporation (407) 995-8436 
OS/2 Software Development & Consulting Svcs 


SYNTEL, Inc. 
NATIONWIDE 


Zeitech, Inc. 
Stamford, CT (203) 359-9807 


CONTRACT PROGRAMMING 


INFORMIX/ORACLE/SYBASE/UNIX 

ACJ & Associates ( 264-6686 
MS Windows/C/C++ experts! 

Eureka Springs, AR (501) 253-8087 


Jerry Cohen & Associates 
Portland, OR 


(313) 828-3290 


(503) 289-7706 


Oracle/C/Cobol/Unix/Forte/OO - |S. Consultants 
Minneapolis, MN (612) 851-9544 


Information T Inc. (ITI (800) 296-4600 
Client Sona & dur Development 
ORACLE/PARADOX-Offsite Work Preferred 
Laurel Hill Software Inc... . . (800) 554-2676 


AS/400, RISC 6000, SERIES 1 
L.S.J. Consulting, Inc. . . . .(214) 492-3354 


Mastech ition: Nationwide 
UNIX, RDBMS, GUI (412) 279-6400 


a (PowerBuilder — 
Tampa, FI (813) 281-2990 


Micro ai COBOL/CICS/XDB 
SilverStone Systems, Inc. NY . .(212) 786-4079 


Software Sourcing Company 
Atlanta, Georgia 


SYNTEL, Inc. 
NATIONWIDE ............ . (313) 828-3290 


CORPORATE/GOVERNMENT BBS 


Summit Software Services, Inc. 
Camarillo, CA (800) 307-0034 


COMPRESSION/CROSS PLATFORM 


Adlersparre & Associates Consulting, Inc. 
MVS, VM, PC DOS, OS/2, UNIX, AS/400 (413) 296-0252 


CUSTOMER SERVICE 


PowerCerv (PowerBuilder-based application) 
Tampa, FL (813) 281-2990 


DATA CONVERSION 


Data Conversion, Inc. 
Minneapolis, MN 


DBMS 


(404) 898-7900 


(612) 525-0649 


Advanced Data Management 962-4377 
Document DATABASE Tool for the oe 
have VAR and Dist. == available. Call/Write “s 
Main St. Kingston, NJ 


INTERBASE/PARADOX Consulting 

Avalon Solutions, Inc. ........ (508) 520-1711 
CompuSoive Associates 
River Edge, NJ 

On-Line Systems Group 

St. Petersburg, FL (800) 322-5265 


DISASTER RECOVERY 


Remote SHADOW® for OpenVMS 
Advanced Systems Concepts, Inc. ..... (800) 229-2724 


Computer Security Consultants, Inc. 

Ridgefield, CT (800) 925-2724 
Advanced Information Management (703) 643-1002 
Woodbridge, VA FAX (703) 643-2722 


Raymond Professional Management, Inc. 
Roswell, GA (404) 587-4090 
Recovery Mana 
REXSYS® Software 
Strohl Systems 
LDRPS Software (800) 634-2016 


DISTRIBUTED OBJECT COMPUTING 


NetLinks Technology, Inc:CORBA,OOAD, 
C++,client/server apps (603) 891-4177 


EDUCATION & TRAINING 


DPEC, Inc.-Computer-based and video 
training in over 160 topics . (800) 223-3732 


GREENBRIER & RUSSEL 
AS/400, DB2, Client Server (800) 453-0347 


IS Training Services (508) 635-9819 
Specializing in technical and non-technical training solu- 
tions and educational consulting services designed to 
4 peas the —_ IS function -- the clients of IS. 

ren Tan & Associ- 
ates, 5 Old Meadow Lane, Acton, MA 01720. 


(800) 847-6583 


(800) RMI-8866 


I 
isan ao oy An IBM Metoperne wer 


sourcing and 
customized offerings. Cal 1800 TEAC for a free 
catalog. 


Information T Inc. (ITI) (800) 296-4600 
Client Given topline & gut Development 

MIS Training Institute (508) 879-7999 
Framingham, MA Fax(508) 872-1153 


ELECTRONIC DATA INTERCHANGE 
DNS Associates, Inc. 

(800) 624-6354 
EDI Able, inc. 


Malvern, PA (215) 993-0813 


Solutions Directory 


impact Int’l Technologies, | 


inc. 
Princeton, NJ (609) 734-7411 


ENTERPRISE RESOURCE PLNG 


FOURTH SHIFT CORPORATION (JIT) 
Minneapolis, MN . (800) 433-2467 


EXECUTIVE INFORMATION SYSTEMS 


XENOS _— 
Dallas, TX . ‘ 


EXPERT SYSTEMS 


FOUNDATION TECHNOLOGIES, INC. 
Boston, MA .(617) 720-2760 


OXKO Corporation 
Annapolis, MD 


FOCUS 


FOCAL SYSTEMS, INC.: Focus Consulting 
Seattle, WA (206) 788-4467 


GEOGRAPHIC INFORMATION SYSTEMS 


Caliper Corporation 
Newton, MA 


. .(214) 869-9860 


. (410) 224-3314 


(617) 527-4700 
GOV’T/MUNICIPALITIES 


Arthur Ellingsen & Co. 
Arlington Heights, IL 


MMA Consulting Group, Inc. 
Boston, MA 


(708) 506-0555 


. .(617) 426-8049 
GROUP WARE/E-MAIL 


ACR Inc.(Lotus Notes VAR) 
New York, NY (212) 629-3370 


Eden Comm.., Inc. (Authorized Lotus Notes Dev/Train) 
New York, NY (212) 489-2450 


Information Technologists, Inc. (ITI (800) 296-4600 
Client Server, Applications e UI Development 


HELP DESK 


PowerCerv (PowerBuilder-based applications) 
Tampa, FL (813) 281-2990 


HUMAN RESOURCE SOFTWARE 


SPECTRUM Human Resource Systems Corporation 
Denver, CO (800) 334-5660 


HUMAN RESOURCE SYSTEMS 


Ceridian Employer Services 
Repertoire and HR-1 HRIS . (800) 729-7655 


PC/LAN Personnel, Benefit, and HR Systems 
STS, Inc. Rolling Meadows, IL. .(708) 640-5710 


INFO DELIVERY SOFTWARE/SVCS 


GenText, inc. 
Dallas, TX (214) 691-0200 


INFORMATION ON DEMAND 


Increase Sales and Customer Loyalty 
Fax retrieval & broadcasting are used by industry leaders 
to provide timely information to prospects & customers 
Get ‘“‘FAX-On-Demand, Marketing Tool for the 90's." to 
learn how to obtain the benefits. For literature, dial 408 
243-2275 from your fax or call us at 800-982-3715. AB- 
Consultants. 


IMAGING 


Avalon Engineering, Inc. 
Boston, MA 


Grumman InfoConversion 
Holtsville, NY 


ISO 9000 Doc. Mgmt. Systems 
OXKO Corporation (410) 224-3314 


MANUFACTURING SOFTWARE 


RO! Systems, Inc.-MANAGE 2000 Product 
Minneapolis, MN 55426 (800) 544-7849 


Intrepid Software, Inc. 
Burlington, MA (617) 273-2920 


Man-Trak® - Management Lage = oot 
Open Systems Holdings Corp. (800) 328-2276 


PowerCerv (PowerBuilder/Sybase application) 
WEEE vactcarnies see (813) 281-2990 


Silverline Industries, Inc. 
Oakbrook, IL (ORACLE VAR) . .(708) 571-5555 


MARKETING INFORMATION SYSTEMS 


Advanced Marketing Solutions, Inc. 
Shelton, CT 203) 925-3038 


MIGRATION SOFTWARE /CONSULTING 


GenText, inc. 
Dallas, TX 


(617) 247-7668 


(516) 737-7188 


(214) 691-0300 
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OBJECT ORIENTED DEV 


OOA/OOD/Forte trained OO Development 
1.S. Consultants (612) 851-9544 


OFF SHORE SOFTWARE DEV 


Mastech Corporation: Nationwide 
Excellent Quality - Cost Effective (412) 279-6400 


SYNTEL, Inc 

NATIONWIDE (313) 828-3290 
R Systems, Inc., California (916) 631-1503 
“Quality Software Developed in india” SAVE $$$I!! 


Software Sourcing Company 


Altanta, Georgia (404) 898-7900 


OFF-SITE SOFTWARE DEVELOPMENT 


Computer Utilization Services Corp: 
Birmingham, AL . , (205) 933-0555 


ORACLE/INFORMIX/SYBASE/UNIFACE/Multimedia appins 
Silverline Industries, Inc., Oakbrook, IL (708) 571-5555 


OS/2 SPECIALISTS 


SOFTWORLD® Corporation (407) 995-8436 
OS/2 Software Development & Consulting Svcs 


OUTSOURCING 


Advanced Data Scene (800) 824-3772 
A full service system integrator. Design through im- 

ition, all maj major databases and tools. Calll/ 
rite 15 Main St. Kingston, NJ 08528. 


MCRB Service Bureau, Inc. 
3090 Computer (800) 941-MCRB 


SYNTEL, Inc. 


NATIONWIDE ... (313) 828-3290 


PAYROLL SYSTEMS 


Ceridian Employer Services 

Signature® Payroll and Tax Filing (800) 729-7655 
SPECTRUM Human Resource Systems Corporation 
Denver, CO.... (800) 334-5660 


PC/LAN Payroll, HR, and Tax Systems 
STS, Inc. Rolling Meadows, IL . .(708) 640-5710 


PROJECT MANAGEMENT 


Pitagorsky —— [Training 
New York, NY . .. .. (212) 696-9687 


PURCHASING SOFTWARE 


Commerce Software, Inc 


Elmsford, NY (914) 592-2102x302 


RETAIL SYSTEMS 


L.S. J. Consulting, Inc. 


Dallas, TX (214) 492-3354 


RIGHTSIZING 


UNIX, C, C++, DOS, WINDOWS, PRO-IV 
Avalon Solutions, Inc. . . (508) 520-1711 


PC/LAN Database Application Development 
Envision Development (508) 443-0829 


MCRB Service Bureau, Inc. 
3090 Computer Saeiees (800) 941-MCRB 


SALES FORCE AUTOMATION 


Scherrer Resources, Inc. (Sales Ally Software) 
Philadelphia, PA 19118 (800) 950-0190 


SECURITY 


National Computer om Association 
Carlisle, PA . . .(717) 258-1816 


RSH Consulting, Inc. 
Newton, MA . 


System 613, Inc. 

RACF/Systems . (914) 425-7758 
VANGUARD my Professionals 
Information Security Admin & Audit (714) 939-0377 


SECURITY /PHY SICAL 


Z-Lock Manufacturing Co 
Redondo Beach, CA 90277 . . .(310) 372-4842 


SPEECH INTEGRATION 


Zeitech, Inc. 
Stamford, CT ... . .(203) 359-9807 


SUPPLY CHAIN MANAGEMENT 


American Software, Inc. 
Atlanta, GA . . (404) 264-5296 


WHOLESALE DISTRIBUTION 


Arthur Ellingsen & Co. 

Arlington Heights, IL (708) 506-0555 
ADD+ON® Software Advantage/V 

Open Systems Holdings Corp . (800) 328-2276 


. .(617) 969-9050 





“Tn computer trade press advertising, 
Computerworld Direct Response Cards 
are first in quantity and quality - 

and lowest in cost per 


qualified 
lead.” 


Firesign Computer Company is a data communi- 
cations software developer with 17 years in the 
business. Having tripled in size during the past 
two years, this San Francisco-based company 
retains rep firms on the East Coast and in Europe 
to service a worldwide customer base that ex- 
tends as far as Australia and New Zealand. For 
President Chuck Mills, finding new sales pros- 
pects for the company’s flagship product Out- 
bound means advertising in Computerworld 
Direct Response Cards every month. 


‘‘Outbound’s claim to fame is unattended file 
transfer. Supporting MVS and VM mainframes 
and OS/2, DOS, and Windows PC networks, it is 
the only product whose main thrust is unattended 
mainframe-to-PC file transfer. Virtually invisible to 
the PC user, Outbound saves time, provides flexi- 
bility, and eliminates training - all while automati- 
cally ensuring consistent reliability. 


“By its very nature, Outbound has a cross-indus- 
try and cross-functional appeal, with potential 
users ranging from mainframe network software 
managers to information center professionals to 
project analysts. So when it comes to targeting 
our audience, we need a broad-spectrum adver- 
tising vehicle with a broad reader base. It’s no 
surprise, then, that Computerworld Direct 
eens Cards have proven to be our best 
choice. 


‘‘In computer trade press advertising, Computer- 
world Direct Response Cards are first in quantity 
and quality - and lowest in cost per qualified 
lead. They consistently generate over 70 re- 
sponses every month - and a full two-thirds are 
very qualified leads. Some months, we've even 
received as many as 120 responses. On a cost- 
per-lead basis, Computerworld Direct Response 
Cards are also our best value dollarwise. 


1 800 343-6474 


IN MA 508 879-0700 


- Charles A. Mills 
President 
Firesign Computer Company 


‘As an added benefit, | see Computerworld 
Direct Response Cards having an equalizer ef- 
fect. Here, unlike other advertising vehicles, com- 
panies with smaller advertising budgets like ours 
stand out and make just as big an impact as 
much larger companies. Computerworld’s large 
circulation also gives us reach to the right cross- 
section of potential buyers. And, since we con- 
tinue to receive responses for many weeks after 
each deck hits, we obviously benefit from both a 
long shelf life and an active pass-along read- 
ership. 


“As long as Computerworld Direct Response 
Cards remain our top lead generator, we'll defi- 
nitely maintain our advertising presence in every 
deck. Looking ahead, | also leu expanding 
our Computerworld Direct Response Card adver- 
tising should we develop a new data communica- 
tion software product requiring similar expo- 
sure. 


Computerworld Direct Response Cards give you 
a cost-effective way to reach Computerworld's 
powerful buying audience of over 135,000 com- 
puter professionals. Every month. They're work- 
ing for Firesign Computer Company - and they 
can work for you. Call Norma Tamburrino, Na- 
tional Account Manager, Computerworld Direct 
Response Cards, at (201)587-0090 to reserve 
your space today. 


DIRECT RESPONSE CARDS 
Where you get direct access to quality sales leads. 
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Exch 52-Week RANGE Oct. 29 Wk Net Wk Pct ExcH 52-Week RANGE Oct. 29 Wk Net Wk Pct 
3PM CHANGE CHANGE 3PM CHANGE CHANGE 


» 
Gainers Losers See GEM oc ee ss eee 10 a3 
oTc 


15.50 4. INTERSOLV INC. 7.75 -0.75 
oTc 40.00 19.38 3COMCorpP. 1.75 


oTc 18.25 7. KNOWLEDGEWARE INC 16.00 -0.50 
P t NYS 91.13 63.38 AMERICAN INFO TECHS CorP 1.13 
ercen NYS 65.00 42.38 AT&T 0.50 


OTC 54.75 15 LecenTt Corp 24.25 0.13 
OTC 50.75 18. Lotus DEVELOPMENT 48.38 2.50 

orc 4.44 0.75 ARTEL COMMUNICATION CoRP \ 0.00 
Raoius Inc. e Ross Systems orc 24.50 12.50 BANYAN SYSTEMS INC 0.75 


OTC 23.00 4. MaTHSoFt 5.38 0.13 
OTC 21.25 4 MCAFEE ASSOCIATES 5.75 0.00 
Group | SOFTWARE 3 KENDALL SQuaARE RESEARCH NYS 69.13 44.50 BettATLANTic CorP 0.88 OTC 11.63 2 MECA SOFTWARE 6.50 0.00 
MicroPous Corp. CAaMBEX CorP. NYS 63.38 46.75 BettsouTHCorP 0.38 OTC 12.88 6. MENTOR GRapuics (H) 12.00 -0.38 
STRUCT. DYNAMICS RESEARCH 21.1 BMC SorTware Inc NYS 14.75 88 Bott, BERANEK & NEWMAN 1.63 OTC 46.00 19. Micro Focus 22.63 -1.38 
Maxtor Corp. STATE OF THE ART - orc 18.50 50 BROOKTROUT TECHNOLOGY 0.50 oTC 13.25 MicROGRAFX INC 8.56 
QMS Inc TANDEM COMPUTERS INC. NYS 119.00 75 CABLETRON SYSTEMS 0.50 
SEI Corp.(H) i SOFTWARE PUBLISHING CORP - OTC 50 75 CENTIGRAM COMMUNICATIONS 2.75 


OTC 98.00 .38 Microsort Corp. 80.00 

OTC 64.63 x Oracte Corp. (H) 58.63 
Bout, BERANEK & NEWMAN 4 PLATINUM SOFTWARE OTC 55.50 2.25 CHipcomCorp. ge 
or 25 00 Cisco Systems INC 2.25 


OTC 44.75 PARAMETRIC TECHNOLOGY 40.00 

2 OTC 40.50 PEOPLESOFT 38.25 
D Li. oTc 7.75 00 COMPRESSION LaBs INC 38 1.50 
‘0 ar orc 00 CrossComMmM 2.50 


orc 7.13 PHOENIX TECHNOLOGIES 4.00 
orc 63 38 «=Data Switch Corp z 0.13 


OTC 40.00 A Powersort 32.00 
oTc 39.75 PLATINUM SOFTWARE 23.50 
Xerox Corp 38 BMC Sorrware Inc NYS 9.88 Dicitat Comm. Assoc 0.00 
PROGRESS SOFTWARE CorP. 25 DSC COMMUNICATIONS 4.7 oTc 


oTc 25.00 2 PLATINUM TECHNOLOGY 8.63 
12.75 Dicitat Systems INT’t Inc. (L) 0.06 OTC 61.50 i PROGRESS SOFTWARE CorP. 55.25 
ZiLOG Inc 3.7 KENDALL SQUARE RESEARCH orc 13 DSC COMMUNICATIONS 4.75 oTc 6.75 
STRATUS COMPUTE® INC 5 AUTODESK INC. orc 50 


QUARTERDECK OFF ice SYS. 2.31 
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Smaller deals paying off for EDS 


By Mark Halper 





=For the fourth consecutive quarter, 
Electronic Data Systems Corp. has re- 
ported sluggish revenue growth, a 
trend that some analysts last week at- 
tributed to a hiatus in the market for 
huge outsourcing deals, but EDS ex- 
plained otherwise. 


Revenue for the third quarter that end- 
ed Sept. 30 barely budged, moving from 
$2.06 billion in the same period a year 
ago to $2.08 billion. Layoffs and other 
cost-cutting maneuvers, however, did en- 
able EDS to score a 14.5% profit increase 
to $191.6 million. 

The Plano, Texas, outsourcing giant 
said it expects to return to double-digit 
growth next quarter. In a conference call 
with financial analysts, EDS painted a 
bright long-term outlook, noting it is a fi- 
nalist for a giant outsourcing deal with 
Lufthansa German Airlines. The deal 
could be worth as much as $2 billion to $3 
billion, said Merrill Lynch & Co. analyst 
Stephen McClellan. 

EDS also cited an additional estimated 
$11 billion in business prospects. It is a 
finalist for potential multibillion-dollar 


deals at British Aerospace and Inland 
Revenue Service in the UK. Both British 
Aerospace and Inland are expected to 
make a final outsourcing decision by 
year’s end. EDS is also one of four bid- 
ders at Xerox Corp., although a Xerox de- 
cision on whether it will even outsource 
could take six months to a year, McClel- 
lan noted. 

EDS attributed the present stagnation 
to several factors: a 7% decline in income 
from business with its parent company, 
General Motors Corp. (GM), unfavorable 
foreign currency exchange rates, a high 
number of contracts winding down anda 
reclassification of a Korean joint venture 
that effectively eliminated revenue from 
EDS books. 


Fewer megadeals 
Analysts said that while EDS has racked 
up a string of small and midsize con- 
tracts, in the last year it has won fewer of 
the $100 million-and-over megadeals 
than it has in the past. 

Alex. Brown & Sons analyst Cato Car- 
penter said one reason for the slowdown 
is that EDS is less able these days to 
“buy” outsourcing deals by purchasing 
computer assets from customers in ex- 


change for longer term processing com- 
mitments. 

While EDS’ cash holdings are up from 
$587.9 million a year ago to $687.1 mil- 
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Revenue from GM contracts 


1993 Q3 $787M 





New business signed in Q3’93 $1.02B 


rete » Contract signed with 
$400M Nielsen Marketin; 
. _| Research, one of EDS’ 


largest in Q3 1993 








lion, Carpenter suggested that loss-trou- 
bled parent GM is “sucking up all the 
cash [EDS] generates.” 

He further pointed out that customers 
in general are not as cash-strapped as 
they were in the recent past because 


many corporations have stanched losses 
through their own regroupings. “The 
whole momentum of megaoutsourcing is 
currently on hold,” Carpenter said. 

EDS said it is racking up enough small to 
midsize deals to compensate, pointing to 
bookings of $4.3 billion in new business 
this year to date. A spokesman said EDS 
is on a pace equal to its record booking 
of $5.7 billion in new business in 1991. 

“There were quite a few in the $10 mil- 
lion to $100 million range that don’t gen- 
erate a lot of publicity, but we’re very in- 
terested in those,” the spokesman said. 

The company said its non-GM business 
grew by 7% in the third quarter, from 
$1.20 billion to $1.28 billion. The share of 
business represented by GM projects, 
once close to 80%, continued to decline 
to 38%. 

The EDS spokesman said unfavorable 
currency rates connected to the strong 
dollar caused a $70 million hit on reve- 
nue. At the same time, EDS continues to 
feel the impact of having completed long- 
term projects at the end of 1992 that had 
been generating $129 million in annual 
revenue. Normally, project completions 
represent the termination of about $50 
million in revenue, the spokesman said. 
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Select calendar third-quarter financials 
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REVENUE 
6/93 - 9/93 


% CHANGE 
FROM 1992 


% CHANGE 
FROM 1992 


NET INCOME 
6/93 - 9/93 


$6.26M 
$4.3M 


The third quarter saw once-captains of the industry continue the strug- 
gle to restructure their ranks and right their listing financials while 
also setting out into unchartered waters. Navigating through client, 
server straits has proved tricky for many, particularly for those also 
buffeted by unfavorable currency translation, slow European sales 
and weakening demand for proprietary systems. 

IBM, Data General Corp. (DG), Computer Sciences Corp., Control 
Data Systems Corp., Stratus Computer, Inc. and Tandem Comput- 
ers, Inc. all posted less than impressive, albeit mostly expected, earn- 
ings for the third quarter. In many cases,the revenue needle stuck or 
barely budged on a year-to-year quarterly basis. 

Although its revenue was flat on a year-to-year quarterly basis, IBM 
managed to keep its losses for the third quarter to $48 million, a vast 
improvement over its $2.8 billion loss in the third quarter of 1992. 

Revenue was down slightly at Control Data from the same period a 
year ago, but it did see a small profit. Unappeased, President Jim Ous- 
ley said continuing “economic and marketing challenges in Europe” 
will impact results in the fourth quarter and into 1994. 

With a barely perceptible change in revenue between fiscal 1992 and 
1993, Tandem reported a $517.7 million loss for the year, $451 million of 
which was a restructuring charge. The fourth quarter of 1993 was prof- 
itable — barely — which Tandem President James Treybig attributed 
in part to significant cuts in costs, personnel and salaries. 

DG may have bailed more woes than its compatriots as it announced 
plans to lay off “several hundred” of its 6,550 employees in the face of 
its seventh annual loss in the last eight years. Its $37.2 million fourth- 
quarter loss already includes a $25 million charge to cover the cost of 
the work-force reduction and unspecified other restructuring actions. 

Also suffering losses for the quarter were Convex Computer Corp. 
and Easel Corp. Easel is late with a product that unites its client/server 
tools with those of acquired subsidiary Enfin Software Corp. 
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() ne hundred and forty-eight well- 
dressed IS executives, corporate 
sponsors and guests were honored for 
their achievements at the sixth annual 
Computerworld Premier 100 Awards 
banquet last Monday in the Pegasus Suite 
high atop the 64th floor of New York's 

30 Rockefeller Center. 


Elaine DeLappe, director of 
human resources, represented 
The Boeing Co., which 
finished first in Aerospace 


Scott Cooper, senior vice president of technical services at Home 
Shopping Network, Inc., won the Sun “IS Visionary of the Year” 
award for overseeing the development of an innovative 
Pay-Per-View/Video-On-Demand system that will allow 
households to access movies via an 800 telephone line. 


Pictured below, 
Premier 100 
dinner attendees 
listen as Harvard 
Business School 
Professor Richard 
Tedlow describes 
the mistakes that 
even good 
companies make 
if they misread 
the market 


The dinner, which honors the 100 
companies and their IS organizations 
deemed the most effective in using 
technology, featured an awards 
presentation to each of the first-place 
finishers in 10 industry groups. The top 
finishers were: The Boeing Co., Dibrell 
Brothers, Inc., Banc One Corp., Rubbermaid, 
Inc., Air Products and Chemicals, Inc., 
Alexander and Baldwin, US West, Cummin 
Engine Co., Abbott Laboratories and 
Winn-Dixie Stores, Inc. 


Robert Barrett, president and 
OO at Banc One Services 
Corp., accepted the award for 
Financial Services 


Ray Hoving, director of the 
MIS Process Systems Group 
at Air Products and Chemicals, 
Inc., topped the Petroleum 
and Chemicals category 


The 5th Wave by Rich Tennant 


PHOTOGRAPHY BY JERRY VALENTE 











Youre Nor A CvpeRHOuc...if you look for the 
Coup of the Day in the Format menu. 
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Inside Lines 


Giving consent 

The Justice Department's new antitrust chief, Anne Bingaman, 
last week assigned its investigation of IBM’s outsourcing practices 
to Ralph Giordano in its New York office. At issue is whether IBM 
and its Integrated Systems Solutions Corp. subsidiary are in vio- 
lation of a 1956 Consent Decree. IBM said Justice has transferred 
all Consent Decree cases to regional offices. Meanwhile, more 
questions swirled following IBM’s services reorganization in 
which ISSC was intermingled with other IBM groups. The Consent 
Decree requires arms-length operation of a “service bureau” unit. 


Chapter 11 redux? 

Memorex Telex Corp., the U.S. subsidiary of Dutch Memorex Telex 
N.V., plans to file for Chapter 11 bankruptcy protection this month, 
the second time in two years. The storage products maker, which 
pulled in more than $500 million in sales last year, cannot meet 
interest payments on $600 million in debt held by financiers Carl 
Icahn and Leon Black, said a source close to the company. Memor- 
ex Telex does not expect to be in Chapter 11 for more than the 
minimum 30 days required to restructure the debt and convert it 
tocommon stock, which Icahn and Black will own, the source said. 


Microsoft to say “OLE!” to Corba? 

Dec. 8 is the deadline for those responding to the Object Manage- 
ment Group’s (OMG) request for technology for the interoperabili- 
ty standard for Corba, and sources close to Microsoft and Digital 
said the two companies are likely to make a joint announcement 
on Dec. 7 with a major third-party relational database vendor to 
link OLE with Corba on. Digital already offers interoperability sup- 
port between Microsoft’s OLE and Corba, and Microsoft is likely to 
announce its intent to offer OLE’s object interfaces to the OMG for 
Corba, the sources said. Microsoft officials said they have no cur- 
rent plans to do so. 


Back on board 

Arejuvenated Everex Systems will next Monday introduce a bold 
new line of desktops, featuring on-board support for Ethernet and 
10Base“T, video acceleration, SCSI-2 and sound, as well as the more 
common on-board I/O and integrated drive electronics support. 
While graphics acceleration is built-in, Everex handles sound and 
SCSI via an on-board socket that allows users to pop in Adaptec, 
Ine.’s SCSI-2 chip. An intelligent BIOS automatically senses which 
components are on the machine and configures it appropriately. 
The cost for a fully configured system will range from $1,299 for a 
25-MHz 486SX chip to $2,249 for a 33/66-MHz DX2 chip. 


The more things change... 

A slide that Novell presented at a recent analyst meeting lays out 
one piece of its strategy for selling enterprise computing systems 
to corporate IS. Titled “Extending strategy to deliver full IT solu- 
tions: Systems reseller channel second to none,” the slide talked 
about upping the overall quality of Novell’s value-added reseller 
support. Between 1991 and 1994, Novell will up the number of high- 
quality Platinum resellers from 225 to 700. 


Value days are over 
Two months after refreshing the low end of its PC line, Digital is 
ready to upgrade higher-end models. Models based on Intel’s mi- 
croprocessors and Digital’s own Aipha AXP devices are expected 
to be introduced next week, in both EISA and Peripheral Compo- 
nent Interconnect flavors. 


In the “state of the industry” department, Dave Duffield, head 
of client/server software maker PeopleSoft, said he didn’t 
want to be introduced as “chairman” at a product announce- 
ment last week (see story page 28). “ ‘Chairman’ generally 
means you're on your way out,” Duffield said, referring to sev- 
eral recently departed computer company chairmen, such as 
John Sculley trom Apple and John Akers from IBM. Phone, fax 
or CompuServe News Editor Alan Alper with news tips at (800) 
343-6474, (508) 875-8931 or 76537,2413, respectively. Or try Com- 
puterworld’s 24-hour voice-mail tip line at (508) 820-8555. 
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Now That You Know The Perfect Time 
To Evaluate The Performance Of Your Application, 


You Need The Perfect Tool. 


Waiting until you put an application into production to discover 
its performance problems can cost you plenty—in project delays, 
ca acta exorbitant redesign fees and unexpected Bets: 
hardware expenses. And it gets worse. COMPANY. ian ieee 
Because as companies move to complex 
client/server environments, just finding the problems can be a eee 
challenge, never mind fixing them. city STATE ZIP 
The solution? BACHMAN/WindTunnel—our new Windows- Sunbelt Gul ACPA Atbeatin Snail 
based performance modeling tool. With it, you can ask “what if” 8 New England Executive Park, Burlington, MA 01803. 
questions, evaluate design alternatives and identify potential bottle- Retum by FAX to 617-229-9904 or phone 1-800-BACHMAN 
necks early on, when the cost of making changes is still low. 
To learn more about designing performance into your applica- 
tions, send for our free guide. Return this coupon or phone us at 
1-800-BACHMAN. (|n Canada, call 1-800-445-0854.) 


©1993 BACHMAN Information Systems, Inc. All rights reserved. 
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Managing the tremendous output of paper is 
one of today's most critical and costly concerns. 
Over 2,500 MVS data centers use $AVRS/TRMS 
individually or combined to address this issue. 
$AVRS/TRMS, from Software Engineering of 
America, provides a total solution to this expensive 
and resource-consuming problem. $AVRS/TRMS 
handles all aspects of report management/dis- 
tribution, and output management, including pro- 
duction reports, end-user reports, JCL listings 
and error messages, SYSLOG, and compiles. 
$AVRS/TRMS is powerful, yet easy to use and is 
accessible to all levels of personnel through a variety 


of full-screen, menu-driven interfaces including 
CICS, ISPF, VTAM and TSO. Full cut-and-paste, 
windowing and PC interfaces make $AVRS/TRMS 
a flexible and broad-based solution. $AVRS/TRMS 
interfaces with all popular security systems and 
also has multiple levels of internal security. 


$AVRS/TRMS provides a complete and cost- 
effective solution to all aspects of report management/ 
distribution and output management. $AVRS/TRMS 
can control the paper deluge for your installation just 
as it has for data centers of all sizes and configura- 
tions worldwide. 


For a no-obligation 45-day free trial or for further information, 
call Software Engineering of America at 1-800-272-7322. 


SOFTWARE ENGINEERING OF AMERICA 


1230 Hempstead Turnpike, Franklin Square, New York 11010 
(516) 328-7000 1-800-272-7322 Fax: (516) 354-4015 


Products Licensed In Over 50 Countries 





